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© STRONGER — higher tensile strength, no sand 
holes. 


' © TAPER TAPPED—all pipe threads tapered to 
ensure leak-proof joints in every installation. 


® PROTECTED — galvanized fittings zinc plated 
after fabrication for maximum protection of all 
surfaces, including threads. 


© CARTONED—for extra convenience in handling, 
eliminates damage and inventory loss. 


* ALL CAPITOL FITTINGS MEET FEDERAL 
SPECIFICATIONS 





2502 UNIONS 





SQUARE HEAD PLUGS HEX BUSHINGS zz. STEEL CAPS 


Your Capitol 
wholesaler 


also stocks... | 
WELL SUPPLIES CAPadapters REDUCING INSULATING " 


— and Forged Steel High Pressure Fittings COUPLINGS UNIONS 


| CAPITOL) 
(4 ‘y 









PRODUCERS of QUALITY STEEL FITTINGS for more than 30 YEARS 








the most sensational complete line 
of charcoal grills ever developed! 
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© AN ACCEPTED SELLING NAME 
© BEAUTIFUL NEW DIFFERENT DESIGNS 
@ MANY “STAND-OUT” SELLING FEATURES 


© SPECIAL DEEP-DRAWN CONSTRUCTION 
... RUGGED AND STURDY 


© A COMPLETE LINE FROM ONE RECOGNIZED 
DEPENDABLE SOURCE = 








The Duncan Hines line was developed to keep 
pace with America's very real demand for 
charcoal grills. Only Hemp and Company, one 
of America’s foremost designers and — 
manufacturers of outdoor products, could 

have interpreted so perfectly the needs and 
desires of the patio host. 





Duncan Hines Grills are not just another 
grill that will satisfy the needs of some 
... but a complete line with wide 
variety in size and price range. 
And with brand new, exciting 
practical features, new styling 
and design that will make om 
your customers stop and : wen? 
buy, and buy, and buy. a || 
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ey BY THE MAKERS OF 


LITTLE BROWN JUGS 
& CHESTS 





HEMP AND COMPANY, INCORPORATED 
PRODUCERS OF QUALITY METAL PRODUCTS FOR 92 YEARS 


SSO01 MURRAY STREET MACOMB, ILLINOIS 





REGULAR 
PRICE 


FOR IRHA WEEK 


The 


S A PagouUs ADVERTISED 


AS AN IRHA 
HANDY HARDWARE WEEK SPECIAL 


FILE ced tending form magusincs, Torl chevtion, 12,575,000 


To the average file user, the Handy File is a bargain at its regular price of 76¢. 
It is two files in one—single cut on one side, double cut on the other, and capable 
of doing multiple duty around home, farm, shop or garage. 


The Handy File will be a special bargain, because Nicholson has priced it to 
sell at 60¢ each as a special inducement for RHA HARDWARE WEEK only. You 
make your full margin of profit. 

Here is a chance to build volume sales for your “file department.” Order 


from your wholesaler now and give the Handy File a preferred display spot during 
IRHA Week. 


Nicholson File Company, Providence 1, Rhode Island 
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a. Sales-building Farm Chain 


@ Fill the everyday chain needs of your farm and suburban 
customers with the items illustrated here. Keep a few bags 
of each in prominent counter locations for the convenience 
of your trade. Doing so will stimulate your sales and profits. 


TENSO 


HALTER and DOG 
Your AMERICAN CHAIN wholesaler will give you prompt CHAINS 


service on orders for these items—as well as many other 
ACCO quality products. Check your stock—send your order 
NO. 516 —today. 


UTILITY CHAIN 


\ 


NO. 201 
SWING CHAIN 





® These tie-out or picket chains are made in 4 sizes— 
1, 1/0, 2/0, and 3/0. Two lengths—20 and 30 feet. Fur- 
nished with a swivel every 10 feet. Bright or zinc plated 
finish. Packed one chain in a strong cloth bag. 





EL-WEL-TRA 
TRACE CHAINS 





NO. 22 
SLIP HOOK 












STYLE NO. 120 © Grab hook on one end, slip hook on 
other end, and swivel in center when so ordered. Furnished 
self-colored, bright, or coppered. Made in sizes—\”, 
5/16", %", 7/16", 44", and %”". Lengths as desired. 


Ger this FREE re 
“Fingertip Facts about Hardware Chains” 


Contains useful information for all 
hardware people. Write today. CH AIN 


nate 











AMERICAN CHAIN DIVISION American 


AMERICAN CHAIN & CABLE . Chain 


York, Pa. Boston, Chicago, Denver, Detroit, Houston. Los Angeles, New York, 
Philadelphic, Pittsburgh, Portland, Ore. San Francisco. Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 





By W. A. Phair 


(Questions for 1955... 


All the economic signs that can be seen now point to a good year for business 
in 1955. Underlying the basic elements of the picture—construction, industrial 
employment, consumer spending, etc.—are some suggestions of continued infla- 
tion of a limited degree. 





While the general prospects for business seem bright, the question for hardware 
dealers is: How much of this business will I get? How profitable will it be 
for me? 


No one can answer those questions. But we do know that there are certain 
matters which will have an important influence on the answers. For one thing, 
yreater attention has to be given to reducing selling costs. A lower spread between 
production costs and retail selling prices is a national trend and will most cer- 
tainly continue in 1955. The prospects of any increase in present margins by 
either a reduction in wholesale costs or higher retail prices is unlikely. 


This is not a fact that we of the hardware trade welcome, but from all the 
evidence at hand, it is the coid fact. It would be unwise for a dealer to make 
plans for the future on the basis of increased margins. We would be failing in 
our responsibility to the trade if we told you otherwise. 


The alternative then, in order to make a profit, is a reduction in the cost of 
doing business. That is a tough nut to crack, but it must be cracked. 


One of the most effective means of tackling this problem of reducing selling 
costs is through wider use of self service. The editors of HARDWARE AGE have 
spent a great deal of time checking stores all over the country in an effort to 
determine the value of self service to the hardware trade. 


These on-the-spot studies have indicated beyond a doubt that properly used, 
self service is an effective method for reducing selling costs. Because of these 
conclusions, HARDWARE AGE has published in the past year a great dea! of infor- 
mation on all phases of self service to inform dealers generally of what was being 
done and how it was being done. You will be kept equally well advised on develop- 
ments in self service in the present year. 


Self service in itself is not a magic cure-all. It must be used carefully and 
intelligently. Improperly applied, self service can backfire on a store as it has in 
several cases in the past year. 


But, when properly used, it can be very valuable. Let us give you an example 
of what self service can do. This is a typical hardware store in a rural area in 
the mid-west. Around Thanksgiving time, this store installed a new check-out 
counter near the front of the store. Signs were put up about the store encourag- 
ing customers to use the check-out counter for fast service. Al] items in this store 
have always been priced before being put into stock. 


Well, what was this store’s experience with this check-out counter? Let us give 
you the comments of this dealer in a letter written to us just after the holidays: 


‘ 


‘'.. . the extra cash and wrap station helped us a great deal. Actually we 
did considerable additional business with exactly the same number of clerks 
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as last year. Yet, the customers were taken care of more promptly. We did 
not have the congestion during the peak hours this year as we had last year. 
Close to a third of all our sales were handled by this new check-out counter.” 


There you can see the major benefit that can be obatined from use of self ser- 
vice. Remember, this store made no major changes in layout. It did not install 
railings, or push carts. It simply told its customers that if they needed service 
they could have it, but if they didn’t they could get out of the store quickly by 
taking their purchase to the special check-out station. 


But, sometimes it backfires. . . 


We have given you an example where self service was helpful. Now let’s listen 
to another dealer. His store is located in a north central state close to an indus- 
trial area. In a recent letter to us, this dealer said: 


“Our customers are satisfied with self service, but management and the sales 
people are not. Cost of sales help has gone up, because of the additional 
cashiers needed with self service. When we first tried self service, our clerks 
stood around gabbing, even though customers obviously needed help. To 
correct this we put them all on a commission basis. Now they fight for sales, 
self service is defeated and customers have no chance to browse.” 


There you have an example of another angle of self service that shows how you 
can run into trouble. 


Overcoming the situation faced by this last dealer calls for several steps. One 
is a store training program to teach the sales people how self service works and 
what they must do to keep it working. You can save yourself many headaches if 
you get the help together before you start self service and make sure they under- 
stand what you're trying to do, and how it affects them. 


Putting sales people on a commission basis just won’t work if a major portion 
of your sales come from self service. You'll find that the best incentive arrange- 
ment is to have a bonus set up on the basis of an overall store quota. When this 
quota is exceeded, a certain amount of the excess is put into the wage account 


and each clerk shares in this to a specified extent, depending on his skills, time 
with the store, etc. 


It is important that you never overlook that when you put in a check-out sta- 
tion you are losing some valuable display space. This loss of selling space, plus 
the wages of a cashier, can cost more than you will gain unless you have a care- 
fully laid out program. 


We have cited these two experiences with self service because we want to illus- 
trate to the many dealers who will be thinking of using self service this year that 
they must proceed carefully. 


We are convinced that the use of self service in varying degrees can be very 
helpful in reducing selling cost. But if you are not careful, it can backfire. 


Over the year we will bring you in HARDWARE AGE much helpful information on 
how various stores are usiug self service, their experiences, and their headaches. 


If you will read these reports carefully, you will be able to avoid some of the 
headaches others have had. 
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ILCO 
INTRODUCTORY SPECIAL 


for limited time only... 
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SOLID FORGED BRASS 
PIN -TUMBLER 
PADLOCK 






















GENUINE 
> PIN TUMBLER 


TO 
RETAIL AT 















Here’s the hottest PADLOCK SPECIAL @ Solid forged brass case 
you ve ever been offered. Imagine it... @® Hardened steel! shackle, zinc-plated 
es ant gan 4146" win. ; 
a top-quality, solid forged brass 144” pin @ 5 pin-tumbler mechanism 
tumbler lock retailing at $1.50. A se ae 
There’s never been an offer like this. @ Phosphor bronze ae 
Get aboard but quick! Ask your jobber @ Natural brass, satin finish 
today about ILCO’s sensational No. S335 @ 2 brass keys 
Padlock. If he doesn’t have the full story @ Key changes virtually unlimited’ 
yet, write Dept. HA155, at our Fitchburg - v7 
@ Size: 12 in. 
offices. 
*not furnished keyed alike or master keyed 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Favorable Outlook Seen For 
Administrations Program 


As Congress settles down to the tough task of 
grinding out laws to keep the country running for 
another year, it is increasingly apparent that law- 
makers from both parties will go along with most of 
President Eisenhower’s “moderately progressive” 
program. 

The sum of their work, however, will not be 
directed in any degree at improving business condi- 
tions, but rather towards improving and expanding 
“social” legislation. 

In his State of the Union message, the President 
promised to push a program to give the economy a 
“climate for growth,” but there is little apparent to 
cheer businessmen. 

Here is what the President wants, and what he is 
apt to get in areas of price concern to retailing: 


> Taxes- 

President Eisenhower asks cancellation of the 
scheduled cuts in corporation income rates and excise 
taxes on automotive goods, gasoline, liquor and 
tobacco. 

He also opposes any attempts to cut personal income 
taxes because of the continuing large deficit. 

There is litthe momentum now to reduce the corpora- 
tion tax, so the extension is almost automatic. 

Congress is split on what to do about the excise 
tax and personal income taxes. Thinking now seems 
to be to wait until next year—an election year—when 
both parties will try to effect some cuts. 


> Wages— 


The White House wants to increase the minimum 
wage from 75 to 90 cents an hour and broaden cover- 
age to include retail and service trades. This will set 
off the biggest fight in which merchants will be in- 
volved. 

It looks as though, if the economy remains as strong 
as it was at the first of the vear, the minimum wage 
will be increased; possibly even higher than the 
President is asking. 


10 


It is doubtful, however, that coverage will be ex- 
tended this year because southern interests will bit- 
terly oppose it and they virtually rule the House. 


> Postal Increases— 

President Eisenhower wants postal rates increased 
to the tune of about $233 million a year, and pay 
increases for postal and civilian Government workers. 

Chances are that the pay raises will be considered 
first, and passed, but the rate increases are doubtful. 


> Housing— 

A two-year public housing law, for construction of 
35,000 low-cost units a year, is requested by the 
President. He also wants the liberal home-loan guar- 
antee programs continued. 

Opinion is that he will get at least a one-year 
authorization to continue constructing low-cost gov- 
ernment housing, and may well get the full two-year 
program. The liberal home-loan guarantee program 
will not be tightened. 


> Manpower— 

The White House wants another extension of the 
two-year draft law. 

In addition, the Administration is seeking a reserve 


training plan which will take some 100,000 young 


men a year into service for a short training period 
and keep them in an organized civilian reserve for 
another 9 years. 

Extension of the draft law will easily win passage. 
But tough sledding faces the reserve program. 


> Farm Program-— 

Democratic plans to restore rigid 90 pct parity farm 
price supports probably will not be successful. But a 
bid by President Eisenhower for a program to help 
the smaller farmers who don’t benefit much from 
price props will probably go through, hiking spending 
in some rural areas. 


(Continued on page 185) 
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HERE’S HOW KWIKSET HELPS YOU SELL! 


iT bbers and Geaicrs Who se 1 kK \ IK SI “400° 

line locksets receive extra benefits in the fo | KWIKSETS 
aggressive advertising and neti \dising program 

By taking advantage of these effective sales aids, your selling 
Tele IS made Casiel and more pri mNtavdi{c 

lf elt mea: been overlooking the benefits OF 

tilete KWIKSE.- extras, contac r KWIKSE 4 


representative or jobber salesman toda\ 





1 ADVERTISING 


ckset held. KWIKSET f pu ge 


2 DIRECT MAIL ‘She 4-) eae) -1 
K WIKSET pro des attractive. infor ve direct 


brochures and ¢ Lalogs { se [nem tf / ip tei ’ —_ uniitilar 


3 CONVENTIONS AND SerlGrs 
KWIKSET has lockset disp 

builder and hardware shows. S; il contes 
demonstrate KWIKSI I's fast. easy installat 


4 POINT OF SALE DISPLAYS 


Ha ndsor ne three- din Cnsionadl ad sp i \ fd muni 


with colorful descriptive folders. T} 

silent salesmen — employ them 

5 SALES PROMOTION 

A nation-wide staff of trained sales * 

visiting architects, builders and dealers to better acquan 
them the | many advantages of specifying. inst ng 


ng - KWIKSI I locksets 


6 MOTION PICTURES 
KWIKSET has tw interesting and informatiy 6 mn nd 


: o% 
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. : +) : . . > 
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“400” LINE 





THE QUALITY LOCK FOR BUDGET BUILDING 


*y 








BWR aee wee ther gi itest trade advertising 
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New Bath Scale 


Counselor Capri bath scale has 
Monotrol Movement for precision 
weight transfer through uniform 
distribution of weight from all 
bearing points to the dial mecha- 
nism. Has high-power magnifying 
lens and extra large numbers to 
make weight reading easy. Other 
features include: tip-proof design 
(seale is 1% in. high); 107 sq in. 





of platform surface; scuff-resistant, 
anti-skid pebbled rubber mat: and 
plastic feet. Scale, model 600, lists 
for $7.95; 50¢ higher in the Far 
West, and higher in 
Brearley Co. 


For more data circle No. 1 on postcard, p. 197 


Canada. 


Steam Irons 


New line of steam irons in 
decorator colors offers a choice of 
a Deluxe model in combinations of 
blue-green and gold, gray and gold, 
and crimson and gold, all with gold 
finished fabric dial, and a standard 
model in ebony with red trim. 
Stainless steel irons use ordinary 
tap water, and steam up to 1 hour 
or more on a single filling. Can 
steam in upright position as well 
as flat. Has fabric dial with six 
settings for steam ironing alone. 


i2 


INFORMATION ON 





Standard model retails for $18.95; 
Deluxe for $19.95. Casco Prod- 


ucts Corp. 


For more data circle Ne. 2 on postcard, p. 197 


Fountain Brush 


Super Wonder-Wand fountain 
brush attaches to a regular garden 
hose and gives a jet spray of 
aerated water. A built-in chamber 
holds a tea-bag pak of detergent, 
and the water control valve is 
fitted with a leakproof brass hose 
connection. Two interchangeable 
heads, one of Durostyrene bristles, 
and the other a Dupont sponge, 
adapt the brush for washing cars, 
walls, windows, screens, etc. Re- 
tails at $4.95. Empire Brushes, 
Inc. 


For more data circle No. 3 on postcard, p. 197 








NEW PRODUCTS AND SERVICES. 





Tool Bar Kit 

Conversion kit contains every- 
thing needed to change over from 
Tool Bar brands to Handyman 
matched tools. Kit is free with 
purchase of Tool Unit made up 
of basic assortment, or kit can be 
purchased separately for $10. In- 
cluded in kit is a new header sign, 
a metal screw driver rack, extra 
glass and splicers for new binning, 








price tickets to fit holders that clip 
on glass bins and backboard, and 
individual red and white labels to 
apply to tools for identification and 
pricing. Stanley Tools. 


For more data circle No. 4 on postcard, p. 197 


Closet Friction Latch 

New No. 1525 closet friction 
latch operates easily, quietly and 
holds door firmly closed. To com- 
pensate for door shrinkage or ex- 
pansion, latch is adjustable with- 
out removing it from the door. 
Latchbolt is pulled out and turned 
clockwise to shorten, counter-clock- 
wise to lengthen. Maximum ad- 
justment is %< in. Latch mounts in 
edge of door. External parts are 
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Want more information on these 
products? Then use free post 
card on page 197. 





in hardware merchandise... 


FOR THE HARDWARE DEALER 


brass, interior parts. cold-rolled 
steel. May be used with any design 
knob or pull on outside of door. 
Latch has friction bolt beveled on 
both sides; pull to open, push to 
close. Dexter Lock Co. 


For mere data circle No. 5 on posteard, p. 197 


Steel Tool Boxes 

New 18 and 21 in. deep drawn 
steel- tool boxes come in 4 and 6 
tray models. include : 
chemical treatment to prevent rust 
and corrosion, double baked ename! 


Features 


finish, adjustable partitions, con- 
tinuous piano hinge and two draw 
bolts and center locking hasp, and 
Both 
models are 10% in. wide and 13 in. 
high. 


For more data circle No. 6 on postcard, p. 197 


3 embossed rails on bottom. 


Simonsen Industries. Ince. 
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Lunch Kit; Vacuum Bottle 
Featured for Hardware Week are 
a Universal heavy duty Workman’s 
Lunch Kit with matching pint vacu- 
um bottle at the special retail price 
of $2.79; regular price is $3.15. 


Vacuum bottle is also offered as a 
separate item for $1.49; 
price, $1.85. Landers, 
Clark. 


For more data circle No. 7 on postcard, p. 197 
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Plastic Pressure Tape 
Scotch brand plastic tape is a 
new pressure-sensitive tape made 
of thin, high stretch, waterproof 
vinyl plastic. Can be used to 
decorate walls, shelves, floors and 
cabinets with colorful stripes; 
mend plastic items such as chairs, 
beach balls, purses and garden 
hoses; protect handles on sporting 
equipment and workshop tools. In- 
dividually wrapped in cellophane, 
the tape comes in 108-in. rolls in a 
*, in. width for 25¢, and a 1% in. 
width for 50¢. Colors are red, 
green, vellow, blue, white and 
brown. Special merchandising 
deal CP-1 includes a double-deck 

(Continued on page 194) 
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Brush Merchandisers 


Two new merchandisers feature 
Multiflag brushes with exploded- 
tip bristles. Varnish brush mer- 
chandiser has stock of 22 brushes; 
6 each in 1% and 2 in. sizes; 5 
each in 2% and 3 in sizes. Unit 
has retail value of $30.89, dealer 
cost is $20.60. Wall brush mer- 
chandiser, illustrated, has stock of 


12 brushes: 4 each in 3, 3'% and 4 
in. sizes. Unit has retail value of 
$31.52; dealer cost is $20.97. 
Wooster Brush Co. 


For more data circle No. 8 on postcard, p. 197 


Hinge Display Carton 
Non-mortise hinges are now 
available in a counter display car- 
ton. The heavy gage, three-color 
corrugated carton is shipped ready 
packed with 25 pairs of hinges and 
protected by an outer package. On 

(Continued on page 210) 
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«HARDWARE 
Nov. » STORE 
_ SALES 
Oct. 
1954 
etow. > $240 (Seasonal 
_ unadjusted) 

(in millions) 
$230 
Source: Dept. of Commerce | 
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Competition Keynote 
To Business in 1955; 
Firm Prices Likely 


Competition is the one 
which has been appearing with the 
greatest frequency in the annua! 
flood of prognostications about 
business prospects for the new year. 

This year, unlike last, there is 
greater confidence in what lies 
ahead for business. The opinion 
held most generally is that 1955 
is going to be a good strong year- 
not one to get wildly excited about 
but nevertheless a year of progress. 

Competition, however, is ex- 
pected to be the dominant factor 
that will determine the measure of 
progression or recession for indi- 
vidual businesses in 1955. 

While the inventory problem is 
quite different from what it was in 
early 1954, production of consumer 
goods is flowing at a rapid rate 
and this is certain to produce a 
strong spirit of competition at all 
levels of business. 

Ordinarily this would point to 
some softening of prices but there 
are indications that wages and 
other production costs are going 
to go still higher with a resulting 
firming of prices. 

The customer’s appetite 
lower prices has been whetted by 


word 
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» Holiday Sales Set Mark For Month 


» Record November Hardware Sales 


» Consumer Credit Expected to Rise 


the many different kinds of “bar- 
gain” selling and this will probably 
put a still greater squeeze on the 
individual retailer. 





for 


November Hardware 
Store Sales High 


November sales of retail hard- 
ware stores pushed the 11- 
month total for 1954 above the 
ll-month total for 1952. 

However, in the first 11 months 
of 1954, hardware stores failed 
to equal the record for sales of 
more than $2.7 billion they had 
set in 1953. 

The seasonally unadjusted es- 
timates of the Dept. of Com- 
merce follows: 


(millions of dollars) 





1954 1953 1952 

January 165 166 166 
February 172 167 170 
ee 6 ad ons 196 200 190 
Sn 2 ow ieees 221 219 229 
SSE 229 234 244 
Se 232 232 233 
Eb vvk ne os 233 236 214 
August ..... 216 228 216 
September 230 231 224 
October ..... 243 256 233 
November .. 246 239 219 
2.383 2,408 2,338 

December 297 290 
2,705 2,628 











Bankers Look For 
Better Ist Half 


Bankers say they expect business 
throughout the country to be bet- 
ter in the first half of 1955 than 
in either half of 1954. 

“The brightest part of the pic- 
ture continues to be in construc- 
tion,”’ notes the credit policy com- 
mittee of the American Bankers 
Assn. 

Another encouraging factor borne 
out by a study is the “acceptance 
of new automobiles.” 


December Retail Sales 
Hit $17-Billion Mark 


Spurred on by heavy Christmas 
shopping, nation-wide retail sales 
in December set an all-time high of 
around $17 billion, according to a 
survey by Dun & Bradstreet. 

December volume ran 4 pct 
ahead of 1953 and nearly 1 pct 
above the previous peak year of 
1952. 

“This breaking of all previous 
records,” D & B noted, “was in line 
with the expectations of many re- 
tailers, had stocked their 
shelves more plentifully than in 
recent vears. 

“Most merchants had ready ac- 
ceptance of luxury merchandise 

(Continued on page 262) 
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How RBsaW backs up the 
“sellingest” fasteners you can handle 


NEW DRAWING CARD for the “Do-It-Yourself” market is RB&W’s 
pace-setting Handy-Man Bolt and Nut Kit. It boosts unit sales, 
saves customers’ time. Up-to-the-minute merchandising like this 
shows why survey after survey proves RB&W the best-known 
fastener brand, why it pays to stock and sell RB&W products. 





tomer satisfaction. With RB&W carriage bolts, machine bolts, 
lag bolts and-stove bolts, you can fill all orders promptly. And, 
uniformly accurate threading plus uniform strength make for 
easy application, tight holding power. 


NEW STRONGER PACKAGES of rigid kratt-board (larger sizes are 
corrugated) cut spillage, »reakage. Upside-down box (another 
RB&W first) is fumble-proof, eases handling. Oversized labels 
speed product identification. New packaging is part of RB&W's 
continuing effort to help you increase sales. 


HARDEST WORKING CATALOG is this RB&W sales aid with heavy 
flexible cover, first choice of countermen everywhere. Jammed 
with facts and double tab-indexed by product for instant refer- 
ence. Stock up on RB&W fasteners — the top-quality line. Russell, 
Burdsall & Ward Bolt and Nut Company, Port Chester, N.Y. 


gr RUSSELL, BURDSALL & WARD 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Pients of: PORT CHESTER, N. Y.;: CORAOPOLIS, PA.; ROCK FALLS, IiLL.; LOS ANGELES, CALIF. 


Additional sales offices of: ARDMORE (PHILA.). PA.: 


PITTSBURGH; DETROIT; CHICAGO; DALLAS; SAN FRANCISCO. Soles ogents of: SEATTLE. Distributors from coast to coast 
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EDWARD R. MURROW SELLS 
“See It Now,” one of Am 


ALUMINUM SCREENING 


FOR YOU! 
top-rated TV shows, over CBS-TV. 
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Screening made of ALCOA Aluminum 
is produced by these companies: 


Alabama Wire Company, Inc. The C. O. Jelliff Mfg. Corporation 
P. ©. Box 562 122 Pequot Avenve 
Florence, Alabama Southport, Connecticut 
American Wire Fabrics Corporation Keystone Wire Cloth Co. 
Colorado Fuel & iron Corporation Honover, Pennsylvania 
Mount Wolf, Pennsylvania New York Wire Cloth Compony 
Chase Brass & Copper Co. York, Pennsylvania 
80 Lofayette St. Pacific Wire Products Company 
New York 13, New York P.O. Box 350 
Clinton Wire Cloth Compony of Compton, California 

Clinton, lowa Pennwoven, Incorporated 
1952 Seaman Street 70 East 45th Street 
Clinton, lowa New York 17, New York 


Cyclone Fence Phifer Aluminum Screen Company 
American Steel & Wire Division Tuscaloosa, Alabama 
U. S. Steel Corporation 


Waukegan, lilinois Spargo Wire Company, Inc. 


255 East Railroad Avenve 


Dixie Screen & Wire Products, Inc. Rome, New York 
Florence, Alabama Standard Wire Cloth & Screen Co. 
The Gilbert & Bennett Mfg. Co. York, Pennsylvania 
600 Miller Avenve Whitehead Woven Wire Co., Inc. 
Georgetown, Connecticut Snapping Shoals 
Hanover Wire Cloth Division Covington, Georgia 
Continental Copper & Stee! Wickwire Brothers, Inc. 
industries, Inc. W ireworks Street 
Hanover, Pennsylvania Cortland, New York 
Heilig Brothers Co., Inc. Wire Products, Inc. 
York, Pennsylvania Hartwell, Georgia 


Get this hard-selling 
mobile display 
for your store 


FREE! Needs no 
floor space! 






. Screen with Af, 
ac” 


MAIL THIS COUPON TODAY! 


Fc cron see icebliesenes 


ALUMINUM COMPANY OF AMERICA 
1933-A Alcoa Building, Pittsburgh 19, Pa. 


Gentlemen: Please send me your free kit of cluminum screening soles helps 
the mobile, “How To Re-Screen” Folders, Counter Card and Window Banner. 


Nome 

Store Nome 

Address 

City Zone Stote 
MY REGULAR SCREENING JOBBER IS. 


—_———— 
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Biggest garden hose news since Koroseal! 


B. F. Goodrich 








special offer gives 





you 58% markup 





both red and green 


Garden Club plastic 


42 le ngths. 


You buy 32 lengths, retail 


You PAY only 








Contains: 14 lengths of 75, 50 and 25-foot Koroseal; 
5 lengths (same sizes 
7 lengths Crystal Clear plastic 
and 6 lengths of brown Featherweight plastic. Total 


PRIZE 50-ft., Koroseal, retail 


Total retail value 


Profit package assortment No. 0586 


You get 58.6 percent markup 


vellow 


You buy 54 lengths, retail $400.65 
$240.15 ee a : ; 
PRIZE 50-ft.. Koroseal. retail . . 9.80 
. ; 9.80 1 ) 1 ) “ea — 
—- Otal retail value .. . 410.45 
. $249.95 r , 
wow PAY Oofly. << 257.24 


151.39 


YOUR PROFIT $98.56 


Profit package assortment No. 0557 


You get 55.7 percent markup 


Contains: 38 lengths of Koroseal, Garden Club, Crys- 
tal Clear and Featherweight plastic plus 16 lengths of 
75, 50 and 25-foot B. F. Goodrich rubber garden hose. 


YOUR PROFIT $153.21 


a 


laf. PaaS. 








OP a CE BT Sie et Re Ml aie 


Highest markup and profit ever 
offered on garden hose! You get 
your choice of assortments to best 
suit your needs (see panel above). 
Both profit-package assortments 
contain Koroseal hose and plastic 
hose of several types in a wide 
price range. One assortment also 
contains the high quality B. F. 
Goodrich rubber hose that some 
customers demand. 


The new plastic line is an ideal 
supplement for Koroseal. It in- 
cludes Garden Club, best value 
next to Koroseal, Crystal Clear 


for customers who want a clear 
plastic and Featherweight, your 
price plastic. 
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People ask for Koroseal and other 
B. F. Goodrich hose because of 
the way it’s advertised. Big, atten- 
tion-getting ads run in Life, Better 
Homes & Gardens and The Sat- 
urday Evening Post. In fact, the 
1955 Koroseal campaign in full 
color is the biggest yet; will reach 
millions including your customers 
and prospects! 


You tie-in with advertising. We 
give you free displays and streamers 
for counter, wall and window 
These read ‘‘Koroseal” in bright, 
Day-Glo script. To get them just 
fill in and mail the business reply 
card packed in each profit pack- 
age. We send displays direct to 
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you. The B. F. Goodrich Company, 
Industrial Products Division, Akron, 
Ohio. 


Kerosea!._T. M. Reg. U. 8S. Pat. OF 





by 


B.E Goodrich 


DIVISION 














AFTER YEARS OF RESEARCH 


A lawn tood that 


IS MADE SO IT 


wont burn grass 


WHEN USED IN RECOMMENDED AMOUNTS 


A product you A product that A product that will 


can recommend gives you the profit repeat in sales 


unconditionally you deserve ... year after year 























Made so it 


wont bum 
TESS 


when used in 
recommended 





A SINGLE FEEDING 


lasts 
all season ! 


Vigoro # « registered trade-mark of Swift 
& Company. Copyright 1954. Swift & 
Company 


amounts 


ALSO AVAILABLE 
IN CANADA 


COMPLETE LAWN FOOD 


There's absolutely nothing like new Golden 
Vigoro! it's made a new patented* way so 
i? won't “burn”... . it's made specifically 
for grass. ... and made to last far longer! 


You'll find that the clean golden grains of this 
new lawn food open a new era of permanent 
beauty for your lawn! 

Thrifty! Every test proves Golden Vigoro to be 
the longest-lasting complete plant food you can 
buy. Because it yields its nutrients slowly, just 
one feeding (one to three pounds per 100 sq. 


feet) provides continuous growth 
; a 


WAGORD 
Wee 


For everything else 


you grow, use 


Regular VIGORO Plant Food The 


... helps lawns hold a deep green beauty aill 
season. 

immediate nourishment! Golden Vigoro goes 
to work immediately, nourishing grass even 
when the soil is cold. No waiting to see results. 
Complete! Golden Vigoro contains the nutrients 
needed from the soil to develop the finest, deep- 
rooted grass. It helps any grass to green-up 
sooner and sfay green with less watering. 

Get your supply now. Golden Vigoro is now 
available in handy 50-lb. bags at your dealer’s. 


Can be applied without watering in. One feed- 
ing lasts all season. 


*(Patse. No. 2618546, No. 2618547. and others pending) 


Your best buys in gardening supplies— 


ORO family of 


or new Instant VIGORO 





water soluble Plant Food. 


Gardening Aids 








And you can 
recommend it 


S.v. 
Test Plot 


Won't burn any grass! A new Swift proc- 
ess ‘Pats. No. 2618546, No. 2618547, and others 
pending) makes burning a thing of the 
past. Just tell your customers to use the 
amount recommended on the bag. 


Easy-to-handle 50-ib. bag. Here’s a weight 
that makes Golden V igoro easy to handle 
from stockroom to floor... from floor 
to customer's car. No more 100 pound- 
ers to wrestle! 


Longest-lasting! Yields nutrients slowly 

. feeds immediately, continues to feed 
after other lawn foods have been ex 
hausted. Supplies all the nutrients grass 
requires from the soil! 


A real profit-maker for you! There's a good 
profit margin on every 50-lb. bag of 
Golden Vigoro ... and watch them sell 
when the word gets around on this amaz- 
ing new product. 


COLORFUL ADS LIKE THESE... see 


LIFE POST 


BETTER HOMES 


AMERICAN HOME 


Economical! Controlled release of plant 
food nutrients plus the light feeding re- 
quired (only 1 to 3 Ibs. per 100 sq. ft.) 
makes Golden Vigoro really economical. 


Sells itself and keeps repeating. Once they 
have tried it on their lawns and seen its 
results, your customers will be coming 
back year after year for Golden Vigoro. 


HOUSEHOLD 


all through the selling season 





Just look at this lineup... 


NO OTHER LAWN FOOD HAS SUCH PROMOTIONAL SUPPORT 

















ha 


wont bum) 
lasts all 
season 

















MAGAZINES OUTDOOR POSTER ADVERTISING 


Page after page in big circulation magazines In heavy traffic locations to tell millions about 
id special gardening magazines... starting Golden Vigoro. PLUS 800-line newspaper ads 
1 February for the '55 growing season. in larger cities. 























OF COURSE... 
Regular Vigoro 


complete plant food and 


instant Vigoro 


water soluble plant food 





will still be big volume 
sellers for you. Regular 


for use on flowers, 
and... powerful, informal vegetables, trees, shrubs 


point-of-purchase material ... Instant for root or 
foliage feeding of flowers 
Repeating the amazing Golden Vigoro story | and vegetables and 


in your store reminding customers to buy | for lawns, too. 
it now tron 





' 


pee J 























anda, bag that pelle ow night 


colorfully designed, selling points and directions readable and simple 


ViGoR 


complete lawn food...c golden opportunity forbig sales and profits 


“YOUR BEST SELLERS IN GARDENING SUPPLIES—THE VIGORO FAMILY OF GARDENING AIDS” 


Vigero i «@ regieteresd tracike-mark of Swift & ¢ mipa hs 
Copyrght 1955. Swift & Company 








Geature 


NO EXTRA COST 














MULCHER 


supplied with each 
mower at no extra 
cost...easily 
attached. Eliminates 
leaf-raking; pulver- 
izes leaves to small 


/ 


,, 


+ 
. 


F-PROPELLED, 


THE 20-INCH 


Uboucdéiét ROTOR MASTER® Twenty, Model 890R 


Gasoline-powered by lightweight 2 hp Briggs & Stratton 
4-cycle engine with retrievable starter 


“The Hit of the Show!” was the way dealers 
received this Worcester at the Chicago Show 
this month. Best of all, they LIKED ITS 
PRICE .. . as it comes with attachable leaf 
mulcher AND retrievable starter AT NO 
EXTRA COST! If you're looking for some- 
thing to pull your lawn mower sales up to a 
new high this Spring, get set with this win- 


ner. See it at the New York Garden Supply 
Trade Show, Jan. 30-31, Feb. 1-2. We'll be 


looking for you at 


BOOTH 232 


See also the rest of the Worcester line, which 
now offers 6 power mowers (including an 
electric), 4 hand mowers, 2 lawn sweepers. 











Get Rollin’ — Watch Sales SNOWBALL! 


TR 
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COMPACT 

Occupies Small 
Counter Space 
Only 4°« 19" 


A Complete Department of 


LAWN HOSE FITTINGS 


at Minimum Cost 


Shemmart No. 55J — Order Today from Your Jobber 


ONLY SHERMAN GIVES YOU 
New menders and couplings, specially designed for 
plastic hose; Nozzles, Clincher Couplings and Washers. 
All set up — Ready to use. Outstanding Sales Appeal. 
Minimum space — 14x 19x 3. Shipping weight 18 Ibs. 
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MANUFACTURING CO. & 
QUALITY BRASS GOODS FOR SIXTY YEARS 





CONTENTS: EVERY DAY FAST-SELLING ITEMS 
Y% doz. No. 155 Gold Label Nozzle 1.50 ea. | doz. No. 85CLF 5” Female End Only 26 ea. 
Y doz. No. 161 Diamond Nozzle 1.20 ea. Y, doz. No. 12CL 7/16” Mender 16 ea. 
Ye doz. No. 226 7/16” Re-Usable Coupling .70 ea. Ya doz. No. 12CL 2" Mender 16 ea. 
Y% doz. No. 226 2” Re-Usable Coupling 70 ea. Y2 doz. No. 12CL %” Mender 16 ea, 
¥, doz. No. 234 7/16” Re-Usable Mender 55 ea. 2 doz. No. 78-A Hose Washers, Clips 05 ea 
¥, doz. No. 234 %” Re-Usable Mender 55 ea. SUGGESTED RETAIL PRICE. $44.46 
1 doz. No. 85CL '%” Clincher Coupling 39 ea. DEALER COST (At Current List) 29.64 
1 doz. No. 85CL %” Clincher Coupling 39 ea. DEALER PROFIT 14.82 


BATTLE CREEK 
MICHIGAN 
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HERE’S WHY KRALASTIC WHEELS are now 


used for Power Lawn Mowers 


Kralastic® wheels are.. 

® rustproof — non-corroding 

@ self-lubricating — quiet-running 
highly resistant to abrasion and impact 
lighter than aluminum 


attractively, permanently colored 





easily assembled — relatively inexpensive 


B wey a : 
274 


$ 
; pulley 
jasti© 


— 











These are but a few of dozens of exciting possibilities this 
unusual rubber-resin plastic offers in wheel goods alone. With 
its unique combination of hardness and toughness—its great 
resistance to abrasion, weather, and most chemicals—high 
dimensional stability—and reliable performance over a wide 
temperature range—Kralastic has already brought new profits 
to hundreds of manufacturers. 


N C ical 
Why not consider the many opportunities for improved prod- as ci b <) at Ad t. K n E mv CU ce 


uct performance Kralastic offers you? For further information, 





Division of United States Rubber Company 
Naugatuck. Connecticut 


simply write on your letterhead to the address at right. 


BRANCHES: Akron ron harlotte * Chicago * Los Angeles * Memphis * New York * Philadelphia « IN CANADA: Naueat 


ack Chemicals, Elemura,Ontario 
Rubber ( hemi 5 rnorne 7 ubber > Plastics . Agricultural Chemicals + Rex laimed Rubber . latin es . Cable Address Rubexport, AJ y 





Buch gives 


.. mew products 


exclusive, new-for-1955 products! 


New DeLuxe Buch Spreaders 


Wait ‘til your customers get a peek at the look-ahead 
features on Bucn’s new DeLuxe Spreaders! Chrome- 
plated pulsator keeps seed or fertilizer loose, evenly dis- 
tributed! Accurately calibrated scale for rate-of-flow 





New Buch Power Lawn Edger 


The Bucu Lawn Edger is completely different from any 
edger you've ever seen before. It has no blades to break 
or replace! All the cutting is done by flexible steel wires, 
driven by a 4-cycle gasoline engine. It goes anywhere 





adjustment! Stainless steel Slide Plate! Special, wide 
tread wheels, ball bearing for easy pushing! Total these 
features and you've got spreaders that'll sell on sight! 


. around curves and between flagstones, even cleans 
out sidewalk cracks. And this edger is so easy to han- 
die! This is a sure seller ...a solid profit-maker for you! 


and sal only Buch 7. you 


. \ 
’ * Buch No 2 © - 


Spreoder 





Buch No. 3 
Sprecder 


Buch No. 10 
Spreader 


Buch No. 1 
Spreoder 


=o a 


ag line of rolling 















-— Buch “Whi: Buch 
Borrow Rollers 


5 


— garden care equipment =. 


& uch and 
Aeroctor 











MANUFACTURING 


ELIZABETHTOWN, 


America’s Complete Branded Line of Rolling 
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you in'55 


.. extra selling support! 


national advertising and merchandising! 











COMPANY 


PENNSYLVANIA 
Garden Care Equipment 
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Two-color half-page in LIFE! 


Almost five and a half mullion copies of Amer- 
ica’s best-read magazines will carry your BucH 
sales story ... getting your selling season under 
way with a bang! That’s Bucu support! 


Two-color quarter- page in 
Better Homes & Gardens! 


Almost four million more hard-hitting ads... 
going to your prospects in a magazine they read 
and trust. More Bucu support! 


And plenty of selling help 
right in your store! 


You'll get Bucn’s Sales Kit... posters, window 
streamers, stickers, blow-ups... eye-catching dis- 
play material that reminds customers that you 
sell the nationally-advertised Bucn line. 


BUCH MANUFACTURING CO. 
ELIZABETHTOWN, PA. 


Please send me a Buch “Soles-Heilp Kit” 


on Please send me full information on the following Buch 


products 


NAME 


ADDRESS 


meen ee eee ee emer ee ee ee 


CITY STATE 
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LIGHTWEIGHT 
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EASY MAINTENANCE 
1 {oniv moving parts mean 


fewer part s tm 


~ onustly 


Have you ever 












taken a good iook 
at the advantages 


of the 


POWER 
PRODUCTS 


> 
) . 













7 . 
" : 
ht ; 9. 0 
| u/@| \ CONVENIENCE 
Needs no yl changing or check 








\ 
05? 


EASY STARTING 


it takes lex effort to mu 
‘ 'a Lt ‘ peu / thve 
lightweight fire 
aor ‘ ‘ ireoke ‘ hve om 
m More and more profit wise dealers ead of every othe ye 
ore learning if poys in many woys ’ \ hotter sparking magnet 
‘ “4 


to sell mowers equipped with the i 





Power Products Lightweight 


-~Customers who try ‘ernm-buy ‘erm 


~Neighbors who try ‘ern-buy ‘erm 


The Power Products Lightweight is your best 
salesman in a demonstration or in the users 
hands. Actually, leading merchandisers tell us 
they count on Power Products equipped products 
to produce new orders from that customer's 
friends or neighbors 





Power Products Corporation 





2011 NORTH 12TH STREET * GRAFTON, WISCONSIN 
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sie /, Merchanalising Tips: 








"Meme ae like to work 
with these Cyclone Hardware Products 





It’s far easier to do a good job with top quality materials like Cyclone Insect Wire Screening 
and Cyclone Hardware Cloth. And because “do-it-yourself” devotees are quick to recognize 
this, it’s far easier to sell these Cyclone ““Red Tag” Hardware Products, 


Here’s what your customers can count on 








s 
IN CYCLONE INSECT WIRE SCREENING 


= eect neon ene 





straight wires and even uniform mesh 
attractive appearance and durability 

a complete selection in galvanized, bronze 
and aluminum 


plus the Improved Multiple Wire Selvage 
that makes a snug, flat fit a sure thing 


IN CYCLONE HARDWARE CLOTH 


fee ee _ a ee | ee rrr 








a woven “dloth with a welded selvage that 
makes installation easy 


heavy galvanizing for long life 


straight and even wire for good looks 


o aw 
"a 


You ll establish your store as headquarters 
for quality when you stock and sell these and 
other Cyclone “Red Tag” Hardware Prod 
ucts. But maintain the complete line; if your 
inventory is low, order from your jobber today 
for peak demand is just around the corner 





CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 


WAUKEGAN ILLINOIS - SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


rae USS CYCLONE-ped 709 
HARDWARE PRODUCTS 
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on 
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NEW CHEVROLET TRUCKS 


engineered and designed 
with your profit in mind! 


Everything about these new Chevrolet trucks spells 
profit! Their low cost, their stamina and dependability, 
even their traditionally higher resale value! 


COST LESS TO BEGIN WITH 

That's right, Chevrolet brings you America’s lowest- 
priced line of trucks —so you save right from the start. 
The beauty of it is, you go right on saving! With the 
high compression ratio of Chevrolet's three great 
engines, you register more miles on the job for each 
tankful of gas. You can count on fast starts; easy 
pulling up steep grades. You stay on schedule and 
keep the profits coming in on time! 


COST LESS TO MAINTAIN 
That's because of the rugged strength and stamina 
engineered into every new Chevrolet truck. They stay 
on the job longer (actual owner reports prove it!), 
cutting your maintenance costs right to the bone. Look 
over the many advance-design features in the next 
column and you'll begin to see why. 

Your best bet is to talk trucks with your Chevrolet 
dealer. He'll tell you all you want to know about these 
Chevrolet profit-makers! . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 





a 




















CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


THREE GREAT ENGINES —The “Jobmaster 261” 
engine* for extra heavy hauling. The “Thriftmaster 
235” or “Loadmaster 235” for light-, medium- and 
heavy-duty hauling. TRUCK HYDRA-MATIC TRANS- 
MISSION*— offered on 4-, %4- and 1-ton models. 
Heavy-Duty SYNCHRO-MESH TRANSMISSION — for 
fast, smooth shifting. DIAPHRAGM SPRING CLUTCH 
— positive-action engagement. HYPOID REAR AXLE 
—for longer life on all models. TORQUE-ACTION 
BRAKES —on all wheels on light- and medium-duty 
models. TWIN-ACTION REAR WHEEL BRAKES —on 
heavy-duty models. DUAL-SHOE PARKING BRAKE— 
greater holding ability on heavy-duty models. RIDE 
CONTROL SEAT*—eliminates back-rubbing. LARGE 
UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES 
—give trip-saving load space. COMFORTMASTER 
CAS — offers greater comfort, convenience and 
safety. PANORAMIC WINDSHIELD —for increased 
driver vision. WIDE-BASE WHEELS —for increased tire 
mileage. BALL-GEAR STEERING —ecasier, safer han- 
dling. ADVANCE-DESIGN STYLING—rugged, hand- 


some appearance. 


*Optional at extra cost. Ride Control Seat is available on 
all cabs of } '/- and 2l-ton models standard cabs only in 
other models. “Jobmaser 261"’ engine available on 2-ton 
models, truck Hydra-Matic transmission on \,- and 


l-ton models. 
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profit from the fast-growing market 


for the WO-S&E line! 


: NO'SEE 
= ROOT FENCE 


f 


a 











>) ere Ss ~ ‘ 


— a 


oe 


ay 


e A a R : ‘. me 12 inches deep 


4 inches deep 


PS 
S101 ERE! 


Sells spring, summer and fall! 
Repeats and repeats . . . because the average 
customer buys 8 packages 


Eliminates a problem common 
to millions of home owners! 
Bars shrub, hedge and vine roots from robbing 


Edges lawns permanently. Eliminates grass trim- 
ming. Cuts lawn work in half. Stops all kinds of 
grasses from spreading into cultivated areas. Used 
around trees, shrubs, flower beds; along fences, 
hedges and driveways. Gives lawns that well-cared- 


flower beds of moisture and plant food. Impene- 
trable steel barrier 12 inches deep allows flowers to 
flourish close to shrub backgrounds. Makes the dif- 
ference between straggly, puny flowers and well 
nourished, prize-winning blooms! 


for look. 
No-See Grass Barrier is made of co 


vanized steel that lasts a lifetime. Easy-to-handle 
sections two feet long by four inches deep lock to- 
gether to make any length. Bends easily around 


corners or at right angle. 


Advertised retail—40-ff. package $4.98 


3-color moailabie 

pockaoge contains 40 

feet. 5 packages to a master 
carton. 


KEELOR STEEL, 
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NO-SEE Root Fence is made of special hot- 
dipped, galvanized steel, corrugated to permit ex- 
pansion and contraction as the soil freezes and 
thaws. Lasts a lifetime. Easy-to-handle sections 
two feet long by 12 inches deep lock together with 
special twist clips to make length needed. 


rrugated, gal- 


box of 25 twe-foot 
sections (50 ft.) 
89) 


fal 
et leads 


mie? Powe 


Advertised retail 


(Individual section 


$19.95 


NATIONALLY ADVERTISED 


Leading national home and garden con- 
sumer publications will carry lerge 2-color 
advertisements all season, guaranteeing 
consumer demand for NO-SEE products. 


Stocked by leading hardw 
and garden supply jobbers 


SELF-SERVE DISPLAY 
Liberal discounts. 


Remove top wood member from box ond it 
makes self-serve display. Brilliant 4-color 
panel tells sales story. 


INC. 


MINNEAPOLIS 14 MIinNeN 


Jl 
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*Registered Trade-mark \ 


‘ 


Mills, Inc., 47 Worth Street, N.Y. 13, N.Y. 
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LUMITE DIVISION, Ch 





NOW RETAILS AT 
only 106¢ per sq. ft. 


Contact your local jobber or wr 





LUMITE PLASTIC SCREEN CLOTH 








to handle 


te 
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EAS} 


Dealers report 10 good reasons for 
selling Eclipse Mowers 


* COMPLETE LINE—*Because Eclipse has a complete line of power 
mowers in reel, rotary and sickle bar types and even hand models 
all in a wide price range, there's a mower to suit every prospect 
that comes in my store."” L. K.—Mich. 


* WELL KNOWN—*“Seems like everybody knows—and trusts— 
the name Eclipse. It makes my job of selling easier.”’ G. C.—Ind. 


» EXCLUSIVE FEATURES—“We've got exclusive and important 
features to talk about! Naturai Grip Handles and lever starters 
are good ‘convincers’ on the sales floor.”’ A. M.— Minn. 


a EXCELLENT DISCOUNTS.—‘“I value Eclipse more than any 
—— other franchise I have. The discount schedule makes it a substantial 
piece of business. The best lawn mower deal | know of.’ D. S.— II! 


@ PRACTICAL SALES AIDS —* We are very pleased with the prac- 


_ tical promotional helps you provided. It has not only increased 


a our mower sales, but stimulated sales of lawn and garden supplies 
«i x * + 
vy : as well.”” H. H.—Penn. 





\ See * GOOD SERVICE FACILITIES —*Your arrangement of conveni- 
.. 17” DUO-MASTE ent service distributors has been quite helpful, and the prompt 
(Also available in 19” size) service is appreciated by my customers.’’ V. O.—North Carolina 


* IRON-CLAD GUARANTEE “Your ‘iron-clad’ guarantee is ter- 
Pe | rific! Even my customers are surprised at the way you stand behind 
EASY does if! your products.”’ E. M.—Texas 


The smart styling, quality construction * REPAIRS ALWAYS AVAILABLE—*“Frankly, I didn’t think we 
and demonstrable plus-features make could still get parts for that 35-year-old Eclipse mower. It’s a real 


Eclipse mowers the easiest line to sell. selling point with me now.””’ J. R.—Okla. 


Write for Details @ CONVENIENT WAREHOUSES —*The nearby Eclipse warehouse 
Saves me a great deal on delivery costs."’ T. K.—New York 
It costs you nothing to get the facts. See 


for yourself how you can sell more, profit se DEALER PROTECTION“, for one, appreciate the way you 
more with a valuable Eclipse franchise. maintain list prices and sell only to us franchised dealers.’* H. 5.— 
Ohio 








11 Power Mowers 17” to 36”... 8 Hand Models 16” and 18” 


THE ECLIPSE LAWN MOWER CoO. 


Div. of Buffalo-Eclipse Corporation 


1517D Railroad Street . Prophetstown, Illinois 
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> ORDER YOUR SWAN HOSE 


SWAN SINGLE-BRAID RUBBER GARDEN HOSE 


Guaranteed in writing for 10 years! oS 
Retails at +r 


Retails at $Q7s sG2= 


For a 50-ft. coil! (7U// Z 
Full %-inch inside diameter strong braid -ft. | /, al / Il 
of heavy rayon cord. Nickel-plated if! (ff ) f 
maxivolume coupling for 50% more i 


ae | | inn!" 


as GARDEN HOSE. = 
WOber (, Bucyrus Ohie 


SWAN’S FAMOUS 
TRIPLE-TUBE 
SPRINKLE-SOAKER 


Retails at $44.98 
For a 50-ft. length 























SWAN PLASTIC 
LAWN SPRINKLER 


Retails at $F [os 








For a 25-ft. length 


-? 


C JA/QAALMA4E 
GARDEN HOSE 





_— . — « 
hee ome _—- 


SWAN LAWN SPRINKLER Z=x YYffpvv74 fH) 
Retails at only Sa WZ iy rm Mi“ 


+ 7 Sg 7) > \G (if mill fr IW 


For a 20-ft. length 














=e. 


SWAN RUBBER COMPANY « + « BUCYRUS, OHIO 
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CLINTON 
HARDWARE CLOTH 


CLINTON 
HEX MESH NETTING 


~,> — ‘ 
> 


Netting is manufactured and sold in the | | 
West under the brand name CF&i LOK-TWIST. OTHER HARDWARE PRODUCTS 


Gold Strand Insect Wire Screening . Wissco TV Guy Wire 
Perfection Door Springs . Wissco Flexible Wire Clothes Line 
Clinton General Purpose Welded Wire Fabric 


Cc F & { —_ Wd: Cc 4 tg i R E Quick Hitch Gate Springs 
HARDWARE PRODUCTS 


THE COLORADO FUEL AND IRON CORPORATION 2284 


Albuquerque ° Amarillo . Atlanta . Billings . Boston . Buffalo . Butte . Cosper . Chicage 


Denver * Detroit ° El Peso * Ft. Worth . Houston . Lincoln . les Angeles -« New Orleens . New York 
Oakland , Okiahome City ° Philadelphio “ Phoenix . Portiend = « Pueblo . Salt Lake City . Sen Frenciscoe 
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Better farming makes him 
a better customer for you! 


Top farmers produce twice as much per acre, twice as 
. . COUNTRY ORNTLEMAN -TH ADAZING FOR 
much per man, as average farmers—and buy twice as ogame eg oaaes 


much to live twice as well. Better Farming 


Our job is to help more farmers become top farmers. 
That makes more top customers for you. For what you 
sell is needed to achieve better farming. 


Better farming on more farms—more sales to more 
prosperous farmers... that’s what Better Farming means! 


Now Country Gentleman's name 
and aim are the same 


A Curtis publication 
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Get this FREE Portfolio! 


: . 
Moto-Mower Offers You Unequalled Profit Opportunity -. : irises, 


. . rhe ‘' , f : 
that Makes You the Standout Dealer in Your Neighbo | a 
cives Key Dealers An Order for Only - . 
gor : Moto-Mowers Mak: 


) EXTRA oe ~ eg KEY DEALER a. ae 


* re ae 


Waty ~ aie My, — 
 Weiin "ty . 
> 

‘ ‘ 


WA ak > * 


For the Greatest ». 


Complete Story Witnlin a 
of the New 1955 : LINE 


Pe and Moto-Mower’s Great Key Dealer Plan 


re 


THE LINE THE PLAN 


The world’s most modern power 25 and 5% Plus Quantity Discounts 
mowers! Eleven great reel and 
rotary models, including the 
revolutionary three-speed Co-op Newspaper, TV, one onend 

self-propelled rotary. Prices start National Ad Coupon Inquiry Service 


as low as $59.95. Free Promotional Material 


Special Anticipation Discounts 





Backed by color ads in POST, BETTER HOMES & GARDENS, AMERICAN HOME, HOUSE 
& GARDEN, HOUSE BEAUTIFUL, FLOWER GROWER, SUNSET, PROGRESSIVE FARMER. 


SEND THIS COUPON TODAY 


21 CONSTELLATION 
With Three-Speed 
Automotive-Type The Moto-Mower Co., Richmond, Indiana 
Synchromesh Transmission ' Subsidiary of Detroit Harvester Co. 


Please send me your free Key Dealer Portfolio. 
| Name 
| Address 


| City 
Anti-Crankshoft- 


| Dial-o- Matic 
Bending Device 


Cutting Height 
Adjustors 


| Name of Jobber 
| Address 
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Advertisements like this, appearing regularly in regione! — 
farm papers, are catching the attention of fence buyers. ~ Brit + 4) 


t 


... Steel fence posts... barbed wire... 
nails and staples . . . bolts and nuts 
... bale fies... baler wire . . . dothes 
line and other Bethlehem products. 





ASK YOUR JOBBER...about Bethlehem Fence | FENCE 
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“Economy” 






THERE’S 
ONLY ONE WAY 
YOU CAN MAKE 
MORE MONEY 

ON HOSE! 





“Lawn King’ 

































“Aqua King” 


Opaque 
“Stay-Flat”’ 


Transparent 
“Stay+lat”’ 





How many times have you lost a sale because the 

customer said: “It’s not exactly what I want?” 

ign Up to now you've satisfied yourself with the fact 
The famous Colorite ‘“No-Loophole” den eg? - y ; se 
Guarantee! that you can’t carry everything. But, as far as 


It's absolutely unconditional. A new garden hose goes, you can now carry something 
hose furnished, or any repairs made 


COLORITE CARRIES AMERICA’S 





for everybody! Whether it’s economy hose or 
—completely free of charge—if any Rw. ee 
defects develop during the guaran- premium hose, Colorite covers your whole mar- 
tee period. No pro-rating...the guar- ket. At the same time you increase hose sales, 


antee is absolute during the specified you cut high inventories by stocking one com- 


| period. / 
COLORITE TURNS POTENTIAL SALES plete hose line. 
Shits aisiied erudite wenn COLORITE—THE TOP QUALITY HOSE IN EVERY PRICE CLASS! 
for you : Full Range of Opaque Garden Hose 


© Advertised in LIFE 
© Dealer aids for local tie-in 





Transparent Hose for Every Market 


promotion—newspaper mats, Now! 3 Great Lawn Sprinklers 
photographs of every item a: , 
’ ’ | 
© Dynamic new package-display There's big profit in America’s only complete garden hose line! 


Write today for COLORITE’S FREE CATALOG! 


 <- <c> i <¢> go> 3 7 a PLASTICS OF NEW JERSEY, INC. 35-37 lowa Avenue, Paterson 3, WN. J. 
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SPINNING’S BIG FOUR 


Engineered into all 
four reels are: 


RIGHT OR LEFT HAND OPERATION: 
No tools necessary for quick change. All have features in common with 


LINE SHIELD: Located behind spool cup “a - 
to eliminate fouling of line. the fabulous Ocean City 300” ..- 


QUICK SPOOL CHANGE: Just pull to re- yet each has its own distinctive 
move! Does not affect drag setting. 


ADJUSTABLE DRAG: Easily reached by 


































features! Stock all four and you'll 


either hand, built-in friction drag has be able to satisfy any 
oversize clutch for precise tension. 
ANTI-REVERSE: Finger tip control. Pre- spin fisherman! 


vents handle from spinning while playing 
or netting a fish. Audible click. 


CROSS WIND: Wide spool, with back 
and forth articulation, increases casting 
distance. 
REEL STAND: Exclusive design. Ree! will 
not wobble or work loose on rod. 
FRAME AND SPOOL CUP: Made of light- 
weight, durable die-cast aluminum. 
BEARINGS: Self-lubricating. Perfect three- 
point alignment. Outside oil port. 
TAKE-APART:Two-screw take-apart fea- 
ture for quick knockdown. 

GEAR RATIO: 314 to l. 
SERVICE AND PARTS: The “300” Spin- 


ning Reels are made by Ocean City 





Manufacturing Company, in Philadel- 
phia, Pennsylvania, at the largest, most 
modern fishing reel center in the world. 
Service and parts are always readily 
available. 











... already famous as one of the 
most-wanted, most dependable spinning 






@ Write jor Free Literature. 
reels in America. An established sales- 
leader. Deluxe full bail and two 
spools, capacity of 150 and 225 yds. 

6 Ib. test monofilament. 


$19.95 


eels 


HARDWARE AGE, JANUARY 20, 1955 






Ocean City 





STOCK OCEAN CITY’S 
NEW “300” FAMILY 


... full bail and smaller spool 
holding 100 yds, of 6 Ib. test 
monofilament. 


$16.50 


. revolutionary roller 
pick-up, torpedo 
handle: both features 
designed tO increase 
control and assure faster 
casting and retrieving. 
200 yds X ib. test 
monofilament. 


$14.95 


.. revolutionary roller 
pick-up designed to 
increase control and 
assure faster casting 
and retrieving! Its 
smalier spool holds 100 
yds. of 6 Ib. test 
monofilament. 


$12.95 


SEE YOUR JOBBER TODAY— 
OCEAN CITY MEG. CO. 
‘**A”’ and Somerset Sts. AND PROFIT ON 
Phila. 34, Pa. EVERY SPINNING REEL REQUIREMENT! 
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Hardware stores ever 


That’s true in Katonah, N. Y.! 


Harold R. Maltby, Owner, Katonah Fuel & Hard- 
wore, says: ‘Yes, | know most all of your subscribers 
in Katonah, and they are my best customers."’ 


Name almost any big-salescheck or high- 
profit item a hardware store sells. You'll find 
that Sports Afield's big, active, free-spend- 
ing readers — the sportsmen of the nation — 
gre apt to be good customers for it! 


42 


aaa -~ 


your CUSTOMERS 
RE OUR SUBSCRIBERS 


ywhere find sportsmen ar 





e their best customers 





It’s true, too, in Irvington, N. Y.! 


Alfred Zimkin, Owner, Irvington Hardware Store, 
says: ‘Half your subscribers in Irvington have 
charge accounts with me, and | know the others: 
| consider them good customers."’ 








SPORTS AFIELD 


THE AUTHORITY FOR FISHING AND HUNTING 







-—— —— 


eee 





A Hearst Magazine 
959 Eighth Avenue, New York 19, N. Y. 
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gore pistols 2 
peal, easier 
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a a A 
. 245% 
re Fein 
) 
care 






handling J ; ! Railab¥& with spétial selling rack 
that helps a. ore Jams... helps jobbers 


set up mot@adealers! Ideal deal for any type retail 
outlet . . . op@n the shipping carton and you’ve opened 


a toy department! 


a 


easy-to-use, extra-profit package 


Carded guns and self-selling rack do all the work! Eye ’n Buy 
cards put Kilgore pistols right out front — no filmy cover 
dulls Dura-Gleam’s natural sparkle. Here’s the most 
eye-catching, buy-catching display package in the trade. 
Eye 'n Buy display cards fit in counter bins... have eye 
appeal for window displays; work well with point-of-sale 
promotions of other western toys and apparel. Each 

card carries large spot in upper left-hand corner for 


your pricing. 


SAN, | 
; 


Kilgore pistols are firmly stapled to large, sturdy cards, 
reducing handling losses. Young 


test Kilgore’s 






si 


4-model starter deal with aad 


Set up a high-profit operation in 5 minutes’ time. One carton brings 
your special selling rack, plus four big-selling Kilgore carded 
pistols ...48 Pals retailing @ 29c; 24 Private Eyes @ 59c; 12 Kit 
Carsons @ 79c; 12 Eagles @ 98c. All four carded pistols available in 
open stock for counter merchandising and rack reorders. 





All Kilgore pistols are packed also in sales cartons, 





PINC, WESTERVILLE, OHO 
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you See, Feel, Profit The Difference! 


Bull Dog FRICTION TAPE 


# 





- . 
4 ¥ 


+. 


Sj | SEE | how Bull Dog Friction Tape goes on qui kK. 


slick as a whistle. Doesn’t wrinkle, ravel, or curl! Any 








* 
ad 


taping job is easier—when done with 
Bull Dog Friction Tape! 








| FEEL | how Bull Dog sticks to the job! Its excep- 


tional strength, adhesive and msulating qualities /ast— 





because of Bull Dog’s unusually high resistance to aging. 








| PROFIT! | Bull Dog Tape is thie hest 


most-wanted in the business. Exclusive manufac turing 


1 
KRMnOWwWT, 





techniques mean Bull Dog Friction Tape will not dry out 
in the roll, Always fast turnover! 


BOSTON 


BOSTON WOVEN HOSE & RUBBER CO., Box 107!, Boston 3, Mass. 





* , . * 





BULL DOG SPLICING COMPOUND BULL DOG PLASTIC ELECTRICAL TAPE 
® High : tr: t th FOOO V 3V¥v oc 
* Teoms pertectiy with friction tape to make o strong, 9 . electric streng . overages 
1000 V. per mil of thickness 
solid, lasting joint. 
® Stonds vp under weather, corrosive chemicals, woter, 


* ols and abrasion 
Highly resistant to electricity and water. 


Sticks — and sfays—on ony surface 


>» 


7 Self-vulcanizing. insulates perfectly against high voltages. Saves space— it's extra thin 


® Easy to use. Has high tensile strength, 
* Long-aging. Exceptionally resistant to heat and drying. yet handles easily 
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Don't miss the boat! 
Pa 

















See next page \ 
for big SIMONIZ 


OFFER! Then see your 


supplier to get your share. 





\ SIMONIZ 
——~ i free 


s ORDER FROM YOUR 


Sebtenscaat 
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y ‘ “a 
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SIMONIZ PASTE i: 


=| WAX SALES UP 31% 
er conenrconse 


= Them Higher Than Ever”, — _ IV 
Bcc | ata sere reg Tse ENTRAT 
gtinn cre Radio Spots o* EVE R ON A 2 


J peak driving s hours! LY | NGI F BRA 
rouse tou coon wm IND WeO te 
ese) 


p W 
f Ss . ODYGARD GETS IT! 
“Es 


—, 








» Make more money! Call your Simoniz 
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Powerful | 








supplier to get your FREE GOODS DEALS 
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gives you 
} with5 


SUPPLIER TODAY! 








| More profits 
for you! 





Fastest-Growing Cat 
Polish ! 


Tie in with this tested consumer pre- 
mium offer and watch BODY SHEEN 


sell even faster! 
Big Full-Page Ads in LIFE, SATURDAY 


EVENING POST, THIS WEEK (Sunday 


Magazine Section). 


NATIONWIDE Tv SUPPORT ON — 


“BIG STORY” * “BEST IN MYSTERY” 















: 







































“A Top Turn-over item— 
builds store traffic, too!” 


“We use tie-in displays 
of tools and other do-it-yourself 
materials —and sell more 


of all of them.” 














IMI 


Sau 
a 


*T. M. Reynolds Metols Company 


In less than a year 10,000 Reynolds DO-IT-YOURSELF 
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“We 





FROM PENNSYLVANIA 


“From January 1, 1954 through September 30 

we have turned over our Reynolds Do - It- Yourself 
Rack stock six times. This represents dollar sales of 
$1,340 from five square feet of floor space. Reynolds 
Do-It-Yourself Aluminum has proven to be a much 
better item than even we had hoped.” 


J. Devitt, Paul J. Devitt Hardware Co 
ow Streets, Upper Darby, Pennsylvania 


Mr Paul 
639th and Lud 





FROM 


“Do-It-Yourself Aluminum was a part of our initial stock 


IOWA 


of 1954 
Yourself Show in 


when we opened our Do-It-Yourself Shop in January 
ed at the Do it 
(hicago and knew it was a good produ t 

“What we didn't know was how good! Within six months we had 
turned our stock eleven times. Within one day we registered over 
$100.00 in sales. C do much better with five 


square feet of floor space? 


We had been introduced to it 


an one 


Mr. Orin Wally 
9]0 Walnut 


k Do-It-Yourself Shop 
Des Moines lowa 


sSfreet 


Racks placed in dealers’ stores- making sales! 
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FROM ILLINO 


received our first Do-It-Yourself Aluminum Rack 
1953. By the first of September, 
we had purchased refill material valued at $4,400.00 at 
retail. We expect to do $5,600.00 worth of Do-It-Yourself 
Aluminum business this year. We feel also that 
Do-It-Yourself Aluminum has greatly increased the sale 
of hand and power tools as well as other related products. 
We now have three Reynolds Do-I/t-Yoursel; 

Aluminum Racks.” 


December 1. 


Mr. James W. Gee. Gee Lumber and Coal C ompany 


iS 











1454. 


2600 West 95th Street, Chicago, Illinois 


—h be 
“4 > va 
- i 
Do you have your Reynolds 
DO-IT-YOURSELF 


Aluminum Merchandising Rack? 


Call your wholesaler, or write 
direct to Reynolds Do-it-Yourself 
Aluminum, 2498 South Third 


Street, Louisville 1, 


— 
~~ . 


Kentucky 


. And be sure to keep your 
rack fully stocked with tubing, 
rod, bars, angles, the complete 
voriety of sheets, screen and 
storm sash sections, trim strips, 
fasteners, window hardware 


and accessory items. 


For full information on our 
plans and Easi-Bild Patterns 
write Reynolds Sales Company, 
Lovisville 1, Kentucky 


ia Reg Eas'-8 4 Pattern Co 











ee > 
Nail Down This } 
kager -to- Buy 
Market for... / 


MC 


SHEFFIELD 


DRIVE SCREW and Ring Shank NAILS 


This type nail is making news wherever things are built. Technical 
journals, builders’ magazines, and “do-it-yourself” articles for the 
home craftsmen are publicizing and praising the nail with the multi- 
plied fastening power. The good news is that this nail approximates 
—and often exceeds—the holding power of a screw with tremendous 
savings in time, labor and money over screw fastening. 


These Are Just a Few of Many Uses. . . 


Flooring, subflooring, wallboard fastening, stair risers, acoustical tile, 
roofing, gypsum board dry wall construction, siding, and structural 
framing and boarding. The threads engage wood fibers and other 
materials with a “locked in” grip that won’t loosen, creak, or creep— 
in some cases actually tightens with time. 

You have a ready, eager-to-buy market for these nails among 
contractors, farmers, box and pallet manufacturers, and others in 
building and fabricating. Plus the “do-it-yourself” spare-time crafts- 
men whose numbers are increasing by leaps and bounds. 


may 
: 
| 
full stock of these Sheffield Nails, disployed and 
with suggestion selling, will put pra: aa 
| _ ea ae SHEFFIELD STEEL 
%” to 3%" DIVISItOn 
15-ge. to 4" ARMCO STEEL CORPORATION 
5 of 8 turns te inch SHEFFIELO PLANTS: HOUSTON KANSAS CITY 
18 te 32 rings to the inch 


5 1004b, kegs oF packaged (ot extra cost) 
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“This isn’t 
a brittle cut,”’ 


says RAYMOND J. McGRATH, 
owner South Oak Park Hardware, 


South Oak Park, lil. 





emma ees eee 


TRY THE 
‘‘BLINDFOLD TEST“ 
YOURSELF! 


Cut L-O-F first, last or in-between 
the other brands. Run any kind 
of cut you want. You'll see why 
Mr. McGrath had just finished test-cutting four well-known waste ond more profit with 
brands of single-strength window glass. These brands were identified 
only by letters—-A, B,. C and D. He didn’t know which was which 


until after he'd pie ked the one that was easiest to cut 


| 

| 

| 

L-O-F. 

Call your nearest L-O-F Dis 

eae a | ' tr tor. Th | nessme | 

He pic Ked rand - every time and a. Was ¥ ( ) | mute ese 'oca busi essmen 
['wenty-eight out of thirty dealers who took this test picked L°O-l are listed under “Glass” in the ' 
“L-O-F ge@lass feels softer to the cutter.’ said Mr. McGrath 
| 


- he cutter runs tree ind Cas\ ind the olass uOreanks qui ker and 


yellow pages of phone books in 
many principal cities. And send 


easier, without any chips.’ for your free booklet-——''For 


L.-O-F Window Glass is easiest to cut into big pieces or littl Greoter Profits in Window Glass’ 
Write Libbey-Owens-Ford 
Glass Co., 608 Madison Ave., 


Toledo 3, Ohio. 


pieces It’s easiest to Cut into angled or curved pieces You cal 
even cut off narrow strips with a light, easy stroke 

L.©-F cuts easiest because it is annealed more slowly. more 
patiently [hat makes it less brittle and more “even in structure 


| 
| 
| 
| 
| 
| 
| 
7 you have fewer bad cuts, less 
| 
| 
| 
| 
| 
| 


sO it's a Sater Du\ for your customers, too. m 
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(AIR-LITE fi 


the Moder, 





S 


yerythin f 
has © 9: 
shat 


— LIFE (=== | 
House beauifad 
“VAL 









Look at this Star lineup: 


DAVE GARROWAY, telling the Fipercias Screening story to millions 
of avid fans on “Today”, his NBC-TV show. 


4X LIFE, the magazine that more people live by, buy by. It’s bye bye to their 
sales resistance when full color, full page advs. explain why FIBERGLAS 
Screening can’t shrink or stretch, rust or bleed—won't burn even on 
contact with a lighted cigarette and never needs a penny’s worth 
of maintenance. The same message gets home to home owners in these 
dominant shelter magazines, too. 


<x DISPLAY RACK. Sturdy, compact, it Stores, Displays, Dispenses the 


6 most wanted widths of ArIR-LiITe FIBeERGLAS Screening. We'll rush it, 
shipment prepaid, for only $9.95—less than half our cost— 
with your initial 6 roll order. 


House sf Arden 


It's an AIR-LITE FIBERGLAS year. Now is the time to call your wholesaler 
Or write the manufacturer. We'll fill you in on all the Plus promotions 
that mean extra profits to you. 


We are proud to announce the appointment 
of John H Graham R. Co : inc. ar 


“other Plastic Woven Products Ine. 


51 CAMDEN STREET @ PATERSON 3, N. J. 
weavers of AIR-LITE FIBERGLAS* 





"TM. O.C.F. Corp 
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For faster, easier, greater profits in the Do-It-Yourself market 


= * XS | : 
Start planning NOW for 
an extra profitable IRHA Hardware Week 
April 15-23, 1955—with this item 
of real customer appeal 


a VICKINNEY’S HOS 

le Special 

esq’ POrgead tron 
"3 @=6©- MAIL BOXES 








6 McKIN NEY quality rust-resisting, dull black, 
HERE’S OUR hammered texture forged iron Mail Boxes— 


OFFER _ plus One on FREE Display Board 
vou! (equipped for hanging on peg board, NRHA cabinet _ 
T0 . or for counter display) 





Complete Package’29°"° From IRHA 


Retail Value*52-45 you get these 
Mail Box sells regularly for $8.25 each SALES H ELPS 


Hardware Week Nationally Advertised 
Special Price $749 each 


Hardware Week Promotional Kit 





including local newspaper Ad 


Get in touch with your Wholesalers today mats; direct mail stuffers and 

or write to McKinney for full details "ta circulars; store pennants, show 

cards, and store interior display 

Mic KINNEY materialon McKinney Mail Boxes! 
SINCE 1865 





MANUFACTURING ae 2 oe ee 


Pittsburgh 33, Pennsylvania’ 


| rj | — ; x 





For faster, easier, greater profits in the Do-It-Yourself market 


EMPLOY THESE 
PROVEN SALESMEN: 





sear VINYL-MATIC | sear TILE-O-MATIC 


Now used by 2500 successful dealers! Increasing profits for 8000 dealers! 














Today’s booming Do-It-Yourself market means booming business for you in nationally-advertised 

Gold Seal Floors, Walls and Countertops. Floor improvements come high on home remodeling 

lists...and easy-to-handle Gold Seal VinylTop has so many uses for your Do-It-Yourself cus- 

tomers ... shelves, countertops, facings. Customers buy quickly when given the reassurance of 

Gold Seal quality backed up by the Gold Seal Guarantee... satisfaction or your money back. 
Set yourself up for this market! Racks available from local Gold Seal distributors. 


The Gold Seal Viny!-Matic stocks, displays and sells 4 rolls 

about 30 lin. yds. each) of resilient Gold Seal Viny!Top in just 
6 square feet of floor space. The perfect Vinyl Inlaid for 
beautiful, seamless countertops . . . stain-resistant Viny!Top 
comes in 17 patterns ...is easy to cut and cove. 30", 36”, 
42” widths. Bermuda Hues and marbleized patterns. 


The Gold Seal Tile-O-Matic gives you acomplete self-service 
Gold Seal tile department in only 5 square feet of floor space 
... for only $25! A “natural” salesman in the Do-It-Yourself 
market, the Tile-O-Matic displays, promotes and sells the 
most complete tile line in the industry . . . for every purpose, 
taste and budget. Holds up to 432 9” x 9” tiles. 


For home or business... 


you get the finest choice of all in... 24 F > GOLD 7} = & 


Cink 
INLAID LINOLEUM « RANCHTILE® LINOLEUM - LINOLZUM, VINYL, VINYLBEST, ' =) a Bele) i AND WALLS 
RUBBER, CORK AND ASPHALT TILES - CONGOLEUM® AND CONGOWALL® mrs 
ENAMEL-SURFACE FLOOR AND WALL COVERINGS - VINYLFLOR - VINYLTOP 


~. 
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HOW YOU'LL SELL FEDERAL VOGUE'S 


Utility 
Pant | 


5 DIFFERENT WAYS! 


Advertising in Consumer Magazines 


Ta 


‘Helter NOMS 


and Gardens 


LIFE - HOUSEHOLD - AMERICAN HOME 
BETTER HOMES & GARDENS 


February - March - April - May 


retails at only 


$4-19 


REGULAR 
$1.69 VALUE 


ADVERTISED IN 


S ADVERTISED in LIFE 


and each one bears 
a LIFE sticker! 


HERE’S HELP—TO GET THOSE 
ADDED SALES! 





SIGNAL! Wall and window banners featuring Life 
advertising. 7 x 16 inches. 


SPARK! T-cards for counter. Shows item and 
price on each side. 


SERVICE! Selling hints for salespersons. 


wai 





Offer Your 
Customers 


Cash in on the 


popular trend for 


FEDERAL VOGUE MATCHED Household Ware 
MATCHED a * 
Enamelware 


UTILITY 
PAN 


Special Price 


Preticketed at advertised prices! 
Length 165%”, Width 11”, Depth 414” 
WR 140E—11-q?t. capacity 
Packed 6 to carton—Carton weight: 16 Ibs. 





Sells regularly for $1.69 


ionally Advertised in LIFE. 
MUSEHOLD. BETTER HOMES & GARDENS. 


AMERICAN Home | these Six Popular 


FEDERAL-VOGUE Items! 
——- B® SPECIALLY PRICED! 


carton weight 15 ibs. 
Suggested special 
retaili—$1.29 
wRO10 
838-qt. Combinet (Poneled) 


| wk32 Packed 6 to carton; 
12% x 396” Basin carton weight 16 Ibs. 
| 4 Packed 12 to carton; Suggested special 
* | carton weight 12 Ibs. retail—$1 39 
Ae 2 Suggested special 
: retoil—$ 49 
werd! 


wel-1%4-2 . 1152-qt. Round Dish Pan 
1-1%-2-@t. Open Windsor . Packed ‘ to carton; 
Souce Pon Set ‘ carton weight 15 Ibs. 
Packed 6 Sets to carton; . Suggested special 
carton weight 13 Ibs. retel—5 .99 
Suggested special 
retoil—$1_19 , WROGA 
536-qt. Flavor Saver Pot 
Packed 6 to carton; 


carton weight 14 Ibs. 
Outstanding Products in Porcelain Suggested special 


Enamel, Aluminum, and Steel retail—$1.39 


FEDERAL ENAMELING & STAMPING COMPANY 
PITTSBURGH 30, PENNSYLVANIA 








An extra 


salesman for you 


... the great new EMERSON 
ELECTRIC Fan Catalog! 


NOW ...the New Spirit in St. Louis brings you a real selling 
catalog to help you cash in on EMERSON-ELECTRIC’s brilliant 
new styling for ’55... 


NE wi! ““Pay-off facts” on the wonderful new Fantasy Styling 


with its dramatic decorator colors! 





NE wi! The complete selling story on every fan in America’s 
most complete line—to help you show ’em and sell 
’*em EMERSON -ELECTRIC’s “lifetime features’’! 


NE w! Full-color photographs of the most beautifully de- 
signed fans you and your customers have ever seen— 
to do a greater selling job for you! 


Send for the big new EMERSON-ELECTRIC Fan Catalog No. 
3005 See how EMERSON-ELECTRIC can make this your biggest 
year yet for electric fan sales!) THE EMERSON ELECTRIC 
MFG, CO., ST. LOUIS 21, MISSOURI, 








tne 


ae 





EMERSON- aivennie 
FANS FOR 1955 


lw fantasy ere) 


fon ‘*« 


Emerson- Electric 


SF of St. Lovis 
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eres another great 
RANKLIN GLUE 
ardware 
Week 


pecial 


with a whale 1 
ro) Mme Mmclacliia 1/0 










































Franklin's bargain days are here again. Take CONTENTS—zal! in one package 
advantage of them now. Hardware Week— 12 one-ounce tubes of FRANKLIN GLUE (FREE), 

: ‘ , to sell @15c each.....$ 1.80 
April 11 to 18—brings extra profit to smart 12 two-ounce tubes of FRANKLIN GLUE (FREE), 
dealers. Here's 48.5% profit on the fastest sell- to sell @ 25¢ each. .--. 3.00 
; ; é 12 quarter-pints of FRANKLIN GLUE to sell @ S50ceach....... 6.00 
ing sizes of FRANKLIN GLUE, the only genuine 12 half-pints of FRANKLIN GLUE to sell @ 85ceach ....... 10.20 
liquid hide glue available in retail sizes. TOTAL RETAIL VALUE $21.00 





DEALER COST 10.80 





FVERTITE GLUE 70 DEALER MAKES 
ORDER THESE 


Hardware Week Special 


FROM YOUR WHOLESALER NOW 


i aiedinen Not Available after April 15, 1955 


FREE 
1—60< size 


48.5% PROFIT $10.20 





FRANKLIN GLUE CO. COLUMBUS 15, OHIO 





HARDWARE AGE, JANUARY 20, 1955 





WITH A MIXED CRATE 
OF CONSOWELD 6 OR 


| 
| 
| 
| 
| 


Consoweld, the nation’s finest plastic 
surfacing, has the fastest selling line of 
patterns and colors on the market today. 
These patterns and colors have been 
consumer preference-tested by Color 
Research Institute of America, Conso- 
weld is available in both Consoweld 6, the 
standard | /16-inch thickness for appli- 
cation by both amateur and professional 
craftsmen, and the new extra-thick Con- 
soweld 10—1 /10-inch thickness for sure, 
easy, on-the-job application to counters 
and walls—kitchens, bathrooms, shower 
stalls, libraries, playrooms—many other 
applications. Hundreds of commercial 
applications—stores, restaurants, shops, 
offices, reception rooms—anywhere that 


CONSOWELD 


the nation’s finest plastic surfacing 


Good, fob a colorful Lik phime, 
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ani oreo serait 


CONSOWELD 10 ORDERED 


a beautiful, long-lasting, low-mainte- 
nance plastic laminate is desired. Conso- 
weld 10 goes right over sheathing-grade 
plywood—even over concrete and cinder 
block! Large panel sizes and fast appli- 
cation offer big savings. You can get this 


business now. Start today, by getting 
your Consoweld Sales-Builder Sampling 
Display showing the complete range of 
new patterns, colors, wood grains, and 
marbles. 

Yes, this $19.50 Consoweld Sales- 
Builder Sampling Display is yours, abso- 
lutely free, through your Consoweld dis- 
tributor, with a mixed crate of Conso- 
weld 6 or Consoweld 10. Your choice of 
four standard package deals of fast-sell- 





The Consoweld Sales-Builder Sampling Display goes 
on your counter or on your wall. Puts actual samples 
of Consoweld’s beautiful new color-tuned patterns right 
in your customers hands. Free with a mixed crate of 
fast-selling Consoweld 6 or Consoweld 10 











Conasowec a 


*, 





ing Consoweld color-tuned patterns. 

The display sits on a counter, or you 
can take off the brackets and mount it 
on the wall. Along with the display you 
get six complete sets of Consoweld 
samples, and a complete literature as- 
sortment—either **Have-It-Done”™ (pro- 
fessional application) or **Do-It-Your- 
self"’ versions. 

If you want the display alone, you can 
buy it from your distributor for only 
$9.75 (less than cost), complete with 
samples and literature. 

There is no other deal just like this 
available. Only your Consoweld distrib- 
utor can make this outstanding offer. 
Phone him today, or mail the coupon. 


‘en MAIL THIS COUPON TODAY -———~—-— . 
| Consoweld Corporation, wisconsin Rapids, Wisconsin cated 
| Please ask my Con- | 
| soweld distributor NAME | 
| to send me details of 
| theConsoweld Sales- FIRM 
| Builder Sampling | 
| Display, showing ADDRESS | 
| the completely new | 
| Consoweld line CITY STATE | 
_ EES ie AS Ua 






Big Magazine, 
Newspaper and TV Advertising 
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greatest name in moths 
adds to its line... 


tte, os BEPC eeeesen * 
0 Sat SRP Cee cccce st 


< 
> Guaranteed by ™ 


ORDER RIGHT NOW! nd 


HARDWARE AGE. JANUARY 20, 1955 





“J&L WARE MOVES FAST, TOO 





... with higher profits for you” 


Your customers know JAL Galvanized Ware— They'll 
keep your stocks moving fast. 

Galvanized ware moves better and profits are more 
satisiactory when you stock a line with an accepted name 
like J&L. Your customers have confidence in the J&L 
name and its reputation for quality and sturdy service. 

J&L galvanized ware is priced for the big volume 
market. It yields a healthier profit to the hardware 
dealer. Ask your hardware jobber for complete informa- 





tion. If you need additional information or help, write 
direct to J&L. 


Wy Sones ¢ Laughlin 


STEEL CORPORATION 








405 Lexington Ave., New York 17, New York 
WARE Galvanized Ware Plants: Toledo, Obie, and Atlanta, Georgia 
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There’s 








—SYLVANIA 
SUNLAMP 


suggested list 








‘Less than a six-inch square of space—only 7 
inches high—that’s the new Sylvania sunlamp 
package—but that’s not all. 


This glorious full-color package sells at a 
glance the healthy, vigorous feeling that goes 
with a golden suntan—makes your customers 
want to bring the summer sun into their homes. 





Watch how well planned, well designed, auto- 
matic selling can seil for you. Order your Sylvania 
sunlamps from your Sylvania supplier today, or 
write for information to Dept. 5L-3301, 


SYLVANIA ELEcTRIC Propucts INc., 

1740 Broadway, New York 19, N. Y. 

In Canada: Unwwersity Tower Building, 
St. Catherine Street, Montreal, P. Q. 


LIGHTING + RADIO + ELECTRONICS 
yy TELEVISION + ATOMIC ENERGY 





Keep your eveon GYLVY ANIA 
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Get this colorful display in your 
window and on your counter 


SYLVANEA 


_* gen tamer 





FULL-COLOR DISPLAY—packed in 
every carton of six Sylvania sunlamps repeats 
the appeal of a glorious tan—shows how easy 
it is to use a Sylvania sunlamp. 

















».-fastest growing name in sight 





63 























Big New Bissell 
...planned to make | 


— ne ee rime ae eee ree ae 


| & ARLENE FRANCIS 


AND 


DAVE GARROWAY 


TV's Star Salesmen will be 
demonstrating and selling 


BISSELL 
Sweepers 
for you on TV 





5,000,000 “‘live’’ demonstrations a week, week after week! 
223,000,000 such demonstrations during 1955! 


Arlene and Dave will show their audiences in their own homes, just how 


indispensable the Bissell is to modern cleaning! 
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Sweeper Sales Program 


} your profits SOAR! 
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* NEW simplified line—only 4 sweepers! 
* BIGGER profits for you on every sweeper! 
* NEW tv advertising to insure faster turnover! 


* NEW powerful sales aids to help you tie-in and cash-in! 

















Two top TV programs working for you — beginning 
January 4 and continuing through 1955!—3 to 4 times a week 


“Home” with Arl F i 
| ome wi rlene Francis | ine ry 
Today” with Dave Garroway ) 


Be sure your customers know you carry the exciting new sweepers 
they see on TV! Get your order in right away! 


2 . ay mee Pa yeu oy _ 
* fee ® ~ — 
IS RM Lite eS aa res ice 
> 7s . <_ ' 
. oe o™™ oe a Teed 4 


NEW simplified line includes a 


SWEEPMASTER, %14.95* 


BREEZE, %11.95* Ey 
GRAND RAPIDS, %11.95* yT SWEEP EASY, *8.95"* <P 


Prices slightly higher in the West 








A Bissell Sweeper to fit every need and every budget! Easier display and stock control! 
Faster turnover! Quicker selling, with see-at-a-glance differences in 4 sweeper models. 


NEW prices that mean higher profits for you on every sweeper! 


NEW sales aids—designed to help you sell! 





NEW rack topper, counter card and handle card featuring 
Arlene and Dave's TV message. 





NEW consumer leaflets; colorfully illustrated "How to Sell” 


books for salespeople;newspaper mats—all FREE for the asking! 
Send your order in today. 


Let BISSELL help YOU build a BIGGER SWEEPER BUSINESS in 1955! 





Crescent Thin Straight 

Nose Plier. L26, 6". Also 

in 5, 8, and 10” sizes and 
"eee with side cutters. 


CRESCENT UNIVERSAL PLIER 


D27,7° only. 


“comm | SLIP JOINT PLIERS 


Crescent offers a wide selection of styles and sizes in this 
widely used plier type. All are drop-forged from special 
analysis steel and finished in bright plate. They have 
CerTerCo COMBINATION PLIER sharply milled teeth, comfortable handles and smooth 
2S. 3°. Also in 6.8, and 10° sizes. working joints. The joint bole and nut are turned 


from solid bar steel and case hardened. Order from 
your Jobber. 








CRESCENT THIN BENT NOS | CRESCENT TOOLS _ 


J26, 6" only. 








®) 
Sign of lhe Ofrlisan 
Symildl of Excellence 


Crescent is ovr trede-mork, registered in the United States ond abroad, for wrenches and other tools. Sold by leading distributors and retoilers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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COMMLETE WITH EASY-GRIP HANOLE INSERTEO 
ONLY 4 LBS. TOTAL WEIGHT 


Nothing else like them on the market! The perfect mat- 
tock for gardening or digging of any kind because 
they’re extra strong—extra durable! You'll find these rich 
blue Klein-Logan Garden Mattocks with the cream- 
colored handles selling on sight! 






















* Choice of pick 


or cutter end. 


Handle is shaped 
for most comfortable 
grip and easy, 
tireless use. 





Handle is 
strengthened 
at point of 
stress and 
tool cannot 
turn due to 
shape of eye. 






THE HANDLE 
CAN’T COME LOOSE 
The tapered, streamline - shaped 
eye on the light weight, 2% Ib. 
head fits tightly onte extra- 


strong hickory handle. It con’? 
slip down when raised overhead! 


$0 LIGHT 
A WOMAN 
CAN USE IT! <7 


7 


~~ 


y 














Sturdy corrugated containers that 
simplify your warehousing prob- 
lems. Eosier to store and ship. 




















Cutting ends 
ground to 


e chisel edge. o> 





1856 























for name of nearest distributor 





Order from your jobber or write 





SALES REPRESENTATIVES 





The Austin Co we Ped a 


eT: 


lowis Williems & Co 


South 13th and Breed Sts. - Pittsburgh J, Pa. | Surpiess, Dunn & Appleyord 


PICKS © MATTOCKS © HOES © HAMMERS © SLEOGES © BARS * WEDGES © MINING AND RAILROAD TRACK roots 
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ity fasteners ore made and stocked by Republic for all industries. Your 
customers can choose from o variety of bolts and nuts to rivets, cop screws 
and sheet meta! screws. They can count on satisfactory performance with 
every item. That's becouse highest quality steel plus rigid production con- 
trols assure maximum service and dependability. 


68 


re’s a brand new profit opportunity 


MORE THAN 20,000 REGULAR TYPES, STYLES AND SIZES of highest quo!- 









REPUBLIC OFFERS A FULL LINE OF QUALITY SHEETS, including grectest 
widths available, for fabricating purposes. And whether your customers 
vse galvanized or gclvonnecied, stainiess or Toncan Iron, they know 
they're protected by rigid standards of quality control. Republic's Electro 
Zinc Plated Sheets ore widely used where lasting paint adherence, long 
service life and cttractive cre cppecrance the important requirements. 
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—REPUBLIC PLASTIC PIPE 


— 


— 


Brand, profit and opportunity . . . you get them all in Republic’s new 
plastic pipe. You get a famous brand name, Republic, known through- 
out industry for quality and dependability. You get the profits and the 
opportunity that an expanding new market represents. 


Republic is the first steel manufacturer to produce and market plastic 
pipe commercially. Republic Flexible polyethylene plastic pipe is light- 
weight, easy to install. It resists most common conditions of corrosion. 
It’s non-toxic and immune to electrolytic action. And it will not fail 


in freezing weather. These are qualities you can sell! 


For example, Republic Flexible is ideal for permanent underground 
sprinkling systems. It bends readily around obstructions; assembles 
quickly using simple plastic fittings. A shallow slit trench is adequate 
to bury the entire system below ground surface. And being highly re- 
sistant to soil corrosion, it will last for years. Golf course operators 
install Republic Flexible to save time and money. Farmers have found 
it economical for jet pumps, watering livestock and irrigation. 


These are ideas you can pass along to other customers when you talk 
plastic pipe. These ideas will lead to other uses. 


Investigate this big profit opportunity witha great brand name, Republic 
Steel. Mail coupon today. 


REPUBLIC STEEL 


Woerlits Wider, Kauge of Stiudard, Strols and, SC, Prodi 


. eo ee ee ee 


REPUBLIC STEEL CORPORATION 
3154 E. 45th St., Cleveland 27, Ohio 


Gentlemen: I am thinking 
ot adding tomy present line. 
Please send more specif 
information on: 


Plastic Pipe ( hain Bolts and Nuts Sheets 


Nome Title 


Company 


HERE'S ANOTHER NEWCOMER TO THE BIG REPUBLIC LINE. Round, the old- 
est name in chain, has joined Republic Steel, thus backing up chain manu 
facturing facilities with Republic's long experience in steels. It's the only 
chain in which quality can be controlled from ore to finished product. Sell City 
this complete line of welded and weldiess chain and chain occessories 

for every industrial, farm and home requirement. 


Street 


mo 
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HEADQUARTERS 
for Standard and Special 


Washers for Every Purpose 


MILWAUKEE 


WROT WASHERS 
wr 


Washers are not “just washers”. There is a 
difference — in quality and uniformity. When 
you specify “Milwaukee Wrot Washers” you 
have the best possible assurance that you are 
getting top quality production — from the 
most dependable source of supply. 


At our plant, washers are stocked in thou- 
sands of different types and sizes, including 
all standard and semi-standard sizes, utiliz- 
ing more than 25,000 sets of dies. Let us help 
you maintain your shelf- and warehouse- 
stocks of fast-moving U.S. Standard Washers, 
SAE Washers, Rivet Washers, Lock Washers, 
Light Steel Washers, Finishing Washers and 
Machine Bushing Washers. Prompt deliveries. 


CONVENIENTLY PACKAGED 


All standard sizes are avaHable in 1-lb. and 5-lb. 
boxes, as illustrated, and in 200-lb. containers for 
bulk supply. Washers are supplied in shelf-service 
boxes at very nominal extra cost. To facilitate ease 
of shipment it is recommended that jobbers order 
paper box units in standard 200-lb. packages. 


MILD STEEL MACHINERY BUSHING 
WASHERS — No. 200 ASSORTMENT 





This popular assortment 
comprises a total of 200 
narrow rim Machinery 
Bushings, in 12 different 
sizes, ranging from 5%” to 
2\4” sizes, with 2or3 gauges 
of each size, enabling you 
to meet a wide variety of 
calls. 

A handy display board, as 
illustrated, is included with 
the purchase of each No. 
200 Assortment. This han- 
dy point-of-sale merchan- 
diser measures 12 inches 
by 15 inches and is pro- 
vided with 12 hooks to 
most effectively display 
these narrow rim bushings. 


DEALERS: Order from your 
hardware jobber. 


DISPLAY BOARD FREE 


JOBBERS: Write for a supply of Milwovkee Wrot Washer Catalog 
Sheets, Form 73, and also Pocket Folder List, Form 7-D, for distribu 
tion to your declers. This litercture covers most-in-demand washers 
DEALERS: Ask your jobber for a copy of 7-D Price List. Place ail 
orders with jobbers. We make no direct sales to dealers. 


WROUGHT WASHER MFG. CO. 


THE WORLD'S LARGEST PRODUCER OF WASHERS 


2218 SOUTH BAY STREET 


MILWAUKEE 7, WISCONSIN 
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GENSCO SWEDISH WOOD CHISELS 
Many “Help You Sell” Features 
in this famous chisel line. 























i 
Te a 


Size of each chisel wooD CHISELS 





stamped in handle top. 





Point of sale mer 
chandiser holds all 
11 sizes from ‘4a” 
to 2”. Given free 
with starting stock 
of only 16 chiseis 
—1 each of 11 
and 5 extra of 
most popular sizes. 





Unbreakable, machined 





Tenite I! handles are fire 








resistant. 











Tang type blades don't 








loosen in their handles. 











Heavy vinyl covered 
canvas rolls in 4, 6 or 
11 piece chisel sets. 


Protective strip-off film 

= over a Swedish steel blade 

¢ . takes and holds a 
“ ™ razor edge. 














YOUR SELLING JOB IS EASIER 


with the GENS(D LINE 











GENSCO BUSHMAN BOW SAWS 
and BLADES 


GENSCO BUILDERS’ HARDWARE 


== 


A moderately priced line that includes all style 
butts, straps, T’s, hasps, bolts, shelf brackets 
* and corner irons. 




















America’s favorite and fastest cutting saw for 
pulpwood, fence posts, and rough work or 
camping. 24”, 30”, 36”, 42” and 48” lengths 
for every job. Also replacement blades in all 
above lengths. 





Complete Line of Wood and Machine 
Screws 
Bright or blue steel, nickel plated or brass in round, flat or 
oval head in all sizes. (Gross packaging.) Machine screws 
in flat or round heads, square or hex nuts, in all sizes 
(Gross packaging.) 























NSCO PRUNING SAWS 












Finest laminated steel 
blodes with curly birch 
or red plastic handles, 


rust proof guards and 





bolsters. Top grain 


leather sheoths. Free 


5 styles of pruning and utility saws. Finest 
Swedish steel blades, varnished birch handles, 


display with initials 


. , rchase of 14 knives 
patented tooth design for faster cutting. 29 





(2 each of 7 styles 


A 


GENSCO TOOLS 


A DIVISION OF 
GENERAL STEEL WAREHOUSE CO., INC. e@ 1802 North Kostner Avenue e Chicago 39, Illinois 





SEE YOUR JOBBER 
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YOU CAN COUNT ON CONTINENTAL 
FOR EVERY FASTENER NEED! 


Only Continental Offers You A 
Sleeve Box For All Standard Fastenings! 





Here are 5 reasons why 
it will cut your handling costs 


Continental’s new sleeve box means no 


added expense to you, vet offers: 


1. Closer Inventory Control 

2. Reduced handling costs 

3. Improved Product Identification 
4. Stronger Package Construction 
5. Neater Stock Appearance 


Put these new Continental Sleeve Boxes 


a 
. 


on display and see for yourself how impulse 
sales will increase. And remember, they 
are available in both slotted and Phillips 
heads. Check with Continental today. 


Continental Screw Co. 


Manufacturers of Holtite Fastenings 
NEW BEDFORD, MASSACHUSETTS, U. S. A. 
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Hered your chance for REAL PROFITS in '55! 


Sgn Toolkraft’s outstanding 


me DARRA-JAMES 
QUAL ITY POWER TOOLS 


with these 5 fastest moving 
Parra-ames POWER TOOLS 


Will give you your share of 


THE “DO-IT-YOURSELF” MARKET 


WITH A PROFIT OF *15.83 


averaged on every tool sold! 


IN ADDITION TO THIS © 
FREE DISPLAY / ; 
TOOLKRAFT HAS ALSO. { HERE’S THE DEAL... 
PREPARED THESE > 8” Tilting Arbor Saw $54.50 
FREE DEALER SALES HELPS: ( 12° Drill Press 56.50 


] ."" 
@ 44-Page POWER TOOL > aa a Saw aane 
HANDBOOK — With YOUR / ig Law ‘95 
own imprint \ Belt-Disc Sander 64.50 


e@ 3 different sizes of ~\ Free Merchandising $263.95 
2-color WINDOW STREAMERS s Display Valued at . . . . 20.00 

© NEWSPAPER MATS / 

@ SELF-SELLING TAGS for | $283.95 
each tool \ : N 184.77 


Z am: BACKED BY 1U MAKI > 79.18 
y ATIONAI SUMER ADVERTISING ( “ AND the attractive merchandising display /S YOURS 
FREE!! it will keep on selling DARRA-JAMES Power 


VAI 
Tools to make still more profits 
7, rc LOUMPLETE YOUR POWER TOO! 


Fill out and mail this Coupon... TODAY DARRA-JAMES QUALITY POW! 
START MAKING REAL PROFITS with 








Sanaa eee ae ae ae ae ee eS 
TOOLKRAFT CORPORATION 
Ya g*s7*4 8 - 4277 e* Ss 7500 Plainfield Street, Springfield, Mass. 


Send us the complete Merchandising Plan and 
Display together with the 5 Power Tools 


7 
Quality Power Tools Send us all Promotional Dealer Helps FREE 
& Our jobber is 


A 


Nome 


SPRINGFIELD. MASSACHUSETTS City State 
Lea e nee eee eee ast = = 
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INTRODUCING THE NEW 
Streater FIXTURES FOR 1955 


FLEX - ORAM A 

















Potent applied for 


FLEXIBLE FIXTURES THAT GIVE YOUR CUSTOMERS 
A PANORAMA DISPLAY OF MERCHANDISE | 
Meet the revolution in retailing by offering your customers the All new FLEX-ORAMA ele bg 
freedom of self-selection. If your profits are being squeezed, heavy duty construction... exclusive 
reverse the trend with Streater FLEX-ORAMA Fixtures. Our perforated end panels for feature 


records show that every fixture installation has brought increased displays using both wire baskets or 
sales and greatly increased profits. FLEX-ORAMA Fixtures are ER 


~~. = —~ tes ge 


adjustable to meet the ever-changing requirements of the seasons, 
sales promotions and growth of business. FLEX-ORAMA 
Fixtures are life-time store fixtures that will never become 
obsolete. Their low cost will surprise you. FLEX-ORAMA 


Fixtures can pay for themselves through our finance plan. 


FLEX-ORAMA FEATURES 


Complete wood fixtures + Any shelf depth at 
any height + Slant fronts + Straight fronts + In- 
sert dividers + Protected displays * Glass doors 
Stock drawer inserts + Solid or pegboard backs 


FLEX-ORAMA STORE FIXTURES ARE AVAILABLE THROUGH 
RETAIL HARDWARE ASSOCIATIONS. 
WRITE FOR COMPLETE INFORMATION TODAY. 


es 


AR STREATER INDUSTRIES, INC. srrinc rank, minw. 
S.. STREATER’S INC. OF NEW YORK cuatHam, new york 
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¥ 


here's how to 


‘SELL MORE 















... to the do-it-yourself market 


Three square feet of counter space and $100 set you up 
to take full advantage of the BIG demand for tools in the 
do-it-yourself market. 





The Bon-E-Con merry-go-round is a full-time tool 
“‘salesman”’ that combines display appeal with self-service 
features. What’s more, the Bon-E-Con line of quality 
tools includes only the most popular items: fast movers 
that assure quick turnover, priced to put you in a position 
to compete with any tool retailer. 


Send the coupon today! Learn how you can make the 
most of the vast do-it-yourself market by selling Bon-E-Con 
Tools to weekend mechanics, car owners, hobbyists, 
home gardeners, farmers. 
















i 
| BONNEY FORGE & TOOL WORKS “asia | 
| ALLENTOWN, PENNSYLVANIA 

| 
| Tell me how an investment of three square feet of counter space | 
| and $100 will boost my tool sales. | 

3 Name - ness 

BRON-E-CON 7 Company : 
| Address 

| | 

City _ Zone____. State — | 

de exe cum aay ane amb am can an ap an en am G2 en ewan én enaienen ane = 


BONNEY FORGE & TOOL WORKS... ALLENTOWN ... PENNSYLVANIA 
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All you need for ALL-WEATHER protection 
...with USS STORM ear 


Whether you plan to lay StormSeal on top 
of yvour old roof or on new construction 
hammer, nails, a pair of tin snips, and you re 
ready to go to work. With USS StormSeal it's 
easy to give your barn that clean, uniform 
appearance 

StormSeal is available in both the standard 
commercial galvanized coating, and the extra 
heavy, extra long life Seal of Quality coating 
Your StormSeal dealer handles a complet 
line of accessories, to give your installation a 
“custom-fit” look 


In addition to StormSeal, U. S. Steel also 
makes top-quality 144” and 2'4” corrugated 
and 5-V Crimp Sheets for roofing and siding 


Look at StormSeal the next time you visit 
your dealer. You can't beat it for fire, weath 
and corrosion protection, and its tops in 
lightning safety when properly grounded. It 
lasts for vears. Don't forget to look for these 
five distinctive features available only in 
StormSea! 


bh 


Slight depression in lower end of sheet 


for pressure contact between overlapping sheets at end 


laps 


Three doms stop rain trom being 


blown under end laps, or drawn in by capillary action 


Double safety drains trap any moisture 
thot might get imto lap oreas and Grain it of 


Make nailing easy 


Slight arch to eoch sheet mokes it fit 
smugly to roof decking 


USS StormSeal is made from steel sheets coated with a certified 
uniform, protective zinc coating, produced in accordance with 
American Society for Testing Materials Specification ASTM A-36!1 


UNITED STATES STEEL CORPORATION 
525 William Penn Place, Pittsburgh, Pa. 


USS STORE 
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FULLER 
HARDWARE WEEK VALUES! 


NO. 529 
PULLER Ae SET /| FULLER | D 2 PIECE 
HARDWARE SPECi¢ ) 
aes SCREWDRIVER SET 
REG. RETAIL VALUE “Hed @ per ser $ 29 
FOR HARDWARE WEEK 7 


your customer saves A Ti¢ TO a 


_ BLISTERPROO! y/ CONSISTS OF; Reg. Ret. 
—, @® HIGH CARBON CADMIUM BLADES 1 No. 401 Pocket Clip 25¢ 
40¢ 


1 No. 402 Cabinet 
@ UNBREAKABLE AMBER HANDLES 1No. 502 Mechanic 50¢ 
@ BLISTER-PROOF DOMES @ FIRE SAFE 1 No. 807 Recessed #1 55¢ 
@ SURE GRIP @ SHOCKPROOF 


Regular Price $1.70 
Packed 6 corded sets, BRANDED 


Dealer Cost 86: | 
a 


(Dealer Soves 35¢ per sef on this Hard- 
H EACH SHIPMENT GUARANTEED 










eS 


i ei.rres 




















ME" Haws 
mic cissen. 









WAROWARE 5 cCIAL < eal 
YOu Save 4/: 


_ HGR CARaoN 
on a 





_— — ro 















wore Week Special.) After Hordwore 
Week these screwdrivers can be sold for 
$1.70 the set—or put in open stock oat 
regvior retail. 


vo.20/| Fuster] Spinner WUT DRIVERS 


A COMPLETE SET OF SIRE S erume NUT DI 


wee wwe ee ee ce 











































& SIZES NUT DRIVERS 8 
DENED 
REG. RETAIL VALUE IF BOUGHT ¢ GuTAa eno 
AS INDIVIDUAL NUT Drivers 75.98 a 
€ 5 
to bos 
FOR HARDWARE WEEK $ 6 
a 3 wt | i 
Dealer Cost “133 —_ 
@ SPIN-FAST CONSTRUCTION 7 WITH EACH fy 
SHIPMENT 
@ EXTRA LEVERAGE BRANDED AND St 
4 SIZES IN EACH TOOL , ae ee 
rae Ae gee: ‘te re ee ee itn 9 see 
. Wa Nae S I | FULLER: Please send me: 
aenceoaaieii —————— 
; a | doz. No. 529 | | dex. Ne. 210 7 
] i 
. ! 
i 
« Sitote ! 
i thru following jobber ! 
' 
Lone Stote | 
HWA tif j 


—_— —_— a; ai; ali. aaa, aa meee ee le 
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Eliminate Big Roofing Inventories ! 
Save Warehouse Space! 


i sim Cut down on Overhead! 
yea 


=—t 









a 


In al 











with NEW = 


Aluminum in Rolls! 
el 


Look at these Sales Extras ---7 











TORING QSM Cross Corrugated Aluminum in 
Rolls takes much less of your warehouse 
space than metal sheets. This sensational new 
product cuts inventory costs to the bone, for just 
a few rolls gives you an adequate stock to meet 
any customer needs. The aluminum rolls are 28” 
and 48’’ wide—in 50-100-200 ft. lengths. All you 
need do is to cut off the length your customer 
requires— just like screen wire cloth! 


QSM CROSS CORRUGATED 
ROLL ROOFING and SIDING: 


Rolls On... for faster, easier appli- 


cations on any roof, new or old. 


Unrolls Flat... rotting out to the full 


OCHILTREE PATENT NO. 2369487 


QUAKER STATE 


Melah. 


COMPANY 


No Side Laps + «+ one sheet goes the 


full width, eliminating side laps. 


1001 Uses... perfect for roofing, 
siding, decorating. Great for the 
“do-it-yourself market. Available 
Plain or Embossed! 
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MATCHING 
BEAUTY 


the CONCAVE series 


Matching beauty in Locks, Knobs 


and Pulls for every door, drawer 
See our exhibit 
in Booth 433 


Hotel Sherman 


and cupboard in the home. 






Bee WESTERN LOCK MFG. CO. 


es ah 
ee 21 
hae 





GENERAL OFFICES: 211 NORTH MADISON AVE., LOS ANGELES 4, CALIF. © FACTORY: HUNTINGTON PARK, CALIF. 
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Jiminy Filter says: It’s time to 


yrofit from filters...again! 


There's a lot more 
winter ahead ... and 
a lot more money to 
be made selling filters. 
Right now, a na. 
tion-wide advertising 
campaign— Dave Garroway on TV, 
full-page ads in Life and full-color in 
sertions in Better Homes and Gardens 
—is telling your customers to replace 
old furnace filters with new FIBER- 
GLAS* DUST-STOP* AIR FILTERS. Here's 
how you can cash-in on this selling 
splurge: 





Ow ENS -< ORNING 


t-te eee 


FIBERGLAS 


® Pibergias, Dust-Seop and Acrocer ere trade-marks (Reg. U.S. Pat 
Of } of Owens. Corning Piberglias Cor por atron 








1. Put your Jiminy Filter display back 
in your windows. He's the selling star 
in all our advertising and he'll make 
more sales for you. 


2. Call your Fiberglas distributor and 
ask for your free selling helps—sales 
letters, window banners, envelope 
stuffers, etc. They're all free and 
they'll all sell lots of extra filters for 
you. Tie-in with this campaign and 
profit again from this booming busi- 
ness. Owens-Corning Fiberglas Cor- 
poration, Dept. 38-A-20, Toledo 1, Ohio. 


everest 





gee tees  aee® 
Be 
Re rete en 
pete as 
“we eee ee ae “ 
s* 
»* 
. 
a ey 
~~ 
*. & 
, 














EXTRA PROFIT OPPORTUNITY 
Fiberglas Aerocor* 


New all-purpose, do-it-yourself in- 
sulation has 101 uses in homes, cars 
and farms. Attractive display rack 
holds 24-inch x 100-ft. rolls. Call 


B stnocgg 


your Dust-Stop 
filter supplier 
for complete 
details on this 
new moncy- 
maker. 








AIR FILTERS 
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) fw FANNER 
INDUSTRIAL HARDWARE 


fo SAVE TIME 
and TROUBLE! 


| 
= 


TURNBUCKLES 








Put yourself in your customer's place. After you have spent 
a lot of time on a job, how would you feel if some small 
hardware item you bought caused trouble? Customers de- 
pend on you to recommend even small products like turn- 
buckles and pulleys that work right . . . give lasting per- 
formance .. . eliminate call backs. 

Fine Fanner Industrial Hardware, as illustrated, is made in 
the finest malleable iron and drop forging plants in the 
country—tested and inspected to meet rigidly high standards 
of quality. These items, though small to you, are important 
to us because they carry the FANNER name. As a result, 
they are outstanding for their purpose, yet they cost no more 











than products of ordinary quality! Get acquainted with the 
fine FANNER line by sending coupon for catalogs listed Cae ) 
below ... now! 


THUMB NUTS 


THUMBSCREWS 


ap 
“LY 


A wide variety 
of styles and Over 50 different styles Jaw and jaw 


shapes in want. to suit every purpose 
ed sizes. exactly. — 


Stub End Turnbuckles 


Hook and Eye 











—— ~ 











MACUL 








FIGURE “8 OR 
SWINGING LINKS 


and many other types, 
drop forged for top strength and durability. 





PULLEYS OR 
BLOCKS 
Single sheave. SCREW EYE BOLTS 
double sheave 
: ; in many sizes. 
Malleable iron with bronze of galvanized drop torged steel. 
rivets. In sizes 3/16" up. 
CONNECTING LINKS SCREW ANCHOR SCREW HOOKS 


SHACKLES 





of galvanized steel. 


SWIVEL EYE SNAPS 





of galvanized malleable iron. 
of drop forged steel in of drop forged steel in 


« . sizes 3/16” up sizes 1/4" up. 








ce 
Please send free copies of = oe 
Pines 


Coralog on Thumbscrews ond Thumb Nuts > 


THE FANNER MANUFACTURING CO Condon on tadechtel abt 
sel 


Firrn , 
BROOKSIDE PARK CLEVELAND 9, OHIO a Title 


Address 


be ray 





ae Zone___ Stote_ 
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THIS SCREEN TEST ? 


Question: What type of home replacement screening 


CAN YOU PASS 
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Answer: Aluminum insect wire screening! 
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can’t stain siding with red rust streaks, needs no paint 


or maintenance, and can’t burn? 


Question: What type of screening keeps its good looks, 
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Aluminum insect wire screening! 


Answer 


~> a Lk 
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It will pay you to take these steps now: 


Moral 


> & 
* see 


1) Order adequate stocks of aluminum insect wire 





~~ = = 


screening in a full range of sizes to meet the grow- 


ing demand! 





2) Promote aluminum wire screening for big mark- 


up, big profits and for greater customer satisfac- 


now and in the future! 


tion — 


Aluminum Wire meets or exceeds commercial stand- 


ards and federal specifications. 


While we do not make insect wire cloth, we do supply 
the leading screening manufacturers listed below with 


. wire that is nationally recog- 


nized for outstanding quality. 


Kaiser Aluminum Wire.. 


Kaiser Aluminum & Chemical Sales, Inc.. General 


Sales Office, Palmolive Bldg., Chicago 11, III 


Execu- 


. 
at 


tive Office, Kaiser Bldg., Oakland 12, California. 


Made of strong, durable, cladded aluminum, Kaiser 











Promote the aluminum screening of these leading manufacturers 








Seneca Wire & Mfg. Co. 


Sporgo Wire Co. 


Keystone Wire Cloth Co. 


Donald Ropes & Wire Cloth, Ltd. 
Honover Wire Cloth Division, 


Alabome Wire Co., Inc. 


New York Wire Cloth Co. 


Pennwoven, Inc. 


Americon Wire Fabrics Corp. 
Clerk Wire & Supply Corp. 


Stendard Wire Cloth & Screen Co. 


Wire Products, Inc. 


Continental Copper & Steel 


Phifer Aluminum Screen Co. 


Industries, Inc. 
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Two great 
Corbin 


padlock 
values 


Compare these really-secure Corbin padlocks for 
value! You'll see why they both are sure-fire 
best-sellers in leading hardware stores everywhere. 


(Above) P65 95¢ suggested retail, 1"\," x 1) ," case 
Solid die cast co’e, aluminum lustre. Hardened 

steel shackle, codmium plated. 5 disc tumbler security. 
Packed one-half dozen in a box 


(Below) P95 $1.75 suggested retail, 1°," x 1°",." case 
Solid die cast case, aluminum lustre. Hardened steel 
shackle, zinc plated. 6 pin tumbler extra-security. 
Packed one-half dozen in a box. 


You get fast profitable sales action with 
Corbin padlocks, backed by Corbin’'s 
national advertising. So call your Corbin 
distributor today . . . make sure of an ade- 
quate stock ... and CASH IN by displaying 
AND SELLING popular Corbin padlocks! 
They're really SOCHTO wa priced right eee 


made to sell on sight! 


CORBIN “FREE HAND” NIGHT LATCH 
Another best-selling profit-maker. Aluminum case, 
neutral gun metal finish. Easy one-hand operation. 
Fits doors 1'*%" to 2%4" thick. Packed one in a box, 
with screws. 


CORBIN CABINET LOCK DIVISION 


The American Hardware Corporation 


New Britain, Connecticut [ | 
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ACME ENAMEL-KOTE 





Color Harmony and 
Lasting Beauty 


Add a new color note with Acme 
Quality Enamel-Kote, the quality, 
all-alkyd, all-purpose, rapid-dry gloss 
enamel, and get permanent beauty. 
Long-lasting and easy to apply, it 
dries quickly to a smooth, bright 
finish. Perfect for walls, woodwork 
and furniture. For indoor and out- 
door use. New, non-yellowing white 
matches most appliances. In 15 new, 
harmonizing colors. New, high- 
quality, ALK YD formula washes 
easily, resists stains, weather and 
unusual abuse. 


ee 


A : 
4 " 





ACME COLOR CARD 


Shows how you can easily use or 
combine 16 Acme Quality [Enamel- 
Kote colors to achieve unusual, har- 
monious and decorative effects on 
walls, woodwork, furniture, etc. 

































Self-starting electric clock, illuminated to serve as night light. Two 
40-watt bulbs. Imprinted with your name. Sweep-second hand and 


easy-to-read cutout hour and minute hands. Ps rmanently lubricated. 


1. Ri! ed rT ws Daas orl * a} ' , . - 
Plastic case. Translucent glass dial, 13°, inches in diameter. 


GET THIS BEAUTIFUL CLOCK, 
WITH YOUR NAME IMPRINTED 
WHEN YOU ORDER 


ACME QUALITY 
ENAMEL-KOTE 


Here’s your chance to get a real bargain on a wonderful 
point-of-sale feature. Any dealer can get this beautiful 
electric clock, name imprinted, at less than half its cost, 
when he places an order* for Acme Enamel-Kote. 
Check your shelves now. Place your order, and receive 
this sensational $15.90 value for $7.50—a real saving. 
The profits on Enamel-Kote you pocket yourself! 
*(Clock Deal Orders vary from $126.72 to $131.37, 
dependent upon zone. 


Ask your Acme Jobber, or write to 


ACME QUALITY PAINTS, INC. 


Detroit 11, Michigan 





Makers of Acme Quality Paints, Fashion-Right, Super Kem-Tone, 
Super Kem-Tone Applikay, Kem-Glo and Insecticides 
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Imagine how these colorful, modern brush displays 


will look on your counters—how they'll stop customers 
and attract sales! They're yours absolutely free when 
you handle Pittsburgh Brushes! You merely buy any 
of these brushes that sell best in your area, and 
the displays come along as our contribution to help 
you sell! What’s more, with Pittsburgh you know you're 
selling the best line of brushes available today. Every 


There’s a Pittsburgh Brush for every home and industrial use 
PITTSBURGH 


Fd Se ae 


Gy) BRusHes * PAINTS * GLASS © CHEMICALS © PLASTICS © FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


HARDWARE AGE, JANUARY 20, 1955 


Vv 


MAND 
‘a ~ ~ 
a ia . — 
‘ : : *CRarey 


. A Meeting lt 
: “ 
es MS TTF FS 
. . 44g 
SS fa: 
Fn AL a 


© Kt, “= 
‘s “Lily tl 
= 44s 


: 

— j 
: la 
> 

2 


> 
<4 


tt Ahddij ~ 


“¥ 


> 
os 


~ ' 7 . 
— F ks 
——~— . - / 
ATT S65 } f 
ee Sug; | i/ 


| 


i THESE HARD-HITTING DISPLAYS 
@ WHEN YOU SELL PITTSBURGH! 


type and style: 100% hogs’ bristle; 100% texturized 
synthetic; or hogs’ bristle-synthetic mixtures. All made 
in one of the world’s most modern brushmaking plants, 
under strictest quality control, by experienced, expert 
brushmakers! Start selling Pittsburgh Brushes today! 


MAIL COUPON FOR COMPLETE DETAILS! 


PITTSBURGH PLATE GLASS COMPANY 

Brush Division, Dept A-! 

3221 Frederick Ave., Baltimore 29, Md. 

Gentlemen: Please give me more information about Pittsburgh Brushes 
and free brush dispicys! 


Address .. 


ee! ee 


City 


Hepa a ek AO RE BUR ITT, 


MALE tr05, Pt 
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Ni ied bristles 


TRAODE- MAREK 


"HERE'S HOW MUCH WALL PAINT 


1 PICKED UP WITH JUST ONE DIP 
OF A NEW BRUSH WITH 
'TYNEX' NYLON BRISTLES,” 


says Mr. Sheridan Ober, professional! 
painter of 35 years’ experience. 

White enamel was applied to a 
flat-black plaster wall. using a 4" 
brush. 


a 
+ "e 


Stress this feature of Du Pont |''/ | Tn ny “a 


give full paint ‘pick-yp! ; 


“ 
me 
t . — 
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TRADE MARK 





bristles to boost your brush sales 


Today's paintbrushes with ““T'ynex’’ nylon bristles are better 
than ever before. Actual laboratory tests prove that brushes 
with ““Tynex”’ bristles pick up as much paint as any other 
brush. 

Point out to your customers how the tipping and flagging 
techniques applied to ‘“T’ynex”’ bristles by leading brush manu- 
facturers give them unbeatable pick-up . . . top painting per- 
formance. See how satisfied customers come back to your 
store for more brushes with ““ITynex’’ bristles. 

Talk up all the advantages of ‘“T'ynex”’. . . advantages your 
customers will find make ‘““I'ynex”’ bristles their best buy. 


“TYNEA” i¢ the trade-mark for genuine Du Pont nylon briaties. 


TVONICS 
TYNEX bristles are the ai 7 
only bristles nationally ¥. eS ‘a ae 


advertised to consumers 








WELL-MADE BRUSHES WITH “‘TYNEX’’ BRISTLES 

HAVE ALL THESE ADVANTAGES: /. Full paint pick-up 

2. Smooth, even flow 3. Right for all paints 4. Easy te clean 
5. Last 3 te 5 times longer 


GU POND 


SETTER THINGS FOR BETTER LIVING ... THROUGH CHE wSTRY 














. ~~ PLUS free booklets and streamers 


.. available from your brush 


TK g, ee, 
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Until he heard this story, 


he was sure hed never change! 


He owned thirty-five progressive building 
materials outlets. His business was prosperous. 
He thought his paint departments were 
profitable. 


He would never, he said, replace the paint 
he was selling with Pratt & Lambert or 
any other line. 

Eventually, he agreed to hear the complete 
Pratt & Lambert story. And he did change! 


That was fourteen years ago. His annual 
paint volume has more than tripled and be’s 
now one of the most enthusiastic independent 


dealers we have. 
seeeeee@ 


What does Pratt & Lambert have to offer 
that made this independent merchant and 
many like him who were equally well satis- 
fied switch to the P&L line? 


In the first place, it's a complete, reasonably- 
priced line of paints, varnishes, enamels and 
stains, that has long-established acceptance 
with both professional and amateur users 
a quality line with product appeal and color 
appeal that are hard to equal. 


What's more, Pratt & Lambert backs its 


merchants with forceful national and local 


REGISTERED 


"RA ’ “Ae 


advertising, effective point-of-sale material 


and personalized merchandising service. 


For the independent merchant who is in a 
position to sell and service large consumers, 
Pratt & Lambert has an exceptionally strong 
following among architects, professional paint- 
and offers a 
price structure which enables him to sell this 


big volume trade profitably. 


ers and maintenance executives 


Best of all, the Pratt & Lambert merchant 
is protected by an exclusive territorial fran- 
chise. The customers he develops remain his 


customers. 


see 


These are just a few reasons why hundreds 
of independent merchants have taken on the 
Pratt & Lambert line and are now enjoying 


greater sales volume and profits. 


Perhaps you are reasonably well satisfied 
with the brand you are now selling, but until 
you hear the complete presentation, how can 
you be sure that Pratt & Lambert doen't 


offer you more? 


If that makes sense and we think it does 
the complete story is yours by writing Pratt 


& Lambert-Inc., Buffalo 7, New York. 


oe@) PRATT x LAMBERT-1c. 


A Dependable Name in Paint since 1849 


NEW YORK BUFFALO ° CHICAGO FORT ERIE, ONTARIO 
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You, too, can DOUBLE 
and TRIPLE your 


Power Mower Sales 


with VOLLRATH! 


"Volirath put my mower sales up 50%”... 
“Vollrath doubled my power mower business”’. . . 
“Vollrath outsells any mower | ever handled.” 
These and statements like them come from outlets 
all over the country! Wherever green grass grows, 
Volirath advanced design rotary power mowers 
have consistently written a sales success story for 
their outlets. See how this fast-growing line can 
help you do a bigger business in America’s big, 
growing market for power mowers. Vollrath has 
what customers want—and prices are right! For a 
profitable, volume business feature the entire 
Vollrath power mower line. Every model will give 
you real sales action! 


Business 

















NOW equipped with \new, improved 
CLINTON 4-CYCLE %\ ENGINES 


Lighter... Quieter... 
Smoother in performance 


A sales leader wherever shown! Now 
with lighter-than-ever Clinton engine 
—ameazingly smooth, quiet, fast, and 
efficient on the lawn. Cuts 19 swath 
—trims and muiches aos i mows. 
New reer discharge improves per- 
formance, eliminates windrows and — *HRes ony 
clumping. Unsurpassed for lightness = Eee Pome COBecnce tt O08 Mang 
plus power ond easy handling. Com- ees} : " O8e6 
plete Vollrath line includes 17 , 19, ' VY? 

end 21 models with 2-cycle and 


| Vollrath 19° —4C tne ed 
4-cycle engines. Rotary Power Mower a 


ee 
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Branch Offices and Display Rooms New York e Chicago e Los Angeles 
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Note how the mass wall-display of matching tools increases sales effec- Above: Note selection of small tools 
tiveness, also invites multiple and repeat purchases of matching items. in self-serve rack. Catalog No. GTA, 





How CFreem Thumbs make your profits grow 


Now you can offer customers, in one mass wall-display guarantee of satisfaction or free replacement promi- 
of perfectly matched tools, all of today’s fastest-selling nently displayed on every handle, and its brand name 
patterns for the lawn and garden. Each has a one-piece that means “success” to every home gardener in the 
forged head and natural finished ash handle of the world. The Green Thumb line has every tool you need. 
highest quality. Every tool sells itself with a written Order from your UNION jobber. 


THE UNION FORK & HOE COMPANY, Columbus 15, Ohic. Also makers of RAZOR-BACK Shovels, FLEX-BEAM Forks. 


























Today’s gardeners like light, fast, easy-to-use tools. Here are 3 popular floral patterns: 





No. FS6'/, Floral Scuffie Hoe Best No. FSH Floral Shovel | n- No. FH Floral Hoe Lots ol 
new tool in years. Lets user stand equalled for planting buibs, today's home gardeners prefer 
comfortably erect and cultivate gar- transplanting small peren- this 5” wide blade over bigger 
den and shrubbery beds with one nials and other light digging. hoes. for work in their flower 
hand. Sharp on all sides, forged in 534” x 8” blade and inte- beds and gardens. Taper 
one piece. An exclusive Green gral shank are extra strong, rolled, heat treated blade and 
Thumb pattern. heat treated forging. shank. Finest ash handle. 
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Youll Serve Customers Faster 


Modern Tube Color System... 


300 Modern Decorator 
Hues in Three Famous 
Interior Finishes... 


FROM ONE LINE 























® Pittsburgh's new MAESTRO TUBE COLORS 
can be used in WALLHIDE Rubberized Satin 
Finish, WALLHIDE Alkyd-Type Flat wall paints 
and in SATINHIDE Enamel for trimwork. This 
reduces tube inventory and lessens possibility of 
error in mixing. Only 50 tubes are required—in 
t-oz., l-oz., and '4-oz., sizes. Nearly half of the 
colors are made by adding one tube color to base 
materials. These tube colors disperse rapidly to 
produce desired hues in the quantity your customers 
want—in a matter of minutes. 





® Pittsburgh offers at nom- 
inal cost this handy 9x5- 
inch MAESTRO COLOR 
deck with large reproduc- 
tions of all 3400 colors. 
This can be used as a 
supplementary sales aid at 
the counter or in the 
home. It is also of great 
interest to professional 


painters and decorators. 











PITTSBURGH 


PAINTS *© GLASS «© CHEMICALS «© BRUSHES 








IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LTD 
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and Better with Pittsburghis 


YY, 


Cost Less to Stock... 
Are Easier to Sell! 


“There's nothing else like it!’ That's 
what paint dealers everywhere are saying 
about Pittsburgh’s new MAESTRO 
COLOR system. 


Here’s the simplest, most practical way 
of all to sell paint. It enables you to offer 
300 modern colors in three standard Pitts- 
burgh interior wall and trim paints—in- 
cluding rubberizedand Alkyd-type finishes 
—with only a very small investment. 


This wide range of smart, fashion-wise 
hues can be supplied quickly and easily 
in gallons or quarts from one set of uni- 
versal tube colors and only two tinting 
bases for each of the three finishes—white 
for pastel colors and neutral for deep tones. 


Pittsburgh’s new MAESTRO COLOR 

system requires an unusually small stock. 

In fact, you can operate with a minimum 

assortment of tubes and tinting bases re- 

quiring only 25 square feet of shelf space! 

Such a small inventory assures faster turn- 

over and greater profits from paint sales. 

Pittsburgh's widespread distribution sys- 

tem guarantees fast replacement of stock 

—when you need it and with no loss of ne To — = “ts pape Agere, oe and with 
ess effort, Pittsbur rovides dealers with this attractive 

a Aan peti ope 0 COLOR SELECTOR. I rs all 300 of these exciting hues. 

ee ye ee ee ee Besides assisting customers in finding the colors they want, this 

easy application and lasting beauty. display rack helps dealers serve more customers with a minimum 

of sales help. COLOR SELECTORS are furnished to dealers with 

a full stock of additional take-home chips. Additional chips are 

supplied without cost as they may be needed. 





if you are interested in selling paints 
this modern, business-building way, send 
the coupon below—today! 


AINTS 


PLASTICS . FIBER GLASS 


Pittsburgh Plate Glass Company, 
Paint Division, Dept. HA-15, Pittsburgh, Pa. 


Centliemen: | am interested in further details of vour new MAESTRO 


COLOR SYSTEM. 


Name — 





Address 


el een | 


Cty County 
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5-Star Salesman...the most versatile 
Garden Tool Display ever Made! 


Here’s a 5-star, 5-way display . . . to help you sell more of the brand 
new Matched-Set Garden Tools by Sargent. Above is the complete 
display for use on floor, counter, or in window—30” high, 15” wide, 
7%’ deep at base. Other ways to use this unique display are shown 
at right. 

Here are the exciting new Sargent Garden Tools: 


Sargent Hedge and Shrub Shear No. 91-22"... with exclusive 
double-action spring to absorb shock. List Price: $3.95 

Sargent Heavy Duty Parrot-Head Pruner No. 15-8"... with the 
exclusive split anvil. List Price: $2.75 

Sargent Parrot-Head Pruner No. 15-6”... new, redesigned 1955 
model. All the clean cutting and safety features of the heavy duty 
model. List Price: $1.95 

Sargent Grass Shear No. 17... clean trouble-free design. Thumb- 
operated safety lock. List Price: $2.25 

Sargent Lopping Shear No. 75-20”... grip teeth and hooked jaw 
hold branches in cutting position. List Price: $2.50 

And here’s more big news. Your customers will be eager to get the 
unique Sargent “‘Dial-It’”” Pruning Guide, featured on the display. 
It was prepared by Paul F. Frese, Editor of Popular Gardening. And 
you get 10 of these free (retail value 25c each) for each $25 (dealer 
cost) of Sargent Matched-Set Garden Tools you purchase. 

Order today! Get in touch with your jobber’s salesman. Or write 
us Dept. 4A. 


SARGENT & COMPANY 


New York - NEW HAVEN, CONN. « Chicago 
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Easel-backed top slips off for 
separate window or counter use. 








Without the easel top, an eye- 
catching floor or counter display. 





Without the base, it makes a 
perfect wall display. 





A space-saving wall display, per- 
mitting separate use of easel top. 





of New 
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(COMBINATION. 


om 


This combination of Key Blank Display and No. 4 Key 
Machine puts you in the Key Duplicating business 
at once. 


With this attractive revolving Key Blank Display you 
receive 1020 popular key blanks, leaving ample room 
on the board for expanding your stock. 


The ever popular No. 4 Key Duplicating Machine cuts 
automotive, cylinder and flat steel keys accurately. 


If you already have Key Duplicating Machines, you 
will still want this attractive Key Blank Display, which 
is also available as a separate unit on a pedestal. 


ASK YOUR JOBBER OR 4 


Nome 


Street 


KEYS MADE | 


“e.F © a! 





gf Inc. 


“ad Charlestown, NW. 


Please send complete 
/ information about your 


7 


7” Combination offer of Key 
Blank Display and No. 4 
Machine 


Separate Unit of Key Blank 
Display on Pedestal 





DUALITY KEY BLANKS 


7. KEIL 
*” LOCK CO. 


a 
L 








State 
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sales with JOHNSTON'S 
EARLY BIRD 


promotion kit 






Aak About Tre eT VOuMGTON 


lo help you promote early consumer buying of Johnston 
reel and rotary power mowers Johnston offers you this 
irly Bird” store merchandising kit at 
dealer' It contains everything you need 
window banners, handle cards, local dealer ad mats, book 
icts and detatied suggestion sheet to doa compiete store 
promotion on time-payment purchases, lay-away plans and 
other appeals for pre-season buying of power lawn 
During February and March Johnston will back 


complete “I no 





cost to the TOW . 


w teas 








nt be ons 


Tmowe>°rs 


your local store promotion with a schedule of “Early 
Bird advertisements in such national magazines as House 
Beautiful Sur tel House & Carden and Saturday } Vernizne 
Post 


lohnston’s second major store promotion of the 1955 season will be available 


to dealers carly in the Spring. This complete merchandising kit will be backed 


by national magazine advertising plus local television programs in ove! 


S6 major markets with local TV listings for all Johnston qualified dealers! 


aloe 


ASK YOUR JOHNSTON WHOLESALER FOR COMPLETE DETAILS ON THE “EARLY BIRD'' AND “GIANT 
SPRING TV" PROMOTIONS... AND BE SURE TO ASK FOR CATALOG SHEETS AND OTHER LITERATURE 
ON THE ALL-NEW COMPLETE JOHNSTON LINE FOR 1955 


18 and 7!-inch LAWN PATROL — Ree! 18 and 27)-inch LAWN PATROL — Rotery 


New style deck odds to streamlined Rugged construction throvgheut 
eppecroence end provides greater with 4-cycle engine [1.5 hp on 
strength and rigidity. All-steel con 18-inch; 27 hp on 21-inch model). 
struction with 4-cycle engine (1.1 hp Recoil starter on Zi-inch. Beth 
ond 18-inch; 1.6 hp on 7!-inch model) models feeture front discharge, 
Both models feature dual clutch con side trim siet, stoggered front 
trol, leamineted pinion ond case wheels, snap-on hondie, one- 


hardened ring geor, box frome desian 
simple micre-screw cutter ber odjust 
ment, end new eye-appeciing john- 
ston colors of fire engine red with 


piece reversible cutting biede, 
ond new easy height ad)ustment 
New Johnston colors of fire en- 
gine red with yellow trim hove 





yellow trim. Recoil sterter stond- edded consumer soles appec!. 16- 
ord equipment 18-INCH MODEL INCH MODEL PRICED TO RETAIL 
PRICED TO RETAIL AT $110.00; 72) AT $85.50; 21-INCH MODEL AT 





INCH MODEL AT $122.50 $109.50 


JOHNSTON 


LAWN MOWER CORPORATION © BROOKHAVEN, MISSISSIPPI 


A Division of Jocobsen Manufacturing Compony — Racine, Wisconsin 
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tomihie, NEW 
STINGAREE! 


World's only 
lure with 
UP-and-Down 
action! 


\ 


Six color patterns— 


ss oz.—each $1.50 oe 


it New Spinning Lures! 
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HEDDON SPOONS—90< to $1.10 


roas 


Surpass Bamboo! 


Like a feather in your hand—yet with power 
and flex you'll marvel at. Action and feel sur- 
passing finest bamboo. Fly rods, spinning rods, 
casting rods—in the widest selection of lengths 
and actions available. Over 30 different models 
—from $50.00 te $9.95. 











pin Pal Reels i 


260 AUTOMATIC. America’s 
finest spinning reel. Auto- 
matic bail action — reversing 
handle opens bail to casting 
position Foulproof. $25.00. 


740 MANUAL. Similar to 
above, but with line roller 
in place of bail. $19.95. 


230 BAIL. Self-positioning 
bail eliminates fumbling 
Weighs only 6 oz. Smooth 
drag: automatic anti-reé 

verse; nylon gears. $10.95. 


220 MANUAL. Similar to 


above, but with roller pickup 
in place of bail $9.95. 


jobber for full detail 


Write for New Goods Catalog 


JAMES HEDDON’S SONS 


4071 West $t., Dowagiaec, Michigan 




















sales winners 





ed Se ee Or emer 


for oer 


MODELS 775-755 AUTOMATIC SHOTGUNS 
NOW AVAILABLE AVAILABLE WITH 


SAVAGE SUPER- SAVAGE SUPER-CHOKE 





i. 


. ) 
WE. 4 MODELS 77 ond 77-SC 
e NOW IN 12 AND 16 GAUGE 


oe 
WEW. JF MODELS 58 ond 58-AC 
@ IN 12, 16 AND 20 GAUGE 
Firearms Division, Chicopee Falls, Mass. 
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| HARDWARE DEALERS 


MANUAL 


How to start your budget 


This is the first of six articles on a do-it-yourself approach to the problems of 
hardware dealers who prepare their own advertising programs. 

The basic purpose of these articles is: to help you make your advertising dollars 
work more effectively, not to make advertising men out of hardware men. 

The author is a man who knows advertising to the consumer, and also hardware 
retailing aud wholesaling. His background enabled him to write practical articles, 
packed with facts, and to prepare illustrations and forms that you can apply 
directly to your own store. 

This first article shows you how to use your sales figures in arriving at how 
much to spend for advertising. The next article will show you how to prepare an 
advertising budget. The third will show you how to decide where to place your 
advertising, the fourth how tO set up your s& hedules. The fifth article will give 
you a step-by-step account of how to actually prepare advertisements. The final 


article will show you how to use outside aids, how to make your advertising doliars 





do more work To begin the series tur? the page > 
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HARDWARE DEALERS 


Joc 


by William A. McKay 


MANUAL 


Reduced to essentials, advertising promises just two 
things: to develop prospects for your merchandise and 
service, and to bring these prospects to your store. 

Once these potential customers walk through your 
doors advertising becomes completely secondary to the 
influence of your merchandising effort. 

Let’s consider this thought from another approach. 
The finest merchandise, the most attractive display 
tables, the most competent salespeople have neve! 
alone brought a single prospect to your store. These 
prospects must first have learned of your policy, prod- 
uct, or service through some form of advertising. 

When we use the word advertising we refer to 
honest-to-goodness planned-sales efforts, usually placed 
in paid media, and not to spasmodic hit-or-miss 
attempts nor to indulgence in personal whims and 
fancies which result only in so-called advertising pro- 
grams 

You undoubtedly know hardware men who whistle 
into the wind of practicality when they plan their 
advertising efforts. 

There is the dealer who played baseball in his youth. 
Obsessed with his love of anything related to the 
game, he sinks most of his advertising budget into 
sponsorship of a softball team. The resultant adver- 
tising amounts to an occasional listing in the team 
standings published on the sports pages of the local 
paper and a display of his firm’s name on the backs of 
the players’ shirts seen by a few hundred persons each 
week 

At the end of the season the spectators probably still 
don't know whether “Blank and Son” sell pots and 
pans or manufacture ladies’ ready-to-wear. 

Maybe you've known the business man whose wife 
is determined that they are going to go “cultural,” 


with the result that his firm winds up buying a full 
hour of long-haired music on the local radio station. 
This action could be justified only if he owned a music 
store or the radio station. 

Your attitude on advertising as an investment to 
produce a profit, rather than an item of cost, will be 
helpful in developing a successful program. Let’s look 
at it this way: 

Assuming that capital is available for investment in 
the stock needed to take on a new line of merchandise, 
you consider first the amount of profit you expect t 
make. You are not concerned over the cost of the 
inventory that you will have to carry. 

Again, assuming that money is available you should 
consider your advertising budget with an eye to the 
increased sales that will result and not primarily | 
amount of money that will have to be invested. 

There are numerous ways of determining advert 
ing budgets, but the one most readily applied to | 
hardware store is based on an estimate of sales for 
a year in advance subject to monthly or quarterly 
revision. 


Chart Each Department's Sales 

Many of the elements involved in making a sales 
estimate have a direct effect upon your advertising 
program and they are frequently overlooked. Too 
many sales estimates are nothing but yuesses. What 
is worse, the figures are frequently blown up out of 
all proportion through wishful thinking. Then, when 
they fail to materialize, the dealer either must attempt 
to carry an advertising program that is too expensive 
for his store, or make difficult downward adjustments 
in contracts and commitments 

First, arm yourself with your sales figures covering 
a 12 month period corresponding to the 12 months 
that will follow the date on which you intend to start 
your improved advertising program. You will also 
need a pencil and a ruled pad or some blank paper that 
you can rule yourself. 

Using the illustration accompanying this article as 
a guide, and devoting a separate chart to each depart- 
ment in your store, insert the names of the months 
down the left side, and write in these column headings 
across the top: Sales Last Year, Adjustment (leave 
some extra space for this), Estimated Sales Next Year, 
Advertising Budget, 20 Pct Reserve, and Net Budget. 

Now write your departmental gross sales figures 
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Introducing the Author... . 


For 22 years the writer has been in some phase of publicity, public relations 
or advertising as a reporter, newspaper columnist, advertising salesman, com- 
mercial artist, editor, or wholesale and retail advertising manager. 

For the past six years, he has directed the extensive retail advertising pro- 
gram of tne O. S. Stapley Co., which is comprised of seven hardware and farm 
equipment stores in central Arizona. 

For five years he directed the dealer co-operative advertising program of 
Arizona Hardware Co., a jobber and distributor which serves more than 2,500 
hardware dealers throughout the state. 

He is executive secretary and a member of the board of directors of the 
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beside the 


appropriate month, 


adjusting. 


If you sincerely feel that there were no abnormal 


situations in your business during the past and 


the 


year, 


you calcite no change during coming year, 


then skip the “Adjustment” column and fill in the 
“Estimated Sales” column. 

This isn’t likely. It is almost certain that you had 
Some un isually high and some unusually low months 


during 
hest of 


the past year These should be analy zed to the 


your ability, and adjusted accordingly. 


Unusual Events Alter Potential 


Here are a few reasons why sales may have been 


high on account of situations which 


probably will not recur: 


unreasonably 


l. Special one-time promotions such as anniversar’s 
sales, close-outs 
department. 


2. Unusual one-shot 


of major lines, or opening of a new 


sales in large quantities to con- 


tractors or operators of newly-opened businesses or 


new farms. 
3. Town or 


city one-time 


in some unusual activity 


promotions of a nature 
such 
special one-time event. 
reasons that might occur to you, 


that may have resulted 
anni\ 


Consider all the 


as an ersary jubilee or a 


and jot down the major influences in your “Adjust- 
ment” column beside the appropriate month. 
There may also be some instances that caused an 
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unseasonal dip in sales, such as these three reasons: 


1. Departments closed for remodeling. 
2. Difficulties in receipt of merchandise that maj 
have caused major shortage in fast turn-over items 


5. Any unfortunate personnel problem that may 


through 
floor. 
will be 
Are 

| 


ntend to take on 


have caused lost sales Inadequate service 01 


manning of sales 
At this 
Lor tne 


dep: 


major 


your 


point it wise to review your plan 


COMminyg year you going to add any new 


irtments’ Do some new 
lines”? Have 


sale 5 € ‘ffort 


you 


you decided to try a more active 


outside perhaps invading some area which 


has so far remained untapped? If so, then you can 


expect to increase your sales in these departments, and 


you can make a note of an anticipated sales increase 
Finally, the 


community. As an 


business in 
with 
reliable opinions of other 


consider general trend of 


your interested citizen, 


information supplemented by 


you! 


business leaders in your town or city, you know 


whether the prospects look good or bad, or are ex- 


pected to level. 

Now, tran 
mates and writ 
Fhen add 
in the “Sales Last Year” 
mated Sales Next Year” column. 

We have filled in only the four columns 
to do with setting up your Sales Estimate. 
irticle we will complete the 


result in the 


remain about 


sform your notes into plus or minus esti 


e them into your “Adjustment” column 
them to or subtract them from your figures 
column and fill in the “Esti- 
that have 
In the next 
three columns that 


creation of an advertising budget 


will 
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Self Service Encourages 


Buying of Better Lines 


A store owner's report on how manufacturer's labels plus favorable store atmos- 
phere enable customers to upgrade their purchases and that boosts sales averages 


Self service encourages buying of higher priced Self service store owners have a part in this trend 
lines of merchandise. Customers read labels and come towards buying of better merchandise lines, Mr. 
to their own decisions as to which price line best fills Kirchner points out. Information on a package, as 
their need. Usually they buy better merchandise and to the quality of the contents and its various uses 
that boosts the average amount on the sales slip. which persuade the customer to buy it, is up to the 

Such is the experience of H. L. Kirchner who has manufacturer. The store owner provides the proper 
owned and operated a self service hardware store in atmosphere that enables customers to sell themselves. 
a residential shopping center at Youngstown, Ohio, That atmosphere is created by wide aisles, mass dis- 
for the past three years. He compares his self service plays, grouping of merchandise lines, and pricing all 
experience with his ownership and management pre- items. 
viously of two clerk-service stores in Youngstown. Wide aisles permit customers to remove merchan- 
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Hardware Age Revisits Shopping 
Center Self Service Store 


Three years ago Hardware Age published an 
article describing the self service store which H. L. 
Kirchner had just opened in the new Boardman 
Plaza shopping center along U. S. 224 in Youngs- 
town, Ohio. Mr. Kirchner had sold his two service- 
type hardware stores in Youngstown. 

He is in a position to compare the two types 
of operations. 

What does Mr. Kirchner think now of self ser- 
vice operation? 


“Hardware dealers must come to super market 
type merchandising,” is his answer. "It is the only 
way to beat rising costs of which labor is the most 
important factor." 

Do customer sales slips average higher in a self 
service store? 

The average customer in the Kirchner self ser- 
vice store buys at least twice as much, often much 
more than that, than in his service-type operation. 

The average customer, also, is buying better mer- 
chandise. Reason: the customer can read labels, 
judge and compare quality and frequently wants 
the higher priced item. 





Would Mr. Kirchner go into a self service opera- 
tion again? 

He puts his money where his opinion is. Mr. 
Kirchner wants one more store, enough in his opinion 
for one man to operate, and that will be self ser- 
vice. 

If you want to read the other article, see Hardware 
Age issue for Feb. 21, 1952, beginning on page 105. 





dise from displays and read and study labels without 
being jostled or disturbed by other customers who are 
cruising the aisles. The Kirchner store aisles are a 
minimum of 5 ft. 

Practically all the merchandise Mr. Kirchner has 
for sale is on display. His reserve stock area is delib- 
erately small. There is a 3-ft space the length of the 
store on each side between the walls and first display 
units, plus a small receiving room at the rear of the 
store, and that is his total storage space. 

Stock ordering methods keep merchandise flowing 
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Container used by hardware department customers tc 
accumulate smai/ items is held by Mrs. irene Wallace, 
while C. O. Hawkins, store manager, looks or 


with frequent, fast delivery service available from 
hardware wholesalers. On each counter there is a want 
book in which floor employees enter any short items. 
Kach morning all sheets are pulled. C. O. Hawkins, 
store manager, fills in the quantities. Mr. Kirchner or 
Mrs. Irene Wallace, his secretary, spot checks the order 
and mails it in. Merchandise is received about once a 
week, checked in, price marked and put on display. 

Mr. Kirchner’s practice on displays is to put mer- 
chandise lines together. Customers can handle mer- 
chandise, read labels and compare the merits of dif- 
ferent quality and price lines and decide which is the 
best buy for their needs. 


Music also is a factor in creating a favorable buy- 
ing atmosphere and in stimulating sales, Mr. Kirchner 
has found. Employees also like it. 


Music is played from the 9 a.m. opening to the 
9 p.m. closing Mondays through Saturdays. There is 
one loud speaker in a rear corner of the store, an- 
other outside just above the entrance. Seasonal and 


holiday music can be used along with the usual softer 


modern pieces. Currently, 45 rpm records on a changer 
provide music but Mr. Kirchner is considering a tape 
recorder to extend the playing cycle. 

Three years of operation have given Mr. Kirchner 
some experience on how to handle problems peculiar 
to self service and shopping center stores. These are 
store location, channeling of traffic to the rear of the 
store, use of shopping carts, and management of check 
out counter personnel. 

The best shopping center location, in his opinion, is 
near the center of the area flanked by stores that draw 
traffic. Mr. Kirchner’s store is near the center of the 
Boardman Plaza between two large super food mar- 
kets. Practically every shopper at the Plaza goes to 
one or both food stores and walks by, and many of 
them go into Kirchner Hardware. 

Locations near food stores he deems best. Locations 
he deems poorest are those on the ends where a store 
has to depend on its own traffic, and those beside 
banks for foot traffic interested in depositing, not 
spending, money. 


How to attract customers to the rear of the store 


id2 


is a self service store management problem. Mr. 
Kirchner has solved it by channeling customers down 
a long side aisle and then to the selling floor near the 
center of the store. 

Directly in front of customers entering the store 
are three check out counters. Low, portable wooden 
partitions channel customers to the right and traffic 
has to flow down the hardware aisle. The first exit 
opening is about half-way down the length of the 
store, to the main selling floor. 

There is a check out counter at this exit. Hardware 
purchases are wrapped or put in a bag which is stapled 
closed. The sales slip and state tax stamps are stapled 
to the package which is the clearance signal for the 
cashier at the main check out counter. 

To encourage buying of small hardware items, cus- 
tomers are provided with plastic containers similar to 
the vegetable and fruit containers used in home refrig- 
erators. Customers can accumulate small items in 
these and turn them in at the check out counter by 
the department exit. 

Incidentally, the major aisles extend the long way 
of this 135-ft store. That gives an impression of depth 
to customers entering the store and to foot traffic 
looking in through the open display windows. There 
is also a factor of safety in this arrangement. After- 
hour prowlers have fewer places to hide and police can 
check the interior from the front walkway. 


Customers Enticed To Use Carts 


How to induce customers to use shopping carts so 
they will not be burdened by packages accumulated as 
they shop the store, and want to leave to get rid of the 
load, is another self service store management prob- 
lem. It is especially irksome to the owner who con- 
siders his capital of about $25 per cart tied up in an 
idle fleet by the entrance. 

Carts are stationed at the head of each display 
island in the Kirchner store. Customers, thus, are 
never more than 8 to 10 feet from a cart. When they 
check out, a floor employee return carts to an empty 
island location. A few carts are stationed near the 
entrance for customers who have been self service 
grocery store trained to take one on entering the store. 

Daily average transactions vary and so does the 
number of floor employees, but one to three cashiers 
are on duty and kept busy during non-check out periods 
pricing merchandise. 

This is handled by bringing merchandise to the 
cashiers in shopping carts. After the cashiers price 
mark the merchandise it is taken by floor employees 
and put in stock. Thus, cashiers are kept busy without 
leaving their posts and there is always someone at the 
check out counter to ring up the sale. 

The traffic pattern at this shopping center store 
shows a steady rise in the number of transactions 
from Monday to the peak Friday-Saturday load. The 
number of Friday and Saturday transactions average 
three to four times those on Mondays and Tuesdays. 

Specific heavy traffic days are the shopping days 
before legal holidays, school holidays, and rainy days 
when mothers and children flock to the Plaza rather 
than shop downtown Youngstown. 
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92-Week Toy Selling 





Stress Juvenile Lines in Toy Selling 


Texas dealer builds 12-month volume in toys, games, wheel goods and chil- 
dren's sports lines. Permits youngsters to have their own charge accounts 


Toys, games, wheel goods and have thelr own charge accounts games are displayed in all sections 
other juvenile lines are a major creates friendliness that pays off of the toy department, the firm 
line at the Jasper (Tex.) Hard- for years. Of course, the children’s having learned that most cus- 
ware Co. They are displayed and purchases are not high in volume. tomers seeking toys can be inter- 

f sold 52 weeks of the year. But the novelty of this service ested in some type of indoor game. 

Many sales of juvenile mer- pleases parents, who are glad to Youngsters are constantly looking 
chandise are made to adults, but have their children learn how to for new and different games 
an important and unusual sales shop and have the responsibility of When a new game is added, the 
tocol is the granting of charge ac- owing and paying their own small sales force studies it so that rules 
count privileges to youngsters of bills.” and play may be explained to cus- 
seven vears of age or older. Jasper Hardware maintains an tomers Often when there is a 

M. M. DuRard, owner of the inventory of $200 in games, priced slack time during the day, sales- 
store, says, “Letting youngsters from 25¢ up to $7.50. Indoor (Continued on page 234) 
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180,000 Potential Customers 


New Jersey firm opens where it knows there will be ample 
traffic. Staff-built displays provide maximum use of all units 
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Locate where is good traffic, then display a 
maximum of merchandise in colorful surroundings to 
profit from the heavy traffic. 
sophy behind the establishment of 
the Hardware Corp. store in the Princeton (N. J. 
Shopping Center. 

The Hardware Corp. store, like all others in the 


That is the phil 


enter, nas a canopied walk running across its front. 


This visual-front unit, located between a bank and one 
of the two super markets in the center, has the advan- 
tages of traffic attracted by each. 

In effect the entire store is a show case. 
, 


Shopper and staff comfort is assured by 52-week 


air conditioning provided as is cold-weather heating 
by the center’s centralized equipment. 

Although the store was actually selling merchan- 
dise on June 3, it did not hold its official grand open- 
ing sale until Aug. 16. More than 3000 people regis- 
tered at the store during that event. A variety of 
major and smaller items was offered at special prices 
for the day. Those registering were permitted to par- 
ticipate in drawings for several big-ticket items, no 
purchases being required. 

Hardware Corp. also uses special offerings for tying 
in with shopping-center sponsored traffic building 
events. Special and seasonal merchandise offerings 
are frequently published in the Princeton Shopping 
Center News, issued weekly by the management of 
the center. Circulation of that publication is 26,000, 
distribution being stepped up to 70,000 for center- 
wide promotions. 

It is estimated that the entire center serves a popu- 
lation of 280,000 within 20 minutes drive of that unit 
Hardware Corp. owners believe that 180,000 is the 
population of that store’s natural trading area. 

Open display is the rule at the store with adjustable 
wall shelving and gondola-type fixtures being used 
throughout the show room. Color on fixtures and for 
backgrounds helps brighten the well-lighted store. 

White ceiling, dark green walls and a brown speckled 
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asphalt tile floor add to the overall appearance of the 
room. Light green backgrounds embellish the hard- 
ware and housewares sections. Gray is used in the 
paint department, ivory for chemicals and garden 
tools. A dark green background is utilized in the 
plumbing supplies department. 

Although the major portion of the firm’s stocks are 
displayed right in the store, it rents storage facilities 
at 60¢ a square foot in the shopping centers ware- 
house for overstocks of big-ticket merchandise 

The store is 126 ft long with a 25-ft front on the 
hopping center’s mall. A 40x40-ft wing opening off 
the center of the store is used for a kitchen planning 
department, and for featuring do-it-yourself materials 
and equipment. 

Its location between a bank and one of the two 
super markets in the center assures Hardware Corp 
of good traffic. Part of the mall is occupied by a 
kiddies’ amusement park from all sections of which 
there is a clear view of the outside of the Hardware 
Corp. store. Also facing on the mall, and several hun- 
dred feet distant, is a suburban branch of a large 
department store from Newark, N. J 

Of the 47 retail stores in the center, Hardware Corp 
is the only one of its kind. Although some of the othe: 
stores carry lines overlapping its stocks, price 
quality offered by other firms are generally at a 
ferent level. 

Color differences, good lighting and highly 
display equipment enables visitors in all parts of the 
store to quickly spot various types of merchandis¢ 
they are seeking. Wide aisles help en 
tomers to browse in all parts of the store 

Plans call for installing cut-out type plastic letter 

ng atop ledges to further stress the different depart 
ment locations. 

With the bulk of the firm’s merchandise 











Cash-wrap table to- 
ward the center of 
the store with David 
Buchanan completing 
ao transaction with a 
customer 


in the store at all times, stock is easily checked for 
replenishment. Each item on display bears a price 
tag, sticker or grease crayon marking with its retail 
price, source of supply, month of purchase and cost 
price 

For the cost price, the Lazy Bones code is used, 
other combinations of letters indicating the source of 
supply. The first line on a price tag has two letters 
for the source of supply, followed by a dash and the 
actual quantity purchased. The third symbol on the 
first line indicates the year and month of purchase, 
the figure 94 indicating that the item was purchased 
in September, or the ninth month of 1954. 

Prices are not marked on bins, says Mr. Tell, “be- 
cause we find it confusing to ourselves and our cus- 
tomers. Many customers move bin tags out of place 
when reaching into and out of displays. And we be- 
lieve that people picking up an item to check the price 
are less likely to put it down if they think that the 
price is right.” 

Open at 8 a.m., Monday through Saturday, the 
store closes four nights at 6 p.m. Closing hour is 
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Management looks aft 
kits in kitchen center. 
eft to right: David 
uchanan, assistant 
secretary and assistant 


manager: Nicholas Til 
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vice-president and gen- 
eral manager; Mrs. C. 
A. Page 


treasurer and 


secrefory- 
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ge, president. 
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9 p.m. on Thursdays. On the heavy shopping night, 
Friday, it is open until 10 p.m. The early opening 
hour is observed for the convenience of contractors 
needing materials for electrical, plumbing and car- 
pentry jobs. 

C, A. Page, who has other business interests as 
well as the hardware store, is president of the com- 
pany. Nicholas Till, vice-president and general man- 
ayrer of the firm, menages the store with the assis- 
tance of David Buchanan, assistant secretary and 
assistant manager and two full-time sales clerks. 
Mrs. C. A. Page is secretary-treasurer of the firm. 

Salesmen work on a Salary and commission plan, 
with a 7 pet commission being paid for all sales in 
each month exceeding their quotas. Consideration is 
being given to a profit-sharing arrangement with pay- 
ments to be made on a quarterly basis. 

The firm’s kitchen planning center, an eye-catche: 
in its own right, has yellow topped centers with com- 
plete facilities for working out modernization projects 
for old kitchens, planning modern arrangements for a 
proposed new home. Several kits are kept on hand for 
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showing prospects the work-center theory of the mod- 
ern-day kitchen. 

Two complete kitchen projects were sold shortly) 
after the opening of the store. One totaled $1,400, 
and was on a cash basis. The other was an $800 pro)- 
ect financed by the bank adjoining the store. 

Kitchen modernization projects are being offered 
as a complete package with billing including equip- 
ment, carpentry, electrical work. Plumbing fees are 
paid direct to an outside plumber by the customer. 

In a strong bid for do-it-yourself trade, the firm 
started its renta] department with 12 units, including 
power saws, belt sanders, electric drill, floor waxer, 
floor sander, floor polisher. Each rental item is leased 
on a contract holding the user liable for negligence 
in use. Although no deposits are asked from those 
renting tools, identification is required. 

Rentals include an extra 50 pet charge when a cus- 
tomer wants an item for use over a Sunday or for a 
holiday. Floor waxer rental is $3.50 per day, with 
return required by 6 p.m., floor sander and edger 
renting at $7.50 for the two units. An 8-in. power 
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saw is rented at $4 per day, and a half-inch electric 
drill for $1.50. 

Profits from the actual rentals have been high, most 
of the units being out each business day, holiday and 
week end. Although no rental units have been sold to 

istomers, many have used such equipment, brought 

back and then purchased new equipment for per 
sonal use 

Most rental department customers aiso buy sizable 
orders of materials for renovation jobs at the time of 
picking up rental units. 

To supplement the traffic-pulling power of center- 
wide promotions, Hardware Corp. plans to expand its 
services and merchandise stocks with frequent store 
demonstrations on appliances, paint and housewares 
Plans include cooking classes in cooperation with 
utility company and suppliers. 

At a later date Hardware Corp. will have visual! 
front display windows installed next to its rear-ot 
the-store exit to one of the center’s parking lots. 

Messrs Tell and Page planned the store layout, al! 
fixtures being staff built on the premises. 
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Hardwareman—tax collector for the city, state 

A sign with these words could appropriately appear 
over “your store today,” says George Schulhoff of the 
Schulhoff Hardware & Tool Rental Center at 2709 
Woodburn Ave., in Cincinnati. 

Effective April 1, 1954, Cincinnati put into opera- 
tion its city income tax, thus imposing another tax 
collection job on George Schulhoff, who did not like 
the job, and said so. 

George Schulhofft’s complaints reached Richard L 
Gordon, Cincinnati Post business reporter, who visited 
the hardwareman and wrote an article for that news- 
paper. Mr. Gordon’s analysis was also published in 
condensed form in other newspapers throughout the 
United States. 

With no bookkeeper, George Schulhoff figures that 
he spends 87 out of his 300 working days each year 
keeping records, filling out forms and sending money 
to Federal, state and city governments. 

Supplementing his comments quoted in the Post, Mr. 
Schulhoff told a special representative of HARDWARE 
AGE, that he is not opposed to taxation. He said, “Do 
not get me wrong. I am not against taxation. The 
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Mr. Hardwareman, Tax Collector 


An Ohio hardware dealer 
estimates that he spends 
87 out of 300 working 
days each year collecting 
taxes, keeping records 
and filling out govern- 
ment forms. A Hard- 
ware Age special cor- 
respondent interviewed 
the dealer after his 
complaints received 
nationwide publicity 
through a news service 








way things are today we need to be taxed heavily. The 
thing | am opposed to is the method of collection. Why 
should it fall on us? Somebody has to come up with 
a simplication of this problem or it is going to spell 
ruination for thousands of small business firms.” 

Here is Hardwareman Schulhoff’s breakdown of the 
time he spends as a record keeper, and in filling out 
forms: 

“Ninety-six hours for inventory taking; 15 seconds 
per transaction for receipt writing; 45 minutes per 
day for checking the register and other financial en- 
tries; one hour per week for figuring payroll and 
other records; four days at the end of the month for 
monthly record keeping, tax filing, etc; 48 hours at 
the end of the year for balancing the books; possibly 
several days during the year for talking with tax 
people, explaining why something was or was not done. 

“Then a certified public accountant spends 48 hours 
more on the records for the year. 

“All this on the basis of only seven taxes or collec- 
tions: 

“Federal income (for proprietor). 

“Intangible. 

“Unemployment compensation. 
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“State sales tax. 

“Federal withholding. 

“Social security. 

“Workmen’s compensation. 

“And now the city income tax and employee with- 
holding.” 

On the problem of collecting Cincinnati’s tax, Mr. 
Schulhoff told the Post that, “dumping it right back 
into the councilmen’s laps, with the understanding that 
they receive no extra pay for handiing it. And if 
they fail to collect the tax, then they go to jail fo: 
six months.” 

Further, George Schulhoff was quoted: “Probably the 
most vexing thing is the difference in requirements of 


the various taxing units. Federal income people want 
to know how much the business man made. Intangi- 
bles are concerned with how much inventory he had 
Social security demands an accounting of what he paid 
his employees. 


“And right here is the answer to those who argue 
that a business man would have to keep records even 
if he had no taxes to collect or pay. True, he might 
keep records, but they would be much simpler. And, 
if he didn’t want to, he wouldn’t have to keep a single 
record of any sort. 

“Nobody could put him in jail if he didn’t 

“Because of the extreme complication of records, the 
business man and the tax man often find themselves 
in disagreement. Sometimes it is easier and cheaper 
for the business man to say that he is wrong and pay, 
rather than fight, even if he knows he is right. 

“George Schulhoff once was billed for $45 for back 
taxes which he knew he did not owe. He had to spend 


HARDWARE AGE, JANUARY 20, 1955 


a agay in court and pay a 
tax people.” 

With two men working in |] store, Mr. Schu 
specializes in maintenance supplies. He carries 
plete lines of plumbing and electrical supplies, t 
with paints. His electrical department has everyt! 
needed for wiring a house or factory 

Electricians, plumbers and do-it-vourselt 
owners are reasonably sure of finding just what 
need at Schulhoff’s. In addition to offering 
stocks of fasteners of all types, the firm has 
service on 200 tools of various kinds 

Tax record keeping and collecting have been 
an increasing number of hours for Schulhoff’s and 
other hardware firms. 

To partially offset this time loss, expense, ne 
continued delivery service, eliminated charge 
and now limits interviews with salesmen to tw 
and by appointment. 

He has also eliminated some lines tha 
makers, because it takes too much time to m: 
talks to customers. 

What is the answer’? 

George Schulhoff does not know. He thinks that 
some of the taxes now collected by the individual 
dealers could more easily be obtained from the 
manufacturer or the wholesaler 

Hardwareman Schulhoff thinks that with 
collecting withholding taxes that something should be 


'iea also 


done to relieve smal! firms from performing this col- 
lection, record-keeping service. 

Mr. Schulhoff says, “I velled about these problem: 
Why cannot other people do the same thing’ 
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> from entrance off customer parking lot to lumber order desk. 


Do-It-Yourself Super Marketing 


How a Rhode Island store applies 
modern merchandising methods in 
selling hardware and building 
materials to contractors and to home 
craftsmen 


A hardware store and lumber yard go together 
for super market-type merchandising of tools, paints, 
supplies and materials for the do-it-yourself market 
and for building contractors, in the opinion of Charles 
Hopkins, manager of the Harris Lumber Co., in 
Providence, R. I. 

Many related needs can be satisfied at the one stop. 
Supplies can be purchased to build a new home or 
remodel an old one, to add a room to the basement or 
attic, to refurnish the kitchen, or to start another 
hobby project. It is the same principle of operation 
used by super food markets that offer housewives, at 
one stop, meats, fresh vegetables and fruit, canned 
and frozen foods, baked goods and staple groceries. 

This opinion of Mr. Harris is based on lumber yard 
experience dating back to 1925 and to hardware store 
experience beginning in 1946. 
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Merchandising-wise, both businesses have been set 
up to compliment each other by locating departments 
to increase traffic in the hardware area. The lumber 
order desk, cashier, management offices, the mode! 
kitchens, and the construction samples of windows, 
siding, roofing, and eaves and downspouts are located 
in or beyond the hardware department, some distance 
from the entrances off the street and from the cus- 
tomer parking lot. 

Every customer of the company must come into 
the hardware department. If a customer only wants 
some millwork, he must come through the department 
twice: to the lumber order desk to place his order 
and to the cashier to pay for it. If a customer wants 
to view model kitchens, or look at samples of siding 
or roofing the salesman must escort him through the 
hardware department. If a customer wants to see the 
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manager, a salesman, or pay a bill, through the hard- 
ware department he must go. 

All of these customers have an expansive view of 
the hardware department. This was made possible by 
ising low fixtures tc enhance the value of floor dis 
plays. 

Formerly there were several aisles flanked with 
stationary shelving that extended from the floor to 
the ceiling. This cut off the expansive view and the 
hardware department seemed to be sectionalized. The 
shelving was cut down with only the lower tiers 
remaining. 

Another feature of the displays is that all islands, 
both tiers and shelves, are movable. All islands are 
On casters. 

There are two advantages to movability. First, the 


islands can be moved about and the department re- 





















arranged in a few minutes. Second, the housekeeping 
staff moves the islands and that makes for cleaner 
floors. 

The advertising program of Harris Lumber has 
been set up to foster the idea that one-stop service 
for building and hardware needs is available for both 
do-it-yourself customers and contractors. This is done 
with a slogan: “Harris Has It.” 

The company uses many spot announcements on 
Providence radio stations. These commercials, on the 
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air several times daily, describe a specific lumber, 
building or hardware item and the announcer closes 
with the “Harris Has It” slogan. 

Signs along the side of building facing a main 
traffic highway sell the one-stop idea also. This high- 
way carries a great deal of traffic, which moves 
swiftly outside of rush hours. Management realized 
that if signs were to be read they must be small in 
size, with brief messages and located at eye-level of 
motorists in passing cars. The signs are two feet 
high by eight feet long. 

Each sign carries the name of some lumber or hard- 
ware item, with the slogan at both ends that “Harris 
Has It.” 

The company’s main sales area is on the first floor 
of the building that houses the hardware department, 
lumber order desk, cashier, and building displays, but 
the basement of this building has been converted to 
selling also. Customers are guided to the basement by 
a sign under the ceiling at the lumber order desk 
pointing to the stairwell and advertising bolts, rope 
and hardware in the basement. 

Conversion of the basement from storage to selling 
was undertaken with some misgivings as to whether 
customers could be induced to travel the stairway. 
The basement area, however, was cleaned up, and the 
floor, ceiling and support posts painted. Results show 
that cleaning compounds and paint can make a base- 
ment area attractive, and that customers properly 
directed will travel to the lower floor. 

Another merchandising idea that is proving profit- 
able is an odds and ends clearance department for both 
lumber and hardware located near the lumber order 
desk and along the aisle to the cashier. 

The location was selected to attract attention of 
those going or coming to the cashier’s window, and 
those with some time for browsing while waiting to 
complete transactions at the order desk. 

The hardware items are clearances on broken lines 
or slow moving merchandise. The lumber items are 





Outdoor signs teaturing company's advertising s/ogar 


are located tor greatest visibility for passing motorists. 
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odd bits of boards that would be cast aside by the 
mill or tossed in some back corner and forgotten. All 
items are price marked. 

The clearance department has been especially attrac- 
tive to do-it-yourself customers. They can look around 
and find just the right size and priced piece of lumber 
they need for their projects without getting tangled 
up in lumber yard jargon about board feet and types 
of wood. 

The hardware department was added in 1946 when 
the present owner purchased the lumber business. 
Mr. Harris continued on as manager. A veteran hard- 
ware man, Arthur G. Graves, was added to the staff. 





Mr. Graves began his hardware career when 15 years 
old by running errands for a Boston firm. Now he is 
well on his second 50 years in the hardware trade. 

The mill had been located in the main building. 
This was moved to a new location near the lumber 
storage area. The main building space was converted 
to hardware. 

The hardware sales quota for that first year was set 
rather high, so management thought for a _ store 
dependent on lumber yard traffic. The merchandising 
of hardware with building supplies has worked out 
so well for Harris Lumber that hardware sales now 
are seven times greater than the original quota figure. 





Hospitality and Instruction 


Paint and wallpaper volume ac- 


tail sales of J. B. Farnum Co. in 
Woonsocket, R. I. ventories. 

There are several good reasons 
for this large volume. The firm 
caters to master painters, indus- 
trial users and Mr. and Mrs. Do- 
It-Yourself. At least once a year 
master painters are invited to at- 
tend an evening gathering at the 
store to meet representatives of terns. 
the manufacturers whose lines are 
featured, and to hear about new 
products and new _ application 
techniques. 

Some of the painters’ meetings 
include full-course dinners, sand- 
wiches, pie and coffee being the 
refreshments on other occasions. 
Attendance at these gatherings 
varies from 60 to 100 each time. 


Invite Special Groups 

On another evening the com- 
pany invites all automotive re- 
finishers in the area, attendance 
at that gathering numbering 
about 25. At the refinishers’ meet- 
ings demonstrations are given on 
automatic equipment at Farnum’s 
for mixing enamel! for refinishing 
any car made within the past 25 
vears. Mixing is handled in an 
8-ft section located on the street 
floor, in back of the paint depart- 
ment. 

Installation of that mixing 
equipment helped produce a 70 
pet increase in the sale of auto- 
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motive enamels, since its purchase 
counts for 65 pct of the total re- in 1953. This equipment has 


helped the firm to reduce its in- 


colors and types. 





Help Boom Paint Volume 
P 


Charles Carroll, store manaver, 
says “Our extremely large stocks 
enable a home owner or a profes 
sional painter to pick out Just 


aint and related line displays about anything in the paint and 
occupy a 28x75-ft 
street floor. More than 6,000 gals. Paint and related merchandise 


area on the wallpaper lines without delay.” 


of paint are displayed in all sizes, are displayed 12 months of the 


Wallpaper dis- 


vear in one of the firm’s windows, 


plays in space 40x75 ft on the sec- with manufacturers’ advertising 
ond floor feature 


326 stock pat- material used as frequently and as 


completely as is possible 


mame we ioe Ce cr + Fe a oo 
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Credit application is 
written up in privacy 
of credit manager's of- 
fice, asking minimum 
number of leading 


questions. 


Credit Selling Boosts Cash Business 


Care in granting credit enables Maryland dealer to tap 
do-it-yourself market on tools, building materials 
with open account, 90-day and budget terms. These 
customers also make many purchases on a cash basis 


If you want to expand your do-it-yourself sales of 
tools and building materials and at the same time in- 
crease store traffic on cash items consider credit selling. 

That is the suggestion of Mrs. Margaret Kraft, credit 
manager of the F. L. Watkins Co., of Seat Pleasant, 
Md., a firm which does 50 pct of its business with 
credit customers and whose credit customers in turn 
account for a good portion of the store’s cash business. 

Mrs. Kraft says, “Home-improvement projects car- 
ried on by credit customers may become year-in and 
year-out sources of volume that would not be possible 
without credit accounts.” 

A home owner customer is cited who keeps paying 
in about $75 a month. First he refinished his attic, then 
built a recreation room in the basement, enclosed a 
porch and fenced in the yard. When this customer’s 
payments get down to a two-months balance, he looks 
around for another home project. 

Credit has given a tremendous boost to the store’s 
linoleum tile sales. Do-it-yourself craftsmen have 
saved the labor costs in refinishing basement floors, 
and were able to do this because they could buy ma- 
terials on time. 


1i4 





“Cash sales are in a great many cases due to our 
credit customers,” Mrs. Kraft claims. 

“Because credit customers do so much business with 
us they come in for everything they want in hard- 
ware, housewares, tools, garden supplies, etc., and in- 
stead of putting every purchase on their accounts they 
pay us in cash. 

“If they were not credit customers, they would go 
down the street to some other store. 

“In other words, credit customers become steady 
customers who just as frequently pay cash as put 
items on their accounts. 

“Granted that you have good credit customers, busi- 
ness with them can be unlimited and a great source of 
satisfaction to both you and the customer. 

“A good credit business is sound, healthy business 
and a great impetus to steady and expanding volume.” 

Mrs. Kraft believes that handling of credit is not 
difficult, and that it can be done with a minimum of 
detail but with the use of considerable good judgment. 

Mrs. Kraft operates her department with a few 
basic principles, such as not asking too many questions 
in taking a credit application, checking with the local 
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Credit is granted and 
applicant is taken to 
floor by credit mano- 
ger for introduction to 


solesmon. 


credit bureau and with references given by the pros- 
pective customer, not overloading a customer, and a 
constant review of accounts with a follow-up guided 
by good judgment. 

Credit applicants are screened first. After they are 
accepted they are taken to the floor by Mrs. Kraft who 
introduces them to a salesman and explains what 
merchandise the customer wants to buy. 

“There is no need to ask too many questions or too 
personal questions,” Mrs. Kraft notes in elaborating 
on how she operates her department. 

“There is no need to put a customer through the 
entire routine of some 50 questions. Sometimes key 
questions at the outset will reveal credit standing, and 
you have spared the customer detailing his credit 
history when you know you cannot accept his account. 

“Il try to avoid asking bluntly for a statement of 
earnings. If | am told the customer is a government 
clerk, and I know the grade, that tells me earnings. 
Or if he is a garage mechanic, bank bookkeeper, tele- 
phone lineman | know his approximate earnings with- 
out asking him point blank. 

“Some will sit down and relate their whole credit 
story and I fill in our application blank as facts are 
disclosed. Others require you to ask question by ques- 
tion. But here, too, if lead questions are asked in the 
beginning, credit classification is arrived at more 
quickly and with better feeling. 

“In opening credit accounts we check with the re- 
tail credit bureau, but do not rely entirely upon it. We 
use our judgment, taking each case individually on its 
own merits and evaluating it on the experience we 
have had handling credit over the last 24 years,” says, 
Mrs. Kraft, associated with this dealer for as many 
years and active in local and national credit associa- 
tions. 

“After checking with the credit bureau, we always 
make it a point to call a few local references. A good 
fuel account or a good feed account on a farm customer 
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3. Check references given by applicant. 


to size of family. 
5. Do not overload a customer. 
6. Issue statements monthly. 
7. Follow-up promptly on non-payments. 
8 


reason for slow pay. 





How to establish a good credit policy— 
Highlights of the policy of a Maryland dealer 


|. In taking a credit application, do not ask too many or too personal questions; an- 
swers to some questions are obvious based on known facts. 


2. Check an application with the retail credit bureau. 


4. Consider applicant's equity in his home, other credit obligations, income in relation 


. Use good judgment in follow-ups and do not press customers where there is logical 








is a reliable guide to credit, for these accounts have 
to be paid on a 30-day basis. 

“Generally we avoid giving credit to retired people. 
However, there, too, judgment must be used. If they 
own their home and it is clear, and if they have a 
good pension and perhaps other income, there is no 
reason to deny them credit. 

“On the whole, the regularly employed person on a 
weekly salary makes a good credit account.” 

Mrs. Kraft is wary of credit applicants who have 
had accounts with finance companies exacting exor- 
bitant rates of interest, believing that they “had got 
themselves into hot water and were suspect of good 
credit.” 

Nor does she invite credit where there are second 
mortgages on a home. One-mortgage home owners are 
preferred. 

All credit accounts are reviewed by Mrs. Kraft 
twice a month. 

Statements are sent out monthly. These are pre- 
pared on a bookkeeping machine on which the ledger 
sheet is a carbon of the itemized statement. When 
customers default on a month’s payment, a mid-month 
notice is sent as a reminder—but here, too, it depends 
on who the customer is. 

“We like to go along with our customers, and use 
our judgment in sending out statements,” says Mrs. 
Kraft. “If we know there has been illness, hospital 
bills or some other valid reason for non-payment, we 
do not press them with collection letters. 

“On old, steady customers with a good record of 
payment, we wait three or four months knowing they 
will pay. Some call us on the first omission of pay- 
ment, which is a good index of intention to pay. 

“On these, too, we let the account ride without 
pressure. In certain circumstances where need war- 
rants it, we make refinancing arrangements with a 
good credit customer.” 

New customers, however, are followed up imme- 
diately. If there has been no response to mailed state- 
ments, a telephone call is made and reasons sought for 
payment omission. 

Only on budget accounts where credit wil] not be 
renewed is a phone call made to the customer at his 
place of business. 
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“It is most important for a good credit manager not 
to load a customer with too many payments,” Mrs. 
Kraft continues. 

“Every credit man recognizes immediately border- 
line cases. It is unsound business to extend further 
credit to a customer who is already in debt with as 
much as his income can stand.” 

Mrs. Kraft details some of the precautions she takes. 
A customer whose monthly payments on his house ex- 
ceed 25 pct of his monthly salary, she points out, is a 
credit risk. If he is renting out rooms or has additional 
sources of income, thereby reducing this percentage 
in relation to fixed salary, credit is allowable. 

A customer with too many open credit accounts is 
a credit risk. The size of a family in relation to size 
of income is another index of ability to pay. But good 
equity in a house is the soundest indication of a cus- 
tomer’s stable investment in the area and permanence 
of residence. 

“We encourage credit accounts. When good credit 
customers are paid up and several months go by with- 
out further purchases on credit, we drop them a note 
reminding them of our eagerness to serve them as we 
have in the past, and of our anticipation of doing 
further charge business with them,” says Mrs. Kraft. 

“We also run advertisements in the local] buses that 
we have everything for the home and emphasize that 
terms can be arranged. The same promotion is car- 
ried by radio and in the classified telephone directory.” 

Mrs. Kraft has two precautions to pass on to hard- 
ware dealers: 

“Screen your credit applicant thoroughly. Make sure 
your customer is able to pay. Secondly, do not en- 
courage him to add to his debt if he is carrying too 
big a load already. You are doing neither him nor 
yourself a service by putting him on your books.” 

The Watkins company carries 30-day charge and 
budget payment accounts on a one year basis. Paper on 
budget accounts extending over a year is turned over 
to a Baltimore bank. 

On extended accounts there is no carrying charge 
on 90-day accounts. The minimum purchase to get 90- 
day payments is $30. On budget accounts of more than 
90-days, the store charges regular FHA payment rates. 

Losses are about %% of 1 pct. 
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Store Relocation 





Can You Double Your Volume? 


Yes, says Arthur C. Johnson. He did it by 


moving to an edge-of-town location, and con- 


centrating on hardware and related lines 


Ask Arthur C. Johnson of John- 
son’s Hardware in Greenfield, Ind., 
“Can you double your volume?” 

Mr. Johnson can say, “yes,” be- 
cause he did just that by moving 
from a downtown location to the 
edge of the city. His downtown 
store had been a hardware and im- 
plement outlet. His new display 
room features hardware, appli- 
ances, housewares, toys and a va- 
riety of adult gift lines. 

How did he do it? 

Arthur C. Johnson says, “We 
found a former garage building at 
the edge of Greenfield, but were in 
doubt as to whether we could draw 
customers. 

“We put up a modern front, in- 
stalled open displays, and provided 
plenty of parking space. We have 
attracted many customers we had 
never had in the old store. New 
customers are coming in all the 
time, including many women at- 
tracted by our displays of house- 
wares, gifts and appliances.”’ 

Famed as the birthplace of the 
poet James Whitcomb Riley, Green- 
field attracts many tourists. It is 
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a town of 6,000 on heavily traveled 
Route 40, located in the center of 
a rich agricultural and cattle-rais- 
ing area. 

The new store is 26 ft from the 
highway, has parking space in front 
of it and to one side. Its appear- 
ance is so attractive that one pass- 
ing motorist stopped in with an 
offer to buy the place. 

Much of the modernization of the 
old garage was done by Mr. John- 
son and his employees at a cost of 
about $7,000. 
layout 


Display fixtures and 
were provided by the In- 
diana Retail Hardware Association. 

Major appliances, now account- 
ing for 15 pet of the firm’s volume, 
are shown just inside the front 
door. Another front-of-the-store 
section is a 52-week toy display on 
an island. 

Mr. Johnson says, “Before we 
moved here we did very little busi- 
ness in giftwares and toys. Now 
there is a strong demand for these 
lines, for they attract many women 
customers. We sell many of these 
items to motorists passing our store 
on long trips.” 


Shovels, rakes and hoes are dlis- 
played on a unit 5 ft wide and 6 ft 
high, with ample space for 150 
or more of these tools. Each tool 
is suspended from a roofing nail 
driven into the end of the handle. 
Tools are strung on 7 rows of hay 
track fastened to the top of the 
display unit. 
finished in 


Johnson's store is 


(Continued on page 242) 





Relocates Departments for 
Better Turnover Rate 


New locations for several departments helped end slump in local 
retail trade. Increased number of self-serve purchases for entire store 


To attain greater turnover, off- 
set the 1954 spring season retail 
decline in Detroit, T. B. Rayl’s in 
the downtown section of that city, 
relocated several departments, did 
extensive modernization. 

Some of the relocated depart- 
ments registered a good upturn as 
a result, housewares sales benefit- 


ing to the tune of a 25 pct increase. 


Other departments held their own 
as the result of relocation, improved 
display facilities. 

Modernization of the store was 
accomplished, mostly after hours, 
over a three-and-a-half month pe- 
riod with the firm’s entire staff as- 
sisting to move stock, erect parti- 
tions and do other work. 

Better display units, fluorescent 


lighting, and better location of im- 
pulse merchandise at the front of 
the storé and in other strategic 
traffic areas contributed to the im- 
proved sales picture in several de- 
partments. 

The remodeling gives the firm a 
better means of attracting more 
noon-day shoppers each business 


day. (Continued on page 237) 


stressed on signs throughout the basement departments 


ple to the quick service cashiers booth to the right. 
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Feature articles in Hardware 





; 


in local news 
paper publicity for hard 
ware dealers, as these clip 
pings show. 


Age result 





HARDWARE AGE PRAISES 
FENSTERMACHER STORE 


“Hardware Age,” which goes to 
34347 hardware dealers across _ 
America, features in its March issue 
a double-page spread “and over, 
concerning Fenstermachef’s hard- 
ware store. The photographs show 
the front and rear entrances; the ‘ 
variety in the 52-week toy depart- 
ment; the gift wrapping center with 
Mrs. Donald Eisenhart ‘Sylvia 
Fenstermacher) on duty: “Compact 
and complete electrical fixtures and ,; 
supplies sections”; gift cards 
eash register; and Charles Fenster- 
macher and his son Thomas F., his 
partner 

One of the chief assets of the 
new visual front store is inviting 
the shopper to browse. And the ac- 
companying article answers the title 
question, “Is Modernization Neces- 
sary in Farm Towns” thus: “The | 
store now attracts more women 
shoppers and sells more impulse 
goods. Ten percent volume increase 
and better out-of-town trade prove 
the value of a better layout.” | 

The 30 x 165 foot showroom repre- | 
sents an expenditure of $100,000. | 
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Local Publicity 


Can Help Your Sales 


How to get write-ups in the local newspaper for your store that will 


increase traffic and sales, and build prestige for you in the community 


Publicity that will increase your store traffic and 
sales volume, and that will get customers talking about 
your store can be yours with but little effort. 

It’s done by recognizing that you and your store 
make news, and news is what the editor of your local 
newspaper wants to present to his readers so they 
will buy his paper. Put these two elements together 
and you get write-ups in the editorial section of your 


recognize that you make news, know the editor of your 
newspaper, give him the facts, let him handle the 
write-up, realize that the editor is the best judge of 
the value of your news and how to play the story. 

You make news when you do anything that is un- 
usual, out of the routine, of interest to the folks in 
your community. 

You don’t remodel your store every year. When you 


newspaper that cost you nothing and impress upon 
your customers that you are a factor in the community. 

Hardware dealers have gotten this kind of publicity, 
for instance, through articles about their business pub- 
lished in HARDWARE AGE. The fact that these dealers 
were mentioned in the leading business paper in the 
hardware field is worth telling to readers of the local 
newspaper. 

There is nothing mysterious or complicated about 
getting write-ups in your local newspaper. All that 
you have to do is follow a few basic rules. These are: 
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do, that’s news. 

Its news also when you add a department or service, 
when you hold a show or demonstration for the pub- 
lic, when you go out of town to a trade show or con- 
vention, and when you send employees to a course 
conducted by your suppliers. Its news, too, when you 
participate in some civic affair, such as trimming a 
window for Boy Scout week in cooperation with a 
local troop, or giving an address on hardware before 
a local civic club. 

You can make news by commenting on events of the 
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editor. 


tion because you advertise. 





The “Dos” and “Don'ts” of Publicity 
Do recognize that there are events in your store that are newsworthy. 
Do get to know the editor of your newspaper. 


Do get all your facts together, accurately, before you give him a news item. 
Do let the editor handle the write-up. Remember: you're a hardwareman, he's an 


Do write a letter of appreciation from time to time. 
Don't overlook any event that you think might be newsworthy. 
Don't give news information to the newspaper advertising solicitor. 


Don't expect an editor to take a hand-out you give him and run it as is. 


Don't complain about the write-up, its length or position in the newspaper or the way 
it was written, unless there is a serious mistake or misstatement of fact. 


Don't ever tell the editor you're a good advertiser, or that an item deserves considera- 








day. A wave of house robberies, for instance, sweeps 
over your community and the chief of police issues a 
warning to make sure citizens take every precaution 
to keep burglars out of their homes. The editor natu- 
ally wants to know how to do this and sets out to in- 
terview everyone who may know something of home 
security. You can get free publicity by commenting 
on hardware items for doors and windows that dis- 
courage robbers. Readers get the idea that you know 
something about security hardware and come to your 
store to fill these needs. 

Your suppliers help you get newspaper publicity by 
providing you with news write-ups of their new or 
improved products, of their services, and also with 
articles of a feature nature on how to care and main- 
tain their products. 

Cooperate with your suppliers by using these pub- 
licity write-ups. They’ll help your sales. 

When you get a publicity release read it carefully 
to make sure it fits your store. Fill in your name and 
address to complete and personalize the release. 

When you present it to your editor, tell him you 
want him to judge it on its news value only. Remem- 
ber: editors every day get enough publicity material, 
direct from suppliers or through local dealers, to fill 
all their space and more besides. 

Know the editor of your newspaper. If you can, 
meet him socially or at some civic event or luncheon 
club meeting. If this is not possible, take a few minutes 
off some day and call at his office so he knows what you 
look like and who you are. You like to know your cus- 
tomers personally. So does an editor, and his cus- 
tomers are his source of news. 

Don’t give news items to the man from the news- 
paper who solicits your advertising. That embarrasses 
everybody. The advertising salesman must be nice 
to you but when he goes to the editor he is in the posi- 
tion of begging for “a plug for a good advertisers.” 
The editor is being high pressured. 

Remember this: keep news items and advertising 
entirely separate, discuss advertising only with the 
advertising solicitor, discuss news exclusively with the 
editor. 
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When you think you have an item of news interest 
call the editor. Its best to do it in person. If that is 
not possible, telephone him. The best time for editors 
of daily newspapers is from mid-afternoon %n, for 
editors of weekly papers, the day after publication 
That is the time editors can relax a bit. They are not 
under the pressure of getting out an edition 

Outline your story briefly, and let the editor decide 
if it is “news.” 

If the editor asks for details, be ready to give him 
accurate facts. If names are involved have them right 
Is it “Peterson” or “Petersen?” Have the right first 
names and initials. People are just as fussy about the 
correctness of their names as you are. If you don’t 
have the needed facts, get them for the editor 

Let the editor handle the write-up. His job is to 
know what is “news,” how to write it, edit storie 
and that is what he is paid for. Your part is to have 
the facts, his part is to write them in a readable, in 
teresting fashion. The editor knows more about writ 
ing a news or feature story, and how to make up a 
paper than you do. If you knew how to do the job 
better than the editor, you'd be a newspaper man, not 
a hardware dealer. 

After you have given the editor the facts, be satis 
fied with the write-up, its length and position in the 
paper. Sure, you think the information is worth a 
column, and right on page one. Maybe its worth only 
a fourth of a column, and on page nine, and that is 
where it goes. 

Remember, also, that news is relative, just like 
the display areas in your store. If there is not much 
important news breaking that day, your story may get 
a better position, and longer space, than on a day 
when everything breaks loose. Every salesman that 
calls on you wants his line given the most of the best 
window, counter and floor space. But you know that 
you just don’t have enough space to give every sales- 
man everything that he wants. 

After publicity is published about your store, write 
to the editor thanking him for the write-up, tell him 
that it was a fine job of handling news and that you 
appreciate what he has done for you. 





Plan ahead, from the experience of yesterday. 


That sums up the philosophy of .. . 





Hibbard’s 100 Years in Hardware 


ob ENCER BARTLETT 


9: ES ae 








When a company has coped with 
depressions, panics, inflation and 
wars for 100 years it can begin its 
second century with the assurance 
that it has survived the most 
rigorous of business conditions. 

So it is with Hibbard, Spencer, 
Bartlett & Co. 
celebrates a century of service to 


which this vear 


the hardware industry. 

While events throughout the na- 
shaping the markets 
served by this Chicago hardware 
wholesale firm, equally significant 
inner changes were molding the 
industry. Typifying this 100-vea 
were Vast 


tion were 


changes in the 
types of products handled, in the 
warehousing of merchandise, and 
In sales and 
methods 


span 


sales promotion 
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All of these changes within and 
without the industry have left 
their mark on Hibbard’s and it 
now is on the threshold of its sec- 
ond 100 with a modern 
warehouse and a merchandising 
program geared to the needs of its 


years 


dealers 

Now it is possible to approach 
a review of a company’s century 
from a number of 
viewpoints. To the current gene- 
ration of hardwaremen, however, 
Hibbard’s 
modern 
suburban Evanston. 


of progress 


by its 
warehouse and office in 
From an in- 
viewpoint, this prob- 


is symbolized 


dustry-wide 
ably is the correct link of the pres- 
ent with the past. 

As the date of the formal anni- 


celebration approaches, 


versa ry 












the Evanston warehouse and office, 
eighth in Hibbard history, poses 
this interesting question: 

What would William Gold Hib- 
bard, founder of the firm, think if 
inspect the company’s 
operations now and compare them 
with retrospect, were 
humble when Tuttle, 
Hibbard & Co. opened its establish- 


he could 


what, in 
beginnings 


ment on March 22, 1855. 
Obviously Mr. Hibbard would be 
a bewildered man. It would be 
difficult for him to realize that this 
building marble 
entranceway and reception room, 
office filled with 
modern business machinery, with 


with its walled 


with its large 


its one-floor warehouse 


for the 


merchandise, is the logical succes- 


equipped 


mechanical handling of 
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sor to his infant hardware venture 

Kvery company has a beginning, 
and so it was with Hibbard’s which 
originated as a partnership. Mr 
Hibbard and Nelson Tuttle, a 
former dry goods merchant whom 
he met in Chicago, were the active 
Frederick Tuttle and 
George M. Gray were inactive 


partners. 


partners. 

The firm set up shop in a build- 
ing at 45 South Water St., in 
Chicago. This building was 24 feet 
wide by 140 feet deep, and four 
stories high. 

The building had two transpor- 
tation 
basement and a windlass to hoist 
merchandise to the upper floors. 

The company’s catalog was a 
one-page price list issued monthly. 





systems: a chute to the 
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The staff consisted of the two 
active partners, one salesman, a 
bookkeeper, a receiving and ship- 
ping clerk, a packer and a porter 

Just six years previously, M1 
Hibbard had migrated from Cort 
land, N. Y. He arrived in Chicago 
with $3 in his pocket to become a 
clerk in the 
Stimson & 
Blair & Co. 

Franklin F. 
firm through one of those strange 
circumstances based on the location 
of offices. Next door to the original 
location of Tuttle, Hibbard & Co 
was the warehouse and office of a 
Buffalo, N. Y. stove manufactur- 
er. The Chicago 
was Mr. Spencer who was also a 
native of New York state 


hardware firm of 


Blair. later William 


Spencer entered the 


representati\ e 


HIBBARD EXECUTIVES 





Mr. Hibbard and Mr. Spencer 
met as a result of the location of 
their offices. They became friends. 
A business partnership resulted 
and the name of Hibbard’s was 
changed in 1865 to Hibbard & 
Spencer. In 1877 the firm became 
Hibbard, Spencer & Co. 

The Bartlett added 
when the company was incorpo- 
rated in 1882 as Hibbard, Spencer, 
Bartiett & Co. The officers were 
Mr. Hibbard, president and treas- 
irer; Mr. Spencer, vice-president: 
A. C. Bartlett, secretary. 

Mr. Bartlett, also 
York state, went to work for 
Tuttle, Hibbard & Co. when 19 
years old dusting shelves in the 
tinware department. Later he be- 


name Was 


from New 


came successively sales manager, 
secretary, director, vice-president, 
president, and also the company’s 
first chairman of the board. 

Mr. Hibbard did most of the 
buying, and he was top executive 
until he died in 1903. He had a 
keen sense of values, and could 
come to a decision quickly. 

Like typical business men of his 
era, Mr. Hibbard operated a benev- 
olent autocracy. He was stern but 
sympathetic towards the employ- 
ees, and handled most of the man- 
agement details personally. 


50 Cents For Dinner 

Employees frequently were asked 
to work overtime and it was cus- 
tomary for the firm to pay for 
their supper. Mr. Hibbard person- 
ally handed out 50¢ pieces at the 
doorway as the men left for their 
evening meal. 
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!'s warehouse and office in Evanston. 


The payroll was on a card which 
he carried in his pocket. If several 
men with the same name appeared 
on the payroll Mr. Hibbard gave 
one or more of them different 
names to avoid confusion. But con- 
fusion arose in a different way. 
Sometimes men began to use the 
Hibbard-bestowed name outside the 
warehouse. One man bought prop- 
erty under his family name and 
also under his Hibbard name. 
When he died the courts had to 
untangle the estate confused by 
the use of two names. 

Mr. Spencer brought to the firm 
a talent for handling credit. Mr. 
Spencer could talk with a new 
prospect for a few minutes and 
with his knack for sizing up a 
Situation come to a decision to 
extend a line of credit that in 





The 7 Presidents 
Of Hibbard’s 


Seven men have served Hib- 
bard, Spencer, Bartlett & Co. 
as president in its first 100 
years. Beginning with William 
G. Hibbard who served as the 
first president until 1903, and 
the dates of their terms of 
office, these presidents are: 


William G. Hibbard 1903 


A. C. Bartlet 1903-1914 
Charles H. Conover 1914-1915 


J. J. Charles 1915-1926 
C. J. Whipple 1926-1946 
F. B. Kaufman 1946-1952 
©. W. Ahi 1952- 











terms of today’s dollar 
amount to around $50,000. 

Mr. Bartlett complemented the 
ability of the others by special- 
izing in sales and in the manage- 
ment of the building. He handled 
all the sales correspondence, and 


would 


he was a pioneer in organizing a 
staff of traveling salesmen. 

The reign of the three men, 
whose names constitute the firm’s 
name, continued for the first 67 
years of the company. 


Executives Move Up 

Mr. Spencer died in 1890. Mr 
Bartlett was elected 
ident. Charles H. 
director, was elected secretary. 

Mr. Hibbard died in 1903. Mr 
Bartlett was elected president, and 
Mr. Conover vice-president. 

When Mr. Bartlett was elected 
chairman of the board of directors, 
a post created in 1914 and which 
he held until he died in 1922, two 
men who had been associated with 
the founding fathers became pres- 
ident in rapid succession. 

Charles H. Conover took over 
the major duties of president some 
years before Mr. Bartlett was 
advanced from president to board 
chairman in 1914, but his actual 
term of office was short for he died 
in 1915. 

Mr. Conover began his hard- 
ware career with Pratt & Co., in 
Buffalo, and joined Hibbard’s 
shortly after the Chicago fire in 
1871 to assist Mr. Hibbard in buy- 
ing. 

Mr. Conover had acquired a 
broad viewpoint of business, and 


vice-pres- 
Conover. a 
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Hibbard’s 100 Years 


in Hardware 


ed in the old 

co cold warehouse with 
trucks moved by hand, upper 
photo, while today a dragline 
rucks to the shipping de 


had a knack of looking ahead. This 
was a fortunate trait for the era 
when Mr. Conover was at the 
height of his career and his buy- 
ing policies proved quite profitable 
He frequently said, “They can’t re 
duce prices faster than I can buy 
goods.” 

On falling markets Mr. Conover 
bought, and when prices turned 
upwards he had warehouse space 
loaded with merchandise. He 
bought heavily during a price war 
on nails. When the price turned, 
an advance of $1 in a day, he had 
almost a million kegs in storage. 
When tinplate advanced sharply. 
Hibbard’s had about every avail- 
able warehouse in Chicago filled 
with tinware. 

J. J. Charles succeeded Mr. Con- 
over and was president until he 
died in 1926. He started with Hib- 
bard’s as a boy. Then he became a 
city buyer, traveling salesman and 
a buyer. 

Mr. Charles was cautious by 
nature, a fortunate attribute for 
an executive during a period of 
war and inflation. He sensed the 
dangers of inflation that came 
with World War I. He foresaw 
that an adjustment was inevitable. 
When that adjustment came in 
1921, he had inventories so low 
that Hibbard’s rode through that 
period with comparative ease. 

C. J. Whipple was the next 
president. He brought to that office 
an educational background of 
engineering, at a time when the 
company was designing and build- 
ing a modern warehouse which 
emphasized labor-saving devices. 
Mr. Whipple had been vice-pres- 
ident under Mr. Charles. His 
father had been a confidential sec- 
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retary to Mr. Bartlett, and later 
secretary of the company. 

Mr. Whipple was elected chair- 
man of the board in 1946. He was 
succeeded by F. B. Kaufman who 
was president until 1952. 

O. W. Ahi, the present president, 
was elected in 1952 

The office of board chairman, 
created in 1914, has been filled by 
three executives. Mr. Bartlett, the 
first chairman, was succeeded in 
1926 by Frank Hibbard, and Mr. 
Whipple, the present chairman, 
was elected to that post in 1946. 


Chicago River Locale 


Hibbard’s history has not been 
without controversy. Indeed any 
change from accepted practice, ho 
matter how well advised it may be, 
involves some risk of controversy. 
Nor has any firm that has honestly 
attempted to adapt itself to new 
conditions been able to wholly 
escape the spotlight of contro- 
versy 

These times when attention has 
been focused on Hibbard have 
been, in retrospect, part of the 
great storehouse of experience and 
knowledge that has been built up 
over the last century. 

For the greater part of its first 
century, Hibbard’s had a geogra- 
phic affinity for that part of Chi- 
cago near the Chicago River from 
east of Michigan Ave. to State St. 

The company conducted its busi- 
ness from warehouses and offices 
in this general area until 1948. 
That was the date of the move to 
the present location out in the sub- 
urbs, far from the city’s congested 
central business district. 

The first warehouse, at 45 South 
Water St. was destroyed by fire in 
1857. The company moved to 32 


Lake St... and in 1860 to better 


quarters at 62 Lake St. 

A steady expansion in business 
necessitated a move seven years 
later. This was to 92 Michigan 
Ave., near Randolph St., into a 
building with about double the 
floor space. This building had a 
steam elevator. 

The Michigan Ave. location was 
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Continued 


a memorable one. Here occurred 
one of those incidents that illumi- 
nate the direct, forthright methods 
of Mr. Hibbard in dealing with 
employee relations. The incident 
had the overtones of impending 
tragedy, but fortunately turned 
out all right. 

One October Saturday after- 
noon Mr. Hibbard returned to his 
office to find most of the staff on 
the warehouse roof, watching a 
game played in a nearby baseball 
park. Mt. Hibbard quietly climbed 
the attic stairs and locked the trap 
door to the roof. 

Night came, with the staff still 
on the roof. Mr. Hibbard was 
about to go home when he re- 
membered the staff and unlocked 
the trap door. 

That was on Oct. 7, 1871. A few 
hours later flames leaped into the 
sky southwest of the loop. Two 
days later most of Chicago, includ- 
ing Hibbard’s warehouse, was in 
ruins and the great Chicago fire 
was Over. 

Hibbard’s managed to save its 
books and records and also its 
sample These sample 
boards, for the display of small 
hardware items, were just coming 


boards. 


in and Hibbard’s was a pioneer in 
this type of promotion. 

The Hibbard home on Prairie 
Ave., then one of Chicago’s most 
fashionable residential streets on 
the south side, had been saved and 
here is where Hibbard & Spencer 
opened up for business right after 
the fire. 


Recovery From Fire 

Salvage operations started at 
the burned out warehouse while 
buyers scurried about in manufac- 
turing centers picking up mer- 
chandise. 

The library, living rooms and 
attic of the Hibbard home were 
loaded with merchandise. So was 
the stable. A temporary shed was 
erected on the garden and lawn. 

Mr. Bartlett turned out one of 
his most memorable sales letters 
at this time. It informed customers 
of the plight of the company and 


reminded them that “In the past 
we have endeavored by prompt- 
ness and fair treatment of our 
customers to merit and receive the 
patronage of the hardware trade.” 
Then he gave this pledge: “We 
shall redouble our energies in the 
future.” The letter asked that 
accounts be paid promptly, and 
that orders be placed with the firm. 
The response was tremendous. 
Orders flowed in immediately and 
Hibbard & Spencer began to re- 
build its business. 
warehouse was 
built in Grant Park. A year later 
Hibbard’s was in regular quarters 
at 30 Lake St., the site of the sec- 
ond warehouse occupied from 1857 


A temporary 


to 1860. This was a new building, 
about the same size as the one 
burned out. Here the company re- 
mained for 31 years, expanding 
along Lake St. with some ware- 
house storage space along Mich- 
igan Ave. 


Mechanization Trend 


In 1903 the company moved into 
a 10-story building on State St. 
along the Chicago River. That 
building had some 11 acres of floor 
space. 

New locations in previous years 
were needed on account of the ex- 
pansion of business or fires. Now 
Hibbard’s was to feel the impact 
of Chicago's civic development 
which necessitated moving from 
the State St. location. 

Part of the planned redevelop- 
ment of the city was a double 
decked drive along the south bank 
of the Chicago River. This is 
Wacker Drive. Hibbard’s State St. 
warehouse had to be removed. 

The decision of the city to ac- 
quire the Hibbard location came 
suddenly in 1926 so temporary 
headquarters were maintained for 
several months on Chicago's west 
side until a new warehouse at 211 
E. North Water St. could be com- 
pleted. 

This new warehouse was one of 
the pioneers in the use of machines 
in the warehouse and offices. The 
era of high labor costs was ap- 
proaching. Labor-saving machinery 
was a wise investment. Through 
the use of advanced handling 
methods and mechanization, the 


(Continued on page 176) 
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Solve Your PROFIT and 
PROMOTIONAL PROBLEM 


vie LYLE wa 


Build your Future with the fastest Here Are Just a Few of the Services You 
growing voluntary chain of Asso- Get With the True Value Sales Program: 
ciate Dealers in the Hardware 
Industry. Our cost-saving program 
will build backbone into your busi- 
ness and our Sales Promotion Pro- 
gram will show you how to mer- 
chandise successfully . . . but you 
MUST Act TODAY, while territories 
are still open. 


Departmental Check Lists 
Dealer’s Monthly Guide Book 
Preprinted Order Blanks 
Retail Price Information 
Weekly Ad Mats 

Window Trims 

Counter Layouts 

Monthly Traffic Builders 
Retail Books and Circulars 


MATERIAL FOR 7 MAJOR YEARLY PROMOTIONS 


All at your fingertips, ready and waiting to build your volume and 
profits to a new high! 


_ ign y, WRITE O. W. AHL, PRESIDENT OR GEORGE F. McINTYRE, VICE-PRESIDENT 
h 


eter « Say HIBBARD, SPENCER, BARTLETT & CO. 


ty 2201 WEST HOWARD STREET, EVANSTON, ILLINOIS 
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Hibbard’s LOOth Anniversary 








Once a business is well es- 
tablished, it might be com- 
paratively easy to keep it go- 
ing successfully by the simple 
process of doing the same 
things that were done in the 
beginning. The great trouble 
with this plan is that it won't 
work. Since the essence of 
human life is change, busi- 
ness requirements do not 
stand still. 

——from “75 Years of 
Hibbard Hardware” 


That philosophy, expressed a 
quarter of a century ago, is as valid 
today as it was then. A comparison 
of the hardware store of today with 
the hardware store of yesterday 
emphasizes the many changes that 
have taken place. The wholesale 
business, too, has undergone many 
changes, as indeed it must if it is 
tc xeep pace with changes in the 
distribution picture. 

The basic influence behind 
changes that develop in any busi- 
ness is the profit motive. A busi- 
ness changes its methods because it 
believes that by so doing, its opera- 
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tions will be made more profitable. 

But the profit motive alone is 
not sufficient. A change, to be 
profitable, must also provide a 
better product or a better service 
for the customer. The change must 
be economically sound to be success- 
ful and to endure. 

If a change is based only on the 
desire for great profits and does 
not provide a better service or a 
better product, it will soon die and 
disappear. We have all seen dozens 
of new ideas that have been pro- 
posed, but which quickly died and 
are now forgotten, because they 
were economically unsound; they 
did not give the buyer of the prod- 
uct or service a better value. 

Over the past century a great 
many changes have taken place in 
wholesale hardware distribution. 
The future will see many more. 

What will be the nature of these 
changes? How will they affect the 
independent retail dealer? 

First, I think we all agree that 
many of the changes that have 
taken place and will take place in 
the future are the results of the 
pressures of competition. In all 








Can we meet competition? 


New forms of competition are constantly challengin g the undepend- 
ent hardware dealer. How can he overcome this diversion: what 
role will the wholesaler play? 


by O. W. Ahl. president, Hibbard, Spencer, Bartlett & Co., Evanston, Ill. 


fields of activity, competition is the 
great instigator of change. 

Many of the changes that have 
taken place during your life and my 
life have been the results of our 
efforts to meet and to beat our 
competition. In so doing, we have 
also developed better products and 
better services. 

Second, and speaking as a whole- 
saler, any change that occurs in 
wholesaling methods in the future 
must carry benefits for the retailer, 
or the change will not be success- 
ful. In other words, the success of 
a wholesaler is also the success of 
the retailer, and vice versa. 

I think it is important for us to 
also realize that what works well 
under one set of circumstances may 
not work under other conditions. 
What may be suitable for one 
wholesaler may not be suitable for 
another. In America this freedom 
to try new ideas and to test changes 
has been the secret of our strength. 
The good changes survive; the bad, 
the economically unsound, soon die. 

The hardware store of today faces 
many new forms of competition 


(Continued on page 131) 
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is evidenced by the growth of 


HIBBARD SPENCER BARTLETT & CO. 
on this, their 100th Anniversary 
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Here is a ‘natural’ for you if there ever was one! The sen- 

sational acceptance of Aristo-mats in ‘Jackstraw’ at the 

National Hardware Show proves it. Congoleum-Nairn 

choose wisely in permitting Aristo-mat to become a team- 
K-6-—-Charcoal mate of its nationally advertised beautiful ‘“Jackstraw 
K-6 — Cheer Blue line. Aristo-mat has put into “Jackstraw’ mats all of its own 
- 19°. ’ nationally advertised, nationally accepted features. Like 

» . all Aristo-mats they have patented Kant-Kut-Korners, are 
x 19" ss . heat resistant, have asbestos-cushioned backs. Colors are 

= 19"... reproduced on durable metal that wont chip, peei or 
x 19”... : stain. Feature Aristo-mats in “Jackstraw’ and you'll hit an 
a U9"... . even bigger jackpot in your stove and utility mat sales. 


K-6— Stone Grey 


K-6 —Fawn Brown 
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* Guaranteed by ~ 
Good Housekeeping 
Size as soveer nd att 
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17" 


15° x 19" | CS 
The design coppecring on the foce of Jockstraw 13” " 
Aristo-mots is reproduced through the permission of 7 


Congoleum-Nairn, inc. manufacturers of Gold Seci* 1] 


Floors and Walls. This design is manufactured by 8” x 19” A division of PHOENIX TABLE MATCO. (| 


Congoleum-Noirn, inc. in Gold Sea! inicid Linoleum 


Congoleum,” ond Congoweo * enamel surfoce floor a 17 tbs (6 eos.) 1718 E. 7 5th Street ° Chicago 49, il. 


and wal! coverings 9 23 ibs. (6 doz.) wi ‘ian 
“Registered trademorks of Congoleum-Noirn, inc Distributed in Canada by 


Keorny, New Jersey Disploy stands and STERLING INDUSTRIES «+ 8 Scorlett Road, Toronto 9, Conada 
other merchondising acids avoilable 
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AMERICA’S FASTEST-SELLING LINE OF STOVE-MATS! 


STOVE and UTILITY MATS 


coatings on neavy-gauge stee! assure long 
beauty | 
indergiazed Gesigns will not chip, peel or 
st and stain-resistant' 





nt-Kut-Korners won't cut or snag—ensure 
sonal safety 
oned back protects surfaces from heat or 
orevents metal from marring any surface ' 


A-—WNo. /7—Sampler. sampler design gives quaint, original 
Fariy American touch! Adds charm to any kitchen. The 
newes! tern in the line. 17° x 19° mat $1.98 


f 


B—No. 401—Floral Queen. Realistic, full-color reproduc- 
’ in exciusive floral arrangement by the Society of 
Amer Ca fiorists Pac x@0 one Gozen to carton 


17” x 19° mat $1.98 9” round hot pad $0.59 


(of yf 


C—WNo. 1030—‘‘Doric.”’ Gleaming, mirror-bright chrome 


rut ISive Crithipoeu 


pattern. A modern touch for the 

tchen. Packed one dozen to carton 
$2.69 15° x 19° mat $2.59 
2.49 8" x 19" mat 1.59 
98 7” round hot pad .49 
9” round hot pad .69 


D—No. 500—Pear!t Queen. Beautiful and shimmering 
Mother-of-Pear! pattern. Your choice of Pearl Gray. 
Cherry Hed. or Lemon Yellow 

17” x 19” mat $1.79 15” x 19” mat $1.69 
13” x 19” mat 1.39 8” x 19” mat 1.10 
7” round hot pad .25 9" round hot pad 39 


E—No. $S-1-—Stainiess Steel Queen. its gieaming 
finish adds a sparkling, modern touch to the kitchen! Two 
or more 17° x 19° mats easily tacked up behind or around 
stove eliminates worry about stains or smoky smudges 
on watiis 

17” x 19” mat $3.49 15” x 19” mat $3.29 
13” x 19” mat 2.98 8” x 19” mat 2.00 

7“ x 9 mat .98 


PHOENIX TABLE MAT CO., CHICAGO 49, ILL. 


Prices slightly 
bigher West of 
the Rockse:s 


¢ Protects stove tops 
e Covers cabinet tops 


* Provides extra work spoce 


i 2 ’ a | / 
’ ce fi.3 A ( » are Farr Trade isst pri 
See reverse side for shippme | eee , . 
mstructrons and free selling atd 





Can We Meet Competition? 





that did not exist a century, or even 
a quarter of a century ago. Changes 
in the way in which America lives 
and plays have reshaped the design 
of our retail businesses. 

The automobile, the shorter work 
week, the shopping center, the ex- 
panding influence of women, have 
all had a definite impact on the re- 
tail hardware business. 

We at Hibbard, Spencer, Bart- 
lett have much time and 
money in studying how we, as 
wholesale suppliers, can best help 
the retail dealer meet his competi- 
tion. We have always kept upper- 
most in our minds the fact that our 


spent 


Retail stores have 


success at Hibbard is tied directly 
with the success of the independent 
dealer. 

In our study of the competitive 
elements that face the hardware 
dealer of today, it Was apparent thal 
what was especially needed was as- 
sistance and advice in promotional 
activities that create traffic, in the 
merchandising of a store for max- 
imum visual appeal, in stock con- 
trol and in buying methods that 
utilized the store’s potentials to th 
itmost. 

An individual store attempting 
to put together, in a professiona! 


¢ 


manner, all the elements for a suc- 


hanged Over the yeors 


At lett below is a typical store of yesterda 


< 


g 


j 
[- 


> 
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cessful promotion ruts up against 
tremendous costs. But 500 dealers 
doing the same thing and sharing 
the costs through the centralized 
facilities and skills of a wholesale 
supplier would find the cost per 
store very low. 

The same holds true in 
matters as store layout and mer- 


such 


chandise arrangement. One source, 
working with 500 stores, can afford 
to hire a staff of experts and to 
experiment with new techniques 
An individual store would not be 
able to afford such facilities 

We also know that the 
methods that were effective 
tury ago are not effective today 
Every possible avenue of reducing 
distribution costs must be exploited 
in order to keep selling prices or 


petitive. To our way of t} 





Can we meet competition ? 





this means that in addition to the 
use of the most modern handling 
equipment, we must also strive to 
eliminate costly rehandling by en- 
couraging drop shipments where 
the volume justifies it, and to em- 
ploy accumulative volume purchas- 
ing methods whenever possible. 

When economies are made 
through these techniques, they must 
be shared with the dealer to make 
his cost lower. This sharing of 
cost savings with qualified dealers 
is an integral part of our planning 
for the future. We believe it to be 
economically sound. 

The True Value and Auburn 
plans were the outgrowth of these 
considerations. The True Value 
program, as an example, has now 
been in operation for about a year 
and a half and has been successful 
beyond our expectations. We are 
fully confident that the future will 
see an expansion as more dealers 
become partners in this joint effort 
to beat the hardware store’s com- 
petition. 


Programs Help Everyone 


We have no quarrel with other 
merchandising programs that are 
designed to help a dealer beat his 
competition and make a better 
profit. We know that in a country 
as large and diverse as ours, there 





A section of Hibbard’s buying department many yeors 
ago when it was customary fo have desks out in the open 


continued 


is always room for more than one 
method to be made available to 
dealers. 

We feel, too, that the more the 
wholesale trade realizes the need 
of helping the dealer meet his new 
competition, the better off we will 
all be. We all stand to gain by such 
efforts. 

No change is ever introduced into 
any business, without causing dis- 
cussion and controversy, and indeed 
sometimes criticism. We have had 
our full share of discussion and 
criticism. 

But this criticism has not caused 
us to alter our planning. We feel 
strongly that if we are right, the 
results will speak for themselves. 
If we are wrong, we will be the first 
to know it, for our profit and loss 
sheet is certainly the most sensi- 
tive barometer of the right or 
wrong of what we do. 


Closer Relationship 


As I write this, on the eve of our 
100th anniversary, I am sure that 
we are on the right track. While 
it is obviously foolish for anyone 
to make flat predictions of things 
to come, we are strongly of the 
opinion, based on all our experience, 
that the future will see a much 
closer relationship between dealer 
and wholesaler. We are convinced 


each buyer in 


and a choir for salesmen was at each cesk. -an moke their 
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A section of Hi 
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that integrated merchandising and 
buying programs, as typified by the 
True Value and Auburn programs, 
represent the trend of the future. 

As we at Hibbard embark on our 
second century, we see a continuing 
need for emphasis on every means 
at our disposal to reduce distribu- 
tion costs at both the wholesale and 
retail level. We have a most modern 
warehouse here at Evanston, but it 
is being continually altered to make 
ise of better methods. 


Community Needs Dealer 


We also can see the vital need 
for making use, at the retail level, 
of every possible device for attract- 
ing more traffic to hardware stores. 
To this end we are continually ex- 
panding and improving the promo- 
tional and store merchandising ser- 
vices that are at the disposal of the 
independent hardware merchant. 

| have little fear that the inde- 
pendent dealer will be put out of 
existence by the new forms of com- 
petition. A hardware dealer is a 
sturdy, intelligent businessman. His 
services are vital to every commun- 
ity. He has withstood many storms 
and trials in the past. I am con- 
fident he will weather the storms to 
come. 


We at Hibbard mean to do every- 
thing possible to help him meet his 
competition. We are confident that 
by working together intelligently, 
we can all successfully meet the 
challenge of another century. 
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AMES TAPER ROLLED 
RAML TE s Shovels 











x Perfect. . 










BALANCE = 


* Featherweight... 


3% - 3M Ibs. 


One Hundred Eighty Years shovel 


making experience ...a guarantee 


of the best value in shovels. 





Equipped with i 3% Ibs. 


AMES 
SHOCK BAND 3 





SPLIT-D HANDLE 


Congratulations to 


Hibbard, Spencer & Bartlett # 


on their 


100° Anniversary 





C y 
PARKERSBURG, W.VA (). (j iT) ES ((). NORTH EASTON, MASS. 
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How does a typical dealer use the True Value program? Here is 


a report of how dealer Paul Turley makes... 


Turley’s Promotions Pay Off 








The promotional elements of the 
True Value program and how they 
are used by the independent hard- 
ware dealer can best be demon- 
strated by observing the operation 
of a typical True Value store. Let’s 
look at Turley’s in Joliet, Il. 

Owner Paul Turley sums up the 
effectiveness of such a program by 
saying that store identification 
makes people feel that they are 
dealing with a retailer who is com- 
petitive with the chains. And 
proper merchandising, the use of 
specials, along with streamlined 
buying, does make him competi- 
tive, he says. This is accomplished 
without sacrificing the personality 
of a store that is under individual 
ownership. 

While the general planning of 
the True Value program stems 
from a centralized source, it can be 
applied by the dealer to his own 
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a HARDWARE 


RADIOS-TELEVISION 


Th 
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TURLEYS Jnuse Value STORE 


in whole or in part, to fit his 
needs and his customers’ 
buying preferences. 

Turley’s, for instance, has sev- 
eral seasonal consumer promotions 
among which to choose. These con- 
sist of catalogs and 
broadsides. 

There is a winter housewares’ 
promotion, a two-sheet broadside 
A spring consumer tabloid of & 
pages is built around fix-up goods, 
paints, garden tools, etc. 

Then there is a gardening cata- 
log for consumers; a mid-summer 
sale promotion; an 8-page tabloid 
on fall merchandise and the wind- 
up, a Christmas gift catalog and a 
holiday toy book. 

Turley’s has been using all of 
these with the exception of the 
gardening and the gift books, but 
this year, the store will expand its 
efforts to include the garden book. 


store, 


specific 


consumer 
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SPORTING Goons 





reach 
32,000 people in the trading 


The store’s 


promotions 
about 
Kach consumer 
catalog 


area around Joliet. 
consumer 
that is mailed out bears the True 
Value name and the 
vidual imprint. That coupled -ith 
consume! 


broadside and 
store’s indi- 


the frequency of the 
mailings, firmly implants both in 
the consumer consciousness. 
Supporting these promotions are 
display kits, supplied by Hibbard, 
built around the particular event 
The kits include price 
three different sizes—7xll1_in., 
5x7™% in., and 2%x3% in., and 
store banners and window posters 
on special merchandise. There are 
also newspaper mats and ad sug- 


ecards in 


gestions. 

Here again the True 
gan prominently appears. 
chain of identification 
rect mail to the home; 


Value slo- 
Thus the 
from di- 
to newspa- 
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7 Days 10 se// COMMBIAN 
VISES 


eee They make every other tool 
more useful— 





‘all ag The complete line of Columbian Workshop Vises 
includes No. D432; No. D44 and No. D45. 
Columbian Vises are sold only through 


leading wholesale distributors. This sales The 5— jaw No. D45 isa completely new 
policy assures the hardware dealer that he product. Every part is designed for heavy 
duty work. 6 jaw opening. 's-2'2 pipe 
capacity. Weight, 38 Ibs. 


is securing the best merchandise for resale to 


his customers—at the lowest possible prices. 


ays ‘Are 
Gps aes 1955 


100 YEARS OF SERVICE 


- > a ‘ 
Miseaeod Srencee A 
.'  -Baerierr a2 Co Al 
es yf 


On their 100th Anniversary, we extend 


o . . 
sincere congratulations to Hibbard, Spencer, VY ttt The Columbian Vise é Mig. Co. 
Bartlett & Co., one of the leading wholesale ' >> cLEVERLAND 4, OHIG 


distributors who have sold Columbian prod- 


ucts for many years. once | Also manufacturers of Columbion Levels 








. 
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per ads; to window displays; t 
point-of-sale display in the store 
remains unbroken 

The price cards and price stick- 
ers for each event have prices and 
items already printed on them. In- 
cluded also are blank price cards. 
Window and store banners are col- 
orfully designed to accent the spe- 
cials offered. 

Moreover, in various depart- 
ments, so that traffic can’t miss the 
special offerings, pages from the 
broadsides are mounted on card- 
board and prominently displayed 
on the merchandise counters. 

Mr. Turley plans his promotions 
to spread over a 10-day period. He 
starts them off on Thursday in or- 
der to get the most out of the heavy 
week-end shopping. Then on the 
final Saturday, he runs a large 
newspaper ad for a final push. The 
biggest returns, however, come on 
the fourth and fifth day of the 
event 

in addition to staging its 10-day 
traffic campaigns, the management 
consistently uses newspaper space 


ail promotions are posted in the store. 


in various sizes, but less than full 
pages. About 40 pct of the mats, 
available to the firm as a True 
Value dealer, are used, which sim- 
plifies the ad make-up problem. And 
always prominently visible is the 
identification logotype. 

Though the store has the ad- 
vantage of being able to tie-in with 
several big gun promotions, a fur- 
ther help is a monthly planning 
book, which is a specialized sales 
promotion guide. 

This guide includes traffic build- 
ing items: suggested window dis- 
plays complete with a list of mer- 
chandise to be shown, including re- 
tail and dealer prices; suggested ad 
lay-outs; store interior displays; 
tips on new merchandise. 

The store has been under the 
Turley ownership since 1950 and in 
the three years following his man- 
agement, volume has been doubled. 
Today, the store is operated on a 
semi-self service basis because man- 
agement believes that that type of 
operation can’t be successful in all 


departments of a hardware store. 


iG= 
Ree " 


: 
> 
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> 
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counter, with impulse display. 


But since Mr. Turley believes 
self service can be successfully 
adapted to the housewares’ depart- 
ment, he maintains a regular check- 
out there. The department is at 
the front right of the store as one 
enters and the check-out is at the 
entrance. Incidentally, the cashier 
also takes care of re-ordering in the 
housewares section. 

Further back in the store, is a 
cash-wrap desk which serves the 
tool, automotive and other men’s 
departments. Two differently col- 
ored tapes are used in wrapping; 
one color at the front check-out, 
the other at the other cash-wrap 
station. Thus the check-out cashier 
can tell whether a customer in some 
other department has paid for his 
purchase. 

Turley’s True Value Hardware 
has a 45x32 ft sales floor. There 
are five sales people employed and 
on Saturdays and Mondays, when 
the store is open evenings, three 
part-time sales people are used. Two 
other permanent helpers are em- 
ploved in the office and stockroom 
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rlere's a quality line with real profit possibilities. 
To get the most out of it carry the complete Champion 
DeArment Channellock line Millions of national maga- 
zine subscribers will read about the Channellock line 
every month. they are being told and sold. Use 
display boards, stock the full line .. for real profit 
possibilities. You can sell more pliers than ever before 
when you feature the complete Champion DeArment 


Channellock line. 
Heartiest Congratulations 





CHAMPION DEARMENT TOOL CO. 
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» HIBBARD, SPENCER, 
) BARTLETT & CO 1 
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HIBBARD, SPENCER, BARTLETT & CO. 


on their 100th anniversary and we are proud to have 


ol-1-15 oil ohm lil imei!) °)*)|(-1e Mi iolmeoMellela(-TmelMilcima-ulitls # 


is \ 
a P , - a ‘. 
. - ” Y ah 
* Sex 
> as f, bags or 
i yon 7 Far 
+ oe 
ae P ie. ~ 
a hey e} i 
& : Bas ies 
_ . Ps Pe ¥ 
CS $ 
cnialicenitimiaiaastl 


| ~ smi ae 
PE JOINT COMPOUND 





SI ee 
" J | \ WA SOA oS 
2 Bo FOB Ss a SS 


2S a oa Pe Parry tee &: me “ a 


soa 
: * = 


jonn SUNSHINE CHEMICAL co, ne, 600-606 West Lake Street, Chicago 6, Illinois 
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IS THE HIGH PROFIT LINE 
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Here's the fastest selling screwdriver 
display in the business — Bridgeport's 
No. 700 “Rhino” assortment. 

You get a balanced stock—80 “Rhino” 
Screwdrivers in 32 styles and sizes with 
a retail value of $68.45 — the handsome 
hardwood display is FREE, and your 
profit is $23.86! Every Bridgeport 
“Rhino” Screwdriver has an Amberlite 
hammer-proof, shock-proof, flame-proof 
handle, the finest alloy steel blade which 
cannot come loose. 


Order your “Rhino” assortment from 
—— ~ your wholesaler today. Display is 30 x 
F 24 x 5 inches, weighs 30 pounds with 


~ ager gent a | merchandise. 


he THERE ARE OTHER BRIDGEPORT MONEY-MAKERS 


The Famous BEE Line ... Priced For Traffic Business! Smal! Investment 
($9.90) plus Markup Brings You $4.95 Profit! 


HY-BAR “KNUCKLE SAVER” 


Open End Wrench Kit *® The Angle Gives More Torque— 
Plus Safety From Skinned Hands 


For home owners, mechanics, for everyone who uses 
wrenches, here’s a real value kit from Bridgeport — 
5 offset Hy-Bar open-end wrenches in a handy, sturdy, 
transparent plastic envelope. 


BRIDGEPORT +7 FAUCET-FIXER KIT... 


Contains everything your customers need to fix leaky 
faucets — wrench, regular screwdriver, Phillips screw- 
driver, seat dressing tool, assorted washers and brass 
screws. Packed in colorful red and yellow plastic kit, 
one kit in a counter display box. Suggested retail $2.98 
— full markup for you. 


Bridgeport g 


THE BRIDGEPORT HARDWARE MFG CORP 


R 
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a great new line of 


. ” Forged TU re -TEST Steel 


— Wrenches by NONE BETTER 


ENGINEERS - LONG BOX > COMBINATION 


Heavy Duty and Light Duty Sets 
in Screw-Tight Metal Clips 


These new TUFF-TEST Forged Steel Wrench Sets are 
strong on profits for you! Drop forged steel, hardened 
and tempered for long wear—Superbly balanced—Precision 
broached—Zinc plated, rust and corrosion-resistant finish. 
All at sales-active prices! 


















5 PC. ENGINEER'S SET 


cnt So eta play ell MADE BY THE MAKERS OF THE FAMOUS NONE BETTER ALLOY 
Polished or Unpolisthed Heads STEEL TOOLS—TOP STANDARD IN THE HARDWARE INDUSTRY 


Powerful Sales Aids for Hardware Dealers! 
Tool Display Stocking Boards 
Action Boards—Floor Display Racks 


6 PC. ENGINEER'S SET 

Heavy Duty—Openings 3/8" te 1” 

Light Duty—Openings 5/16” te 7/8” 
Polished or Unpolished Heads 





—_—*7° &¢ 


5 PC. COMBINATION SET 
Openings 7/16" to 3/4” 
Polished Heads 


6 PC. COMBINATION SET 
Openings 3/8" te 3/4” 
Polished Heads 


5 PC. 45° LONG BOX SET 
Light Duty—Openings 3/8” te 7/8” 
Unpolished Heads 


6 PC. 45° LONG BOX SET 
Heavy Duty—Openings 3/8" to 1” 
Unpolished Heeds 


THE NEW BRITAIN MACHINE CO. * NEW BRITAIN, CONN. 
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MILLERS FALLS / 
TOOLS / 
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FREE! 


This striking new dis- 
play, beautifully lithographed in 4 colors, is free 
with your initial order for three 888 Power Units and 
two complete sets of attachments. Your total cost 
is only $212.14. Sells for $303.05. 

The rugged 1/3 h.p. Power Unit 
as a 34” drill, 6” disc sander and 6” polisher 
your customers start a power workshop for only 
$39.95 and build it up into a complete 11-tool setup 
by adding the inexpensive attachments. 

Ask your wholesaler or write direct for complete 
information on the 888 and all these other outstand- 
ing Millers Falls ‘““‘Dyno-Mite’”’ tools... 








fully equipped 
lets 











One | 


One Week 
$2853.30 Sales 


Yes, ina sin 

’ gle, one-we * 
Promotion, one retail oan 
recently moved $2853.30 
worth of sag Power Units 
and Attachments. This 
wes the mos? SuCccessfy/ 
portable electric tool pro- 
a ever conducted in 
at store. Write today for 
ull information on how 
you can put on a similar 


profit-m ; 
store. aking sale in your 
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; : ls - 
No. 2140 Jig 


Saw Attachment 








. ci 


No. 2130 Right 
Angle Drive 


Ne. 2120 Buffing 


and Sanding Attachment 
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True Temper’s ““Tool-Up Time” last year was the 
biggest and best garden tool promotion ever con- 
ducted in America. Thousands of stores took part 
and did they cash in! See typical comments below. 
Weil this year’s ““Tool-Up Time” will be even 
bigger and better. 

The panel at right shows the display material, 
all in bright spring colors, that will help you sell 
tools right off the rack. The free ““Tool-Up Time” 
kit also includes eye-catching folders to mail to 
your customers, radio announcements, catalogs, 
newspaper mats... everything to help you become 
True Temper headquarters in your neighborhood. 


ORE GARDEN TOOLS WITH 


True Temper is the favorite line of garden tools 
for all America. True Temper quality is unsur- 
passed. True Temper’s new line of Garden Club 
tools features forged-steel heads, heat-treated to 
last for years. Handles are precision made from 
selected kiln-dried ash, fire-hardened to produce a 
distinctive long-life finish. Every True Temper 
tool is precisely balanced for perfect ‘‘feel’’. 

To get your True Temper ““Tool-Up Time” 
sales kit without cost, mail the coupon now. Your 
kit will arrive just ahead of your season. And ask 
your distributor salesman about the extra push 
“Tool-Up Time” can give your spring business. 





RPP RED REEL ER RR RRA 


See what retailers said about last year’s 
smashingly successful ‘“Tool-Up Time’”’ promotion 
















The kit certainly boosted our 


it’ —N.C 
“Soles doubled becouse of it tool sales this yeor” —-Ohia 


rs 
neiptu! for smoll decile “Increased our sales’ —Texos 
e 


Very + Ariz 
yrselve es 


It's @ plea 
like © Pp sure f 


keep © sell True Temper— 


up the good work’ —N y 








Best we hove ever received’ —N j Splendid dealer aid 
ef Gigs Texas 


“We plan to moke year-round use 


of your kit * am fl, Used all material ond wos well 


satisfied with results’ —Neb. 









These ore typical of the hundreds of enthusiastic comments. 








Brand-new Garden Center 


‘MAKE YOUR STORE ‘SoUumaUnaony 
< EARDEN HEADQUARTERS JAAnenaseaueann 


ictured at left is True Tez npe r's 
new Garden Center unit, $157.40* 
value that costs you only $89.98". Mobile 
stand displays over 50 of the most wanted 
garden tools and shears——-with space for 
other gardening supplies. A garden depart- 
ment within itself. Extras galore. Ask your 


wholesaler about True Temper’s M-64 





Garden Center unit. 


wh lus *Slightly more in West. Ron 
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THIS “100 
FREE! 


a 
imag / Better Homes 
j and Gardens 

















Colorful price tags, 
“as advertised" tags 


Attractive 
mailing pieces /* 





New Tool-Up Time’ kit includes all 
this tested, sales-making material 


Eye-catching window banners, 
pennant banners, 
ledge banners 











Publicity releases for 
your newspopers 





Catchy radio and TV announcements 
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poe Rocket hammer is 
| —- 1954's biggest hardware news! 


F Here’s the hottest item to hit the ‘| 
hardware trade in many years “ 
9 the sensational True Temper 
* Rocket hammer with shock- a 
ie absorbing tubular steel handle. | 3 
i Balanced like a wooden hammer. “ 
A (Guaranteed indestructible in all a 
th normal hammer use. You cant 
.: helieve 





‘t until you swing }t. 
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TavE Temper 


GARDEN CLUB TOOLS 
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| CL 
Net \ True TEMPER 
— Gorden Club tools 


77 make every job easier 
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ideas booklet 
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Hard-selling news- 
poper ad mats 


Smashing colorful advertisements 
in leading national magazines 


TRUE TEMPER CORPORATION ge 
Merchandising Department A, Keith Bidg.. Cleveland io 


Send my free “Tool-Up Time” kit to address shown below. 


ADDRESS 


city 


r 

' 

' 

! 

' 

; 

; 

i 

| STORE NAME 
i 

' 

' 

! 

' 

' 

' MY NAME 
f 

| 





MONOPOLY 
BUSTED! 


TRANSOLENE GLASS SUBSTITUTES NOW 
OFFERED AT PRICES LOWER THAN COMPETITION! 


Have you been handicapped with an overpriced line of Glass Sub- 
stitutes? You can beat it with TRANSOGLASS, TRANSOLITE, 
TRANSORAY and TRANSOLUME. 


a 
a 


5 
- » 7 cn 


TRANSOLENE Corporation offers the highest quality at LOWEST , - ss es Z 
PRICES that still pay the HIGHEST MARGIN OF PROFIT in the | 


Hardware field today! 


TRANSOLENE PRODUCTS have a thousand uses, everybody from 
the smallest home owner to the largest manufacturer can make use ; 
of these materials. THEY ARE NOT MERELY FOR DOORS AND Congratulations 
WINDOWS! Huge sheets are used by contractors to form moisture 
borriers under concrete slabs; trailer home builders use 


TRANSOLENE products to keep these super-palaces clean and fresh 


Hibbard, Spencer, 
Bartlett & Co. 
on your 


in transit. 100 years of service 


* 
34 YEARS IN THE MANUFACTURE OF GLASS SUBSTITUTES 


; f 


Attractive display 
stands are availabie. 


lf you now stock a competing line of transparent plastic materials, 
it will pay you to investigate TRANSOLENE! Put TRANSOGLASS 
AND TRANSOLITE on display! Tell prospects the good features of 
TRANSOLENE materials, then—LET THEM COMPARE PRICES! 
WE CAN PROVE OUR CLAIMS! 


You will make more sales, and repeat orders will prove that — 


TRANSOLENE PRODUCTS OUTSELL ALL OTHERS! 


Write for Price Sheets, Discounts and Complete Information 


HANSOLINE LOAF 


NORTHWEST HIGHWAY 
BARRINGTON, ILLINOIS 
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The BIG Selling Edge... 








il 


ENJOY BIG-TICKET DELTA PROFITS 
ALL-YEAR, EVERY YEAR 








The Homecraft line— backed by Delta’s unequalled 
power tool experience— gives you everything you 
need to make power tools one of the most impor- 
tant and profitable parts of your business al/ year 
‘round. Here’s all you need to do: 

@ Display Delta Homecraft Power Tools, using 
the floor plan that fits your business best. 

@ Keep Delta power tools on display: for the big 
winter hobby business .. . for the spring home 
repair season .. . for Father’s Day gift buying 
. . . for summer remodeling needs. . . for the 
big fall and Christmas buying peak. Keep Delta 
Tools on display all year and you'll make big 
Delta profits all year! 





DELTA QUALITY 
COSTS NO MORE 
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DELTA QUALITY POWER TOOLS 
Another Product by Rockwell 


for the biggest power tool year in history! 


‘nei 


Everywhere you turn you see mounting evidence that 
the booming ‘do-it-yourself’ market is growing even 
bigger — 1955 is the biggest power tool selling opportunity 
you've ever had! And only the Rockwell-built DELTA 
Homecraft line gives you all these exclusive selling ad- 
vantages to turn that opportunity into good hard cash: 


Exclusive... 


Only DELTA gives you the double-barreled sell- 
ing power of both combination and individual 
tools! You have the right tool to fit the needs and 
pocketbook of EVERY customer. 


Exclusive... 


Only DELTA gives you the plus selling power of 
the DELTASHOP ‘“*Tool-At-A-Time” plan! You 
don't lose sales to the buyer who doesn’t have 
the price of a complete combination tool. 


Exclusive... 


Only DELTA gives you the unmatched selling power 
of the oldest and finest name in power tools. It’s 
easier to sell the most wanted power tools and 
accessories in America! 


Exclusive... 


Only DELTA gives you 3 easy ways to get into 
the power tool business profitably—and at mini- 
mum cost... 


THERE IS A BASIC DELTA DISPLAY 
FOR YOUR BUSINESS! 


PLAN A: Delta 8 Homecraft Tilting Arbor Saw and motor (pack- 
age =! of DELTASHOP), plus Sober Sow ond special insert, plus 
Delto Accessory Selling Display 
$320.57° 


Your investment Your profit .. . $109.38 


PLAN B: Complete DeltaShop (sow, jointers, drill press, sander, and 
motor) plus Saber Saw and specicol insert, plus Delta Accessory 
f 


Selling Display {as shown in photo above.) 


$407.50° 


Your investment 


$146.65 
PLAN C: Complete DeltaShop, plus Saber Sow and specic! insert, 
Bond Saw, Scroll Saw, and Delta Accessory Selling Display 

. $533.78" . « $196.17 


*Prices slightly higher in Western Region 


Your profit 


Your investment. 


Your profit . 


Your Jobber salesman can help you pick the plan that fits your store 
ond your business best... Talk to him now Write today for the 
nome of your neocrest Delta Jobber: Delta Power Tool Division, 


Rockwell Manufacturing Co., 680A N. Lexington Ave., Pittsburgh 8, Pa 
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STANLEY 


Screen Hardware Promotion 
Gets Early Start for Spring 


All Promotion Items 
Ready Now for Retailers 


Stanley's Screen Hardware Promotion Items are ready NOW. Order 
yours today. Then sit down and plan your promotions, advertising 
and displays around these Stanley selling tools. 














Se 


AND S'oem “APOWw Aer ; j 

Prec ; j 

INSECTS COMMS oa 
<<a “ | 





8 page catalog in color of Stanley Screen 





Hardware items. Use it for your own 
information, mail it to builders, give it to 
inquiring customers. And look at that 





cover! It’s got display possibilities of its 
own. Form No. H73R. 


— - 





Envelope stuffers on the streamlined 
1280 Door Latch and the complete 
Stanley Screen Hardware Line. Enclose 


COMBINATION | |” 
CHECK UST || 


eee foam . Sree eT 
| 


—_— = 


Free newspaper mats for your springtime = 


with bills and other mailings, use as give- 
aways, counter pick-ups. Free imprinting 
of store name, if desired. (Please allow 
two weeks.) Ask for them by form No. 

Latch (H36) Screen Hardware 


advertising campaign — | column, 2 col- 
umn, 3 column. Tie them in with related 
products (spray guns, insecticides, tools, 
etc.) For a series of hard selling ads. It’s 
good business. Ask for them by form 


(HIR). No. H83. 





CSTANLEY] 
SCREEN oo 
me oe e.. 








For your windows or a 
wall — wherever it will 
catch the eye of a 
“looker” and change 
him into a hardware 
“buyer”. Form No. 
H83-1. 


aM | 
SCREEN HARDWARE | 


. a 


on oe 


THE STANLEY WORKS 
=e be ce Utero 











A combination check list, price sheet, 
.. three “tools” in one 
x 11” folder. Form No. 


and order form . 
handy 8%” 
H74-R. 

Order your Stanley Screen Hardware dis- 
play items today. It’s not too soon to plan 
for Spring. See your wholesaler or write 
The Stanley Works, Hardware Division, 
381 Lake St., New Britain, Conn. 


THE STANLEY WORKS + NEW BRITAIN, CONNECTICUT 
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THESE TOOLS WERE NEW in 1954 
. Watch STANLEY Go in 1955 


No. 736W. 6 f NEW Ideas 
y— 
a= NEW Tools, 


Spee-D-Grip vege ore ots tere | Rei tage Ye i . _ is 
<i white blade 4%" wide $1.00 NEW Sales Aids Don’t Send a ‘BOY’ 


Pocket Level 


6 on counter card 
a= to do 
Trammel Points | 
No. 14 _* ’ | 
$2.25 pr. e 
gi" Power Bit 
No. 104 : 
11/16" size $2.25 


“Nailmaster’’ Hammer — Wedge Vise 


Sell an underpowered saw to a carpenter 

or builder and you're asking for trouble. 

/ ‘=> They need a rugged saw that can take a 

a rt beating on a construction job —a saw 

that eats up hard work hour after hour 

= without slowing, stalling or quitting when 
3” bar 80¢ No. NSI'2 it's needed most. 

eo | What a builder needs is a Stanley 7” 

H-70 Builder's Saw. Its housing is die 

cast aluminum, light and finely balanced. 


All position handle is one piece and is 


"2000 Line” 


Screw Drivers 








Extension Rule 


easily replaceable. The H-70 is equipped 
with a heavy duty plug and cord with a 
nS no-kink cable guard. 

Power Bit Extension Butt Morker on a Blade flanges protect motor from 
18” long $2.35 S¥y"" cine 8158 shock load telescoping safety guard 
can be pulled back by hand. The H-70 
— Ripping will cut a 2” x 4” at 45°. Cuts stone, metal 

or composition with special blades. 
Complete with combination rip and 
crosscut blade, wrenches and lubricant, 
the H-70 Saw retails for $77.50. See your 
Ne. 818 Ne. 33 ey ey ae wholesaler or write Stanley Electric 
18" long $1.96 No. 125A. $4.50 Tools, 381 Myrtle St., New Britain, 

Conn. 


Push Drill No. 46 
with 4 Drill Points 
$3.25 








Rul . 
“100 Plus” | Congratulations and 
Screw Driver Best Wishes 


Push Orill No. 1006 | 
Merchandiser 4” Bar $1.20 





No. 46M. $13.00 


10 ft. white blade $2.39 


ALL PRICES SHOWN ARE LIST : Xe J Continved 
See your wholesaler or write Stanley Tools, 381 Elm St., New Britain, Conn. —— 




















HARDWARE + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING + STEEL 
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YOU'LL HAVE 
THE NEW AND PROVED 
BEST-SELLING COOKWARE! 


Never before has a cookware 
line been so readily accepted, so 
quickly bought by dealers and 
consumers alike. Never before has there 


been o finer cookwore than Flint-Ware! 


, YOU'LL HAVE A 
i TO STEP UP SALES! | 
' To stimulate extra sales for you ooeesl 
this Spring, we are slashing 


the $5.95 Flint-Ware 1'2-at./ 
saucepan to $4.66. This nage 
terrific cut price offer will run | =~ ee 


from Feb. 11 through Pa 
ows 
| oe 


March 25. Your customers 
will save $1.29... 
your regular markup / Psy 
is guaranteed. Pe. Ps 


am e.. 


YOU'LL HAVE 


‘ey 
\ Be Be will see and read Ekco’s powerful 


\ 
e ° ‘Z —e- national advertising campaign on 
1S 5 rin \ won Flint- Ware in BETTER HOMES & GARDENS— 
Aso EBONY —FAMILY CIRCLE—HOUSEHOLD 


—LADIES' HOME JOURNAL—SUCCESSFUL 


be FARMING—LIVING FOR YOUNG 
oull sell more  \ sss 4 
HOME—SUNSET. A.st9% 33 
TRIPLE-LAYER. VANADIUM STAINLESS STEEL A, 


YOU'LL BE 


FEATURED IN NEWSPAPER 7. > 
= ADVERTISING IN YOUR MARKET! =" 
REN eam AR 63 daily newspapers—with a total 


readership of 45,984,000—will 


tell readers where to buy Flint- Ware. 
an. ever ore ® Moke sure your store is included! 


YOU'LL HAVE A TESTED 
AND PROVED DISPLAY 
me finden THAT SELLS ON SIGHT! 


ae —_— 


nd This brilliant new display has 
} SS everything! Exciting color—flashing 
Xy lights—even “hands out’ literature! 
Entire unit takes up less than 12 


the gtealesl names tn housewares! “ | , ; squore feet of space! See 


your Ekco salesman or Gold Bond 


EKCO PRODUCTS COMPANY Flint-Woare distributor today! 
1949 WN. Cicero Avenue, Chicago 39, Illinois 
Also sold in Canada by Ekco Products Company (Canada) Lid., Toronto 
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WHATEVER YOUR CUSTOMERS’ NEEDS 


Faw BULLET JET 


The original horizontal jet 
pump, pioneered by F & W, 
and forerunner of the V ari- 
jet. Still the best buy for 
many conditions within its 
capacity. %, “. VY H.-P. 
Motors. 450-750 G.P.H. 
@ 10 f,, & 20 PSL 


YOU CAN MEET THEM EXACTLY WITH FeW! 


FEW VARIJET BULLET 


The world's leading shallow-well 
pump. Pumps 40-70% more 





woter, yet reduces motor lood and current 
consumption, thanks to exclusive design patent. 


%-% H.P. Motors, 720-1800 G.P.H. @ 10 ff. 


& 20 PS. 


FzW PUMPS GIVE COMPLETE 








FEW MULTI-PURPOSE 


Converts from shallow to 
deep-well by moving jet 
off pump down into weil. 
No extra ports to buy. 
“%, M%, 1 HP. Motors. 
Single-stage pressures 
to 60 Ibs. and 450-950 
G.P.H. @ 10 &. & 20 
P.S.1.; 2-stege to 100 Ibs. 
and 540-810 G.P.H. @ 
10 ft. & 20 PSA. 


Faw 
IRRIGATION TYPE 


High capacity, high head 
pumps, ovoilable with | 
or 2 stages, especially 
designed for irrigation, 
Gir-conditioning, and di- 
versified industrial uses. 
4-7, H.P., 1 & 3 Phase 
Motors. 17-166 G.P.M. 
@ 15 &. & 20 PSL 





yd 


FaW MULTISTAGE 


Centrifugal pumps, ovailoble with 2, 3, or 4 stages, 
offer greater capacity per horsepower. Also give you 
cortridge-type rotary seal, priming voive and air pump 
ing device. %-5 H.P. Motors. 2100-7200 G.P.H. @ 10 


ft, & 20 PSA. 















There’s an F & W Water System to meet every well-depth 


and capacity need exactly. This means that you can satisfy 


all demands with F & W, and serve your customers better. 


Not only that, you have the advantages of F & W’s 88-year 


record of dependability, engineering leadership, and ex- 


clusive product advantages to help you sell. Take a look 


at F & W’s line-up for shallow-well service, and you'll see 


at a glance why it not only gives you most complete cover- 


age, but the sales leaders as well. Write for full details today! 


FLINT & WALLING MANUFACTURING CO., INC. 


188 Oak Street, Kendaliville, Indiana 


Branch Warehouses and Offices in Albany, New York; Orlando, Florida; Shreveport, 
Lovisiana; Cedar Rapids, lowa; and Charlotte, North Carolina. 


FEW ECONOMY 
MULTI-PURPOSE JET 


The economical, multi-purpose 
jet equal in capacity to any 
compeorable type, yet priced 
to meet volume competition 
Y%y HP. Motor. 350 G.PH. 
@ 15 f. & 20 PSL 


FEW PACKAGE PUMPS 


For easy-to-handle, easy-to 
sell, easy-to-install business, 
5 F & W Shallow well Pumps 
ore available packaged com- 
pletely assembled with tanks, 
pumps ond occessories. No 
extra ports to buy and stock 
These include the VARIJET, 
the Bullet Jet, the Multi-Pur- 
pose, the Economy, ond the 
Piston types. 





Faw GAS 


ism t available, 
2-stage 


SHALLOW-WELL COVERAGE 


DRIVEN PUMP 


Where electricity 


this 


centrifugal 
pump, powered with 
2 4.P. Gasoline En 
gine does the job 
beautifully. 
GPH @10. € 
20 P.SJ 


2100 
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You're linked to 


steady sales with 
HODELL CHAIN 


There's always a demand for chain, the year around. 
Whether you sell to home or farm or industrial customers 
... you'll want a dependable source for a complete line 
of chain to meet the demands. You'll find that Hodell... 
with a full line of high-quality welded and weldless chain 

.. can fill all your needs. 

Hodell helps you sell by making a variety of chain 
assortments and many hardware specialties for your 
profitable chain merchandising. 

Leading hardware distributors will take your order now 
for Hodell Chains. For complete information on the 
Hodell line, write for your Hodell catalog today. 


TYPES OF CHAIN: Jock, woven sash, safety, pump, Bulldog, Samson, 
register, stamped sash, BBB coil, proof coil, Liberty machine, Liberty 
coil, passing link. Congratulations to 
HARDWARE SPECIALTIES: Dog and halter chains, cow ties, log —-UBBARD, SPENCER, BARTLETT & CO. 
Sa , W Cy = 
Gi LY NI955 
} we veams oF semnce | 
4 ‘a AY 
, 


—- 





industrial 


chains, porch swing chain sets, tie-outs, kennel and exerciser chains, 
anti-cow kickers, wagon cand utility chains, chainvenders, household 
chain assortments. 


ATTACHMENTS: Swivels, snaps, eyebolts, S-hooks, toggles, ceiling 
hooks, grab hooks and slip hooks. 










h Missaee. sroncee 
\ gaenuerr a co.7 
tt , 
AS ae 





HODELL CHAIN COMPANY e« Cleveland 3, Ohio 
— Division of The National Screw & Mfg. Co. 


altionea / 


Fasteners L Ff Hodeli Chains a Chester Hoists 
’ . 
YY 4 ] 
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stwing 
| ers and 
ORGED 
.. no welds, 
. This exclusive 
ature eliminates the 
ind expense of loose or 
bred handles and assures 
ect, permanent balance year 
bund. 


The non-slip genuine leather grip 

is most comfortable and durable in 
all exposures. Estwing's irresistable 
appeal to eye and hand means 
increased sales for you, 
satisfaction for your customers. 

Be sure to offer a complete 
selection for all jobs. 


MARK OF THE SKILLED 
FOR OVER 30 YEARS 


Lege RR eh RE a 


’ | ‘ a SD 
33% +488 ) F ia ad ey, 


meesee §reme 7 é 
Beevers ae 
yf 


ESTWING MFG. CO., ROCKFORD, ILLINOIS, U.S.A. 
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Your Sales will Z-0-0-M with 








Y The improved hollow wall 


SCREW ANCHORS 





QUICK ‘“KNEE-ACTION” 
FOR EASIER TIGHTENING 
Reliefs at knees allow expansion of 


wings with much less screwdriver 
torque. 


RIBBED WINGS FOR POSITIVE STOP 


DES = Special rib : . 
NO MARRING OF WALLS OR FINISHES : pecial rib feature provides a posi 


> tive stop, assures a secure 
WITH EXCLUSIVE “OUTSIDE” WRENCH ‘ . installation. 
Fits holes in collar and holds WALL- ; oy 
GRIP if it turns while tightening — ~~ ©, “ 


slips out automatically when WALL- 
GRIP is set. 


This attractive help-yourself counter display gives eye- 
level point-of-sale to popular sizes of WALLGRIPS. Metal- 
edge standard package in attractive colors — clearly 
labeled for quick customer service. 




















NATIONWIDE CONSUMER ADVERTISING | 


HARD-HITTING MERCHANDISING PROGRAM 





NATIONALLY KNOWN PARENT CORPORATION 





a pivision of KX STAR EXPANSION Bott CoMPANY, 


(imeoaroneteo) 
BRANCHES in Ait a. ae esviregg 














Reece | een 


electrical supplies + Wardwate Dealers Special | 
aly Pee SS es 






Famous Nationally-Advertised 


sms BROOKPARK | 





Non-Chipping Melmac® Plastic Dinnerware 


Royo! monvfoctures ao full line of in- al 
svloted wire ond flexible cords for a Ilouwse Beautihal 
wide range of uses. Popuylor assort- 

ments ore ovoiloble on steel dispensing 
rocks, as follows: 


ROYAL NO. 1 DEAL 


2750 ft. No. 18 Type C Green and 
Yellow 

250 f+. No. 18 Type PO Lamp Cord 

250 ft. No. 18 Type SP Lamp Cord 

250 ft. No. 18 Type SJ Cord 

250 ft. No. 18 Type HPD Heoter Cord 


ROYAL NO. 2 DEAL 
500 ft. No. 18 SP-1 Brown Lomp 


2530 ft. No. 18 SP-1 White 
250 ft. No. 18 SP ivory Lomp 








250 ft. No. 18 SV Service Cord 4 
250 ft. No. 16 SJ Service Cord 4 


and EXTENSION CORDS 


Our new cotalog No. 3-54 il- 
lustrotes ond describes the ex- 


ais ROYAL gem HOUSEHOLD APPLIANCE 


tensive line of Royo! Quolity 
Cord Sets the populor, fast 
turn-over line thet hordwore 
stores prefer. 








POWR-KORD 
HEAVY DUTY EXTENSIONS 


The ovtstending line of rubber-jaecketed 
extensions fer power teels, gerden 
equipment, appliances and 101 other 
vwses. Meolded-on cop end connector, 
lengths from 10° te 150’, wire sizes 
Ne. 18 te Neo. 14 








Only 5 square feet of space for display and 


4 See: 2, Ce FUSES r — =e inventory. No sons in stock to cut into your profits. 
| Brookpark won't break! Your customers can handle 
—_ _— | 


it ond serve themselves. 








ROYAL “Crystal” 
the ORIGINAL glass-top fuses 


The fevorite fuses of retailers and 


Complete! 
veers for o quorter century 


in the famous S-pack box or self- At your regular discount price for the merchandise, 






NX 24 mn 





service bogs you get the display rack, too! Fast turnover. 
Ask your jobber for details on 
ROY AL-NOARK B 
CARTRIDGE FUSES SS 
5 woys better... on the inside, where VATIONS _ ROOKPARK 
it counts! | to 600 omps, in convenient ee Qn .1955 
packoges. 


LONE 





=, 


international 
molded plastics, inc. 
Cleveland 9, Ohio 


Ask your wheleseler fer complete caotelogs < 
ROYAL ELECTRIC COMPANY, INC. 
PAWTUCKET and MANVILLE, R. |}. 
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Complete line of baking 
and household tinware. 


FUNNELS 


CAKE PANS 


BREAD PANS 


Also 


Coke, Cooky 
and Muffin Pans 
Colanders, Sieves 

Fiour Sifters 

Drinking Cups 

Wash Bowls 

Five Stoppers 


All Bost Selle! 


grhthod 


RETAILERS KNOW the profitable 

advantages of selling 

MASTR-LOK Stove Pipe — the 

original pipe with a patented 

locking device. Their cash registers 

give them regular proof that 

MASTR-LOK is the most-wanted, 
fastest-selling, and most profitable stove pipe! 


THERE'S EXTRA PROFIT IN 
BLU-PRIDE ELBOWS 


That's because 12 elbows come nested in a 
special octagonal carton. This means less ship- 
ping costs...assures you of always receiving 
your elbows clean and dent-free...means your 


costs are less all the way around! 


Write us today for more information and the 


name of your nearest MASTR-LOK Wholesaler. 


THE PARKERSBURG STEEL COMPANY 





Waste Baskets 


Send for Price List end Cofclogs 


HARDWARE AGE, JANLARY 


20, 


PARKERSBURG, WEST VIRGINIA 


The Home of MASTR-LOK Stove Pipe, “blu-pride” Steelwore and **brite-pride”’ Tinware 


1955 


ride 


woe 


; . 
> 


aM 


The only trade-marked 
nationally promoted line 
in its price bracket! 


DRIPPING 
PANS 


LOAF PANS 


BISCUIT PANS 


DOUBLE 
ROASTERS 


From your supplier of stove pipe 
and elbows for the past 50 years 








As indicated by this old sales book entry, the 
association between Hibbard, Spencer, Bartlett 
& Co. and Lufkin has been mutually satisfactory 
for over three-quarters of a century. 
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Congratulations to f 


HIBBARD, SPENCER, BARTLETT & CO. 


on its 100th Anniversary 


UFKIN 





QUALITY 
LEADERSHIP 


has made this long associa- 


tion possible. Today, as in 
the past, Lufkin tapes, rules 
and precision tools are qual- 
ity leaders and they are com- 


petitively priced. 


To serve yourself and your 
customers best, turn to Lufkin 

.. the only manufacturers of 
a complete line of measuring 


tapes, tape-rules and rules. 





> New White Clad ‘Banner’, a fast 
> se‘ling, durable white tape in 25, 
50, 75 and 100 ft. lengths. 


iT PAYS TO SELI [UF KIN 


TAPES @ RULES @ PRECISION TOOLS 
, ORDER THEM FROM YOUR HARDWARE JOBBER 


339 





THE LUFKIN RULE COMPANY, SAGINAW, MICH. 
132-138 LAFAYETTE ST... NEW YORK CITY @ BARRIE, ONTARIO 


156 


WRENCH RACKS 











NEW 


VLCHEK 














Six Double End Wrenches 


Long. narrow bar—narrow, stream- 
lined jaws for operations in close 
quarters. Chrome plated, bright heads 


® Attracting people, promoting sales 
every minute of the day from the time 
the store opens until it closes — this 
is the job of these eye-catching, sales 


making display racks. 


As displays for dealers, they take but! 
little space on counters. Dark blue in 
color, they set off the tools to advan- 
tage. Of plastic, they are light and 
durable. And they sell sets. 

As racks for users, they rest on bench 
or hang on wall. They present the 
tools for convenient use. 

With each of these sets, we supply 
a rack or a plastic bag. Some users 
want the bag, others the rack. Rack or 
bag is included in the price of the set. 
Write for prices and catalog sheet. 
Put these wrench racks to work— 


and watch sales go up 


Our hearty congratulations to 
Hibbard, Spencer ond Bartlett 
on their 100 yeeors of service 


the hardwore industry. 


to 


THE VLCHEK TooL co. 
3001 E 7th St Cleveland 4, Ohic 
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SI-CLONE SAWS 


PULPWOOD SAWS 
AND FRAMES 








SIMOND 


You rope in extra profit, ride 
herd on paper work, when you 
sell all these famous money- 
makers in the Simonds Hard- 
ware Line. Here’s a big quality 


package with Si-Clone Saws, 


Factory Branches in Boston, Chicogo, Sen Francisco ond Portiond, Oregon 
Cenodion Foctory in Montreal, Que. Simonds Divisions: Simonds Stee! Mill, Lockport, N.Y. 
Simonds Abrosive Co. Philo. Pa. ond Arvide, Que., Conede 
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“RED TANG” FILES 


“RED END” HACK SAW BLADES 


“CRESCENT GROUND" 
CROSS-CUT SAWS 


“BLUE TIP" BITS AND 
“RED CIRCLE” SHANKS 





: ~ . 
= > . - 
. > 


DWARE LINE 


‘‘Red Tang”’ Files, ‘‘Red End”’ 
Hack Saw Biades, Buck Saws, 
Cross-cut Saws, ‘““Blue Tip’”’ Bits 
and ““Red Circle” Shanks. Think 
of it, good profit, steady sell- 


ers with one quality stand- 





ard 


will pay you to start stocking ’em 


the highest you can get. It 


right away. Get details from your 


jobber or local Simonds Branch. 


SIMONDS 


| SAW AND STEEL CO. | 
— j 
FITCHBURG, MASS. 
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Complete with Fasteners 
No Cutting—No Waste 
Small Refill Packs 
Minimum Inventory 
100% Dealer Profit 

14 Multi-Purpose Mouldings 
Cover Most Customer Needs. 
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CHROMEBRITE MERCHANDISER DEAL: 
1 Dozen each of 10 popular Stainless Stee! _— 















































































































3 salable somP ee 


of No. 20 
Binding 


Mouldings. Retail Value $147.24. Dealer Cost $73.65 
DISPLAY MERCHANDISER, welded steel! 





trimmed in chromebrite........ FREE 
aeant §& 4 EXTRA SALABLE SAMPLE TRIMS 
vaALuE oO Retail Value $7.42... s FREE 















gee 


NOTHING 


United’s Moulding Merchandiser is com- 
pact, occupies only % square foot. 







UNITED INDUSTRIES, Inc: 231 5S. LaSalle Street, Chicago 4, Illinois 
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Deluxe TRAVELITE . ‘ 


@ Brilliant Beam aN 


@ Red Fiashing Signa! 


@ Pivot Base—Piastic 
Handle 


No. 960 $6.50 


Retail 












TWINLITE @ Reflector with Lifetime Polish 





’ h 
@ Exclusive Twin Switches <= +. iF 
Pivot Base Mresaes. §& : 


>) Seernerr a CO 
ty . 
. ot 


@ Plastic Bail & Easy-Grip 
Side Handle 


No. 872 $4.95 


Retail 


oe oe: ee 2 ome oon mes 


TWO RIVERS, WISCONSIN 
Chicago Office Merchandise Mart * New York Office: 200 Fifth Ave 


" = me —— _ 
: iy £ :- ; Tha lS 
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SAYS PETER PUTTER... 


“Millions of people need it!’ 


SCHALK’S TILE PASTE 


Everybody who has a bathtub (and there must be twenty 
million of them in this clean land of ours), a shower stall, a tile 
floor or wall, a sink, a basin, needs Schalk’s Tile Paste sooner 
or later — and mostly sooner. So why not put it where it belongs 
in your store — front and center? 





There is no product Schalk Chemists produce of which they're 
so proud. And here's why : 


P\A\S|TIEY 


3 
' 
\ 


Schalk’s Tile Paste is white, flexible, waterproof. It doesn’t 

Waterproo merely repel or resist water—it's truly waterproof! Uncle Sam 
= (who watches such things) lets us sy WATERPROOF 

roo! on the label. And the product does what it says! 


' 
' 
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Shrinkp 
ge Schalk’s Tile Paste will stick to metal, glass, porcelain, 
Dries wht! wood, fabric. And, brother, when it sticks it stays stuck — 
mr regardless of movement or vibration. 
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Stays flexible 
— Schalk’s Tile Paste can be used to seal cracks around 

Can't crack J bathtubs, shower stalls, sinks ; to reset loose tile of any type; 
a to repair soap dishes, towel rods and other bathroom and 
kitchen fixtures ; to mend crockery ; to repair water tanks and 
what-not! It is the great sealer and adhesive that works 
equally well on porous and non-porous surfaces. 


® " a 
—_—>" 
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To top it off, Schalk’s Tile Paste is smartly packaged in the 
tube with the applicator nozzle. Result? 
It’s as easy to use as writing your own name! 











Yes sir, Schalk’s Tile Paste has everything —including a healthy 
profit for you, Mr. Dealer. So order from your jobber 
today ! Schalk Chemical Company, Los Angeles and Chicago. 
OUR CONGRATULATIONS TO 
HIBBARD, SPENCER, BARTLETT 
& CO. of Evanston, Illinois on the occa- 
sion of its 100th Anniversary. It Is a 


source of genuine pleasure to Schalk SCHALK CHEMICAL COMPANY 


Chemical Company to have served FACTORIES: LOS ANGELES AND CHICAGO 
Hibbard, Spencer, Bartlett & Co. for so 


many pleasant years. They are more than 
good customers — they are good friends. 
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THE ULTIMATE IN BUY-APPEAL! 
new 2-and 3 -slice 


: titi) POWERMATIC TOASTERS 
TAWA A2LIGTAN! 


TAKES THE BREAD RIGHT OUT OF YOUR FINGERS! 


The 2-slice model has already proved itself an 
outstanding seller from coast to coast. And 
now the 3-slice model (for king-size fam- 
ilies) is enlarging the fine toaster market 
for hardware retailers. Both feature Power- 
Action, which automatically lowers the 
bread, toasts it perfectly, and serves it up 
fast—all by itself! 











Geta “TOLEDO” 
“and you 
get the Best! 


AS 
pe Leth 256) 
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TMASTER PROOUCTS DiviSION 


M; Me Graw Llectric LO. 





TOLEDO 









’ = ASTMASTER” is a Seniees trademark of Mctiraw ~ g50 
Electric Co., makers of ‘“Toastmaster,’’ ‘“Manning-Bowman,”’ 
a! : Tropic-Aire’’ Electric Housewares, and ‘“Toastmaster’’ ; 
Water Heaters Retail 
HH cavy Bo 3s Sip tae areata ae G9 i, i Te glace 3 pete 
* * 


— WRENCH 


Unconditionally Guaranteed 






% Single Spring—gives quicker, 
easier setting 





f a 
i Be erecn f 
y HMiesanD. SPencee. 
\ Saarcert a ce, 
Sin gp 
: During the last 75 years of 


* Replaceable Jaws Hibbard, Spencer, Bartlett’s 100 
* Improved Hand-Grip years of growth, this famous 
d& Sizes 6’ to 48” distributor has purchased Star 


Hack Saw Blades. They were 
Order from your supplier today. 


unable to do so earlier because 
Congratulations 


Clemson Bros., Inc., has only 
been in business for 75 years. 

and best wishes for 

continued success to . 





This mutually satisfactory re- 
lationship is a splendid example 
of the benefits we have gained 
by our policy of selling all our 
products through recognized 
distributors exclusively. 


CLEMSON 


CLEMSON BROS., Inc. 
MIDDLETOWN, WN. Y., U. S. A. 


Meokers of Hand end Power Hockscew 
Blades, Frames, Metal and Wood 








from the is leader in Pipe Tools! 


THE TOLEDO PIPE THREADING 
MACHINE CO. « Toledo 4, Obie 





- - Cutting Bend Saw Blodes and 

Builders of the TO DO Pipe Threaders | Clemson Lown Mechines. 

World's Finest anew ; ~ Pipe Wreeches 

Pipe Teols yor Power Pipe Machines * * 
here 
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MULTIPLE 
PROFITS 


from single packages 


® The do-it-yourself demand is big for these 
Standard Metalworking Drill Sets. Profits 
are high because each sale moves five 
drills. The drills are made of high speed 
steel for long life. Special fast starting 
points prevent slipping and shifting 
on thin metals. Shanks are \" for 
use in electric hand drills. Pack- 
aged in plastic box. 

Ask your hardware wholesaler 
for Standard Metalworking 

Drill Sets No. 45. 


STANDARD TOOL 
Lo ng ratlalales 
HIBBARD, SPENCER, BARTLETT & CO. 
on ths 00408 chnniversa ‘y 
serving the Mliddle Hhost 
f 9 “Ap +o y, 
100 YEARS OF SERVICE ‘ 
' Mies beet i 


\\Seerert a Co J 
‘ j 
be of 


No. 45 METALWORKING 


DRILL SET ' 
Five High Speed Steel Drills, syn, ( 
sizes Va", “Ac”, Me", "We", Vr’. ” —)¥ 
Drills have %" shank. bt e 
3950 CHESTER AVENUE CLEVELAND 14, OHIO 


FACTORY BRANCHES IN: NEW TORK © DETROIT @ CHICAGO « DALLAS © SAN FRANCISCO 











HIGH SPEED AND CARBON DRILLS FOR METAL, WOOD AND MASONRY 











NEW! Colortul Box 
for All CHICAGO Skates 


Ny | tna. 








CHICAGO Quality + Beautiful Boxing = Easy Sales 


Now! You have a winning formula! A distinctive new red and 
blue skate box is combined with famous CHICAGO quality to give 

you America’s greatest skate cs Colorful 
new boxes make eye-catching displays . . . 
spruce up your skate department . . . and boost 
your skate sales. 


é. Bos : = S tneSilent#lash 
oP — — <o —— 
ubber Tire Skate 


| a Sel! the smoother faster skate every young- 
iye | NS ster wants. They like to “roll on rubber” 
\Y z It's magic how effortless skating can be. 


These famous skates are all dressed up, too! 








Greater Advertising Support, Too! 


Your prospects’ sales resistance wilts when t see CHICA- 
GO's sales-packed ads in: Parents’, Child ~y 


Life, Ebon 
Life, Seventeen and . second 





4456 West Leke Street © Chicago 24, Illinois 











Buy ATLAS! 


Boost Profits 5% 


Right! By using one source for tacks, 
nails, brads, glazier points, glides and 
thousands of other allied products, 
you can increase your profits on these 
items 5% and more. One source — 


ATLAS — means less paper work, 
prompter shipments, easier stock in- 
ventory — a saving in time that puts 
money in your pocket. 





4 
"he wat 


These are just a few of thousands of 
ATLAS items. You know them; your 
customers know them — and depend 
on ATLAS quality. Ask your whole- 
saler for the complete list — and let 
him show you how “one source” buy- 
ing can bring you greater profits. 


Since 1810 
Atlas ttn 
FAIRHAVEN, MASS. + HENDERSON, KY. 


Mekers of the lorgest voriety 
of tocks ond nails in the worid. 
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ALUMINUM FOIL- WAXED PAPER-PAPER TOWELS 


TRIP/DECK DISPENSER 


At last a dispenser with a positive locking action. Use one hand— 
pull out the length required, and tear... the lids stay closed. 


Mounted on the wall—standing on the shelf or counter . . . Trip-L-Deck 
dispenses aluminum foil—waxed paper and paper towels... con- 
veniently, quickly, economically. Trip-L-Deck Dispensers are made by 
NATIONAL CAN, long the leader in lithographed metal housewares. 


DISPENSER SIZE 12°88" WIDE by 7°58’ HIGH by 5° DEEP 
INDIVIDUALLY BOXED PACKED 6 TO THE SHIPPING CARTON 
SHIPPING WEIGHT 24 LBS. PER DOZ 


USE ONE HAND 
STAYS LOCKED AS 
YOU TEAR 
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> Guorenteed by ~ 
Good Housekeeping 
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Plenty of knee and leg room for perfect ironing ease. 
Perfected adjustability! Finger-tip touch adjusts to 
ANY desired level between 24” and 36”. No fussing 
with slots, holes, stopping pins or catches. 


Safety lock 


inadvertent 


prevents 
lowering 
below 24” height. 


Wide, firm, wobble- 
proof, non-skid feet. 


Ventilated 15°x54 top, 
with rolled, snag-proof 
edges. ” agunt't aniek 


Enticing eye-appeal in two beautifully styled models: 
No. 


Blue enamel top. 


1900 DeLuxe with chrome legs and feet, Azure 
No. 1800 finished throughout in 
Azure Blue enamel. 


Unequalled price appeal! Both models are priced to 
retail SEVERAL DOLLARS LOWER than any 


similar adjustable ironing table. 


One unit delivery, fully assembled 
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Newest, lowest priced, completely 
adjustable, all-metal ironing table 


THE NEW 1955 


LOTS OF KNEE ROOM...PLUS 
INFINITE HEIGHT ADJUSTMENT 


BETWEEN 24 AND 36” 


...now shipped completely assembled 








Promotional 
record-breaker! 
The famous 
ARVIN STANDARD 


Ne. 1200 An amazing vear- 
‘round selling success—the 
lowest-priced, largest -selling 
all-metal “standard non 
adjustable) ironing table on 
sale anywhere. Azure Blue 
enamel finish. 








ORDER NOW FOR PROMPT DELIVERY! 
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TI07 BROADWAY, NEW YORK CITY 10 . AMERICA 


rm 


N FURNITURE MART, CHICAGO ’ 


NATIONALLY 
ADVERTISED 











Free mat service and layouts on request 







Congratulations 
te 


HIBBARD, SPENCER, 
BARTLETT & CO. 


on its 100th 
Anniversary 
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Attractively printed to catch your customer's eye, this complete 
Perforated Board Fixture Merchandiser uses only 16x 20 inches 
of counter space to sell the most popular types of fixtures — and 
return you a nice profit. 

The K-2 contains: 

® Balanced stock of the 18 best selling fixtures. 
® Section of Perforated Board for Fixture display 
® Literature rack and supply of literature. 


Cash in on the “‘impulse-buy’ customer by putting the new K-2 


Merchandiser to work on your counter RIGHT AWAY. 


Order this money-making mate to the K-! Merchandiser through 
your jobber — today. 


The K-1 Merchandiser — compact, self-contained 24° 
x 16° x 44° unit of rigid sheet steel — complete with 
four kits of assorted fixtures, a stock of the nine most 
popular types of fixtures, and a supply of four sizes 
of Perforated Board. 


WitthuchleS \NCORPORATED 


P.O. BOX 333, MICHIGAN CITY, INDIANA 


1955 


MORE PROFIT 


from less space... 











HIBBARD 
SPENCER 
BARTLETT 


& COMPANY 
























maintenance hand 
tools wish you well 


on this, 
your 100th 
Anniversary! 


CONTINUED 
SUCCESS 
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Cengrotulctions te Hibberd, Spencer, Bertiett & Co. 
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10-ft. Steel Tape 


STANDS UP STRAIGHT 


for UPRIGHT 
MEASUREMENTS 


Those long upright measurements are easy 
and accurate with this new EVANS King-Size 
10-ft. White-Tape. The 33% wider blade 
(full 44°) stays straight up without bending 
_ or buckling. You get a free belt clip and Tenite 
utility case with every tape. Sliding end hook 
for inside or outside measuring and... 











it's marked so you don’t have to figure! 
no other tape is marked this Evans way. 








TTI TTT TT 
F 10 fe 7 2 F | 


1 

















Whichever way you work, in inches or feet and inches, 

you read instantly without having to stop and figure. 
The EVANS King-Size White-Tape Is the Top 10-ft 

Tape Valve at only $232 RETAIL EVERYWHERE IN U.S.A. 





THE Pm 
ONLY e/ 
i2-FOOT 
POCKET 
WHITE-TAPE | 


Steadard blade ~< 
Va"" wide 


another 7 pat: 
EVANS ae #* f= 5 
value— fans —_ a Ce 





Ke Be 
- ERE Ky This L-O-N-G-E-R 

ow, @ poc ee S 
tape that measures |, 2 Pocket White-Tape only $] 89 
full 12 feet — elimi- 
the inconve- 
nience end imaccu- 
racy of adding two 
measurements as you do with shorter tapes. Exclusive EVANS double markings 
(same as King-Size above). Chrome plated case is no bigger than cases for 
shorter tapes. Self-adjusting sliding hook for 100% accurate imside or outside 
measurements. Each tape packed in FREE transperent Tenite utility case 


RETAIL EVERYWHERE IN U.S.A. 


Let us help you sell more tapes. Write for free supply of leaflet 10-HA 


—_ = 








400 Trumbull Street, Elizabeth, N. J., U.S. A. 
Makers of Evans “Long Tapes” —25-50-75-100 (t and Evans 6-{t Folding Rules 
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TO . 


HIBBARD, SPENCER, BARTLETT & CO. ~% 


Twenty-hve years after Hibbard, Spencer & 5 
Co. started business they discovered Wick-  & 
wire Brothers “Cortland” quality and placed 

their first order. Today, this century-old Chi 

cago firm, now Hibbard, Spencer, Bartlett & 

Co., has been stocking and selling Cortland 

Brand Wire Screening for seventy-five years 

and for many good reasons. 


Cortland Brand Wire Screening is the finest made 
It is popular with customers and profitable for 
dealers. Its new, multi-wire edge adds strength, 
rigidity and longer wear. This screening lies flat 
when unrolled, is easier to cut, to handle and install 


F 


Our good friends and good 
customers for over 
30 years : 
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oe YEARS OF SERIE 


NAILS BRADS POULTRY WETTING WIRE CLOTH 


WICKWIRE BROTHERS, INC. 
BURNS Mig. Co. Syracuse, N.Y. Cortland, N. Y. 


\ “eeeaee Sremces 
) geencerra co 1"4 
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SPECIAL 
GARDEN HOSE 


REINFORCEMEN! 


ony § 










ew! 
MISIBL 


TIRE-CORD REINFORCED 


YOUR CUSTOMERS RETAIL FAIR TRADED* 


CAN ACTUALLY SEE REATTACHABLE 
THE REINFORCEMENT ppLEX m= COUPLINGS 


THROUGH THE 
TRANSPARENT 
OUTER JACKET 








4 9 FT. 





Based on a new construction 
principle. A simple tightening 
eliminates problems from leaky 
couplings. They can easily be de- 
tached and reattached. 


SPECIAL 
GARDEN HOSE 


PLP PP APA EA OF HF 24 2-4 


@ 141 [g-) {44> 
SibiRNSEe ET TIRE - ~COR DE 
PACKAGED TO ae 


SELL ON SIGHT fare voz act 


AmD \tay 

















Female Coupling 


dP 


IN CASE OF ACCIDENTAL DAMAGE 
Your customer can easily repair 
any damage himself by buying a 
set of Supplex Reattachable Cou- 
plings from you. 


e@ NO HANDLING, RETURN POST- 
AGE or CORRESPONDENCE 
S YEAR 


e SATISFIED CUSTOMERS thanks 
GUARANTEE to UNINTERRUPTED SERVICE 


@ EASY HANDLING OF UNJUSTI- 
FIED COMPLAINTS 


05 FOOT LENGTH O°” - 75 FOOT LENGTH 92” 5 ao ay cxrea swe ror vou 


a oy ys ge eg 
oupling Set ; joame as 
SOLD ONLY THROUGH LEADING JOBBERS NR-55) Only 59¢ retail. 

ORDER FROM YOUR JOBBER’S SALESMAN TODAY! *in states where Fair Trade is in effect 
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Shoulde, 
locking Nu» 









2/, LIGHTER 
3 Tham #ueete 
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GUARANTEED FOR 5 TEARS 
“ teee € a 


3-PLY 


1-PLY TIRE-CORD 
2-PLY PLASTIC 


























1MANSPARENT 
OUTER JACKET 

tough, abrasion- 
resistant. 











TUBE 
of viny! plastic, 
delivers 50% 
more water than 
rubber hose of 
the same bore. 





ome eae 


5 se — e por Oe, ~ } 
REINFORCEMENT ¥ ; | fr 5 im ESE T a j 
knit over the Inner Tube. . ee . BPOS = =~ (Hi VE ip 
Suppiex can be shut off at . oe CORESER . 
the nozzie and left under full pt tla ae : oe 4. 
pressure in hottest sun for 3 > aa 4 « caeth 


days. 
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BE SURE TO STOCK THE COMPLETE SUPPLEX HOSE AND SPRINKLER LINE 


ELAN STANDARD GARDEN HOSE 


e 4-PLY TIRE-REINFORCED HOSE e DOUBLE JACKET CONSTRUCTION: 


has | ply tire-cord, 3 ply plastic. inner Jacket locks high-tenacity rayon Tire-Cord 

| * to Inner Tube. Abrasion resistant Outer Jacket * 

e PLASTIC INNER TUBE DELIVERS 50°/, MORE is opaque for additional sunlight resistance. 
WATER than rubber hose, gives longer, uninter- 


rupted service! e 10-YEAR GUARANTEE! 





FREE STORAGE REEL * REATTACHABLE COUPLINGS 
ONLY $895 FOR 50 FT. RETAIL FAIR TRADED 


oe Se OE Oe OE RE RE Se RS OMS SRN ERNE 


RAN ~E lexi SPRINKLER 


e EVEN DISTRIBUTION AND MAXIMUM COVERAGE e PATENTED* TRIPLE TUBE CONSTRUCTION 


— Hundreds of tiny openings (on upper side assures “‘lay flat’’ sprinkler with upward spray 
only. 








only) act like self-regulating valves and provide 
safe, even water coverage over a rectangular @ AS LITTLE AS 25 LB. PRESSURE NEEDED FOR 
area up to 50 ft. by 20 ft. MAXIMUM COVERAGE 












25 FT. LENGTH COVERS 25’ x 25’ AREA (625 SQ. FT.) $998 Fair TRADED 
50 FT. LENGTH COVERS 50’ x 20’ AREA (1000 Sq. Ft.) $598 Fair TRADED 
PRICES INCLUDE STORAGE REEL 


£oonille SPRAY-SOAKER 


@ SAFE, INTENSE WATERING of flower beds, narrow strips, e STABILIZING FINS ASSURE PERFECT SOAKING, keep perforated plastic tube 
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shrubbery, etc. by upward spray only. from rolling and twisting. 
oa oe EVERY CUSTOMER CAN USE 100 FT. — OR MORE! Can be used as a perman- 
pe tonal _— ent unit under foundation plantings, in vegetable rows. 
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$329 For 50 FT. $598 for 100 FT. 


FAIR TRADED 



















oU.S. PAT. BO. 2.621.075. OTHER PATS. PENDING 
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ADVERTISED... 












































Congratulations 

to an “oldster” 
from a “youngster 
of 52 years 


A company’s 100th Anniversary 
is a memorable milestone. 

To Hibbard, Spencer, Bartlett 
and Company, we extend our 
admiration and respect, and our 
hope that when we celebrate 
our centennial we will still be 


helping to supply your needs. 


SCHLUETER MFG. CO. 
$T. LOUIS 7, MO. 


SELL MORE TACKS 












EVERY DAY! 


You can double your tack 
business with this stand 


Pick your own 
sizes and choose 
your own assort- 
ment from your 


this stand 


Choose your own 
assortment 





When you do business with 
Cross there are no “trick 
deals” to load you up with 


obsolete or unwanted sizes. 





Most of the people who come 
into your store need one or more boxes of tacks right 
now! They will like Cross sterilized tacks because 
Cross makes the cleanest, sharpest tacks in the world. 
W.W.CROSSCO. * JAFFREY, N. H. 











—_$ $$$ - _-- ae —_—— 


(CHIEN - 
Builders Specify SPRING TINGES 


@ Modern Factories 

@ Office Buildings 

@ County, State and 
Federal Buildings 

® Ships of Our Navy 


And the New Luxury Liner 
S.S. United States 
Every year more and more Architects 
and Builders are specifying Chicago 
Spring Hinges because they are care- 
fully designed with many superior 
features. They are smart looking and 
streamlined to harmonize with mod- 
ern architectural requirements 














“Spring Hinges of Quality" 





, Hieeaeo a 
Type BU2001 "  -eage “? / 
“Triplex” x 


Chicano Sprina Hinae Co. 


1500 CARROLL AVE:, CHICAGO 7 iLL 
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CONGRATULATIONS T0 


HIBBARD, SPENCER, BARTLETT | 
AND COMPANY | bee 


With Nylon Rollers 















Nterlin q. 
sets the 

standard in 
sliding door 


hardware 








on their 100 YEARS OF SERVICE 





Standard Header. . 
Track Apron is Trim. 
Only 1” Headroom 


from... 
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Through extensive research 





America's finest fans for the home 


GUARANTEED FOR FIVE YEARS No. 1058 Leck 


For By-Passing Doors 


and engineering, Sterling 
has pioneered and perfected 


many new ideas which 





simplify and improve 
sliding door installations. 


6 speed 
PUSH BUTTON 
CONTROL 
“Reverse-Air™ 
“List Price, «S04 


Sterling is the most imitated 
sliding door hardware. 





The new locks, hardware 
and T-Krame pictured here 














No. 1036 Lock 


For Pocket Doors embody'many new ideas. 


— 





- 


Builders everywhere depend 


ee 
ee 
Sel 
~~ 
| tell “ 
Fah 
alice 


on Sterling Hardware for 






advanced design and 

Color coded push buttons provide 3 speeds on exhaust—3 speeds on intake ' 

in 20°' mode! with famous Berns Air King slimmed-down styling; smart, safe : 

grille, lustrous Ivory finish. 5 YEAR GUARANTEE 

Other Berns Air King Window Ventiletors available in i0°° and [2 one ; 

and two speed models. manually or electrically reversible No. 1100 Series 
Pocket Door T-Frame. 


All Steel .. Warp-Proof 


trouble-free operation, 








Specify Sterling Hardware 







for your sliding door 
installations. 

















FAN MOBILE 


Growingly popular Fan Mobile Mode! No. FMIé now 
with 17° blede for greater air delivery. Re-styled for 
summer, necter, more attractive appegrance. Mousing 
tilts @ full 180° .. con be raised or lowered No. 700 Series 
or easily removable for separate use. GUARANTEED Track and Hangers 
FOR 5S YEARS. List Price $67.95 ) Specially Designed 


For Pocket Doors 











Merling 


HARDWARE 








CEILING OR SIDEWALL FAN 


Engineered for insteliction in just minutes 
Shaliow 3'/,°° overall depth mounts in side 
woll or ceiling. Aluminum, biower-type pres 


sure biede. Available with 3 speed contro Chicago 18, Illinois 
chrome or white grille. in models delivering 


400 and 525 CFM at end of duct. 5 YEAR SEE OUR CATALOG IN SWEETS 
GUARANTEE. List prices from $26.2 Architectural File ® Light Construction File 


Write for new. 1955 cotalog ae VISIT OUR DISPLAYS: Architects Samples Corporation, N.Y.C. 


Chicogoland Home Building Center, 130 W. Randolph $1. 
BERNS MFG. CORPORATION 


DEPT. HA, 3050 N. ROCKWELL ST. CHICAGO 16, ILL. 

























STERLING HARDWARE MFG, CO. 
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Tor ITEMS 
THAT SELLS 






TO HIBBARD, SPENCER, BARTLETT & CO. 


DO-ALL 
4-Way Flashing Lantern 
with 25 *. extension 
Work Beam-Lite 


KLIPBEAM 
Plug-in Auto 
Spot-Lite 





REVERE COPPER AND BRASS INCORPORATED 


‘ ; 
& wa — ‘Seas mg ae 


Non-Electric Door Chime oan 
You con see caller ) 
Caller cannot see in ; 4£0 


AMERICA'S LEADING MANUFACTURER 
























oat of POWER MOWERS 
Congratulates 
Je mot Hibbard, Spencer, Bartlett & Co. 





ALL-VINYL 
Unbreokable 
Cube Tap 





mususeeill hangmeds Cover ON THEIR 


7 


preted acrosome || 100th ANNIVERSARY 


nationally famous for quality 


Electrical Products | REO DIVISION 
Order now from your nearest distributor, | MOTOR WHEEL CORPORATION 
or write for complete catalog. 3 ai 
CABLE ELECTRIC PRODUCTS, INC. | Lansing 3, Michigan 








Providence 7, Rhode Island setiall 
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AMERICAN CABINET HARDWARE CORP., 


ROCKFORD, ILLINOIS 




















DIAMALLOY 
WRENCHES 


DIAMOND 


The Kind You 
Recommend to 
Your Best Customers 










Because the service they give is a long-lasting 
recommendation for you. 


£ “ % There is 


S/ Nothing finer 
than a ““DIAMOND” 


mee 





Made of special analysis alloy steel, carefully heat 
treated for rugged service, individually inspected and 
tested. 


Nickel-chrome plated, with buffed head, and packed each 
in a colorful individual box. 


sOLD BY LEADING HARDWARE DISTRIBUTORS 


DIAMOND CALK /o/'seshoe Co 


DULUTH, MINN. ESTABLISHED 1908 TORONTO, ONT. 
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street rmnillions «( men! 
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Go Ve we \i ses congratulations to 
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CONGRATULATIONS TO 
HIBBARD, SPENCER, BARTLETT & CO. 





Cotton twines © clothes lines © tying twines © binder twine 
baler twine @® manila & sisal rope © solid braided sash cords 


CORDAGE SALES COMPANY “ts.iix" 





























CONGRATULATIONS TO 


HIBBARD, SPENCER, BARTLETT & CO. 


\. y Mresane., Srancee. 
’ )\ Saercerr & co. 4 
> \ ri 
7 
: YY 





on their 
One Hundredth Anniversary 


THE GEO. W. McGUIRE CO., INC. 
150-31 12th Ave. Whitestone, L. |., N. Y 











GARY SCREW anp BOLT DIVISION 


Pittsburgh Screw and Bolt Corporation 


IS HAPPY TO CONGRATULATE 
HIBBARD, SPENCER, BARTLETT & CO. 





ON ITS 100TH ANNIVERSARY 














AND TO EXTEND BEST WISHES FOR THE FUTURE 





* 
Hibbard, Spencer, Bartlett | 


has distributed 
SURE-GRIP HOSE CLAMPS 
Continuously Since 1898 














During all this time, our pleasant business rela- 
tionship has never been disrupted by dissatis- 
faction on either side. 


J. R. CLANCY, Inc., Syracuse, N. Y. 
— = 
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JE WORLD’s 


_HANDIEST = 
Do-it-Yoursel¢’ S240” 


SALES! 


This bright, new 3- 
color display card with 
Vise-Grip attached is 
really selling tools! 
Fast-moving sales story 





on front of card; pictures 17 uses on back. 
Gets customers to Stop—Read—Buy! Spe- 
cify the new CARDED Vise-Grip next time 
you order. You'll triple Vise-Grip sales! 


MADE ONLY BY A) 100 YEARS OF SéRWICE 


Co. . 
PETERSEN MFG. CO., Inc. Resey — Tye ty, 
Dept. HA-1, DeWitt, Nebr. - 


8 aervert ace, 





+ 
~ 


a 








Congratulations lo 
Hibbard, Spencer, Bartlett & Co. 


AS YOU CELEBRATE 


100 YEARS 


OF MERCHANDISING SERVICE 





| PP.) ee 


 RV-LITE’ 





AND SUPPLY, IN 1955 





We're proud to be 
counted as one of 

the Suppliers of this 
outstanding organization. 


ideal Starters. too. have an enviable record! They or: 





FS-2 15-20W 
FS-4 40W 
FS-5 6-8W-i2" 
FS-4 100W 
FS-12 327W 


e they assure positive a 
snd lonaer life to reactors and fixtures, thus reducing moainter 
osts. Moanutacturers. Wholesolers, Contractors 
Starters tor economy of 


nquiries invited. 


> ance 
noose ideo 


operation, and lasting pertormance 


IDEAL FLUORESCENT 


PRODUCTS COMPANY 


730 South 13th Street Newark 3, N. J. 
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VIMLITE: 


extend sincere 





Hibbard Spencer 
Bartlett & Co. 


on this, their 


lOO. 


Anniversary 


OF SERVICE TO THE TRADE 











Exclusive Manufacturers of R-¥-LITE and VIMLITE 


Arvey-—CorPORATION 








Since 1905 \ Cc y 3462 N. Kimbeoll Ave., Chicago 18, fil. 
ina 
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HINGES 


ADJUSTABLE 
With Ball Tips 





Full Surface Hinge 
No 7 Sive _ 
No. 178—Size 23 ‘ 
Polished Steel 
I inish No. No 


Dull Brass 78 i7K ¢ 
Dead Black "8H I78 Hi 
Dull Japan 78 DI iI78 DJ 
Packed 1 pair in a box with screws. 


DOUBLE ACTING 
Wrought Steel 








Finished No. 
Dull Brass Plated D77C 
Japanned D777] 
Packed with screws ‘5 dozen pairs in «@ 

box 
Nearly ali hardware jobbers handle some 


products im the big CHAMPION line. 


THE 
CHAMPION HARDWARE CO. 
GENEVA, OHIO 
ij it's a CHAMPION it's «@ wisner 

















Hibbard’s 100 Years 
in Hardware 
(Continued from page 126) 


warehouse was able to handle 
volume of orders than 
the older warehouse on State St. 
and with 250 fewer employees. 

Modern as the E. North Water 
St. warehouse was for its day the 
time was approaching when a more 
modern, more efficient warehouse 
was needed. This time Hibbard’s 
left the central business area of 
Chicago. The company moved into 
Evanston, some 10 miles north of 
the river front location and then 
three miles westward to 201 W. 
Howard St. 

Once again, the company made 
some significant advances in im- 
proving warehousing operations. 

The new warehouse is all on one 


new 


a greater 


level, has no elevators, and support 
columns are about twice as far 
apart as in the older warehouse 
where these things took up 12 pet 
of the floor space. 

The new warehouse, with smaller 
amount of floor area, has the same 
total storage capacity as the older 
location. Also, there is a savings 
of some $20,000 annually in the 
wages of elevator operators. 

Mechanical handling equipment 
in the present warehouse consists 
of 20,000 pallets, 11 fork lift 
trucks, 2 tractors, 2 electric trans- 
ports, 1 electric transfer truck, 
1550 hand trucks, and two drag- 
lines totaling 2,900 feet. 

March 22, 1955, thus brings to an 
end 100 years of Hibbard history 
and the beginning of the 
century of progress. 


second 


Humorous Advertising 


Builds Store Traffic 


When merchants in Jefferson, 
Wis., held a special sale last sum- 
mer, Seela Appliance & Hardware 
with the idea with 
humorous advertising. 

The promotion was intended to 
build extra traffic and move shelf 
warmers from all of the participat- 
ing merchants’ stores. 

N.H. and Ted N. 

used a four column by 9 in. ad to 
offer such items as wagon tongues. 
Publicized as “Old Fashioned Bar- 
gains” 


tied in some 


The Seelas- 


these and some more mod- 





You 


Hibbard, Spencer, 
Bartlett 


for the good job you've 
done selling Simplex 
Pump Leathers for the 
last 15 years 


MANUFACTURING CO., 


AUBURN, N.Y. 


INC 

















.. a 59-Year- 


\Webet = Old Youngster 


| CONGRATULATES 
HIBBARD, SPENCER, BARTLETT & CO. 


. our valued customer 
for over 30 years... 
on its 100th ANNIVERSARY 


THE WEBER LIFELIKE FLY CO., Stevens Point, Wis. 








ern merchandise, according to the 
arrived from the 
east by way of St. Louis—and river 


ad, were “newly 


boat.” 

Two other items were advertised 
as having been ordered “for dol- 
lar days, finally arrived via Coon 
River barge.” 

Seela Appliance & Hardware bud- 
gets its advertising expenditures 
at 1.5 pet of estimated annual sales. 
In nine months, says Bill W. Soren- 
son, appliance manager for the 
firm, “we found that it costs about 
$250 in advertising to move about 
$4000 worth of used appliances.” 
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After the 
BIRTHDAY CAKE 
mm Ga « a 


When the cake and ice cream and 
punch are gone, it's good to know 
Hibbard's will be back on the job 
they like best, . . . being one of 
America’s great wholesalers. 100 















































rrygulaldllines 


yeors young, .. . and sure to be 
younger at 200! 


To Hibbard, Spencer, Bartlett & Co. 
our admiration and congratulations. 






| HIBBARD, SPENCER, BARTLETT & CO. | 


on your first 100 years 









h weeaee. Sremcee. 4 

\ gsaernerra co, 

' xf “y 
* at 









WATER 
MASTER 


The Hardware Man's 


TOILET TANK BALL 


America’s Largest Seller 


It’s an impressive record! A century of continuous 







service to the trade as a highly dependable source of quality 
hardware. For this reason, and because it has been our 


privilege to be associated with this splendid organization 


Heartiest congratulations to | for so many years, we of Greenlee salute it today. 
Hibbard, Spencer, Bartlett & Co. 


ere's w o : = 
H — & Co. “Bras _ ) : GRE LEE 


"a HEAVY DUTY 
GAWaAre GAS CANS 

























The easiest-to-sell gas ine on the market’ 
Sturdy, practical E¢ward Gas Cans are ideal for 
portsmen, motorist power garden tool owners 
every DOs & ‘ 
2530 2'/2 Gal. 
Spout Can 





4 proved hard 
ware store profit 








NEW! OIL-TO 
GAS MBASUR 
ING CAP — Im- 
printed rati 
guide instantly 
measures ex a 








ammount of oll-to 
gas mixtures 











No. 503 1-Gal. 
Emergency Can | 
Low price plus quality ) 
features ean volume 
sales. With PATENT 
El reversible spout, 
filter screen and air 
ent dust cap seal and 
ther features 








| 
WRITE TODAY | 
for litereture and 
prices. 


Elward Can Co | 


2332 W. Byron St. © Chicago 18, Ill. 





GREENLEE TOOL CO., ROCKFORD, ILL. 
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To Hibbard, Spencer, Bartlett & 
Company on the occasion of their 
100th birthday we offer warm 
felicitations. Our long and happy 
association with the company 
causes us to be especially inter- 
ested and especially hopeful that 
the years ahead will continue to 
be happy and profitable for our 


distinguished business associate. 


DETROIT BRASS & MALLEABLE CO. 
Detroit 9, Michigan 








SLIDING DOOR HARDWARE 


#5916 DOOR SET—A bracket and hanger set 
with all components (less track) in one package. 
For doors up to 300 Ibs., 1%" thick. 

For catalog, write Sales and Engineering, 56 
Sterling Street, Clinton, Mass. 








COBURN PRODUCTS 


' @ 











WHAT'S NEW? 


Turn to pages | 97-198 of this 
issue. The Quick Check Card 
properly filled out will bring 
you quickly the details on 
new products that interest 
you. 


ITS QUICK—IT’S FREE 

















CONGRATULATIONS 






5 

fap Cele 8) 
) 100 YEARS OF Senet | 
f 4 


ON YOUR 100th ANNIVERSARY 
JACKSON MANUFACTURING COMPANY 


HARRISBURG, PENNSYLVANIA 
Oldest and Largest Wheelbarrow Maker in America 








OUR CONGRATULATIONS 


To HIBBARD SPENCER BARTLETT & Co. 


(5 Ag. ¥, 


, » Hipeaee sramcen. ff ; 
\\Seener a Co. 
An my 
> FI 






FOR 100 YEARS of DEPENDABLE SERVICE 
TO THE HARDWARE DEALERS 


AMERICAN HANDLE COMPANY 
JONESBORO, ARKANSAS 
MAKERS OF HICKORY AND OAK HANDLES 


Serving Hardware Jobbers Exclusively for Over 50 Years 








WE CONGRATULATE 
HIBBARD, SPENCER, BARTLETT & CO. 


peed Ask for our catalog fea- 


4 a. ”) 1955 
: —_ “NO ‘tee . . . + 
it uewri turing a high quality line 
| ae | of Builders’ Hardware 
| aa items. 


815 E. 136th ST. 
NEW YORK 54 























.. HIBBARD, SPENCER, BARTLETT & CO. 


from The Wonder Horse, Wonder Horse De Luxe 
and Wonder Pony. 


WONDER PRODUCTS CO. 


Collierville, Tena. 
(Svwberb of Memphis) 
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we salute 


Hibbard, Spencer, Bartlett & Co. 


The mokers of Carico 





metalware products . . . garden 
supplies, picnic boxes 
housewores . . . join in offering 
congratulations te an old 

friend on this their 

100th yeor 





109-135 MEEKER AVE NEWARK S.N. J 








CONGRATULATIONS 
HIBBARD, SPENCER, BARTLETT & CO. 
ON YOUR 100TH BIRTHDAY 


We are proud to list 
Hibbard, Spencer, Bart- 
lett & Co. as one of the 
leading distributors of 
our products. 





* Baenerr & co, 
_ | . 7 
— bs 


BELOIT BOX BOARD CO. 


















BELOIT WISCONSIN 











‘CONGRATULATIONS 





ANNIVERSARY 
HIBBARD, SPENCER,BARTLETT CO. 





Pt 


L_— 
H ~g HINDLEY MFG. CO. 
—_— VALLEY FALLS, ®. 1. 
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s 
10 million Dowey mown now in use 
2 MILLION MORE BEING PRODUCED YEARLY 


AND 4 OUT OF 5 
A PROSPECT FOR 


Ask your jobber about 
the Higher Profit 
of our 
Registered Demonstration 
Dealer Plan! 




















Sold by 
Hibbard, 
Spencer, Bartlett 





Nationally Advertised 


Better Homes & Gardens 
House & Gorden 


Flower Grower 






and other leading J 





wholesalers 






Better Farming 
Popylor Mechonics 


THE BLITZ-FOG COMPANY 


407 EAST MICHIGAN STREET © MILWAUKEE 2, WISCONSIN 
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SELL MORE with the fireplace line 


that gives you MORE TO SELL! 


ne 
THE TRUE ZZ. SCLECCH 






Ihe only fire screen customers ask 
for by name! And this year, Flex- 
screen offers you more models. 
more exclusive features, more na- 
tional magazine advertising in full 
color pages—plus a complete pro- 
motion program that will mean 
more tiexscreen profits for you 
Get the facts—and you'll feature 
rliexscreen—the fire screen most 
customers want most! 





BENNETT 


FIREPLACE ACCESSORIES 


Every Flexscreen customer 
iS a prospect for these fine 
quality Bennett Fireplace Ac- 
cessories. Firesets, baskets, 
lighters, grates, fenders, and- 
irons, log dogs, etc.— here’s 
everything you need to satisfy 
every fireplace customer. 
Complete your sale — com- 
plete your profit—by featur- 
ing the complete Bennett line! 


AND THAT'S NOT ALL... 


a 


See your Flexscreen Salesman 
... or write 155 North St. 


for complete catalog. 
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Look at this complete NEW 
series of hanging firesets. It’s 
just the first of the many ven 
groups of fireplace furnishings 
now being developed by the 
makers of Flexscreen. 

Your customers are looking 
for hanging firesets because 
they are moderate in price and 
convenient. Bennett gives a 
wide choice of handle designs, 
2-, 3- or 4-tool sets and com- 
binations of gleaming brass or 
satin black. 

For fresh and appealing new 
fireplace furnishings . . . keep 
your eye on the creators of 
Flexscreen 


BENNETT -TRELAND IN 


& 


* 





-~ Washing fon 
NEWS and VIEWS 


(Continued from page 10) 








Simplified Addressing 
For Retailers Ends 

Stores using the simplified ad- 
dress system to circularize mate- 
ria] in cities will have to discon- 
tinue the practice after March 31, 
the Post Office Department rules. 

Postmaster General Arthur E 
Summerfield, in announcing the 
end to the 15-month-old experiment, 
claims that the results have not 
satisfactorily met the objective of 
reducing the huge losses incurred 
in handling third-class mail. 

The only answer, he says, is to 
increase postage rates, which will 
be attempted in the new session of 
Congress. 

The simplified address system 
permitted stores and other large 
mailers to omit address from cir- 
culars and other mail and simply 
mark it “householder,” “patron,” or 
“box holder.” 


Below Cost Selling Rule 
Up for Revision by FTC 


Federal Trade Commission at- 
torneys are now drafting a new 
“selling-below-cost” rules which will 
make it clear that this practice 1s 
not always unlawful. 

When completed, the new rule 
will become standard for inclusion 
in future trade practice rules for 
industries which need such a regu- 
lation, and standard policy for de- 
ciding complaints. 

The new rules will spell out that 
selling below cost must be accom 
panied with a clear cut “wrongful” 
purpose—such as eliminating com- 
petition—before it is illegal. 

In addition, the FTC staff is 
working on standards businessmen 
can follow in attempting to justify 
their costs in pricing cases of all 
kinds, including selling below cost. 
These standards, however, will 
probably follow the selling below 
cost regulations. 


(Resume reading on page 11) 
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VAPOCAN 


CONTAINER CORPORATION 
OF AMERICA 


CHICAGO, ILLINOIS, and 42 other cities 
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ait 


America’s fastest selling 
home freezing container 





Vapocan moves fast— because it gives your customers 


just what they want for home freezing! 


Economy: A paperboard carton—plastic lids that 


can be re-used again and again. 


Convenience: Wide, square opening saves fill-and- 
empty time. Rigid body and recessed top make 


for safe, easy stacking—in less space. 


For all foods: Vapocan is ideal for berries, fruits, 


meats, water-packed poultry and fish, juices, vege- 
tables, liquids. 


Vapocan now comes in pint, 


i ae | 6pint 
. ‘ . } ae 
1'4-pint and quart sizes. The 


same plastic lid fits all three sizes. 
Vapocan gives you a moisture- fart 1% pint 
proof, liquid-tight container for 
maximum protection of flavor and 

freshness. Lid is re-usable year oer 


after year. —- 


Vapocan is available in handsome, self-merchandis- 


ing packages. All ready for display. Try Vapocan and 


see what a really high-prefit paper item it is! 








Full-top opening for 
easy filling and emptying 


>» + 4 a * 
Vv S 
} , ; 
— i> 
= a> ~ , lat ra | 
7 4 ee t 1 
¥\ ; 
‘ . + iG i 
J» my a Fr oat = , 
oe ) — >t be 
ZL ™, a Li» —— = ~ — — 
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Re-usable plastic lid 
seals firm in a jiffy 


Squared body and 
nmmed td save space 
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Here’s your next 
caster customer 


Ads with pictures like this in The 
Saturday Evening Post are doing a real 
selling job for you. 

Year in, year out, dealers tell us 
these Bassick ads in the Post are send- 
ing people into your store for easy- 
rolling “Diamond-Arrow” casters with 
two-level ball-bearing construction and 
rubber-cushion glides. What’s more, 
Bassick’s the only caster manufacturer 
giving you this kind of backing. 


The rest is 
up to you 


Display Bassick 
glides and casters on 
your counter. 

It’s like signing 
your name to Bas- 
sick’s continuing Post 


be 
. 






fom 0 erent 


el, 


campaign. And it re- ros | 
minds people you Lae. ; 


Carry a complete line 
of the glides and casters they want. 
Don't overlook this easy way of getting 
your share of pre-sold Bassick cus- 
tomers. Ask your distributor about 
Bassick’s self-demon- 
strating glide and cas- 
ter displays today. 








. 


Tue Bassicxk COMPANY, 
Bridgeport 2, Conn. In 


aSSICK 


A DIVISION OF 


MAKING WORE KMBS OF CASTERS — MAKING CASTERS BO mont 
75 
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YEARS OF CASTER LEADERSHIP 


Ee 


PT 








Convention Check List 


Hardware and allied 





trade events up-to- 
date in each issue of 


Hardware Age 











F re oe r 3 Gotes Deow see 
nave 4 ° ect 
1955 2 M VV a 
Z v, nS Iwe oa 
January 23 e-Aubd { er " 
23.275 Hy - 2° ‘ew x Gitt Show 
23-26 Ace Annuc nven 22-24 Car Hdwe. Sh 
4 28 rieaotina-Venr n Sh 22 24 J > wes? TOwe S 
25-2 ndiana Hdwe. Sh 22-24 W. Virginia Hawe 
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r N ° Hdwe. Show 
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aa - - < ets > raowe 
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F 1 Gorden Supo > N - & Virgin ridwe. ohow 
~ C j & 7T y Fo f New Y 
; 5 5 Mody SF ¢ 
, “ Missouri C . 
February ‘J : mo, S} : a wdiaie 
‘ nsin Hdwe. Show > 3 5 I 4 : 
Western Gift-Housewares 5S} 
Ss Ino C an “ar 
oast-to-Coast Stores St Apri! 
Not Spc Ting os Show & 23 Ni nl Iw ar VV ee 
8 Tri-State Hdwe. Show 2C¢ strio! Supr Convent 
7 Mio ridwe Sr “~ 24 27 R 3 41qwe » > 
Marshall-Wel!ls Con 
8.10 kiahoma Hdwe. Sh 
wa Hdwe. Show June 2 
—onn. Hdwe. Convent 7.18 T Wr B n 
2 Marshall-Wells Con Billin 
4 Arkanenace Hes Sh 
RU so owe > July 
tar %, Co Sh A 
. 'y ; , e : 4 r Ro Ho wore Ac« 
- xy 1tornia Hdwe Snow 
ym oe c 5 Not. H sew Fe Aor Sho 
é on 7i*t-HHousewores Show 
& Wickliffe Wholesale Dealer Sr 
4 Morsho We . os na Spokone August 
4 & New York Hawe Show 7 >? Notions Dchina Tack 
c Michiaan Hdwe Show 
: Nebraska Midwe. snow September 
mn c 
. - bor Cown riorawore SNOW “a » = - 
- ‘ »* r > — Ser male ‘a 
20-2! Northern Wholescie Mdwe , , 24 . 
20-22 nnessee Hardware Show 
)74 f Northwes?* (344+. October 
Sw 7.21 Nationa’ Hordwore Show 
i IE t 
National Events 
American Hardware Manufacturers Faubel, 342 Madison Ave., New 
Assn. in joint convention with the York, New York. Managing direc- 
Southern Wholesale Hardware tor SWHA, is T. W. McAllister, 
Assn., April 10-14, at the Palm 814 Metcalf Blde., Orlando, Fla. 
Beach Biltmore, Palm Beach, Fla. 
Secretary, AHMA, is Arthur L. Hardware Week (irha), April 16-23. 
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&4 8 R CORD 


But | Stock and Sell These 
Other Swell Sasmeon Products too! 


We fope 


_ CLOTHES Ling 


~ 
s > . 


SQAMOON CORDAGE WORKS 


BOSTON 10, MASSACHUSETTS 
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PROFIT PLAN 































HIDDEN TREASURE 


x 


LOW-COST 
PROTECTION 


4 


DOUBLE AUTOMATIC 
PROTECTION 


x 


A READY 
MADE MARKET 


* 
4-WAY 


ADVERTISING 
- 


BIG DISCOUNTS 





Thousands of dollars in tools, appliances, 
heaters. work shops and game rooms 


are ruined each year by flash floods, sewer 


backups Or seepage. 


Only a good sump pump offers adequate, 
low-cost protection. And Penberthy has 
the best reputation in the field for 
long-lasting, dependable performance. 


Now... for practically positive protection 


even when electric power fails, Penberthy ofters 
the new low priced, quality PEN-PRIDE for 


normal use PLUS a hydraulic operated 
pump for emergency service. 


This profitable market for a low cost. 


quality electric pump is multiplied by the 


extra sale of the water operated pump. 
The combination is a natural to sell to 


home-owners., shops, Service stations, etc. ... 


even to “dry” basement homes as 
““pnsurance.” 


National... Local... Point of sale... 


and even special campaigns in flood areas 


promote this unique sales story (and 
get fast results). 


Bigger profit margins, extra sales 
pyramid your profits. Let us give you 
complete details. 
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Sponsored by the National Retail 
Hardware Assn., 964 N. Pennsy!- 
vania St., Indianapolis 4, Ind. 


Industrial Supply Convention, Apri! 
17-20, at Cleveland, Ohio. Spon- 
sored by the American Supply & 
Machinery Mfrs. Assn., W. B. 
Thomas, Hunter-Thomas  Associ- 
ates, Keith Bldg., Cleveland, busi- 
ness manager; the National Indus- 
trial Distributors Assn., 1900 Arch 
St., Philadelphia, H. R. Rinehart, 
executive secretary; the Southern 
Industrial Distributors’ Assn., 712 
Volunteer Bldg., Atlanta, Ga., E. 
LL. Pugh, secretary-treasurer. 


National Builders Hardware Exposi- 
tion, Sept. 18-21 at St. Louis, Mo. 
Sponsored by the National Builders 
Hardware Assn., managing direc- 
tor, John R. Schoemer, and the 
American Society of Architectura! 
Hardware Consultants, executive 
secretary, W. A. Mathewson. Ad- 
ministrative offices of both associa- 
tions are at 515 Madison Ave., New 
York 22, New York. 


National Fishing Tackle Show, Aug. 
7-12, at the Conrad Hilton Hotel, 
Chicago. 


National Hardware Show, Oct. 17-21 
at the Navy Pier, Chicago. Spon- 
sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17, New York. Frank Yeager, di- 
rector. 


National Retail Hardware Association 
annual congress, July 11-14, at 
Hotel Statler, Buffalo, N. Y. Man- 
aging director, Russel! R. Mueller, 
964 N. Pennsylvania St., Indianapo- 
lis, Ind. 


Southern Wholesale Hardware Assn. 
in joint convention with the Ameri- 
can Hardware Manufacturers Assn., 
April 10-14, at the Palm Beach 
Biltmore, Palm Beach, Fla. Man- 
aging director, SWHA, is T. W. 
McAllister, 814 Metcalf Bldg., Or- 
lando, Fla. Secretary, AHMA, is 
Arthur W. Faubel, 342 Madison 
Ave., New York, New York. 


Sporting Goods Show and Convention, 
Feb. 6-10 at the Morrison Hotel, 
Chicago. Sponsored by the National 
Sporting Goods Assn., 1 No. La 
Salle St., Chicago 2, G. Marvin 
Shutt, secretary. 


Toy Fair, March 7-16 at the McAlpin 
and New Yorker Hotels and in per- 
manent manufacturers’ showrooms 
at 200 Fifth Ave., 1107 Broadway 
and other nearby locations. Spon- 
sored by Toy Manufacturers of 
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U. S. A., Ine., 200 Fifth Ave.. New 
York City. 


Regional Events 


Ace Annual Convention, Jan. 23-26, 
at Conrad Hilton Hotel, Chicago. 
Convention manager, Arthur Kraus- 
man. 


American Hardware Supply Co. Mer- 
chandise Fair and Stockholders’ 
Meeting, Jan. 31-Feb. 1, at company 
headquarters, 41 Terminal Way, 
South Side, Pittsburgh 19, Pa. 


American Supply & Machinery Mfrs. 
Assn., Inc., regional meeting, Feb. 
28-March 1 at Philadelphia, Pa. 
Hunter-Thomas Associates, 2130 
Keith Bldg., business manager for 
the Association. 


Builders Hardware Conference ({Pa- 
cific Coast), April 24-27 at the 
Arizona-Biltmore Hotel, Phoenix, 
Ariz. Sponsored by the Southwest 
Chapter of the American Society 
of Architectural Hardware Consul- 
tants with the assistance of the 
Builders Hardware Club of South- 
ern California and Chapter 18 of 
the National Builders Hardware 
Association. 


Coast-to-Coast Stores annual conven- 
tion and exhibit, Feb. 6-9 at the 
Nicollet Hotel, Minneapolis, Minn. 
Sponsored by the Coast-to-Coast 
Stores Central Organization, Inc., 
29 Main St., S. E., Minneapolis 14. 


Cotter & Co. annua! stockholders’ and 
dealer meeting and merchandise 
show, Feb. 13-15 at company head- 
quarters, 365 E. Illinois St., Chi- 
cago 11. 


Gift Show, Jan. 31-Feb. 11 at LaSalle 
Hotel and Palmer House, Chicago. 
Sponsored by the Eastern Manu- 
facturers and Importers Exhibit. 
Under George F. Little Manage- 
ment, 220 Fifth Ave., New York 1. 


Gift Show—New York, Feb. 21-25, 
at the Hotel Statler, George F. 
Little Management, 220 Fifth Ave., 
New York 1; Philadelphia, March 
27-30. Under George F. Little Man- 
agement, 220 Fifth Ave., New York 
ie 


Hibbard, Spencer, Bartlett & Co.— 
Auburn and True Value Asso-ciate 
Dealers’ 2nd annual merchandise 
convention, Feb. 21-23, at company 
offices, 2201 W. Howard St., Evans- 
ton, Ill. 


New York Gift Show, Feb. 21-25 at 
the Hotels New Yorker and Statler, 
New York City. Sponsored by Na- 
tional Gift and Art Assn. under 
management of George F. Little 
Management, 220 Fifth Ave., New 
York l. 


Northern Wholesale Hardware Co. 
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SUMP PUMPS 


PEN-PRIDE (electric, automatic) 
retails at a New Low Price 


With features usually found only in most ex- 
pensive models, PEN-PRIDE gives dependable 
quality performance at a popular price. 


Capacity up to 3000 gals. per hour 


Special G.E. Motor for sump pump service 


Sturdy rust resisting construction 


Instant starts even after long idle periods 


Dependable mechanical switch 
Simple installation 
No service problems 


And Now...PENBERTHY & 


% DOUBLE AUTOMATIC 


PROTECTION 


@ Hook up this water operated 
drainer with a PEN-PRIDE or 
other Penberthy electric model 
and give your customer double 
protection for his appliances, 
food treezer and other valuable 


, 


property even POHid power sali 
[he total cost 1s no more than 
you would expect (oO pay for a | 


high quality pump alone. 


Constructed of copper and bronze. 

Automatic operation. 

Operates on water pressure 10 Ibs. 
per squore inch and up. 








































’ 

Cash 1M on the market for sump pumps by selling PEN-PRiDI 
alone or by featuring unique Penberthy Double Automatic Protection... th 
only pracucal, low-cost protection from water damage 
W rite, wire or phone for details 


mwah 
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convention and merchandise show. 
Feb. 20-21 at company headquar- 
ters 805 N. W. Glisan St.. Portland, 
Ore. 























Priced to sell...FASI § 


IN Two 18 at company headquarters, 61% 


No. Third St., Minneapolis, Minn. 
SIZES 


to meet every 




















| Pacific Northwest China, Glass, Gift, 
screw driving _ Jewelry, Stationery, Toy and House- 
requirement | wares Show, Feb. 20-24, at Audi- 
| torium. Olympic and New Washing- 
ton Hotels, and Terminal 
Bildg., Seattle, Wash. 


Sales 


Portland China, Glass, Gift, Jewelry, 
Stationery, Toy and Housewares 
Show, Feb. 13-16, at Auditorium 
and Plaza Hotel, Portland, Ore. 


Texas Wholesale Hardware Assn. an- 
nual joint meetings with the Texas 
Hardware Boosters Club, June 17- 
18 at Fort Worth. Secretary-trea- 
surer, Howard Weddington, 1427 
National City Bank Blidg., Dallas 


Western China, Glass, Gift, Jewelry, 
Toy, Stationery and Housewares 
Show, Feb. 3-6, at Auditorium, Pal- 
ace, St. Francis, and Drake Hotels. 
San Francisco. 





A top-quality precision tool for every power drill owner 


Wickliffe Wholesale Division, Stam- 
baugh-Thompson Co. first annual 
dealer show, Feb. 13-16 at ware- 
house, Hendricks Rd. near Meridian 
Rd., Youngstown, Ohio. 








CIDA EMF sckew oniver 





ATTACHMENT 


by the makers of famous Supreme Brand Chucks 


Here's the tool you can sell to every 
power drill owner. The Supreme Screw 
Driver Attachment performs perfectly 
... Sinks screws in a flash in all woods 

. works with any %” (or larger) ca- 
pacity power drill. It's good looking, 
well packaged, and has clear instruc- 

















SUPREME PRODUCTS, INC. 
2222 Se. Calumet Avenve, Chicago 16, Illinois 


Mokers of: Supreme Brand Chucks © Supreme Electric Hair Clipper Sets © Supre xe 
Electric Knife and Scissors Sharpeners ¢ Supreme Electric Small Animal Clipper 
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tions. And ... most important of all— 
it is priced to sell . . . several dollars un- 
der any similar tool of comparable per- 
formance. Get full details on this sure- 
fire profit maker from your wholesaler 
or by writing direct. Do it at once. 


These points make Supreme 
the line to push 
© Lowest prices by for 
® Top performance ®@ Two sizes to sell 
® Top appecrance ® Best packaging 
®@ Simple instructions 
® For “Do-it-yourselfers” 


Overwhelming approval 
of power tool makers 
Leading power tool makers {names available on 
request) ore ordering thousands of Supreme 
Screw Driver Attachments for inclusion in ‘4” 
power drill kits. They have recognized the great 
sales appec! of the unit. Sell Supreme in your 
store to the hundreds of power drill owners who 


ae 






State Events 


Alabama Retail Hardware Assn., 
March 1-3 at Birmingham. Exhibit 
and convention headquarters at 
Tutwiler Hotel. Secretary, Morris 
Jones, 409 N. 23rd St., Birmingham. 

Arkansas Retail Hardware Assn., Feb. 
13-14 at Little Rock, Ark. Exhibit 
at Robinson Auditorium. Convention 
headquarters, Marion Hotel. Secre- 
tary, J. Wayne Tisdale, 908 Rector 
Bidg., Little Rock. 


California Retail Hardware Assn.., 
Feb. 13-16 at San Francisco. Ex- 
hibit and convention headquarters, 
Fairmont Hotel. Secretary, Krueger 
B. Jacobsen, 1355 Market St., San 
Francisco 


Carolinas, Hardware Assn. of, Feb. 
22-24 at Charlotte, N. C. Exhibit at 
tadio Center. Convention headquar- 
ters, Charlotte Hotel. secretary, 
D. W. Laws, 118% E. Fourth St.., 
Charlotte 2. 


Connecticut Hardware Assn., Feb. 9 
at Hartford. No Exhibit. Conven- 
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“We're Selling Paint to Customers We : see 
Never Saw Before... DRAGNET SALES PLAN is a a 
Making This the Best Month We Ever Had!” 7 sot 








THE sMALLEST 


ES 

wiTH THE BIGGEST aot 
tem using so 

The only color pine colors! Only 


tubes 1° make s° 


Colorizer gives es *sS 
need, from pastels 


| the colors you 
deep rones, mn 
em! Small, in- 


y al 


, t 
Id’s simplest SY” sell 
yo a stock enables you aiind 
expens! .. Odorless Alky?- 
1,322 colors Enamel, 


Semi-Gloss, 
J - 
interior and ex 


Fi 
House Pain 4 Sor yowme sales! 





terior finishes! Price 








PAINTS 
Manufactured by Colorizer Associates: in 1322 COLORS 


Bennett's, Salt Lake City, Utah, and Los Angeles, Calif. © Blue Ribbon Paint 
Company, Wheeling, W. Vo. © Walter N. Boysen Co., Oakland and Les Angeles, 
Calif. © Brooklyn Paint and Varnish Co., Brooklyn, N. Y. © James Bute Ceo., 
Houston, Texas * Great Western Paint Mfg. Corp’n, Kansas City, Me. © Jewel 
Paint & Varnish Co., Chicego, Ill. © Keohier-Mclister Paint Coe., Denver, Cole. 
© W.H. Sweney & Co., St. Paul Minn. © Vane-Calvert Paint Co., $1. Lowis, Me. 
© Warren Paint and Color Co., Nashville, Tenn. © Geo. D. Wetherill & Co.. Inc., 
Philadelphia, Pennsylvenia © IN CANADA: imperic!l Varnish & Coler Co. Lid., 
Terente, Ontario © IN ENGLAND: Jenson & Nicholson, itd., Londen, England 


* 
») 
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This plan crowds your store with paint 
customers ready to buy! The Customer 
Dragnet is the fastest working sales plan 
ever developed in the paint industry. 
5,000 dealers are now cashing in on it! 


Colorizer, who brought you the first complete 
color system ever perfected, now brings you the 
most effective paint-selling plan ever developed 
in the paint industry! After watching the amaz 
ing results of 2-year tests of this sales plan in 48 
States, we call it the Colorizer ““Customer Drag- 
net” because it literally goes out and brings cus- 
tomers into the store, cash in hand! It’s simple 
...entirely local...inexpensive...terrific in pro- 
ducing sales. Reduce your paint investment with 
Colorizer...increase your sales with the Customer 
Dragnet! 


SEND FOR COMPLETE DETAILS TODAY! 


| 
COLORIZER ASSOCIATES 
349 North Western Ave., Chicago, Ill, , 
Please send me complete information on how “The i 
Colorizer Customer Dragnet” can sell more paint for me. 
i 
Name aa - i 
| 
| 
Address ———e | 
| 
City is i 
; 
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$3.50 Value Display Board 
with Americana Deal 





Show your customers you have it with this 
clever stand-up display board, complete 
with New Americana hardware. 





7316t—%"" “8B Americana 


American Knob 
. | Semi-Conceailed Hinge 


=326—%,'' ‘T’’ Americana 


Semi-Concealed Hinge 
. —_——E ae Oe 





| #327—""HL" J 
AA #20 H" %" | wie | 
CA Americana Hammered 


ef Offset 


Hinge Rubber Roller Catch 





=A Hammered | Hinge I 
“fA . ; we 
pa Hinge I #330—"HL" | lp — “4 
Sy | Serene “ 9 
im . lus am- 
4A F3I— mn” % mered Hinge LIT 
A“ Americana | = > | ‘ ~*~, 
— lush peal iN yy 
~ Hommered | Ss 237-—"EZ" 


NEW AMERICANA 
is handsome, 
hammered steel! 
hardware, finished 
in “Star-Brite™ 
Black, Antique, 
Copper or 

Brushed Brass. 


~_ 





7 394—Americana Hammered Pui! 
23%—Americana Hammered Pui! 


——————— SS A AS SF AF A A AF AS LF KS SK A 


SEND FOR COMPLETE CATALOG TODAY! 


STAR METAL PRODUCTS . 


street, Brooklyn 





370 Butler 





Sold through wholesalers only 
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tion headquarters, Statler Hotel. 
Secretary, Ned Russell, Harris 
Hardware, Southport, Conn. 


Florida Retail Hardware Assn., joint 
convention with the Georgia Retail 
Hardware Assn., March 6-8 at At- 
lanta, Ga. Exhibit and convention 
headquarters, Biltmore Hotel. Ex- 
ecutive manager for both associa- 
tions, W. W. Howell, P. O. Box 183, 
Waycross, Ga. 


Illinois Retail Hardware Assn., March 
8-10 at Chicago. Exhibit and con- 
vention headquarters at Morrison 
Hotel. Secretary, W. F. Ewert, 1194 
Merchandise Mart, Chicago 54. 


Indiana Retail Hardware Assn., Jan. 
25-27 at Indianapolis. Exhibit at 
Murat Temple. Convention head- 
quarters, Lincoln Hotel. Secretary, 
W. J. Sheely, 964 No. Pennsylvania 
St., Indianapolis 4. 


Intermountain Assn., Jan. 23-25 at 
Salt Lake City, Utah. Exhibit and 
convention headquarters at Hotel 
Utah. Secretary, Leon L. Weeks, 
308 Continental Bank Bldg., Boise, 
Idaho. 


lowa Retail Hardware Assn... Feb 
8-11 at Des Moines. Exhibit at lowa 
Exhibit Bldg., State Fairgrounds. 
Convention headquarters, Savery 
Hotel. Secretary, Philip R. Jacob- 
son, Mason City, lowa. 


Kentucky Retail Hardware Assn., Jan. 
31-Feb. 2 at Louisville. Exhibit and 
convention headquarters, Kentucky 
Hotel. Secretary, Edward Keiley, 
501 Republic Bldg., Louisville 2. 


Louisiana Retail Hardware Assn. con- 
vention, Feb. 6-7, at Alexandria. No 
Exhibit. Hotel headquarters, David 
O. Mansfield, P. O. Box 1696, Jack- 
son, Miss. 


Michigan Retail Hardware Assn., Feb. 
15-17 at Detroit. Exhibit at Masonic 
Temple. Convention headquarters, 
Statler Hotel. Secretary, Harold W. 
Schumacher, 1916 Michigan Na 
tional Tower, Lansing 8. 


Michigan Hardware Employees Sales 
Study Course, Jan. 25-27 at the 
University of Michigan, Ann Arbor. 
Sponsored by the Michigan Retail 
Hardware Assn., 1916 Michigan 
National Tower, Lansing. 


Minnesota Retail Hardware Assn., 
Jan. 25-27 at Minneapolis. Exhibit 
at the Auditorium. Convention head- 
quarters, Curtis Hotel. Secretary 
Cc. J. Christopher, 2110 Nicollet 
Ave., Minneapolis 4. 


Mississippi Retail Hardware Assn., 
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Stock the bar that ~— 
captures more pts ea 
-..returns more profit 













KIMBLE GLASS BARS 
with tear-drop fittings 


Here’s THE BAR that’s designed to give the 
maximum of consumer value... priced to cap- 


ture more sales and give you a high profit margin. 


Available 
in both I8 
and 24” lengths 





a Ss we FU Fittings are bright, streamlined, nickel-finished. 
Rod is sparkling-clear glass. It’s a combination that makes 
Kimble Glass Towel Bars a natural. self-service item. 








a 


Don't delay, place your order today with your wholesaler 
or write tor one nearest you. Address Kimble Glass Bar 
Division, Owens-Illinois, Toledo 1. Ohio. 


nhlie Glase Bare are manufactured by Kimbie G ase Company 









sudsidiary of Owens-Iliin . 





KIMBLE GLASS BARS Owens-ILLINOIS 


AN (1) PRODUCT GENERAL OFFICES + TOLEDO 1, OHIO 















Talk about best sellers! here’s one for your books... 


best edge-trim for tubs, sinks, showers, etc. 
ols Ular-telUloli(-toMZelltl-Miilol Molter Miil-Me)(e Maxell dite meh 






* Pure white vinyl stripping, moulded at correct angle a oe 
for easy application, takes any paint full 40% profit 


® Provides water-proof seal where wall and tub meet $1 69 
® Only kit with pre-formed corner blocks > =, 


includes: cement, 
(Saves cutting and fitting at corners! 


corner blocks and 
15 *#. of Croek-Seal 








® Self-selling Display Carton conserves space and time 


4 other profit builders . . . in self-selling —_ cartons ... full avn profit — 


as \mawe : 


























PLASTER-STIK ae PAINTER'S PAL TRIM-GUARD 

The origina! repair for ee ine Long flexible t D siips under loose Flexible handle reaches hard-to- Protects adjoining surfaces when 
cracks in plaster. Ons 7 edge without tearing paper. Paste paint checkrails. One doz., $1.80. painting. Saves time. Two doz, in 
ble-wrapped n self-s ng “dis- sets firm. won't spot. 1 doz. dis- Retail 25c. carton, $1.80 per doz. Retail 2'« 
play, $1.80. Retail a. play box, $2.81. Retail 39c. 





Sold through qualified wholesalers 


THE LEONARD COMPAN 


Dept. B, 506 Third Street, Des Moines, lowa ; ADDRESS 


i<“/“<—-<s=——“““ “ceo eee oO eee ee = — — — ee << oe oe ee ee ee ee ee ee ee ee ee ee ee ee ce oe & 


ies ge t if you oren't ciready using any one of these items, check ~ 
it end send now for FREE soemple Cret-Seal ©) Plester- 

Stik |) Trim-Guerd Painter's Pal Paste-Bok. 

y ie 
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convention and exhibit, Feb. 27-28, 
at the Hotel Heidelberg, Jackson. 
Secretary, David O. Mansfield, P. O. 
Box 1696, Jackson. 


Missouri Retail Hardware Assn... 
March 8-10 at St. Louis. Convention 
and exhibit at Jefferson Hotel. 
Secretary, Harry Scherer, 812 
Olive St., St. Louis. 


Mountain States Hardware & Imple- 
ment Assn., Jan. 25-27 at Denver. 
No exhibit. Convention headquar- 
ters, Cosmopolitan Hotel. Secre- 
tary, Francis W. Reich, 1233 Spruce 
St., Boulder, Colo. 


Nebraska Retail Hardware Assn., 
Feb. 15-17 at Omaha. Exhibit at 
Municipal Auditorium. Convention 
headquarters, Fontenelle Hotel. Sec- 
retary, C. A. McCoy, 325 Insurance 
Bldg., Lincoln. 


New England Hardware Dealers 
Assn., Feb. 21-23 at Boston, Mass. 
Exhibit and convention headquar- 
ters at Statler Hotel. Secretary, 
A. C. MacHardy, 185 Dartmouth 
St.. Boston 16. 





Greater sales will be your customers’ response to the spar- lin Veg 07, 
kling new features of the South Bend line. Travel 1955 with et New York State Retail Hardware 
South Bend and you'll travel profitably! Assn., Feb. 14-16 at Syracuse. Ex- 





hibit at Auditorium. Convention 
headquarters, Syracuse Hotel. Sec- 
retary, Nicholas H. Kiley, Hills 











GROOVED - Bidg., Syracuse 2. 
URLE 
AND KN | | 
BALLS! North Coast Retail Hardware Assn., 
Jan. 30-Feb. 1 at Seattle, Wash. 
ine Exhibit at Senator Auditorium. 


Convention headquarters, Olympic 

Hotel, Secretary, Martin W. Danko, 
16 Page Copy- Route 12, Box 109, Fife Sq., Ta- 
righted Ryle Book coma, Wash. 


With Each Set! 





Ohio Hardware Assn., Feb. 7-9 at 
Cleveland. Exhibit, Public Audi- 
torium. Convention headquarters, 
Statler Hotel. Secretary, John B. 

MODELS Conklin, 198 So. High St., Colum- 

FOR EVERY - bus 15. 










Oklahoma Hardware & Implement 
Assn., Feb. 8-10 at Oklahoma City. 
Exhibit, Municipal! Auditorium. 
Convention headquarters, Skirvin 
Hotel. Secretary, Aaron Gritzmaker, 
515 Midwest Bidg., Oklahoma City. 





Sales Representatives 
Soet — suflus Levenson, 7 East 17th Street, New Vert Pacific Southwest Hardware Assn.. 
Midwest — Sovth Bend Toy Mfg. Co. South Bend, ind. Feb. 22-24 at Long Beach, Calif. 
gy <P eng at hada pte 3rd National Bank a “e A go ge orcs seg 
eadquarters, ilton Hotel. Secre- 
Pein alee eet Te Wen Cand ary, Otte H. Grigg, 416 W. 8th St., 


Coll. & $.W.— Anderson Scales Company, 730 West Los Angeles 14. 
10th Ploce, Los Angeles 15, California 






WRITE FOR 
1955 CATALOG 
AND NAME OF 
NEAREST JOBBER! 





South Dakota Retail Hardware Assn.. 


SOUTH BEND TOY MFG. CO.; Dept.HA-1, South Bend 23, Ind. "rch 29-31 at Sioux Falls, Ex. 
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\ WARE FARES 


Gun Values / 


FOR FIELD, FARM AND FUN 


4 Best 


Sellers 
for 
YOU... 


MODEL 10 
sengie 


shot bolt action 


MODEL 33 


_ 


MODEL 40 


Z of 


VENTILATED CHOKE 
REDUCES RECOIL 


NORIE MANUFACTURING CO., INC. 
HAYDENVILLE * MASSACHUSETTS 
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\ Stair Tread 
Design 


Gr 
Sure 


Double Duty Rubber Tread! 


Featuring a deeply embossed “small 
square” design, Crown Rubber Company's Swre- 
Grip is an all-rubber stair tread for use on any 
stairway. Sure-Grip, a distinctive departure from 
the conventional corrugated or carpet-like 
treads, is available in 18°’, 24°° and 36” widths 
—colors of black or maroon—and in regular 
curved nose tread, too. Sure-Grip is safe... dur- 
able ... comfortable to walk on. Write for in- 


formation and samples today! 


, ae Se 
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hibit, Coliseum. Convention head- 
quarters, Cataract Hotel. Secre- 
tary, O. R. Baily, 1300 So. Jeffer- 
son Ave., Sioux Falls. 

































Tennessee Retail Hardware Assn., 
Feb. 20-22 at Chattanooga. Meet- 
ings and exhibit at Lookout Moun- 
tain Hotel. Secretary, Morris Jones, 

P. O. Box 784, Nashville. 





Texas Hardware & Implement Assn., 
Jan. 31-Feb. 2 at Dallas. Exhibit, 
Baker Hotel. Convention headquar- 
ters, Baker and Adolphus Hotels. 
Secretary, Ray M. Souder, 822-823 
Texas Bank Blidg., Dallas 2. 






Tri-State Hardware & Implement 
Assn., Feb. 7-8, at Amarillo, Tex. 
Convention and exhibit at Herring 

Hotel, Amarillo. Secretary, M. D. 

Shepherd, Canyon, Tex. 





Virginia Retail Hardware Assn. 
March 6-8 at Roanoke. Exhibit at 
American Legion Auditorium Con- 
vention headquarters, Roanoke Ho- 
tel. Secretary, G. T. Omohundro, 
Jr., Scottsville. 








West Virginia Hardware Assn., Feb. 
14-16 at Clarksburg. Convention 


te hell . and exhibit at Stonewall Jackson 
I use Camp Chains... Hotel. Secretary, James C. Field- 


I find they clank better!”’ es ag McClung St., Charleston 
, . Va. 































Wisconsin Retail Hardware Assn., 
Feb. 1-3 at Milwaukee. Exhibit at 
Auditorium. Convention headquar- 
ters, Schroeder Hotel. Secretary, 
H. A. Lewis, Stevens Point, Wis. 





HARDWARE HUMOR 


There is a difference in chain. CAMPBELL CHAIN 





i4 inspected link-by-link to assure long, depend- 





able wear. And there’s a size and grade for every 
requirement. Order CAMPBELL CHAIN in the 
handy CAM-PAK —you'll save handling costs. 
Display CAMPBELL CHAIN on the eye-catching 
Display Merchandiser, and you'll sell more 
chain! Call your wholesaler or write direct for 


data on the complete Campbell line. 


CAMPBELL CHAIN Company 


CHAIN 
Main Office, York, ta. + West Burlington, lowa 
Portland, Oregon * Sacramento, California ‘Its the shoe skotes we try on for 
Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS size, Johnson, that kind 


JO sc g is QCiusTaDd/e. 
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It pays for itself i in 


ECONOMY 
QUALITY 
and SERVICE 


These all-purpose gasoline filler cans meet all 
requirements for use with power lawn mowers, 
tractors, other power-driven garden or farm im- 
plements, in service stations, and as accessory out- 
board fillers. The big demand is for Eagle, the 
complete quality line. Stock Eagle cans now for 
this season. 





EAGLE 
2'/2-A All-Purpose 
Galvanized Filler 


EAGLE 
Flat-Jak 
Stowaway Filler 





a 





EAGLE 
Outboard 
Filler 


EAGLE 
Galvanized 
Gasoline Can 








EAGLE: 


BEST IN THE TRADE 


Eagle Cans Are 
Everywhere 


Order Eagle cans from your 
supplier now, or write us for 
information. Eagle products 
ore also available in Canada. 








Wellsburg, W. Va. 
Serving the Hardware Trade Since 1894 
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MANUFACTURING COMPANY 





POWER LAWN MOWERS 


Built For Those Who Want The Best 































Pa =m engineering 


ign and precision 
manufacturing tech- 
nique combine to provide 


finest possible perform- 
; ance, long life, handling ease 
y operating simplicity and econe- 
my never before equalled in any 
} power lawn mower 
i 


: ONLY KLIPPER” mowers 
ye provide ALJ of these extra fea 
f tures Fulty enclosed oversixe 
Diamond chain drive Oversize 
enclosed Timken reel bearings 
with automatic takeup. Tubular 
stamtup steel handie. Patented 
itive eetien non-wearing 
clutch simple, powerful, 
self locking. Extra strong 
zine die cast alloy frame 
Zine die cast alloy pinioms 
with hardened steel in 
serts Patented Quick 
set hetaht oeg~ <3 
with a range of 4°" to 27 
Kriges & Stratton y cycle 
engines (rope or recoil 
starters) Power driven 
weed clipper and reverse 
belt for self-sharpening - 
opticnal equipment 


138” and 20” 
CUTTING 
WIDTHS 





he Cooper “Cyclo-Mo” Trim- 

mer Type Rotary Power 
Mower - an instant “hit” when 
introduced in ‘53 - now sets a 
new high in design and per- 
formance. 


Improved design provides light- 
er weight, maximum safety, 
closer trim and contour cut 
with NO SCALPING. Adjust- 
able front grass chute elimin- 
ates WINDROWING or 
BUNCHING. Simple height ad- 
justment from 144" to 354" per- 
mits the cutting of high grass 
or tough weeds. Tubular type 
stee! handle with large rubber 
grips stands up for easy and 
compact storage. Briggs & 
Stratton 4-cycle engines (rope 
or recoil starters) transmit ful! 
power of the engines to the 
cutting knife. “Cyclo-Mulch” 
leaf mulchers available as op- 
tional equipment. 


Uationally Aduertised in 5S 


7° make your job arse generar selling Cooper Power Mowers easier - they will 
again be Nationally Advertised in "55 to more than 40 MILLION 
potential prospects. 


SUTTING 
WIDTHS 








More “Klipper” and “Cyclo-Mo”™ power mowers were sid in 34 than 
in any other ycar in the history of the company. Every year - more 
and more home owners realize that only Cooper ¢ ves them the 
added years of trouble-free satisfactory performance wo much to be 
desired « and again dramatically emphasizing the ok adage “That 
there is not and never will be - any substitute for QUALITY.” 


Write, wire or ‘phone TODAY for literature, prices and name of 
nearest distributor. Learn why it is more profitable tc SELL Cooper 
+ than to sell AGAINST it. 


FIRST CHOICE OF THOSE WHO WANT THE BES; 


COOPER MANUFACTURING COMPANY 
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WHAT’S NEW 





®@ For more information on these products and services 
use free post card on page 197. 


(Continued from page 13) 


wire display rack containing i08 


rolis of 


tape in all colors, a re- 


movable point-of-sale backcard, 
and 50 give-away folders in a sleeve 
mounted on backcard. Minnesota 
Vining & Mfg. ("o. 


For more data circle Ne. 9 on postcard, p. 197 


Water Skis 
New line of 


skis is bullt from 9-ply Philippine 


Speediiner water 
marine mahogany and constructed 
by a special hot-pressure molding 
from 
warping or splitting. Foot harness 
is of permanent-molded aluminum 


process that prevents skis 


and rubber; allows adjustment to 
any shoe size from 5 to 13. Line in- 
cludes five models plus a ski disc. 
Three regular models are 68x5 Ye, 


68x6'44, TOx7 in. 


Special shorty 


model is 47x5% in. Single ski for 
trick racing is 70x7 in. Dise mea- 
sures 42 in. in diameter. 
Marine Co. 


General 
For more data circle No. 16 on postcard, p. 197 


Rotary Mower Attachment 

Called the A-52, this new rotary 
mower attachment is for use with 
the Planet Jr. Super Tuffy out- 
door combination power unit. At- 
tachment has a large operating ca- 
pacity and large openings on one 
side to prevent accumulation of 
grass cutting. It is belt driven, 


adjustable in height from 1 to 3 
in., has a 16-in. cutting area, and 
is equipped with two caster wheels 
on the front which act as guides. 
S. L. Allen & Co., Ine. 


For more data circle No. 11 on postcard, p. 197 


Plastic Garden Hose 

Sea Spray vinyl transparent hose 
has been increased from 7/16 to 
\ ‘n. in diameter. Also features 
solid brass couplings which provide 
tight fit and allow full flow. Color- 
ite Plastics of New Jersey, Inc. 


For more data circle Ne. 12 on postcard, p. 197 


Folding Ice Chisel 

Folding ice chisel for fishermen 
is 4% ft. long and comes in two 
styles: a one-piece solid steel bar 
model without welds or seams, and 
a two-piece chisel that telescopes 
to half its working length for easy 
storage and carrying. Blades are 
heat-treated for longer cutting life 


and beveled to cut square sides 
without need for tilting the tool. 
They are readily sharpened with a 
file. Cutting blades are 6 in. long, 
134 in. wide, % in. thick. Guards 


protect blades when not in use. 
True Temper. Corp. 


For more data circle No. 13 on postcard, p. 197 


1-Inch Wood Scraper 

This new wood scraper is especi- 
ally suited for sash work and extra 
Known as the No. 


comes with a 


tight quarters. 
10, it 
single-edge steel blade. 


replaceable 
Blade is | 


in. wide; handle 5 in. long and 
painted red and white. Scraper 
lists for 20¢; replacement blades 
for 10¢. Red Devil Tools. 


For more data circle Ne. 14 on postcard, p. 197 


Carpet Sweeper Line 
Four models of carpet sweepers 
are offered in the 1955 line. The 


Sweepmaster, at $14.95, sweeps as 


wide as regular sweepers and in 
addition cleans close to walls and 
Its single dust- 
pan empties at a touch. Both the 
Grand Rapids and the Breeze at 
$11.95 have large capacity dust- 
pans which empty with the push of 
a lever. The Breeze is of modern 


under furniture. 
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Annourci9 wWew DU PONT 
CUSTOM COLORS 


572 Colors 
in ODORLESS 


Flat Enamel 
semi-Gloss Enamel 
Gloss Enamel 
All ALKYD formulas 


plus over 


200 FLOW KOTE® 
Rubber Base Wall Paint Colors 


plus 


174 Exterior House Paint Colors 


Now you can make your store the Color Capi- 
tal in your community with Du Pont Custom 
Colors, on a small investment in White Bases 
and Custom Tinting Color Tubes. Easy to mix 
... easy to sell. Dramatically displayed, with 
take-home chips and selling aids for painters, 
decorators and home owners. 


*Odorless during application. A faint resin odor may be 
noticed during the final drying stages. 


er 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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“LOR SCHpAs 


o most ara 
selling displ 
in the indus 








ER __Send coupon for details, no obligation 


E. I. du Pont de Nemours & Co. (Inc.) 
Finishes Division 
Dept. HA-51, Wilmington 98, Del. 


I'd like to know more about Du Poat Custom Colors. 


Name 





Address 





City 

















HAT’S NEW 











design and has a slightly larger 
dustpan and bumper. 
Kasy is a budget model priced at 
$8.95. 


For more data circle Ne. 15 on postcard, p. 197 


The Sweep- 


Bissell Carpet Sweeper Co. 


Plastic Juice Decanter 

Lock Lid 
decanter has 
cover which locks onto the con- 


tainer body with a twist to give an 


Thirty-two oz size 


Polyethylene juice 


airtight, spillproof cover. Liquid 
contents are poured through spout 
by lifting spout Cap. Decante! 
comes in frost white body and with 
red, yellow, or frost white cover. 
Lists for 69¢. Transparent Special- 
ties Corp. 


For more data circle No. 16 on posteard, p. 197 


Padiocks, Cabinet Locks 
Now available is new line of 5- 
tumbler mechanism padlocks and 
cabinet locks. Padlocks have heavy 
case of non-ferrous, rust proof 
alloy with brass finish. Guaranteed 
for life, they withstand a 2,000 


e 4s revenas 
GUARAM 
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shackle pull. Cabinet locks for wood 
and metal applications come in six 
styles and have 5-tumbler type 
and a single bitten, 
grooved key that can be duplicated 
on standard key cutting machines. 
Merchandising display is available 
with purchase of 1 doz padlocks, or 
“». padlocks and ' doz of any style 
cabinet locks. In addition, % doz 
key blanks are given free for dupli- 
cate key sales. Jllinois Lock Co. 


For more data circle No. 17 on postcard, p. 197 


mechanism 


Spinning Reels 

Two new reels have been added 
to spinning line for 1955. No. 1770 
(illustrated) Cast or Spin Won- 
dereel is a slip cast type of reel 
which is adaptable for use on 
either bait casting, spinning or fly 





rods. No. 1780 Wonder Spin is an 
open face version of the patented 
Both reels 
are of anodized aluminum alloy, 


spinning reel design. 


enameled forest green. No. 1770 
lists at $11.95, the No. 1780 at 
$17.95, both including loaded line. 
Shakespeare Co. 


For more data circle No. 18 on postcard, p. 197 


Charcoal Grills 

New line of Duncan Hines char- 
coal grills comprises 12 models, in- 
cluding both oblong and round 
types. Grills have one-piece, deep- 
drawn heavy-gage steel fire bowls 
with a rustproof, heat-resistant 
finish, and chrome plated legs and 
grids. Some models are also 
equipped with chrome pla‘ed spits 





and adjustable meat forks. Oblong 
models have a spatula-flat grid sur- 
face. A battery operated Roto-Spit 
is available for all grills. Hemp & 
Co., Ine. 


For more data circle No. 19 on postcard, p. 197 


Toilet Tank Ball 

Perm-a-top tank ball with copper 
top and 
eliminates toilet noise. 
ning action seats the ball firmly 
each time. Fits all flush valves and 
can be placed without tools. Packed 
1 doz. to a counter display carton, 
tank balls retail at 79¢ each; rub- 
ber replacement seat, 20¢ each. 
Cleveland Tank Ball Co., Inc. 


For more data circle No. 20 on postcard, p. 197 


replaceable rubber seat 
Its spin- 


Roof Ventilator 


Improved roof ventilator now 
has top formed from a single piece 
of metal and styled to give low sil- 
houette. One piece base without 
joints prevents leakage and makes 


Unit comes in 


installation easv 


. 





two sizes and in galvanized metal 
or aluminum. Leigh Building Prod- 
ucts Div... Air 
Inc. 


Control Products. 
For more data circle Neo. 21 on postcard, p. 197 


Contract Hinges 
New line of Class A Contract 


hinges come in wrought § steel, 
bronze and brass. Line includes 


(Continued on page 200) 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 























FIRST 

PERMIT 16 
(Sec. 34.9 P.L.AR.) 
New York, | y 














aa 














BUSINESS REPLY CARD 


No postage secessery if moiled in the United States 

















POSTAGE Witt BE PAID BY 


Please use this P. O. HARDWARE AGE 


Box Address for Quick Post Office Box 60 


Check Cards Only ns ct ai 





Postcard valid 8 weeks only 


» letterhead fully — 
on the WHAT'S NEW items, code numbers 


~ 


e send me further intormation 


Pleas 
for which | hove circied below. 





L 2 3 4 5 6 10 11 12 13 14 15 
16 i7 18 19 20 2] 25 26 27 28 29 30 
31 32 33 34 35 36 40 41 42 43 44 45 
46 47 48 49 50 51 55 56 57 58 59 60 
61 62 63 64 65 &6 73 74 
76 77 78 79 80 81 B 88 
77 92 73 96 



















































































Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of thes: 
HARDWARE AGE than in any other magazine. 


























When you want more free information on any of these products, sim; 
mark a circle around the same number on the post card as ap; 
under the individual item description. 











Drop the post card in the mail box. No postage is needed. You 
quickly receive, free, complete details on the product from 1 
turer. You may circle as many items as you wish. Separate i 








will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 











i 


| 
| 
Pos, cord valid 8 weeks on! ter thet use own letterhead fully Cescrit rer infec 1/20/55 

Please send me further information on the WHAT S NEW items, code numbers ae eos es 
for which | have circled below. A big help for busy. deal- 
a at oe ee eee a a ae a ers. Use this card for free 
16 17 18 19 20 21 25 26 27 28 29 30 Ttdelditehitel:) on new prod- 


ae oe ww a. Se eo.” a ucts described in this issue. 
SS ee Se eS a 5556 589 


6] 62 63 64 65 66 70 74 
76 77 78 80 81 85 89 
71 92 93 





FIRM ADDRESS 
CITY or TOWN 








FIRST C LASS 
PERM! T N 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y 























BUSINESS REPLY CARD 


No postege necessory if mailed in the United States 








POSTAGE WiLL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Pleats Huse ™ thigh en ae 


Box Address. i wid . : 





HYDE 


SPECIALTY 3 8 


hot sellers for cole montins 


other 
colors 


© YELLOW 
* BLUE 
* GREEN 


new \X 
hot 


| : | ee hot 
ty 25. 


seller a seller 


RED HEAD ~~ No. 25 


super speedster plastic razor 


- other 
paint scraper colors blade scraper 


Home owners scrape off paint ‘. * YELLOW i 
from tables, woodwork, doors, © GREEN Hottest seller because it’s color- 
cabinets, etc. Red handle knob ful, looks better and handles 
has chrome dome head to drive easier. Dozens of uses for home, 
in nails. Finger-tip blade adjust- MRS. HYDE’S auto, office and shop. Terrific im- 
ment to reach corners. 6 scrapers P pulse item for car owner to re- 
displayed on card. flexible snack move ice, sleet and dirt from 
‘ auto windows. The gals like it 
FULL 40% TO DEALERS and sandwich to cut clothing seams. Removes 
hard-to-get-off paint from win- 


hot mercha ndising spreader dows. Features single edge blade 


with safety snap button. 
The gals really go for this smart look- 
ing, flexible, stainless steel sandwich FULL 40% TO DEALERS 
spreader. Attractive plastic handles in 
3 colors. Individually carded for self- 


h handisi 
selection. Tops for eye and buy appeal. of merc a n ising 


FULL 40% TO DEALERS 





hot merchandising 
| ge gear Pie Pere Sarre 
nN f ry} if 


DISPLAYED 
ON CARDS 
OR 
12 SCRAPERS 
IN SELF- 
SERVE DISPLAY 


HYDE MANUFACTURING CO. mass. usa. 
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STERLING 
ELASTIC 
CAULKING 
COMPOUND.. 
CARTRIDGES 
and GUNS: 


Lasting, non- 
staining, non- 
bieeding .. pre- 
vents rot and de. 
terloration. Choice 
of the trade! 
























































































































































































































































show pioneer! 
























































crumble 
staining. 
soft and 





Commercial! $t 


=F r> | 


A STERLING RELEASE 
TRADE TIP 


NO. 3 





oe | to use, attractively 


packaged, Sterling caulk- 
ing products are a natural 
for the nation’s 


terrific 





STERLING 


KORD — 


Hundreds of year- 
round caulking 
and sealing uses! 
»» Keeps out 
moisture, 
dust, and insects. 





STERLING 
ELASTIC 
GLAZING 
COMPOUND 


Better than put- 
ty! .. Wil 
Gry up. crack, 


NATIONALLY ADVERTISED 
STERLING . . A “do-it-yourself" 


Send for Sterling Catalog Sheet 


STERLING PAINT 


& VARNISH CO. 


7 .— 


Maiden. Mass 





cold, 


non 
Stays 
pilabie! 








—————————— — 


7, fl 





WHAT'S NEW 








(Continued from page 196) 





Oilite and Plain Bearing hinges in 
all finishes and sizes in both ful! 
and half mortise and full and half 
surface for commercial buildings, 
Catalog 
No. 50 with full details and prices 
is available. Henry Soss and Co. 


For more data circle No. 22 on postcard, p. 197 


Toilet Tank Sealer 


Water Watchman seals against 


churches and fine homes. 


leakage, stops toilet noises and pre- 
vents corrosion. It also saves 1 at. 
of water with each flushing. In- 
proper seating of control 
bulb. Retails for 39¢. Water Watcii- 
man Co.. Ince. 


sures 


For more data circle No. 23 on postcard, p. 197 


Portable Screen Houses 
New line of all aluminum porta- 
ble screen houses for use in back 
yards, fishing camps, summe) 
homes, etc., is now available 
Grand Patio house. 


a square three-sided structure de- 


three styles: 


signed to be placed next to an exist 
ing wall of a house, garage o1 
trailer; house, a 


Lawn Screen 


structure 


free - standing 


square, 
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with a pyramid type roof; and 
the Carousel Screen house (illus- 
trated), a 10 sided, pyramid roofed, 
free-standing screen house with 72 
sq. ft. of space. Other models have 
81 sq. ft. of space. Vinyl treated, 
canvas top of houses is weather 
and mildew proof. Houses are por- 
table and can be quickly and easily 
set up. Grand Sheet Metal Prod- 
ucts Co. 


For more data circle No. 24 on postcard, p. 197 


ice Melter Spreader 

Known as Model MHS-2, this 
mechanical hand spreader is for 
distributing Ice Rem ice and snow 
melting chemical pellets. Double 





oscillating feed gate can be ad- 
justed to allow four varied rates of 
flow. Gate position is controlled 
by hand lever located on side of 
base. All gears and working parts 
are metal. Other features include 
45 ib. capacity hopper, a sturdy 
wooden base with a hip slot and a 
reinforced shoulder strap. 
Inc. 


For more data circle No. 25 on postcard, p. 197 


S pe CoO, 


Closet Shelf Line 


Closet shelves now come in new 
line. Have a built-in closet rod 
along the front edge of the shelf 
plus additional garment hooks on 
the back. Two telescoping units 
form the shelf, which is made of 
heavy gage steel with a woodtone 
finish. It is available in 6 sizes 
for closet from 24 to 64 in. wide. 
Installation is simplified with 2 in- 
stallation strips which are nailed 








to left. You 
TAIL VALUE. 


to read 
of the blade printing and a 


gged alu- 
VALUE. 


WHAT’S WEWE 


1 
of the blade printin 
ght 
¥ 
You get two 
MANY 


$3.25 RETAIL VALUE. 
© 
YOU WANT 


$2.00 RETAI 


NEW TUFBOY 310 W hes new double tip and two side 
$2.35 


AS 


—_— 


, the other from ri 


ONLY, ORDER 


holds a measuremeft accurately. 
PACKAGES AS 


double tip, two side 


WEEK 


through wall to studding. Shelf 
edges are slipped over strips to 


iency with one rule convenience. 


rinted from left to right 


complete installation. Air Control 
Products. Inc. 


For more data circle Neo. 26 on postcard, p. 197 


S REGULAR cost 


996 X GUARDSMAN EXTENSION RULE has new ru 


minum extension with black anodized finish and ea 
c 


silver figures and graduations. 


off 


7 


THESE COMBINATION 


One of these fine 
NEW 996 X Guardsman Extension Rules 


FOR HARDWARE 


improved Spin Reel 
Improved model of H-I spin Reel 
No. 1901 weighs 6 oz and has right- 
or left-hand operation, adjustable 
handle and spool drag, upper nylon 
spool flange for protecting mono- 
filament line, and improved anti- 
reverse button and cork arbor spool. 


. One side 

















- 
—_ 


get two rule 
ti 
New You @ E 


rule efficiency with one rule convenience. 
EEL TAPE RULES 


710 W BIG BOY a fine big %” tape has 
handy lever lock which provents creep, 


Parts are non-corrosive. Line ¢ca- 
pacity: 4 lb test, 175 yd; 6 lb test, 
125 yd; 8 lb test, 110 yd. Horrocks- 
lbbotson Co. 


For more data circle No. 27 on postcard, p. 197 


ALL THREE 


RULES ARE NEW: 
MASTER | 
| & 


. co 
Ni 


at 


Home Workshop Vise 
Float-Lock Mity 7 home work- 
shop vise can be used as a drill 


MASTER RULE MFG. 
,* . 


press, bench and bandsaw vise, 


&, 





as well as in sawing, wrench- 
ing, clamping and plumbing work. 
Vise holds the work equally well in 
all positions. A full-strength grip 
is assured by a 10-threads-per-inch 


An Offer on Which You Can Make 55% ADDITIONAL PROFIT 





Acme screw from zero closing to 
full opening of 7 in., or 9 in. when 





used as a “C”’ clamp. Retailing at 
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WHAT'S 





$9.98, the vise includes a mount- 
ing bracket for machines, and 
anchor plate and screws for bench 
mounting. American Machine & 
Feundry Co. 


Fer more data circle Neo. 28 on postcard, p. 197 


Overhead Door Seal 


Seal-o-door is a new overhead 
door weather strip, easily applied 
to the door bottom with large-head, 
rustproof aluminum nails, using 
only a hammer. Made of pure 
vinyl, seal has full-length air pock- 
ets which compress when door is 
closed, sealing out cold, rain, snow 
and dust. It cushions the door in 


closing, eliminating noisy banging, 
preventing glass breakage, and pro- 
tects bottom of door from damage 
and rotting. Comes in polyethylene 
packages containing 8, 9 and 16 ft. 
with enough nails to install it and 
in 150-ft. reels. Dyer Products Co. 


Fer more data circle No. 28 on postcard, p. 197 


New Wood Stains 


New line of deep penetrating 
wood stains feature blond, plati- 
num and champagne effects. Color 
chart showing the new shades is 
available upon request. John W. 
Masury and Son, Inc. 

Fer mere data circle No. 30 on postcard, p. 197 


Plastic Planters 


LustroWare planters feature a 

“contained drainage well in the 
base covered by a perforated plas- 
tic plate which prevents plant 
drowning, and eliminates need for 
any protection under the planter. 
They will not rust, chip, peel or 


Flower pots are 2%, 4 and 
6 in. sq.; oblong planter is 44x14 
in. Prices range from 10¢ to 98¢. 


Columbus Plastic Products, Inc. 
For more data circle No. 31 on postcard, p. 197 


leak. 


Glazing Compound 


New triple-purpose glazing com- 
pound, called Handiglaze, Formula 
K-120, can also be used as a knife 
grade calking compound. It stays 
elastic indefinitely, seals perfectly, 
needs no primer, has white color, 
does not discolor paint, and does 
not dry in the can. Compound is 
packed in 1 and 5 lb cans. Handi- 
calk is now being packaged in new 
metal cartridge with a _ soldered 
seam. Cartridge is air-tight, leak- 
proof and burst-proof. Gibson- 
Homans Co. 

For more data circle No. 32 on postcard, p. 197 


20 In. Window Fan 


Latest model Chrom- Ever re- 
versible 20 in. window fan is a 
suitcase-type unit that comes with 
four extension panels for adjust- 
ments from 22%, to 42 in. Fan has 
1/12 hp, six-pole, two-speed motor. 
C.F.M. is 3300 on high speed. Alu- 


minum blades are rubber mounted. 
Hammertone finish is blue-gray. 
Fan has wind tunnel design through 
full interior of the fan housing and 
may be used on floor or window. 
Lists for $39.95. Chrom-Ever Co. 


Fer more data circle No. 33 on postcard, p. 197 


Wallpaper Hanging Tool 
This multi-purpose wallpaper 
hanging tool cuts, trims and rolls. 
Called the One Arm Paperhanger, 
it has serrated blade on one end for 
corner cutting and a circular knife 
for trimming around casings. Op- 
posite end features a flat maple 
roller for rolling seams. Six tools 
« Qevre ese res 


gpauge eo Beas eeage’e 


MO. 


handles in three celors are 
merchandised on 3-D type counter 
ecard. Tool lists for $1.98. Hyde 
Mfg. Co. 


Fer more data circle No. 34 on postcard, p. 197 


Masonry Water Repellent 


Silicone base water repellent for 


masonry penetrates pores of ma- 
sonry and repels capillary water 
seepage without sealing the pores, 
so that water trapped within can 
Called Kay-Tite In- 
repellent guards against 
freezing and spalling of mortar 
joints in masonry units, tile, 
marble, glass blocks, etc. Also suit- 
able for application over water ce- 
ment base paints to prevent wet- 
ting out or discoloration during 
rains. Kay-Tite Co. 


For more data circle No. 35 on postcard, p. 197 


be released. 


\ isible., 


New Life Vests 

Marine Line of life vests have 
Kapok filled vinyl] plastic inserts 
that are deflated and heat sealed. 
Improvement in design and con- 
struction make vests comfortable 
to wear for both adults and chil- 
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Self-propelled 20° Rotary 
Truly direct drive — no pushing, no 

lling. Power take-off built into engine. 

loating-type adjustable tubular handle 
Six inch wheels im front, 8” in back 
Four cutting heights. Heat-treated blade a 
with curved ends to provide suction lift 
action. Best of all — it's powered by 
the big 2.5 hp Power-Pak engine 












































dren. Vests are Coast Guard ap- 
proved for safety. Also new and 
Coast Guard approved are Marine 
Line boat cushions. Come in stand- 
ard sizes and in a variety of fab- 
rics and colors. Red Head Brand 
Co. 


For more data circle No. 36 on postcard. p. 197 








* a 
22 Caliber Rifle 
Model 572 Fieldmaster slide ac- 
tion repeater is a 22 caliber rifle. 


all sales curves run upward 
vartridge feeding design gives ay | 
straight-line feed, preventing jams. whnen you $e 


Single loading feature enables rifle 


to be readily single-loaded through S 
the ejection port. Rifle will not fire iT - 
if the trigger is pressed while the 

| 


Eight big models to tempt your 
customer’s eyes and pocketbook. 
Thrifty operation and low initial 
cost are sales arguments that ring 
up profits on anybody's register. 









And Mowamatic doesn't stop 


with supplying you with the 18” De Luxe Reel-type 


pfoduct. There’s a big sales- A lot of your customers will want this 18” 


. ‘ : mower with tive clutch drive. finger. 
promotion program to back you tip conteuia, and multi-position, adjustable 


: : , : store- . Drop-ovt ree! for 
action is being closed; trigger must up, plus a bang-up advertising seetan” Gen aukanee hen hy 
be released and ressed for each campaign that’s yours for the from winding on reel shaft and chain 

; . pres: at ki Take | k t th two Pinion gear and over-riding spring drive 
shot. C ross-bolt safety is located as ing. & 100K a e mower from wandering is mower 


mowers pictured here — ask for and its big companion 21” model are 


at rear of j ui ; atail . ° " naturals for sales—and plenty of ‘em. 
trigger guard. Reta! more information on the six ee * 


price is $49.95. Remington Arms 





others — including 4 rotary Mail coupon today for more details. 
Co., Inc. : models and 2 reel-types. Then POSORRRT eee 
For more data circle No. 37 on postcard, p. 197 get set for your biggest season - sehen ak tence . 
; . . . ' sidiary achinery and Chemical Cerperation 6&6 
ever, by stocking M owamati« § 218A Pork Street, Port Washington, Wisconsin § 
Salt and Pepper Shakers — America’s finest and most * Piease send me literature and more information 
Here are the first salt and pep- complete mower line. ; a a <n INS 8 ; 
I am a (please check) ©) distributor () dealer 
per shakers made of Melmac to | Mowamatic Corporation {| . - 
_Ompany sane 
match Color-Flyte and Royale Mel- | Subsidiory of Food Machinery 8 fies . 
mac dinnerware. Shakers z fail Se ae cea aeenete 5 Adten ' 
2 . Shakers are avail- 218A S. Park St., Port Washington, Wis. 8 -... State : 
able in gray, green, copper and Bs ’ ; : 
lime in Color-Flyte line, and in ans g Meme ' 
ee ee @ee ee ee eee eeaeeneaeeaaaneaeeaaee = 
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CATCH 
SHOPPERS’ EYES 
and their 


DOLLARS 


with 


National 





Linoleum 
Binding 


Colorfully Packaged to Sell 
On Sight 


Just display this convenient, self- 
service carton on your counter 
and see how fast National and 
Columbia Binding moves. Each 
colorful box contains a dozen clear 
lastic packages of %" linoleum 
ow Bec feet long, conven- 
iently punched for fastening and 
with ie nail supply enclosed. 
Available in brass, aluminum or 
stainless steel. 


It’s good business fo sell 
the complete National line: 


® WEATHERSTRIPPING «+ Thresholds « 
Spring Bronze « Metal and Felt Sweeps 
* Door and Window Sets 


® SPECIAL ROLLED MOLDINGS 
% BINDING AND EDGING 
- 
Order from your jobber today— 


or write us for additional details! 








NATIONAL METAL 
PRODUCTS COMPANY 





1001 Ridge Avenve Pittsburgh 33, Pa. 
P.O. Box 9965 








204 





S NEW 














gardenia, white, flame pink and 
charcoal gray in the Royale line. 
Branchell Co. 


For more data circle No. 38 on postcard, p. 197 


Outdoor Cooking Set 


No. 903 Guardsman deluxe set 
of fork, spoon and turner has been 
added to Androck line of outdoor 
cooking equipment. Items are 22 
in. long and made of stainless steel 
Brass plated handle guards and 


’ 


tips, soft-grip cork handles and 








™ 


leather hanging thongs are style 
features of utensils. Set comes in 
gold colored box with red insert 


and retails for $10. Washburn Co. 
For more data circle No. 39 on postcard, p. 197 


Staple Tacker 

T-75 Gun Tacker staple machine 
is for non - metalli 
sheathed cable and other types of 
insulated wire. Tacker is equipped 
with powerful compression springs 
and operates on principle of double- 
leverage to insure full, rapid and 


fastening 





accurate penetration of staple. Fea- 
tures include one-hand operation; 
self - feeding, automatic 
built-in groove guide safety device 


action; 


at base designed to envelope elec- 





Machine 
never touches protective sheathing. 
Arrow Faste ner Co., Ine. 


trical wires and cables. 


For more data circle Neo. 40 on postcard, p. 197 


Oven Thermometer 

Oven thermometer has wide base 
and hook on top permitting it to 
hang from oven racks closer to food 
pan where the cooking temperature 
is most critical. 
brown silicone enamel, thermom- 


Finished in a 


eter has bi-metallic temperature 
element with a range of 200 to 


. +e 
nA ; 
— a 
*, 7 
: _—~ 
* * = 


Be) a) ES 
wate, — | 
> 





2 eee nn» 


ae) Ae) £S 


500°F. Lists for $1.69. Self-selling 
94% x 11% in. display card holds 


a... 


six thermometers. 


ment Coes. 


Taylor Inst ru- 


For more data circle No. 41 on postcard, p. 197 


Garbage Can Lids 

New type of self-closing, push- 
top lid comes in various sizes to fit 
heavy duty ash and garbage can 
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line. Made of 24 gage perma-zinc 
sheet steel with an 8% In. opening, 
it is available in 16, 18%, and 20%. 
in. outside diameter size (20 gal, 
27 gal and 33 gal size cans). Weight 
of each size lid is 244, 3% and 4 lb 
respectively. Inside tension spring 
keeps lid firmly closed when not in 
use. Witt Cornice Co. 


For more data circle Ne. 42 on postcard, p. 197 


Long Handled Lawn Edger 

Little Giant Gee Pee lawn edger 
has a serrated self sharpening 
blade, a guide wheel for making 
proper spacing simple and a spade 
tvpe foot pedal facilitates cutting. 


Full length handle eliminates bend- 
ing and is available either straight 
or contoured. Lawn edger with 
straight handle lists for $2.95: 
with contoured handle for $3.95. 
North Wayne Tool Co. 


For more data circle No. 43 en postcard, p. 197 


Vented Circulator Heaters 

Two new vented circulator heat- 
ers of 14,000 and 20,000 Btu input 
capacity feature a television-screen 
upper grille which delivers radiant 
heat. Circulating heat is delivered 
from louver openings on top of 
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PLUS FREE 


@ Newspaper Mats 
@ Window Banners 
@ Full-Color Folders 


DROP SHIPMENT 
PREPAID DIRECT 
TO YOUR STORE! 


MERCHANDISER 


A complete pattern 


display at all times 
Size: 171%" x 30” x 5'3” 


Capture customer attention . .. get mass 
display while saving valuable floor space! 
Terrific for windows...sells Cal-Dak 
TV Tables from either side! It’s the 
proven successful way to build traffic 
and boost profits with CAL-DAK ... 
America’s most popular TV Tray Tables! 


ORDER TODAY FROM YOUR FAVORITE WHOLESALER! 





For More Business 


SELL THE BEST 





NIPPLE PAIL 


CAL 





With the CALFeeder Nipple Pail more 
calves survive the hazardous first 8 
weeks of life It tends to reduce 
scours W eaning is accomplished 
eari)s 


Only CALFeeder Has 


The Exclusive CAP NUT Feature 
The exclusive CAP NUT Milk Saver 
feature brings bottom of drain hole to 
extreme bottom of pail, permitting the 
calf to get . of the milk Sturdy 
steel bracket holds the CALFeeder at 
the right position for the calf to feed 
CALFeeder is a time and work saver 
for every farmer who has cattle. Ask 
yeur hardware wholesaler or write us 
fer complete information 


GENERAL METALWARE COMPANY 


Minneapolis 13, Minnesota 


WHAT'S NEW 














HAVE YOU SEEN 
THE LOCK-OW 


TRACTOR FUNNEL? 


LOCKS TIGHT 
TO FUEL TANK 


IT FITS ALL TRACTORS 


An easy twist locks this funnel tight. It 
can’t tip or wobble. SAFER, prevents 

spilling, saves fuel. The nationally ad- 
vartiend LOCK-ON Lr pond Funnel 
sells on sight. It is a good profit item 
for every dealer who has farm trade. 
Ask your hardware jobber or write us 
for complete information. 


GENERAL METALWARE COMPANY 
Minneapolis 13, Minnesota 











® For more information on these products and services 
use free post card on page 197. 





heater. Cold air is drawn in at base. 
Illustrated is Model 142-4. Temco 
Inc. 
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Panel Bar Assortment 


All-metal floor display stand is 
offered free with assortment of 
steel-faced Panel Bars ranging in 
price from $1.89 to $3.98 and in 
sizes from 8 x 19 in. to 17 x 19 in. 
Special compartment on the front 
of display holds an assortment of 
wrought iron finished hooks and 
handi-shelves. Panel Bars come in 


eat 


Nel 









modern stucco texture design and 
in various colors, plus coppertone 
and chromium plated numbers. 
The Metaloid Co. 
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Weed Puller 


New weed puller, the Lively Lad 
Weed-E-Z, makes it possible to pull 
weeds without stooping over. 
Weeder prong is inserted into 
ground, tool is tilted back and the 


weed is lifted out with all sub- 
surface roots. Weed is securely 
held in place after it is pulled out; 





a shake of the handle releases the 
weed. Retails at $1.79. Lad Mfg. 
Co. 


For more data circle No. 46 on postcard, p. 197 


Asphalt Tile Colors 


Two new colors, Firenza and 
Lunel, have been added to color 
range of Kentile asphalt tile. 
Firenza(D-271) is a white tile 
with dark red and black marbleiza- 
tion. Lunel(D-272) is a pink tile 
marbleized in red and white. Both 
are available in % and 3/16 in. 
thickness in 9 x 9 in. tiles. AKentile, 
Inc. 

For more data circle No. 47 on postcard, p. 197 


Food Blender and Mixer 


This new No-Mar Taste Master 
whips, blends, and chops foods and 
liquids. Consists of a heavy, dura- 
ble glass receptacle, 5 in. diameter 
and 12 in. high, and a plunger with 


Ny 


- y 
, ‘a > « ' 
28 > _— 
3 % ¥ As . “ 
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WHAT’S NEW BG 





blender, chopper and crusher at- 
tachments. Base and cover are of 
stainless steel. Taste Master has 
no electric motor or other moving 
parts. Allen Products Corp. 


For more data circle No. 48 on postcard, p. 197 


Hacksaw Frame 


Hacksaw frame, called Mitee-Cut, 
has a tubular steel frame that does 
not collapse when the blades are 
changed. Can be used with 9, 10 
or 12 in. blades by removing thumb- 
screw and sliding the frame in the 


handle. Frame is so constructed 
that the front and rear blade holder 
cannot fall out. Has unbreakable 
handle. Mitee Mfg., Inc. 


Fer more data circle No. 49 on postcard, p. 197 


Hassock Fan 

Hassock fan prevides 360 degree 
air circulation without’ direct 
drafts. Three-speed switch is re- 
cessed in top, and safety guards 
protect even children’s fingers. Fan 
can also serve as low serving table, 
TV seat or footstool. Hunter Fan 
and Ventilating Co. 
For more data circle No. 50 on postcard, p. 197 
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Sandwich Spreader 


This spatula-knife is ideal for 
use as a sandwich spreader, cut- 


C= 


ting bread crust and slicing vege- 
tables, frosting cake, etc. Lists for 
69¢. Goodell Co. 


For more data circle Neo. 51 on postcard, p. 197 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Bulk Storage Bin 


Here is a bulk storage bin for 
hardware warehouses that can be 
assembled by hand, and that can 
be added to. Shelves, 3 ft square, 





hold 1,200 lb. Upright posts are 
slotted for 6 in. adjustments 
Sturdi-But Steel Products, Inc. 


For more data circle Ne. 52 on postcard, p. 197 


Key Duplicating Machine 


Known as the Keymaster, this 
portable key duplicating machine 
can duplicate all pin and disc 
tumbler cylinder keys including 


PRECISION 
PUMP OILERS 


PISTGL 
OILERS 


it sales 
tractive 6-Pak display of 
d Pistol Oilers 


sy profits and reps 


HARDWARE WEEK 
SPECIAL= 


S495 PE 


6 UNIT 
DISPLAY! 
Reg. Price $6.00 


JUNIOR 
OILERS 


Gufden Rod Junior Pump Oilers — Moderately 
priced precision oilers, durably built for 
farm, home, and shop use! 


DELUAE DELUXE OILERS | 


\ 


The famous Golden Rud heavy duty deluxe 
ollers——best for over 35 years where heavy 
duty service is required. 


_DUTTON-LAINSON COMPANY 


Quality Products Since 1886 
Hastings, Nebraska 








for automobiles. Machine 
can also duplicate any flat type key 
when a high speed slotting cutter 
and spacer is used in place of its 
standard beveled cutter. Equipped 


those 





be 
with a cutter guard to protect eyes 
cutter is 
it will not fill up with chips 
when duplicating keys made of alu- 
minum. Machine is available with 
Yale & Towne 


of operator, treated so 


tnat 


or without a motor. 
Mia. Co. 
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Sharpening Tool 

If you knives, shears, 
drills and othe: 
cutlery and tools for your custom- 


sharpen 
scissors, chisels, 
ers, here is a knife sharpener wit! 
an adjustable tool rest and guide 
that you will want to consider for 
The adjustable 
for the 


your service shop. 


too! rest is set bevel de- 


: S fe 7 





sired and it guides the tool against 
the wheel. The ‘4 hp motor is on 
a base adjustable to maintain belt 
tension. Fate-Root-Heath Co. 


For more data circle No. 54 on postcard, p. 197 


Steel Shelving 

Here is a line of steel shelving 
for merchandise storage in 
ware 


hardad- 
stores and warehouses that 
comes in 35 different sizes from 24 


x 9 in. to 48 x 36 in. Shelving is 


shipped knocked down and can be 


assembled into many combinations 


208 





Components include posts, side and 
back panels, shelves, dividers, bin 
braces, label holders and 
Standard Pressed Steel Co. 


For more data circle No. 55 on postcard, p. 197 


fronts, 


doors. 


Coiling Machine 

If you want to measure and coll 
cable, cordage or hose here 
is a machine that will do the job. 
reel makes coils 21 In. 


wire, 


The large 





inside diameter by 7% in. wide. 
The small reel makes coils 12 in. 
inside diameter by 5 in. wide. Both 
reels are collapsible for removal of 
coils. Friction brake prevents back- 
lash. Neal Co. 


For more data circle No. 56 on postcard, p. 197 


Tape Conditioner 


For protection of gummed tape 
against humidity and dampness, 


here is Package Sealing’s new 








Itstix Tape 
fit NPS tape dispensing machines. 
Made of clear unbreakable plastic, 
the conditioner completely encloses 
the roll of labels or tape in the ma- 
chine, keeping contents free from 


For more data circle No. 57 








Conditioner made to 


moisture. Nashua Corp. 


on postcard, p. 197 


Movable Display Island 
Here is a movable display island 
that takes un 10 sq ft of floor space 


and provides 30 sq ft of selling 





area. Middle shelves are adjustable 
to accommodate merchandise of dif- 
ferent heights. This Flexo-Roll 
Self-Service Island has casters un- 
der the lower shelf near each cor- 
ner. Add Sales Co. 


For more data circle No. 58 on postcard, p. 197 


Self Service Cart 

The self 
will be interested in this new type 
of cart which customers can push 
or pull around the store to carry 


service store operator 





merchandise they pull off displays 
to the check-out counter. It has a 
handle all the way around, and four 
swivel casters for greater mobility. 
Available are a detachable baby seat 
and bottom shelf. North American 
Equipment Corp. 

For more data circle No. 59 on postcard, p. 197 


(Resume reading on page 13) 
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A BETTER Gardenlart 
by JACKSON 


Greater profits for you because the Jackson Garden 
Cart has all the features that SELL! 


@ Strongest, most durable cart on the market. 

@ Fiat bottom for carrying potted plants, hauling tools, etc. 

@ Easy reach handle—convenient height for easy hauling. 

@ Tilts forward to receive leaves, sweepings — easy to unload, too. 
® Large capacity— well balanced for heavy loads. 


Remember—Jackson quality is presold! Get your 
share of the profits by handling this better-built, 
more useful Jackson Garden Cart. 


2-in-1 SPREADER CART 


Twin sister to the Garden Cart but 
with this important difference—2- 
in-l is convertible—either garden 
‘ art or spreader Flat bottom of 

in-l lifts up to expose spreade! 
eR for spreading seed, fer 
tilizer and lime. Offer your cus- 
tomers both! 








Everyone with a 
Lawn or Garden Will 
Want Them ! 


STURDY 
CORRUGATED STEELS TRIPS” 


anewe too nan i Ye Keeps lawn edges neat all year long. 


paee (Lo OT ibe eee 
a ae ene 14 4) we Eliminates most hand-edging and trimming. 


Self- Selling i ee <_< —— a Used along paths and driveways — around trees, 


bushes and flower beds. 


Package. se Free Sales Aids ! | INSIST ON THE PAINTED STRIP! 


Colorful illustrations on package tell the whole story... contains PAINTED, BONDERIZED, GALVANIZED — for longer life. Painted green on 
30’ of strip, enough for average lawn and garden. Free Dealer grass side, earth color on the soil side. 


Folders, Newspaper Mats, Display Cards, etc., available. NO TOOLS OR EXTRA PARTS NEEDED —4’’ x 25’ strips join into long 
ASK YOUR WHOLESALER OR WRITE MFR. lengths by bending self-locking tabs. Strips buried —no supports needed. 


Shatin ieee CAREY-McFALL CO., Dept. B, 2156 E. Dauphin St., Phila. 25, Pa 
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TO HELP YOU SELL 





(Continued from page 13) 





the top flap of the 12 x 6 x 4%% in. 
carton is a picture of the hinge and 
a full description of its features. 
McKinney Mfg. Co. 


For more data circle No. 60 on postcard, p. 197 


Lock Demonstrator 


This new 900D-C demonstrator 


unit carries a varied selection of 
Weslock products. Has 5 in. back- 
set with 5% in. escutcheon, cabinet 
hardware, and a representative se- 
lection of 500 concave series resi- 
dential lock sets with 
handles and escutcheons. 


matching 
Also new 
is Weslock 95 screen door latch for 
use On screen, storm or combina- 
tion doors in both metal and wood. 
Mounted with two machine screws 
through housing. Fits doors %4 to 
1*e in. thick. Available in brass, 
chrome, black, aluminum and cad- 
mium finishes. Western Lock Mfg. 
Co. 


For more data circle Neo. 61 on postcard, p. 197 
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Pliers Merchandiser 


This new pliers merchandiser is 
4 x 8 in. and comes in blue, yellow 
and white colors. Holds 6 indi- 
vidually packaged multi-purpose 
compound leverage pliers No. 1234. 
Three-piece design of the pliers in- 
creases pressure applied at han- 
dies to ten times at jaws. Bottom 
of merchandiser illustrates three 
selling stunts that demonstrate the 





grip of new pliers; also lists “Sell- 
ing Sentences” to help sales people 
get more tool sales. P & C Hand 
Forged Tool Co. 


For more data circle Ne. 62 on postcard, p. 197 


Insecticide Deals 


Two special deals offer a com- 
plete department of aerosol insecti- 
cides with free counter or floor dis- 
play. Featured in Deal No. D57 





(illustrated) is a self-service floor 
stand, occupying 1% sq. ft. and 41 
in. high. Display comes free with 
4 doz. cans of Hep, 1 doz. Hep Ant 
& Roach surface spray, and 1 doz. 
non-DDT Safe-Lex. Total retail 
value is $77.88. Offer includes early 


booking savings of $5 to increase 
dealer profit to $30.41. Deal No. 
D58 comprises a jumble basket 
counter display, 14 in. high, occupy- 
ing 1 sq. ft., with 2 doz. cans of 
Hep, % doz. Hep Ant & Roach 
Spray and % doz. Safe-Lex. Dealer 
saves $2 and increases his profit to 
$14.70. Offers expire April 30. 


Bostwick Laboratories. 
For more data circle No. 63 on postcard, p. 197 


Can Opener Special 

As a Hardware Week special, the 
$3.95 Klean Kut can opener with 
magnetic lid lifter will retail at 





2.89. Can opener has built-in 
grease-sealed cutting wheel, swings 
flush against wall when not in use. 
Finish is white enamel with black 
handle knob. Dazey Corp. 


For more data circle No. 64 on postcard, p. 197 


Sander Promotion 


Hardware Week specials include 
No. 900-D sander in metal case, 
regular price $46.95, for $39.95, 
and No. 504 sander in metal case, 
regular price $19.95, for $17.50. 
Syncro Corp. 


For more data circle No. 65 on postcard, p. 197 


Window Fan Display 


Sales aids for Atlas-Aire window 
fans in 1955 include this new floor 
display with removable wrought 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





iron legs. The frame of natural 
finished wood is designed for 
demonstrating installation of fan. 
Multi-color backboard carries slo- 
gan referring to portable, reversi- 
ble and installation features of fan. 
Display also available without legs 
for use as counter or floor display. 
Atlas Tool & Mfg. Co. 


For more data circle No. 66 on postcard, p. 197 


Drill Display 


Plastic counter display for Kon- 
krete Kore drills shows 11 sizes 
ranging from 3/16 to 1% in. Dis- 


- 


- 


-~ 
— th 
e i 


play carton is in yellow and black, 
measuring 6 x 9 in. Available at 
cost of drills only. Tilden Tool 
Mfg. Co. 


For more data circle No. 67 on postcard, p. 197 


Trowel Tool Catalog 

Called “1,056 Tools for the 
Trowel Trades,” this 1955 catalog 
has 99 pages, fully illustrated. It 
lists 1,056 individual tools in 200 
categories of tools used by cement 
finishers, plasterers, lathers, ma- 
sons and tilesetters, dry wall appli- 
cators, and miscellaneous journey- 
men and contractors. Goldblatt Tool 
Co. 


for more data circle No. 68 on postcard, p. 197 


Faucet Attachment Display 

New Mel-O-Flo Blister-Pak con- 
sists of model 101 Jet-Aerator fau- 
cet attachment for non - splash 
spray and 4 x 6 in. display card. 
Jet Aerator is protected by plastic 
blister. Three color card carries 
“Stop Splash” message and picture. 
Extra size collars provided on back 


IN INDUSTRY... 


The Jacobs Ball Bearing 
Super Chuck ... for grip- 
ping power, accuracy and 
durability unmatched any- 
where. The chuck for heavy 


duty drilling. 
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The Jacobs Multicraft Geared Key Chuck .. . the tight-fisted grip 
of fine light weight power tools. Multicraft is a simplified version 
of Jacobs’ rugged Super Chuck. 

















This is another practical example of how Jacobs engineering 
skill converts industrial experience into practical benefits for 
your customer — the home shop tool user. 

When you sell power tools in your store look for the Jacobs 
Chuck... your customers do. Sell the Jacobs Chuck .. . your cus- 
tomers insist on it. Whether it’s the Multi- 
craft Geared Key Chuck shown here, or the 
Rubber-Flex Hex-Key model, there is none 
better than Jacobs. The Jacobs Manufac- 
turing Company, West Hartford 10, Conn. 


























































































TO HELP YOU SELL 


of card allows attachment to be 
used on any make faucet. Melard 
Mfg. Corp. 
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Drill Wall Chart 

Wall chart shows decimal equiva- 
lents and tap drill sizes for wire 
gage, letter size and fractional size 
drills. Printed in three 
chart is 18x24 in., and is punched 
for wall hanging. Chicago-Latrobe. 


colors, 


Metal Moulding Display 
Merchandising unit carries a 
group of 18 metal moulding trim 
sections for the do-it-yourself mar- 
ket. Sections are individually pack- 
aged for quick sale. Included in 
merchandise unit are inside cor- 
ners, outside corners, coves, nos- 
ings and straight faced nosings. 
Youngstown Mfg.. Inc. 
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Sprinkler Display 

New, redesigned wraparound dis- 
play is used with three models of 
the Swingin’ Spray oscillating 
sprinkler. Three-color wraparound 


is printed with operating instruc- 
tions and guarantee, in addition to 
presenting selling points. Melnor 
Metal Products Co. 
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Hardware Catalog 


New hardware catalog presents 
information on saws in easy-to- 
read, non-technical language. Tells 
where each saw is used, who uses 
it and to what advantage. Handy 
pocket-size companion catalog, com- 








All NEW! ALL NEW! 


ALL NEW! 


> 


Seasational Yeu 
AMERICAN Rental Floor Sander 


ALL 


ALL NEW! 


NEW! ALL NEW! 
PHILADELPHIA— Jan. 10-12—Pennsylvaniaand Atlantic 
Seaboard Hardware Show—Booth 302 


CLEVELAND—Jan. 18-20—Ohio Retail Lumber Dealers 
Show—Booth 315 


MINNEAPOLIS—Jan. 25-27— Minnesota Hardware 
Show—Booth 104 


INDIANAPOLIS—Jan. 25-27—Indiana Retail Hardware 
Show—Booth 14 


LOVISVULLE—Jan. 31, Feb. 1, 2—Kentucky Hardware 
Show—Booth 47 


MILWAUKEE—Feb. 1-3— Wisconsin Retail Hardware 
Show—Booth 42 


CLEVELAND—Feb. 7-9—Ohio Hardware Show— 
Booth 702 


LITTLE ROCK—Feb. 1 3-14—Arkansas Hardware Show 
—Booth 6 


aciinsiens eee 


“I MERICAN | 


FLOOR SURFACING MACHINE CO 


EEE 


Be sure to see it! 


to be introduced at these Shows! 


DETROIT—Feb. 15-17 — Michigan 
Show—Booth 117 
CHATTANOOGA—Feb. 20-2 

ware Show—Booth 22 
CHARLOTTE, N. C.—Feb. 22-24—Carolinas Hardware 
Ass'n 
ATLANTA— Mar. 6-8—Georgia-Florida Hardware Show 
—Booth 27 
ROANOKE—Mar. 7-8 — Virginia 
Booth 306 


ST. LOUIS— Mar. 8-9— Missouri Retail Hardware Show 
—Booth 80 


CHICAGO—Mar. 8-10—Illinois State Hardware Show 
—Booth 18-19 

ST. PAUL—Mar. 22-24 — Minnesota 
Dealers Show—Booth 150 


Retail Hardware 


2—Tennessee Retail Hard- 


Hardware Show— 


Retail Lumber 


Be sure fo try it! 
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TERRI FIC IMPACT OF AMERICAN 


SANDER RENTALS HELPS YOU MAKE $1000 EXTRA PROFIT EACH YEAR! 


sett 
more 






















-> ALL NEW! 





ALL NEW! 








ALL NEW! 


ALL NEW! ALL NEW! 


Dealers everywhere report growing successes with Ameri- See it at the shows! Amazing all-new 


can Sander Rentals in the do-it-yourself market! You toocan Rental Sander—most for your mone 
: Hl th > hamoies aad ak BIC fennel - —best for home use—unique guarat 
gain all these benefits and make s profit—all year long! cee—highest profit-maker for yo 
You sell all these markets’ Homeowners . . . small apart- . ; 
ment buildings . . . neighborhood stores . . . painters and ation. Practically tamper-proof. . . assuring more hours of 
’ ’ : 
contractors that do own work...and many others azfo- profitable renting and minimum upkeep! No brushes, no fan 
matically become sales prospects! belt, no fan bearings, no windings in the armature to cause 
National average figures show how you can profit! You trouble. American is best known to millions of customers— 
average 100 rentals per year per set of equipment—floor the choice of leading magazine editors to illustrate how io 
sander, edger, polisher. Nationally accepted rental fees sand floors. Send coupon for complete profit-plan. _ 
show you pay off rental equipment and make a profit the FAST SERVICE. American Distributors with factory- 
first year! Aad this is only part of the overall profit picture! skilled mechanics and original replacement parts and sup- 
American home-owner rental tools rent fast! Compare plies near you in all principal cities. 
with slow-moving profit-stealing items now on your floor. phere natinerarne cannons rat que GuD auD GED GED GED a=” a=> aD oD 
You can't miss with American... first choice among deal- The American Floor Surfacing Machine Co 
ers and their customers who know about floor sanders. \ $22 So. St. Clair St., Toledo 3, Ohio 


[}) Send Profit facts on Sander-Polisher Rental Business 
Send latest catalog on the following 


With American machines, you can be sure of lowest main- 
tenance costs, utmost customer satisfaction, easiest oper- 
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[} Portable Electric Toots 


MERICAN 


Your Na 
FLOOR SURFACING 
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MACHINE CO. 
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‘ Store 





Sctreet __ 





City : PRE ea a ah assis: 








TO HELP YOU SELL 








plete and equal in content to the 
full-size catalog, is also available as 
a ready reference. Atkins Saw Div., 
Borg-Warner Corp. 


Fer more data circle No. 72 on postcard, p. 197 


Lamp Bulb Merchandiser 


Light bulbs with 2000-hr guar- 
antee are now merchandised with 
self-service wire rack. Silk screen 
sign highlights economy appeal. 
Rack holds more than 240 popular 
size light bulbs. Made of heavy 





gage wire, it is a completely joined 
unit; folds flat, unfolds in seconds. 
Has aluminum finish and lists for 
$3.50. Marvel Lamp Co. 


For more data circle Ne. 73 on postcard, p. 197 


Fishing Tackle Catalog 

Catalog C-105 for 1955 contains 
information on new items, new 
packaging and new design develop- 
ments in the fishing tackle line. In- 
cluded are descriptions of new, 
fast-tip action and lighter weight 
rods; the Fast-Lock reel seat for 
spinning rods; the Lazy Day Tele- 
scopic Poles; additional SpinCast 
models; new casting-spinning reel, 
the SpinCast 700; Flipit metal 
lure; new Super-Float Fly Line; 
new gift assortments with rods. 
South Bend Bait Co. 


Fer more data circle No. 74 on postcard, p. 197 


1955 Sporting Goods Line 

Nineteen Fifty-five spring and 
summer sporting goods catalog is 
now available. In addition to firm’s 
line, catalog features MacGregor 
tennis and badminton equipment 
and golf balls. Dreaper-Maynard Co. 


214 





Sports Equipment Catalog 


Enlarged 1955 catalog includes 
entire line of fishing rods and reels, 
tackle sets, thermo bags, picnic 
sport kits, and other outdoor equip- 
ment. Special section of the 12 
page catalog describes new dealer 
discounts and pre-tested promo- 
tional package. Four-color cover 
presents the all nylon, Ny-O-Lite 
spinning reel. Other products fea- 
tured are the Ny-O-Lite Spinning 
Set, Pik-Nicker Sport Kits, and 
complete line of fishing kits rang- 
ing in price from $9.95 to $39.95. 
Waltco Products. 


For more data circle No. 75 on postcard, p. 197 


January Special Deal 
Special January package deal in- 
cludes model 199 general - purpose 
soldering gun; model 250 heavy 
duty all-purpose soldering gun; 
mode] 404 heavy duty sander kit, 
and model 19-25 display board, in- 
cluding extra tips. Total retail 


value of items is $45.80; dealer 


cost is $25.80. Wen Products, Inc. 


For more data circle No. 76 on postcard, p. 197 


Wood Finishes Display 

Self-service merchandiser stocks, 
displays and dispenses complete line 
of wood finishes. Products in line 
are Wood Seal Clear, a clear var- 
nish of medium gloss; Neptunite 
Satin Finish Varnish, a soft gloss 
finish; and Plax Water Clear, a 
high gloss transparent finish. Lowe 
Bros. Co. 


For more data circle No. 77 on postcard, p. 197 





Floor Tile Booklet 


New 32-page Installation Manual 
describes every step of plastic tile 
installation, illustrated with draw- 
ings and photos. Booklet is 5%4x 
814 in. Explains how to solve 
every type of problem and also 
covers selling points such as how to 
sell the customer, how to install 
the job, and what to tell the cus- 
tomer about maintenance of the in- 
stallation. Miraplas Tile Co. 


For more data circle No. 78 on postcard, p. 197 


Electric Housewares 


New display spotlights the three 
top sellers in the Oster line of elec- 
tric housewares. They are the two- 
Osterizer 


speed deluxe blender, 





electric knife sharpener, and deluxe 
portable mixer. Display is 2 x 2 ft. 
John Oster Mfg. Co. 


For more data circle No. 79 on postcard, p. 197 


Locksmith Catalog Section 

Thirty-two page Locksmith Sup- 
ply Catalog section has been issued 
covering all Yale key blanks and 
locksmiths’ supplies and tools. Sec- 
tion contains a variety of indices 
to key blanks, including a numeri- 
cal index and alphabetical index, 
indices of other makes of key 
blanks converted to Yale numbers, 
and a materials and usage index. 
Well illustrated, the publications 
also has information on repair 
parts and repair and key 
duplicating machines. Locksmith 
Supply Sales Dept., Yale & Towne 
Mfg. Co. 


Fer more data circle No. 80 on postcard, p. 197 


tools 


Jig-Saw Special 

Offered as a Hardware Week spe- 
cial, Deal No. SP5000 consists of 
the No. 500 Arco Jig-Saw Cillus- 
trated), No. 505 Arco Jig-Saw re- 
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xt New Visllle Pak 





The Self-Service Package 
They’ll Reach for / 


SELLS ON SIGHT—CGriffins new visible nak offer populal Griffin 
Hardware in a complete sales unit. A transparent plastic Blister 
contoured to the shape of cach product protect nxt morsture 
and handling. Each “see-thru” package includes the correct number 


ol screws 


YOUR CHOICE of Griffin Hardware items. Sclect 5 r items Buy 
SELECT YOUR only what selis best the visible pak speeds turnover 
INCREASE PROFITS this quick way. This attractive sell-service pak 


GRIFFIN ITEMS selis on sight 


tributor today 


rr 
; R] FFIN i Lay Ewery DOOR NEEDS THREE 
MANUFACTURING COMPANY 
ERIE + PENNSYLVANIA 


Ask tor catalog page GV-!. Order from your dis- 


























ATLANTA, Ge. CHICAGO, Ill. DENVER, Colo. JACKSON, Miss. NEW YORK, N.Y SEATTLE, Wash. 
Walter S. Johnson & Sons Wilbur H. Dovis Roy L. Rogers L. G. Fuller, Jr. The 8. S. Alder Company R. F. Bevers 
917 St. Charles Avenve 1639 Fargo Avenve 1620 Garfield Street P.O. Box 2113 45 Warren Street 4524 East 60th Street 
BOSTON, Mass. DALLAS, Texas DETROIT, Mich. KANSAS CITY, Me. SAN FRANCISCO, Collif. a LOUIS, Me 
Austin & Eddy inc E. H. Farrar George A. Gregg Horvey D. Rush & Sons C.L. Lewis C. Meibaum & Co. 
115 Brood Street 2nd Unit Sante Fe Bidg. 141 W. Eight Mile Road 4638 Nichols Porkwoy 2450 17th Street 495 4 Oleathoa Avenve 
- CRESLINE QUALITY... 
MAKE SURE You MAKE THE r begins with the basic ingredients (100% VIRGIN 
t MATERIALS) and is constantly controlled from start te 
finished product. Precision methods, pressure testing 
4 of every coil, preshipment inspection ... all combine 
a 33 ; to make CRESLINE your TOP-PROFIT line for ‘55! 
coal ' 
: CRESLINE SERVICE... 
DEAL . gives you the exclusive, extra-powerful sales advantage 
of days-ahead deliveries! Every order is SHIPPED 
i WITHIN 24 HOURS. Strategically located warehouses 
: ore another plus feature. Every order is filled right, 
: with plastic pipe that is GUARANTEED RIGHT! 


FLEXIBLE PLASTIC PIPE 


Don't wait to stake your claim in the big plastic pipe } te 
market that awaits you right now! And don't settle for 
less than the double-edged advantage that's yours as a 
CRESLINE distributor or dealer. ONLY CRESLINE can give 
you the quality-service combination described here. Only 
CRESLINE gives you such solid sales support as the 
unique Mobile Salesmaker, the soles-speeding Display 
Dispenser, the ONE plastic pipe that is measured and 
marked at one and 10 ft. intervals 





i 


Lid ™ i>, 
y i; 
. < ‘~ 
‘ ; , al : 
= | ) * : N er 
ey Te 
CRESCENT PLASTICS, INC. ete. ee bee al ee aS «rent, 
Dept. A-5, 955 Diemond Ave. Loying part of a 10-MILE ORDER for CRESLINE plastic pipe, sold 
EVANSVILLE 7, IND. to a locke resort development company by on indiana dealer. 
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Made to Specifications of the 
Thermoplastic Pipe Division of the 
Society of the Plastics Industry 


WRITE NOW FOR FREE LITERATURE AND 
MAME OF YOUR WEAREST REPRESENTATIVE 











TO HELP YOU SELL 





® For more information 
on these products and 
services use free post 
card on page 197 


placement blades, and No. 401 Arco 
Stand. These regularly list for 
$15.65 as separate units; special 
price is $12.90. Also offered for 
Hardware Week is the new No. 300 
Arco Angle-Buffer at special price 








WITHSTANDS YEARS OF ABUSE... 


Years of abuse and hard usage 
is the destiny of probably every 
WITT Can. Yet, have no fear 
they’re designed for punish- 
ment—-will outlast 3 to 5 
ordinary cans. Take a good look 
at a WITT Can or Pail 
Notice the heavy gauge steel, the 
deep rolling corrugations, the 
steel bands and the rigidity of 
the straight sides. Quality’s the 
word for it—quality, so certain, 
that every WITT Can is Guar- 
anteed. When you sell Cans, 
make sure they’re WITT. 


Se Peed Wh Oe Reed eee - gE Be 












wilt 
CANS 
HAVE THE 
“RIGHT” 

ANGLE 
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ware (Land 
“Ohiginators of, the Corrugated Can” 


THE WITT CORNICE COMPANY 
2110 Winchell Ave., Cincinnati 14, Ohio 





of $5.45; regularly lists at $6.50. 
This tool converts any ‘4 In. elec- 
tric drill into a right angle buffer 
and sander Arrow Metal Prod- 
uets Co. 


Fer more data circle No. 81 on postcard, p. 19. 


Garden Shears 

Two new Essex garden shears 
are being offered as specials for 
Hardware Week. No. 8 Hedge 
Shears have 8&8 in. cutlery stee! 
blades with notch for cutting large 
branches. High lift handles are of 


hard wood in natural finish. Shea 





will retail at $2.79; regular value 
is $3. No. 6 Pruning Shears have 
heat treated tool steel blade. Red 
enameled handles are of malleab! 
iron and are fitted with long last- 
ing volute spring. Special price is 
$1.25: regularly sel! for $1.39. Sey- 
mour Smith & Son. Inc. 


For more data circle No. 82 on postcard, p. 197 


Cutlery Set 

Eterna four-piece cutlery set wil! 
will specially priced at $4.94 during 
Hardware Week. Regularly sold at 
$5.98 retail, set No. 5614 includes 
S-in. paring knife, 5-in. utility 
knife, 6-in. French cook’s knife and 
7-in. butcher knife, plus the hard- 
wood holder. Blades are set in im- 
ported, waterproofed rosewood 
handles. Ekco Products Co. 


For more data circle No. 83 on postcard, p. 197 





(Resume reading on page 14) 
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ANOTHER EXCLUSIVE 


ZA 


cath OD 
— KNOB 


COLORFUIL 

PACKAGING 

CATCHES THE EY! 
IND TAYLOR 

QUALITY AND VALUI 

SELLS EM 


Real “stoppers”’ 
to feature on your 
*) counter and in your 
e& window ... presented by 
‘* TAYLOR: Three styles— 
NO. 400 in Fluted Glass, NO. 410 
Brass Plated, NO. 402 Series 
SOLID BRASS, Polished or Chrome 
Finished. See your favorite distributor 
today ... ask for TAYLOR’S 
exclusive VUE-PACK and start 
Selling More Door Knobs the 
profitable TAYLOR way! 


REMEMBER, 
TAY LOR-MADE 
MEANS QUALITY-MADE 


TAYLOR LOCK CO. 


Philadelphia 32, Pa. © Manufacturer of Locks, Key 
Blanks. Door Knobs and Builders’ Hardware Since 1920. 
e Progressive Wholesalers everywhere sell the Taylor Line. 
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Why hand out a 10¢ fuse 
when they'll buy a °1.50 


MINI-BREAKER 


Chances are the customer who 
comes into your store for a 
fuse is a pretty disgusted 

man. He’shadashortcircuitt, 
he’s been fumbling around 
in the fuse box only to find 


he’s fresh out of spares. 


He’s in a mood to end his 

fuse troubles forever—even 1! 

it means giving you 15 times 

the normal fuse profit. Put a 

Mini-Breaker in his hand, show 

him it is a miniature circuit 

breaker that screws in—right 

in place of the fuse. Point out 

that it doesn’t blow .. . it trips 

. that it can be reset instantly 

after every overload, safely, with 

out any doubt as to the defective 
circuit (the button pops up). 


Tell him that a ten-year-old child 

can reset a Muni-Breaker without 

shock hazard, without any know! 
edge of electricity . . . just by pushing a button (no waiting 
until Papa gets home before the TV can work again). 


Explain there is a delay timer, so that normal starting loads 
of power tools, freezers, air conditioners, won't trip the 
Mini-Breaker . . . that only abnormal loads will send it into 
action. Point out that it’s UL listed . . . and guaranteed to 
keep right on performing, time after time. Chances are he’l| 
buy ... at a whopping big plus-profit to you. 


Of course, you could give him just what he asked for—a 10¢ 
fuse. But wouldn't you rather sell him a $1.50 Mini-Breaker? 


In 10, 15, 20, 30 amps. AC 
only. 125 volts maximum. 
The only device of its kind 
to meet cll requirements of 
Underwriters’ Latoratories. 


Mechanical Products, Inc. 


1824 River Street Jackson, Michigan 








J. B. Pounds shows a customer the job he did with paint 
m his own stocks on the demonstration portion of his wall. 





Do-It-Y ourself Promotion 


Doubles Pamt Volume 


Uses own home and store walls to show prospects 
how paint may be used to attain various effects 


In-store demonstrations and the 
use of his own home as a place for 
showing application technique helps 
J. B. Pounds sell more paint and 
related lines. 

This technique has helped Mr. 
Pounds double paint volume at 
Peoples Hardware in Arkadelphia, 


218 


Ark. Most of his sales are made to 
do-it-yourself fans. 

J. B. Pounds says, “These cus- 
tomers want a preview of the paint 
job; they are the people who need 
extra help with their painting prob- 
lems. Color cards are not always 
enough to help these customers in 


choosing a color for their floors, 
walls, woodwork or exteriors. They 
like to see large areas that approxi- 
mate the walls in their own homes 
as examples of what they can ex- 
pect in refinishing parts of their 
own residences.” 

One side of the store was espe- 
cially planned to help in exhibiting 
painted surfaces. Above the shelves 
a broad expanse of empty wall 
space was provided for showing 
paint finishes. 

Every other year the wall is re- 
painted in a different color of flat 
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wall paint—a deep color that is in 
demand for the home. A deep green 
is currently used as the exhibition 
color at the store. Even customers 
wanting a different shade for their 
own home are interested in this 
demonstration space. 

During the spring paint promo- 
tion, a large portion of the wall is 
covered with paint color charts. A 
large piece of wall board is hung 
on part of the wall for use for a 
demonstration section to show cus- 
tomers how to apply paint with a 
roller. 

Two months each spring local 
newspaper advertising, direct mail 
material and three radio spot an- 
nouncements each day invite people 
to visit the store to see how paint 
is applied with a roller. 


Holds Demonstrations 

When the spring-time paint pro- 
motion is being held, one of the 
firm’s salesmen gives most of his 
time to paint, making many in- 
store demonstrations. Women are 
especially interested in these roller 
demonstrations. After the sales- 
man has used his show-how tech- 
nique, the visitor is invited to try 
the roller. 

Floor paints are also given at- 
tention, painted floors being partic- 
ularly favored in the area. People 
with older homes as well as others 
who have bought new low-cost 
houses are excellent prospects. 

To show the beauty of floor paint 
properly applied and _ correctly 
cared for, Mr. Pounds uses his own 
home as a demonstration point. 
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A customer planning a do-it-yourself job discussed colors with the hardware 


dealer in the paint department. 


One room has been devoted to a 
demonstration of floor paint used 
in the modern way. 

At the store and at his home, 
Mr. Pounds shows color charts of 
floor paints in the newest shades 
reds, blues, greens, terra cotta, etc. 
His own floor at home has a pro- 
tective coat of clear varnish or 
shellac, with wax as a finish. He 
tells his prospect that floors fin- 
ished with paint in this way are 
easy to keep clean. 


Shows His Own Home 

Other rooms in his house are 
used to demonstrate wall paint in 
the new fashion colors promoted 
by the women’s magazines. Each 
wall is in a different color. 

When customers 
store for paints and are not certain 


come to the 





Dinnerware in colors to match deep shades of paint are sold to many cus- 


tomers doing a repainting job. 
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about what they want, Mr. Pounds 
invites them to see his house. Some- 
times he drives them there imme- 
diately, and often closes a good 
paint sale. 

The do-it-yourself customer is 
quizzed concerning the condition of 
the surface to be painted. He is 
advised how to prevent common 
paint troubles—such as checking 
and flaking. He is told how to clean 
and prepare the surface. And some- 
times the proprietor or one of his 
employees visits the customer's 
home before the paint is sold. 

Along with paints, paint cleaners 
and waxes are given special atten- 
tion. These are excellent year- 
around traffic builders, Pounds 
says. His stock includes many well- 
known preparations for cleaning 
the painted surface, waxes, and wax 
applicators. 


Suggests Related items 

People who do their own paint- 
ing are interested in preserving the 
job for a long time. Therefore this 
store seldom sells paint without 
seeking an extra sale or two on 
cleaners and waxes. 

In a bid for extra volume, the 
bright colors used in the store are 
supplemented with a colored din- 
nerware display featuring shades 
matching or blending with the 
painted surfaces. One long table 
along the front of the store is de- 
voted to colored dinnerware display. 
This tie-in has helpec to double 
volume in that section of Peoples 
Hardware. 
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dutomatic leveling 
ramps speed positioning 
of trucks and trailers 
for faster handling of 
merchandise at docks, 
with protective equip- 
ment for unloading 


operations at rail siding 


Special Storage Racks Used in... 


New Bigelow & Dowse Warehouse 


Docks at the new warehouse of parked at the dock the ramp is The automatic leveling ramps 
Bigelow & Dowse Co. have been leveled off to the bed, making it have a safety device tie in with the 
equipped for faster handling and level with the warehouse floor for automatic stopping of the over- 
protection of merchandise. easy movement of merchandise in head doors. These doors stop auto- 

Automatic leveling ramps make or out of the warehouse. matically when they touch the ware- 
it possible to position trucks and 
trailers faster. Six of the 13 truck 
spots have such equipment. 

The ramps are hinged at one end 
of the warehouse floor. The ramps 
extend to the side wall of the ware- 
house and these ends can be raised 
or lowered by pressing control but- 
tons on the walls by the doorways. 

As soon as a truck or trailer is 





(renerail features of the new 
warehouse of Bige low «& 
Dowse Co.. Boston hardware 
wholesaler, were described in 
the Jan. 6 issue of HARDWARE 
AGE beginning on page 146. 
Additional details and pic- 


tures are given tn this article. sis aq 5 mo for faster leveling off of fr 
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it’s &4¢¢ to sell 


eo 
"MR, BLISTER” 


THE ELECTRIC PAINT REMOVER 


“DO-IT-YOURSELF” PEOPLE LIKE IT 
NO ATTACHED SCRAPER (use putty knife) 


ALSO REMOVES WALLPAPER... PUTTY COLORFUL 
INDIVIDUAL 

“Mr. Blister” is fast, safe ... no open flame. Heats, 

blisters paint, easily scraped to bare wood surface 

with putty knife on flat, curved surfaces; with wire 

brush from moldings; with knife for cleanly remov- 

ing wet, steamed wallpaper. Perfect job for boat wood 

surfaces. Used indoors or out. Heat- 

ing element gives 1000°F. ... 

guaranteed for 1 year. Flexibility 

of putty knife operation is impor- 

tant feature. See your wholesaler 


— hardware, paint or marine. <q 


, THE B & L TOOL and MACHINE CO. 
PLAINVILLE, CONNECTICUT 


SOLD ONLY THRU WHOLESALERS 


CUSHION HEAD’ 
EASY ON THUMBS 


THUMB TACKS 6 BIG < 


om TRAFFIC 


UPHOLSTERY 
TACKS 


<@ sure Grip 
TACK 


FURNITURE 
NAILS DISPLAYS 


Te Te cote & 


Cee 


DISPLAY BOXES 


BUILDERS IN- 


en ea \ 


IN HANDY 
VISIBLE TUBES ‘ 


"TACKS Pres 
: 


BRADS 


IN HANDY 
VISIBLE TUBES 


IN HANDY 
VISIBLE TUBES 


Write For a Details Today 
SHELTON TACK CO. SHELTON, CONN. 
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PLASTIC 


RUBBER FRICTION 


ee” 
DOLLAR VOLUME 


IN 
GOLD SEAL TAPES 


Gold Seal plastic electrical tape, 
for example, gives your customers 
more “coverage” for their money. 
A few neat wraps and the job’s 
finished — gives all needed 
dielectric on most jobs. 


Single 60 ft. rolls in 
round metal cans 
ond Handy Pack of 
ten 20 ff. rolls in 
metal and fiber 


cartons. 


FOR 
EXTRA SALES AND PROFITS 
STOCK AND SELL 


JENKINS 


FRICTION © RUBBER © PLASTIC 
Also Diamond Seal Friction and 


Rubber Tapes mode to ASTM 
specifications 
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New Bigelow & Dowse Warehouse 


Wooden shelving arranged for expan- 
sion and contraction of storage areas 
for broken carton merchandise. 


Merchandise in unbroken carton sec- 
tions is stowed away by hand on 
lower shelves of special racks. 


house floor. They also stop auto- 
matically if they touch a ramp left 
in position above the warehouse 
floor level. 

The railroad siding doorways 
have protection for merchandise 
handled during inclement weather. 
There is a canvas cover fastened 
to the outside of the six warehouse 
door frames, and these are on a 
flexible metal frame. After a 
freight car is spotted, the frame is 
pushed out to the side of the car, 
and the canvas covers the top and 
both sides of the opening. This 
eliminates the need for a canopy 
over the siding. 


Built-in ladder at end of special 
order picker's cart makes upper shelv- 
ing within reach of order fillers. 


Angled iron A frame racks are used 
for floor storage of merchandise in 


overing section. 


floor 


Three types of racks are used in 
the warehouse for storage of vari- 
ous types of merchandise. 

For the broken carton merchan- 
dise sections, there is wooden 
shelving. These were made to or- 
der by a box manufacturer. 

The shelving has horizontal and 
vertical dividers so that spaces can 
be varied, and they can be expanded 
or contracted in the future to pro- 
vide sufficient areas for merchan- 
dise of different sizes and quanti- 
ties. 

The shelving is 10% ft high. The 
upper areas can be reached by or- 
der pickers using the ladder built 
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in the end of the special carts. 
When a picker steps on the ladder, 
the ends of the side rails grip the 
floor. The picker can climb to the 
top level and reach the upper 
shelves with the extra 4-ft reach 
available through the ladder. Slower 
moving merchandise lines wili be 
kept on upper shelves. : 

For the unbroken carton sections 
there are racks for merchandise not 
palletized on open floor storage 
areas. These have metal horizontal 
and vertical rails and wooden slats 
for the shelving. 

Merchandise can be stored away 
by hand on three levels, the floor 
and the two lower shelves. The top 
shelf is used for palletized mer- 
chandise. 


Floor Covering Racks 


The floor covering section also 
has its own special type of racks. 
These are made of angle irons. 
They are “A” shaped, with hori- 
zontal arms extending at the floor 
level and others about four feet off 
the floor. Rolled coverings are 
placed on end on the floor, and 
rested against the center supports, 
while the horizontal arms mark off 
the areas for specific merchandise. 

The entire storage area has 105 
bays. Each has 2000 watts of 
lighting. 

The new warehouse has an exten- 
sive parking area for will call cus- 
tomers. Also, there is an entrance 
direct to the warehouse offices 
where will-call customers can place 
their orders and await their filling. 

The will call potential is an un- 
known factor at this time for the 
former warehouse was in a con- 
gested section of south Boston 
where parking facilities were 
limited. 

The new warehouse is in an in- 
dustrial development on a super- 
highway that circles greater Bos- 
ton so the location is accessible 
from all parts of the metropolitan 
section plus the outlying areas of 
the Boston market. 

If this business develops in vol- 
ume, the warehouse will have park- 
ing facilities. Will call orders tele- 
phoned in will be kept on a special 
section ef the shipping dock for 
pick up, while special messenger or- 
der filling service will be available 
for customers who wait for an or- 


der to be filled. 


HARDWARE AGE, JANUARY 20, 1955 


THE GREATEST wamé IN MELMAC DINNERWARE 





/ ACCIDSEHY PROCS 


for GREATER 








DINNERWARE § A I t § 
VOLUME 





oer 
» 


Style —Color— Durability, three words synony- 
mous with COLOR-FLYTE dinnerware. Designed 
for the consumer market only—COLOR-FLYTE 
style sells Mrs. Housewife everydoy. COLOR- 
FLYTE’S colors, grey, green, copper, and lime 
ore the colors that ring cash registers all over 
the country. And of course COLOR-FLYTE’S 
durability brings more and more soles... 
gvoranteed not to chip, crack, or break for one 
full yeor. Big becoutiful hord-selling ads, in 
leading magazines and newspapers — in every Vhe Profiteer 

port of the country—ore consistently paving fa eaten eateemnan that cade vex asthins 
the way for record - breaking COLOR-FLYTE Requires only two saquore feet of counter 
soles. Your sales record will jump too!— (noe. every piece in me 
with COLOR-FLYTE...the greatest name in cere Sam Tene Se eaupen 


below for more information on the 
Meimac dinnerwore. PROFITEER—for more profit 


See eS eS SS SSeS Seeeeeea es 


THE BRANCHELL CO., Dept. HA.1 
6024 Lioyd Ave., St. Lovis 10, Mo. 


Gentlemen: | would like more information on profit-making 
Color-Fiyte and the Profiteer. 


ADDRESS 


CITY & STATE 


Lees esa au uaaeaeenauananaaaad 
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A mid-west store did this by featuring 350 items priced under $10 in 


would vou do to increase 


medium-priced gift- 


What 
your sale of 
wares - 

Hansen Hardware in Grandview, 
Mo., a suburb of Kansas City, put 
item; pri-ed from $1 to $9 on two 


island units in its main traffic aisle 


The 4x8-ft islands made of plywood 


with maple trim feature about 350 


item those having 


appealing to 
limited funds to spend. 


(one ot tne islands is located be- 


neath an overhead display of light- 
ing fixtures. The fixtures are turned 


, 


to flood the area 


on during the da 
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in light, they are kept 


> 
LV) 


intil 9 p.m. each business day 
attract window shoppers. 
Higher priced giftwares, includ 
ing furniture items, lamps, ceram- 
ics and electrical 
displayed near the two limited price 
Both the priced 


and higher priced lines have strong 


housewares are 


howings lower 


appeal for the new homeowners in 
the outiving section served by the 
firm 

Placement of the $1 to $9 items 


in their prominent location has 


e_ped 


M iadruple sales of these 


Quadruples 


Giftware 


Sales 


Medium Price 
Gift Selling 





main aisle spots 


lines for tne Fred 
these items are 
small to fast turn- 


over, with merchandise priced from 


firm, reports 


Hansen. Stocks of 


Kept prov ide 


$2 to $4 being the best sellers 


Trivets. coasters, ice buckets, 
spoons, forks, salad bowls, lamps 


and hamburger presses are among 


the fastest moving items in the 
limited price section 


1} ‘ 


other good sellers at all 


Ash trays are 
seasons 0 
the vear. 

Pillars supporting the store ceil- 
nanging NapKin 


planters and 


ing are used for 


holders, wall plaques, 
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other ceramic items. Ash trays of 
various types and qualities are on 
tables throughout the 700 sq. ft of 
display space devoted to housewares 
and giftwares items. 

Floor and table lamps are con- 
nected and displayed in combination 
with tables and chairs. Forty dif- 
ferent types of lamps are offered at 
prices ranging from $4.69 to $30, a 
small boudoir lamp, a table lamp 
suitable for use near picture win- 
dows are among the best sellers. 

Mr. “The sheer 
size of our lamp section, combined 
with with 
other house furnishings is an im- 
portant factor in getting a steady 
turnover in this section.” 


Hansen 


Says, 


our showing of lamps 


A display for a large variety of 
lamp shades, priced from $2 to $12, 
was built by pyramiding three cof- 


fee tables and arranging shades on 
each of the tiers. 

A timely gift item is featured 
each week in a one column by 5-in 
newspaper ad. The exception to this 
single item idea is the use of half- 
ads the Christmas 
season to feature a wide variety of 
vift lines. 

Mrs. Mae the 
store’s owner, is chiefly responsible 
for the gift section of the firm, from 
both purchasing and sales angles. 
She endeavors to stock a _ wide 
enough variety of moderate priced 
yiftwares to provide for the needs 


page during 


Hansen, wife of 


of those seeking last minute gifts 
for baby and bridal showers. The 
firm has sold many local residents 
on the idea that it is not necessary 
to go to Kansas City to buy grift- 


wares. 





Office Wall Becomes Display Unit 


When Winkelman Hardware & 
Supply Co., at 5020 W. Fond du 
Lac Ave. in Milwaukee, remodeled 
its store to provide walled-in office 
space, three sides of it were turned 
into a display area. 

Step-up wall shelving on 
sides provides combination display, 
and storage space for numerous 
small items shown on the walls 
and on display 


two 


manufacturers’ 


a eng 
met ns, a 


cm 


Vo 
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panels, previously shown on an 
island display. Customers standiny 
at the wrap are 


frequently induced to walk over to 


nearby counter 
the display section and buy bath- 
room fixtures they nad not previ- 
ously intended purchasing. 

Turnover on all items shown in 
these display sections has shown a 
sharp increase since this mnerchan- 
dise was moved to this area. 


I 
Ee? oo 
* ee. Me 








e Complete wind protection for 
doors, glass, and hinges. 

® Heavy compression spring ab- 
sorbs the jor. 

e Strong chain stops opening 
beyond 90". 

@ Sell them to the ‘do-it-your- 
self’ buyer. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 


SPRING AND CHAIN 
DOOR STOPS 





Addition to 
Seturnos’ Hard- 
ware, on left, is 
set back to pro- 
vide sidewalk 
display area. 






Personal Calls Sell 
Power Equipment and Appliances 





How a small town hardware store handles big ticket 
sales by finding out what customers need, then 
demonstrating merchandise at their homes and farms 


The selling of power equipment 
and appliances off the store’s prem- 
ises can be an important part of 
the merchandising program for 


, ardware dealers in small town- 
A good winter item hard . 


is inspected by Tony rural communities who want to 
Saturnos, right, and feature these as major lines. 
Pete Saturnos. That is the way it is at Saturnos’ 


Hardware in Washingtonville, 
N. Y., a town of some 1,000 popula- 
tion, where many of the big ticket 
customers live out in the country. 
The Saturnos brothers, Tony and 
Pete, spend a great deal of their 
time miles from the store combing 
the countryside for prospects and 
closing sales. 

Three important reasons are 
given for this emphasis on off- 
store selling. 

First, by going out and calling 
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on the prospect at his home or 
farm it is possible to determine 
exactly what he needs. Before rec- 
ommending a particular piece or 
model of equipment, whether it be 
an appliance for a kitchen remodel- 
ing job, a power lawn mower, a 
farm tractor or implement, or a 
power tool, the brothers find out 
first-hand the type best suited for 
that prospect’s needs. 

Second, the actual selling is done 
with a demonstration, whenever 
that is possible. The recommended 
piece of merchandise is taken to 
the prospect’s home or farm, set 
up and put in operation to show 
him how it works. Once a prospect 
sees and uses an item he is loathe 
to have the hardwaremen take it 
back to the store. 


Future Farm Sales 


Third, add-on sales volume has 
been increased by keeping in close 
touch with customers through per- 
sonal calls. This is especially the 
case with power equipment and 
farm tractors and implements. A 
farmer may want to spread his 
purchases over a few years. The 
brothers know when such custom- 
ers are likely to be in the market 
for new tools and when they may 
want to buy replacement equip- 
ment. 

Ample time is available for off- 
store personal selling through ap- 
plication of a policy of future buy- 
ing as much merchandise as possi- 
ble, and of dividing among staff 
members the functions of routine 
buying. 

Tony Saturnos handles the buy- 
ing of appliances and concentrates 
on off-store selling of these lines. 
His brother, Pete Saturnos, does 
the same for farm tractors, imple- 
ments and power equipment. Tom 
Koenig, a brother-in-law, handles 
general buying. All three colabo- 
rate on big purchases, or taking on 
of a new line. 

Goods for future delivery are or- 
dered on the basis of the antici- 
pated needs for an entire season. 
Steel goods orders, for instance, 
are placed after checking sales for 
the current season plus an added 
amount, usually around 10 pet, to 
cover expected bigger sales in the 
year ahead. 

(Continued on page 241) 
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Brand New Leader in the Less-than-$100 
Price Class—20 GOODALL Standard 


Now you can really com- 
pete. It’s a quality mower 
at a fightin’ price, and our 
Goodall 17" 2-cycle isgoing to 
sell like hot cakes at $69.95! 


Goodall brings you another new right-price 
quality mower for 1955 too. Our new 20” Stand- 
ard (with 4-wheel suspension, recoil starter 
and choice of 2 H. P. Briggs or Lauson engines) 
will retail for around $100 to stop competition 
in its tracks. Contact your Goodall distribu- 
tor now, or write for FREE catalog folders 


and prices. \ 





NEW SELLING HELPS FOR GOODALL DEALERS 


Liberal Co-op Advertising Plan—You receive a gener- 
ous allowance on every Goodall you purchase to be used to 
match your own advertising investment in newspapers or 
on radio or TV. 


FREE ‘“‘How to Choose the Right Power Mower’’ 
booklets. A factual, illustrated booklet which answers 
important questions about types of mowers and engines. 
For store handout. 


FREE Window Banners—Showing the Goodall line with 
prices, and identifying your store as mower headquarters. 


NATIONAL Advertising —‘'n magazines like Saturday 
Evening Post, Better Homes and Gardens, Country Gentie- 
man, Flower Grower, Popular Gardening, Progressive Farmer. 


DEMONSTRATOR Offer — Buy a Goodal! at a special 
discount to use aS a demonstrator and sell at a profit at 
season's end. 


MORE Literature and Displays --ooklets and folders 
and other materiais in most complete store promotion 
package ever offered. 


GOODALL MFG. CORP. 





Warrensburg, Missouri Dept. H 


DISTRIBUTORS ATTENTION: Now you may want to change to the Goodall 


Distributorship for 1955. Contact us immediately. A few exclusive franchise 


territories now open. 


Goodal/ 


ROTARY POWER MOWERS 
start as low as $6995 | ‘8 





Factory 












































17” 2-Cycle . . . $69.95 
Retail FOB Factory 


















































18” Standard $85.00 
Reta: FOB Factory 



































18” Heavy Duty $115.90 
Retail FOB Factory 












































20” Heavy Duty...$1)5 & $135 
Retail FOB Factory 












































10” Trimmer $135.00 
Retail FOB Factory 









































26” Self-Propelled .. . $499.00 
Retail FOB Factory 
Sulky Available 
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Work clothes occupy their own wali area 


several islands. 








Traffic Builder 





Profits in Work Clothes 


A new line for this store, work clothes, account for an 8 pct rise in 
sales, yield greater profits than higher-priced lines they replace 


The competitive situation on 
some major lines at Delort Hard- 
ware Co. at 6614 St. Claude Ave. in 
Arabi, La., a suburb of New Or- 
leans, prompted discontinuance of 
these lines. 

A new department was added to 
feature a complete line of work 
clothes with display just inside one 
of the open backed windows at the 
store. Visible to window shoppers 
and passersby the new section has 
been the means of additional sales 
to long-time customers, plus a way 
of attracting new trade. 


228 


Paul Miramon, manager of the 
store, says, “We searched for a 
natural tie-in with hardware, found 
it in a work clothes department.” 

Many contractors, mechanics and 
do-it-yourself homeowners visit the 
store in work clothes. Mr. Mira- 
mon concluded that he could sell 
these customers work clothes as 
well as tools and materials, found 
that his reasoning was sound. 

Mr. Miramon says, “After six 
months with our new department, 
we found that our total store vol- 
ume was eight per cent higher than 





during the same period in 1953. 

“Our hardware department vol- 
ume was running about the same 
as in the first half of 1953, but 
sales for the entire business were 
up eight per cent. This means that 
all of that increase could be chalked 
up to work clothing sales. Our prof- 
its have also been higher.” 

To give the work clothes display 
as much natural light as possible, 
the department has four sky domes 
built into the roof and extending 
through the ceiling of the store. 


(Continued on page 235) 
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Service man, right, shows prospect circular matter on the 
store's water softener service. One of the units may be 


seen in the background. 


Specialty Selling 





Window display tells the story of soap savings possibile 
with ao water softener. A softener is shown in the back- 








ground of this display. 


Tapping a New Market 


How a mid-west dealer found a new source of good 
income in water softener sales and rental service 


Don Babcock of Babcock Hard- 
ware in Oconomowoc, Wis., wanted 
more ways to contact more cus- 
tomers in his store and in their 
homes. 

He selected water softener ser- 
vice as that means, offering 
ownership and rental plans with 
and without service. His campaign 
of window and store display, 
newspaper advertising, brought 
him profits in the sale of 15 units 
priced from $119.95 to $349.95 in 
the first week. The department's 
volume continues to increase. 

Located in the hardwater area, 
Mr. Babcock sells his water soft- 
ener service through newspaper 
advertising, window and in-store 
displays. 

In addition to the profits from 
the water softener service, Mr. 
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3abcock benefits from contacts his 
service men make with customers 
at their homes. Service calls bring 
word of prospects for other major 
units for the home and farm. 

To call attention to the new 
water softener line, Mr. Babcock 
mounted a unit on a wrap table, 
pasted a clipping of one of his 
newspaper ads on it. 

Another good display tie-in 
was the showing of soap granules, 
packages of granulated soap of 
various types and brands with it. 
Focal point of the display was two 
piles of soap granules, on brown 
wrapping paper. 

The larger pile had a sign 
reading, “This amount of soap 
will be used by hard water with 
one washing.” 

The smaller pile of soap gran- 


ules had a sign indicating that 
this smaller quantity of soap was 
all that was needed for washing 
with softened water. 

Babcock Hardware advertises 
its softener sales and rental plans, 
with or without service in a photo 
offset free circulation shopper's 
guide, published weekly in the 
area. This paper reaches 3500 town 
and rural boxholders. 

The new softener service ties in 
very well with Mr. Babcock’s bottle 
gas service. He has approximately 
600 gas accounts, a special service 
man making deliveries, handling 
appliance sales and service and 
making new contacts. The delivery 
man is expected to handle most of 
the water softener service, includ- 
ing installation of original unit, 
exchange of tanks. 
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Greep “c" Gang 


Now mode with 
Stainless Steel Fronts 


BOMMER SPRING HINGE CO. INC. 


Mais @liita fo Plant 
Chicado Offic 
mien ' ‘@liala 


LANDRUM, SOUTH CAROLINA 


180 N. Wacker Drive, Chicago 6, I 


elale Me A Aela jalelt. | 263 Classon Ave., Brookivn 5. N bf 





















C€ARLSON BIG CHIEF 


No. 3312 
with 12 foot blade %" wide 


With 10-second Blade Chonge... 

easy to read jet biock numerals on 

snow white blode surface... Built-in 
Automatic Broke... Easy action 

Swing Tip... centralized Coil Control! ... 
Gradvcted in léths. Weighs only 


5 oz. in 2” chrome pleted case < 





144 inches of QUALITY 
" Wide White Blade 


with stud morks every 16” 


stee! tape rule 7/, Tel lea. 


Tea. eee. 


Sure to influence customers and stimulate 
sales, the new 12 foot BIG CHIEF 

with the wider %" white blade is the 
new stor in the CARLSON line 

of quality steel tope rules. 


STRONGER 
SALES 


BY THE ORIGINATORS 
OF THE WIDE BLADE RULE 


new BIG CHIEF now... 


Give your customers the easy 
convenience they need when making 
those “high, hard ones."’ Moke a bid 

for more business with the BIG CHIEF. 
Order from your Jobber today! 





PRODUCED UNDER PATENTS 2089209, 2510939, 
2629180 AND PAT. PENDING 


CARLSON & SULLIVAN, INC.* MONROVIA, CALIFORNIA 
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ET TROJAN 
SAW 
| BLADES | 


ALL TYPES 
Jig, Coping, Jewelers’, — | 
| Fret, Scroll, Hack, Machine 
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World-famous Trojan Saw 
7 Blades Over 130 aitterent 
types for every hand and ; 
power sawing operation. Un 
+ equalled in quality. Teeth are 
ndividually filed and precision 
set. Blades are hardened and 
oil tempered for a long, sharp 
life 
insist on TROJAN by nome 
Manufacturers of World-Famous 
Parker Line Tools 
PARKER MFG. CO. 








WORCESTER, MASS. 
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Manufacturers | 
of 


} 
World Famous 











Specialty Selling 








Eye catcher entronce to the firm's inviting 
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China Shop Pays Good Dividends 


Florida dealer's House of China and Glass attracts seekers 


of bridal gifts as well as married women vacationers 


West Coast Hardware Co. in Clearwater, Fla., does 
not decry gift specialty shop competition. The firm 
operates its own specialty shop known as the House 
of China and Glass in its store. 

Vacationers, brides and 12-month residents shop 
in the House of China and Glass. Moderately priced 
dinnerware and crystalware are featured 52 weeks 
of the year in a house-like section with peaked roof, 
arched doorway and imitation clapboard siding. 
Large lettering identifies the department as the 
House of China and Glass. 
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W. F. Rehbaum III, started the specialty depart- 
ment in 1948 to increase store traffic, volume and 
sales. Traffic has been doubled since inception of 
the attractive department. Mr. Rehbaum says of 
the department, “I started this department because 
| considered it practical. If it works for me I see 
no reason why it should not work for other hardware 
dealers.” 

Particular attention is given to engagement and 
wedding notices in local papers. The proprietor says 
of this plan, “We clip every engagement announce- 
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ment appearing 


— 


our local papers, and send each 
bride-to-be a brochure showing our crystal and din- 
nerware patterns. We invite her to select the pattern 
she wants, and to tell her friends of our ability to 
supply these items. Three out of five prospective 
brides, receiving our invitation, accept our sugges- 
tion of a visit. 

“Our gross on one bride’s selections came to 
slightly over $1,000.” 


Makes a $1,000 Sale 


Among the brides-to-be attracted by the firm’s 
good selection of dinnerware and crystal was a 
bride’s counselor employed by a department store 
in the store’s trading area. She advised her friends 
to look at the stocks in the House of China and Glass 
instead of shopping in her employer's establishment. 

The House of China and Glass occupies 360 of the 
1,000 sq. ft. of the firm’s sales area. Two sturdy dis- 
play tables in the center of the department are used 
to feature colorful patterns of open stock dinner- 
ware. 

Glass shelving on three wall sections is utilized 
for showing dinnerware, crystal and individual 
pieces. Two saleswomen serve customers in the de- 
partment, one keeping all merchandise in the section 
bright and dustless. 

The interior displays are supplemented with din- 
nerware and crystalware displays in at least one of 


the two show windows at all times. Newspaper and 
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One of the saleswomen 
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radio spot announcements are used from time to 
time. Occasionally bargains are offered on patterns 
the firm has decided to discontinue. The “lure of a 
slight price reduction will fill the department with 
shoppers,” says Mr. Rehbaum, “and will attract my 
wife as well as other women.” 

Thirty open-stock patterns are offered by the de- 
partment, no closed stock designs being stocked at 
any time. 

Many women visiting the House of China and 
Glass will browse in other departments and make 
many impulse purchases 

Careful study is made of the department's stock 
and of customer preferences. Because of very heavy 
ordering several years ago an end-of-the-year in 
ventory showed a stock of $20,000 in dinnerware, 
crystalware and related lines 

Sales in the department had been high, but the 
firm was not aware of the excessively high inventory 
Since that time a monthly inventory is taken on 
these stocks to keep the average at a figure between 
$10,000 and $12,000. 

Starter sets in dinnerware sell best in the $4.95 
to $16.95 ranges. Colored and plain pressed glass 
are best sellers in the glassware section with several! 
patterns of crystalware other quick turnover num 
bers. 

To sum up his enthusiasm for the gift lines Mr 
Rehbaum says, “From all business indications, our 
china and glassware department will be here as long 
as we sell hardware.” 








EVERY PRICE BRACKET 


AMERICA’S NO. 1 LINE—FOR OIL 
STOVES, RANGES AND HEATERS 


1s nou 
is not the 
there 


Carmel, Comm 


REORDER the brands 
your trade demands 


GLASWIK 


World's finest spun glass wireless wick. 
FLAMEMASTER 

The asbestes leader —more eil-carrying strands. 
BESWIK 

New solid weave asbestos wick competitive price. 


OTHER ASBESTOS WICKS 
Fastheat + Superheat + Thrif-t 
Tripleneat (3-wire)—new low price 
Top Notch—for Perfection stoves, heaters 


ALSO METAL-BACK RANGE BURNER SETS 
GLASWIK, FLAMEMASTER & THRIF-T BRANDS 





Sold Only Through Distributors 
ATLAS :xcsco. 


NORTH WALES 7, PA. 
Mirs. of Asbestos Textiles Since 1922 














Stress Juvenile Lines in Toy Selling 
(Continued from page 103) 


ofter buying games for family use. 


men will take out a new game and 
start playing it on the wrap table. 
Customers seeing this demonstra- 
tion will often purchase the new 
game. 

Mr. DuRard says, “We have 
found indoor games to be one of 
the best drawing cards in the 
store. Even if they were not 
profitable we would carry them be- 
cause they give our toy depart- 
ment sales strong impetus.” 

Many people visiting the store 
buy one game, play it for several 
weeks. Many families will become 
interested in games and purchase 
as many as 15 to 20 of them ina 
year. 


Women’s clubs are among the 
store’s best game customers, their 
entertainment committees purchase 
games and then some of the mem- 
bers will come after a meeting to 
buy the same game. Mr. DuRard 
says, “After some of these meet- 
ings at which new games were 
used to provide entertainment, we 
sell as many as 15 of them to mem- 
bers who have enjoyed playing that 
game and want it for their own 
families.” 

All of the traffic attracted by 
Jasper Hardware’s game section 
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A customer, left, attracted by the game stocks examines other playthings 


sees displays of wheel goods, house- 
keeping toys. Open display per- 
mits and encourages examination 
of the firm’s extensive juvenile line 
showings. 


Power Unit Display 





Smaller power tools, an _ electric 
hedge trimmer and accessories are 
displayed on glass shelving in this 
four-level section of a wall at 
Riemer's Hardware & Paint, 9617 W. 
Greenfield Ave. in W. Allis, Wis. 
Shown against a yellow panel, they 
ore easily visible to shoppers. 
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Profits in Work Clothes 
(Continued from page 228) 
These glass-topped domes admit 
daylight to the entire department, 
providing good illumination with- 
out need of lighting equipment ex- 

cept on very cloudy days. 

Work clothes are advertised in 
a weekly paper circulated through- 
out St. Bernard Parish (county). 
Delort Hardware’s trade includes 
a large semi-rural population. With 
the successful operation of the work 
clothes department consideration is 
being given to the use of daily 
newspaper advertising insertions. 

Mr. Miramon has found that ads 
featuring specific work clothes 
items have outpulled messages 
emphasizing the completeness of 
the section. Nationally-advertised 
brand names in work clothes are 
stressed in ads for the department. 

Each member of the sales staff 
has been trained to make sales talks 
for the different types of work 
clothes. Today when a customer 
has completed his hardware pur- 
chases, the salesman says some- 
thing along these lines: “Have you 
looked at our new work clothing 
department. Here are some of the 
best selections in this area.” 

The salesman then tries to inter- 
est the customer in examining a 
specific item. 

Delort’s hardware departments 
furnish more traffic for the work 
clothes section than the latter at- 
tracts to older sections. Mr. Mira- 
mon expects the traffic-pulling value 
of the work clothes department to 
eventually become a magnet for 
people who will visit all sections of 
the store. 
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“Tl take it, but let me know the very day 
you get some lunch boskets in.” 


HARDWARE AGE, JANUARY 20, 1955 







Sth 


AYP T A'S ite viet 
CL. Statement 


. of Sales Solioy 


ARRO EXPANSION BOLT CO. 


Quality and Service | ot | 
since 1930 : a 


> 
“ 





The following is the Operating and Selling Policy of 
Arro Expansion Bolt Company, manvufacturers of 
quality fastening and drilling devices for masonry — 
for over twenty-five years. 


DISTRIBUTION—Arro products are sold nationally through quali- 
fied Wholesale Hardware, Industrial Supply, and Electrical Supply 
Distributors, 

INQUIRIES—AIll inguiries are referred to our distributors in their 
respective territories. 

PRICES—Arro products are reasonably priced to promote then 
broad use by consumers. Distributor mark-up on the Arro line 
insures an attractive profit 

RESALE—Arro distributors are urged to respect our suggested resale 
prices. Every lawful method is used to encourage this fair practice 
of merchandising. 

STOCK—Arro offers its distributors a complete line of fastening and 
drilling devices for masonry Distributors are expected to maintain 
a sufficient stock to adequately serve their trade 


SERVICE-—Ten branch warehouse stocks are maintained in key 
cities. strategically located throughout the nation. All orders are 
shipped immediately from factory or branch warehouse stocks with- 
in 48 hours. 

(,UARANTEE Arro produc ts are full, guaranteed against detec ts 
in material and workmanship. Returned goods are accepted on 
authority of the Marion office onl, 

SALES AIDS—Arro helps promote sales for distributors by supply- 
ing a variety of sales literature, displays, and catalogs; by cooperating 
with their salesmen: and by regularly advertising in nine leading 
trade journals. 

PARTICIPA TION—Arro is an active member of leading industrial 


and trade associations. 


This has been our Sales Policy since our birth in 1930. We 
believe that this policy, possible only under the American 
system of free enterprise, has been an important factor in our 
substantial growth and friendly relations with our distributors, 





ARRO EXPANSION BOLT CO. 


1600 Boone Ave., MARION, OHIO 





clubs ore shown in compact roc 


between radio and c/ 


Remodels Sports Section 


Completely remodeled several years ago, Wisconsin store 


revamped its sports section again for greater display 


Sportsmen are always looking 
for something new. To tie in with 
that habit D. & F. Kusel com- 
pletely revamped its sporting 
goods section in recent months, 
despite the fact that the entire 
store had been completely remod- 
eled just a couple of years ago 

Peg-board backgrounds are now 
used as panels on wall displays to 
permit showing a wide range of 
sports items on those units in- 
stead of featuring them on tables. 
Two 25-ft wall sections now have 
yellow peg-board panels to help 
catch the eves of more sportsmen 
seeking new items. 


now shown on tables and wall 
ledges with very large-size price 
cards as a means of attracting 
browsing customers to a variety 
of items. 

The sports section of this store 
occupies an area about 25x50 ft, 
and has ample space for showing 
outboard motors and other out- 
door sports equipment. 

A special wooden gun rack built 
along one wall holds 42 guns ata 
time. Into one-inch thick wooden 
strips slots have been cut for rest- 
ing gun barrels, like sections of 
wood holding the gun butts firmly 


to the base of the display section. 


Jog gooos NM OTTrTac TING frartic for 


other sections. Fast moving seasonal items are (Continued on page 246) 
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COSTS 33% LESS 
yet LONGER LIFE! 


WELDED-FENCE 


GALVANIZED -#/Zex WELDING 
IN 50 AND 100 FT. ROLLS 






LONGER LIFE 


EAS! 
NO STRETCHING 


SMALLER mesy 
FOR BETTER 
PROTECTION 


HANGS IN 
pLace 


BETTER 
LOOKING 
FENCING 


EXTRA SALES -- FITS POCKETBOOK OF MORE 


New home owners soon discover the need for 
backyard or dividing line fences to keep their 
young children or dogs within bounds or to 
keep those of their neighbors out. This new, 
low cost but substantial Welded Fence is in- 
tended for that large host of new, small home 
owners who need fencing but cannot afford 
the more costly types. 

Easy to put up, because it requires no stretch- 
ing tools, it can be erected by home owners 
on either drive posts or wooden posts. This 
fence can sell for about a third less than 
cheapest types of ornamental fencing. 


Just hang it — no stretching 


Easily removed when 

mowing or weeding 

@ So stiff and straight it HANGS IN PLACE 
— no troublesome stretching. 

@ Easily fitted to uneven ground — merely 
kinking line wires takes up slack for 
small contour changes. 

@ Smaller meshes for better protection — 
Perfectly symmetrical for best appear- 
ance. 

@ Safe — Smooth Selvedges — flush angle- 
trim. 


THE 
GILBERT & BENNETT 


MFG. 


WN CONN 7 


co. 


Bivut 
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Relocates Departments 
‘Continued from page 118) 


$7 500 


but 
new fixtures and r 


Modernization cost 


because most 


oo 
- 


modeling of older units was aone 
by the firm’s own carpenter. 


Display units previously in dark 
shades have been changed 
blonde finish. Most wall sections 


are painted a mint green, 


some areas inf beige. 
and S] 


Electrical sundries 


hardware departments wer 


from the main floor to the 

ment. A quick service casn : 
booth has been installed in a goo 
traffic area in the basement. The 


departme! 


hardware eyo! 


electrical sund} 


21x30 ft. 


| 
sneti 


the electrical department 
cashier's desk Is given ab 900 
sq ft of floor space 

These departments now 
complete open display fixture 
ticularly important in e1 vag 
self service, promoting 
sales to noon-day shoppers 
ested in do-it-yourself ec] l} 
an earlier move from the rea! 
the first floor to a fro f 
store location, tnese a } 
had shown a substantial upsw y in 
‘olume. Removal of these ss ons 
to the downstairs location 
affected that high volum«: 

Promotes Self Service 

Signs throughout the seme! 
read: “for faster service make vo 
selection and take it to the « 
service cashier.” Other sig 
a lease serve yourself.” 

Relocation of the housewar‘ 
partment on the first floor has 
helped to greatly increase imp 
sales in that department. Volume 
has been increased by 25 pct ne 


moving the section from its forme) 
second-floor quarters 
1000 


Occupying sq ft of first 


floor display space, the houseware: 
department now includes a gourmet 
shop. 

The gourmet shop contrasts wit! 
the green and blonde finish decora 
tive plan of the first floor by 
a simulated brick 
background. (Complete 


use of 
red wallpaper 
lines of 
herbs, spices and other seasoning 
are attractively displayed, together 


(Continued on page 241) 


(GUS RELY alas 


yet LONGER LIFE! 
FLOWER BORDER 


WITH STAKES 
COMPLETE 50 FT. UNIT-— 
NO CUTTING! 


SELLS MORE AT GREATER PROFIT 


Sales Tested by over 1000 Declers the first 
season — they reported more dollor 
and more Net Profit 


volume 
—the reason 

@ Low cost 50 ft. Unit @ No cutting 
losses @ Faster Sales @ Slip-in Stakes 
feature had quick appeal 


This 18 Border with Stokes 


equals above 
ground height of old-style 22° Border with 
4” in ground — Slip-in Stokes are spaced 


about 4'2 ft aport permitting faster erection 
in rocky or hard ground. Even the ladies put 
it up with ease. 


Re-rolls neatly to aa 


vse yeor after year 
= 


Easily removed when 
mowing or weeding 





s 
yy nee af 





An attractive Trel! . 
beoutifies the home 


@ Stakes make border fence easy to put 
up — dodge rocks — faster takedown for 
mowing or weeding. 

Longer Lasting — Galvanized After 
Welding. 

Smaller mesh gives greater protection. 
Re-rolis neatly to use year after year 
33% CHEAPER than old style border 
fence, but lasts longer. 


THE 
GILBERT & BENNETT 
co. 


MFG. 
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Outdoor displays of the hardware firm include juvenile and adult lines. 


Do-it-Yourself Selling 





Handyman’s Store 


Young man and his father-in-law build their own fixtures 
to open hardware store to appeal to weekend mechanics 


Not long ago the Dixie Hard- 
ware store was opened on the Dixie 
Highway near Hamilton, Ohio, by 
Reuben Forman and his father-in- 
law, E. W. Baker. It is operated 
primarily to serve the needs of do- 
it-vyourself customers. 


Messrs. Forman and Baker con- 
structed their own building next to 
the hardware store site for a carry- 
out beverage business, later con- 
verted an unused portion of it into 
a hardware store. 

How did they get started as hard- 
waremen ? 

The two partners like using 
tools, and know that many of their 
neighbors have the same interest. 
Mr. Baker is a former builder. 
Neot and inviting is the entire store with its center wrap and cash table (Continued on page 246) 
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NEVER LOSE | 


; 


A SALE! 











lf You Can Add 
and Subtract... 
One Extension 
Ladder Fills ALL 
Requirements 


*® SECTIONS 
ARE 8' LONG 


® SAFETY SHOES 


® WEIGHS ONLY 12 LBS. 
PER SECTION 


® EASY TO STORE 


Order Your Spring Needs 
Now To Avoid Late Delivery 


\ ~ 
‘ 


ALL ALUMINUM 
-\ EXTENSION 
Y LADDERS 





STURDY SUCTION Fill all orders (based on multiples of 8) 
CUP SAFETY SHOE 
WITH SAW.TOOTH from the trade's lowest inventory require- 
SPURS 


ments. Valuable floor space saved in 


worehouse or store. 


Write for Specifications, Prices and Name of Nearest Jobber 


SCRANTON ALUMINUM MFG. CO. 


419 S$. WYOMING AVENUE e SCRANTON 5, PENNA. 
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INSIDE-OUTSIDE 
PULL-PUSH WHITE TAPE 


Die cast case finished in heavy chrome 
or zinc chromate. Automatic broke — 
replaceable blade. 


No. 406 Made in 3 lengths — (6 ft.) 
(8 ft.) (10 ft.) 


A White Tape in Powder Bive, Copper 
Tone, Silver or Bright Plated Cases. 


No. 380 — a 6 ft. tope designed for 
beauty os well as utility. 


No. 506W 


A 50 ft. WHITE Tape in durable 
leatherette case. Retoils ot $2.98. 
Also No. 510W — 100 ft. WHITE 
Tape in bright finished steel case. 
Retoils ot $4.98 


No. 718 Utility Knife 
" Fine quality, rugged, five extra 
bledes in handle — a quick seller at 75< 


WALSCO PADLOCKS 


Fine quality, sensible prices, good design 
moke the Walsco Line an easy one to sell. 


WRITE FOR 
COMPLETE 
CATALOG. 


‘ 4 ey 
NNECTICUT  «-& 
® . & tage z 


& re 
FS 5 oS 


4 THE WATERBURY LOCK & SPECIALTY CO. F 
* s 










| 






T YOUR n NEEDS b 
SELECT AT COUNTER |; 
HELP OrERFULLY GIVEN 














er-equioped rack p , ; plays of lona Invitation to serve yourself causes moan, ustomers to 
j ey = rd 5 noke their own 2 boas is oo 4 
e * 
_ a od mee 
Good Display Promotes Self Selection 
o 

Outside and interior displays induce many to omis (xiZ-It Cisplay 8 made 0! 
; a nalf-inch and three-quarter inch 
select merchandise, take it to cash-wrap table lumber, each shelf being usable as 
a separate display platform as 
needed. Each step-up is 15 in. high. 
Sales of toys have been steadily 
rising since this unit was installed 
Open displays designed to inter- and 30 in. in width and heignt, is to supplement a 20-ft wall section 
‘st more customers in serving used for displaying brooms, rakes given to juvenile lines for 52 weeks 

themselves are used by O’Brien hoes. Many motorists passing Dy of the vear 
Hardware in Hartland, Wis stop to purchase some of these Another sales building display 
The store serves permanent resi- items, go inside and then buy othe idea is the use of auxiliary shelv- 
dents, resort guests and tourists merchandise on impulse. ng just inside a 30-ft expanse of 
with a wide variety of merchandise Most customers wanting items visual-front windows. A 1-ft pine 
To stress the fact that the serve displayed on the mobile rac will yoard, painted brown, 1s supported 
yourself idea appeals to the firm, bring the selected ettihinties into n posts and suspended by chains 

a sign suspended from the ceiling the store with no need for a sales from the store ceiling 

reads: “Self service. Select your talk Gasoline cans, vacuum jugs, oil 
needs, check out at counter. Help As a stimulant to toy sales t ans and a variety of bulky and 
cheerfully given.” vacationists and tourists, a staff fairly light weight items are shown 
In good weather a wooden rack built three-level island is used 10 on this auxiliary shelf. The base 
made of 2x4’s and supported on months of the year for showing f the window is a wide shelf 
casters is wheeled outdoors next to toys including quality wheel toys, isable for both bulky and heavy 

the entrance. The rack is 5 ft long blocks, puzzles and doll furniture merchandise 
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Relocates Departments Pa Pe PPP Pt PP Pt Pe PtP 
(Continued from page 237) Cut a big slice of profit with the 


with copper cookware, porcelain- 


covered cast iron cooking utensils. NEW R. MURPH ‘ 


Barbecue and other cooking meth- 6é 2? 
ods are outlined in a variety of 
cookbooks. OU —_ as er 


Sales of gourmet shop merchan- TRADEMARK 
r > tT , r 7 ? y 7 nmiiyY eee oT 
dise Is high for gift purposes at all SPORTSMAN'S FLOATING KNIFE 
times of the vear. 
’ basement has been enlarged to 3600 outdoors will want a “Float-Master’” Sheath 


Knife! Big, comfortable cork handle floats 
knife when dropped in the water. Four-inch 
blade of special tempered stainless steel takes 
and holds keenest cutting edge, can’t possibly 


sq ft, with all merchandise now on 
open display wall and table units. 


Peg-board panels are extensively, 





garden equipment and materials. 


used on backgrounds. Better dis- rust. Fish-scaler, moisture-sealed handle. Gen- *. 
play is now possible for power uine top-grain steerhide sheath, with water- 7 
lawnmowers, hand mowers, garden proof finish. Everything every outdoorsman A 
carts and other bulky lawn and wants in a knife—at an easy-to-sell price ! 4 
4 
PA 


Order your R. Murphy 
"“Float-Master”™ Floating 
Knives from your Wholesaler 
: | TODAY! 

ment showing a 30 pct rise. 
The firm’s modernized paint de- INDIVIDUALLY BOXED 
partment has been expanded to 





Overall sales increase was 20 pct 
for the department, with power- 
mowers and other wheeled equip- 


1800 sq ft of floor space by elimi- 
nation of enclosed stockrooms be- 
hind the sales area. All paint stock 
in the store can now be placed in 








open display by efficient use of wall 
space. Visible stock is now three — 





times the quantity previously dlis- 


played, THE NEW WRENCH “INNER GRIP" 
Atop the wall displays are a WITH THE INNE 

series of 15 color frames, contain- 

ing panels painted in a variety of 

flat finishes, chiefly in pastel shades. 


These panels are an important sell- 
ing tool, are changed weekly so TRADE ARK | 
that in a period of two months 


about 100 different shades are ex- 
hibited. W y E ae) Cc H E 5S 
Paint volume has been at a high 

level since the improvements in ... GRIP and DRIVE ALL 
display features in the department HEX HOLLOW-HEAD oe” 
SET SCREWS AND 


ee ee CAP SCREWS! 
ersonal Calis Se NO FUMBLING 


Power Equipment NO DROPPING 













(Continued from page 227) 


The Saturnos brothers learned 
the value of placing orders for fu- 
ture deliveries through their farm 
implement franchise. It is custom- 
ary in that line to buy on a year- 
to-vear basis. In October they place OVER 200 TYPES AND SIZES IN STOCK 


their implement order for the 12- 





months ahead. schedule actual de- 


livery dates, and then they are free yeaah WALDEN Inc 
to concentrate on selling . : TTT. 


‘Ad whe VW : o ra 


The Saturnos are relatively new PES , | MASSACHUSE 
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GRC CAP NUTS 


© DEPENDABLE 
© RUSTPROOF 
© DURABLE 


GRC WING NUTS 


Exclusive, finger-grip 
design: easy to as- 
sembie, disassemble: 
brightly finished: 
clean threads 


For faster volume selling : 
GRC exclusive die cast Wing 
Nuts and Cap Nuts in fast sell- 
ing display assortments—packed 
four popular sizes to box! 

Also available in bulk in all 
commercial finishes 

Write tedey fer samples, 

prices & catalog sheets. 


World's Foremost Producer of 
Smal! Die Castings 









GRIES REPRODUCER CORP. = 


161 Beechweed Ave., New Rochelle, 4.Y. 
NEw Rechelle 3.8600 


242 


Attractive, bright finish | 


ee 
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i 
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in the hardware field, although they 
have been engaged in retail busi- 
ness in Washingtonville since 1929. 
That is the year Tony Saturnos 
built his gasoline service station. 
Two years later he branched out 
into the wholesale oil business as 
a distributor, and his brother Pete 
came to Washingtonville to 
him in business. 


join 


They wanted to get into the 
hardware business and in 1945 a 
retail store across the street from 
their service station was for sale. 
They bought the store, remodeled 
it immediately, and in 1947 built 
a one-story brick building addition. 

The former owner of the hard- 
ware store held franchise with 


(Continued on next page) 


a 





Can You Double Your Volume? 


(Continued from page 117) 
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5 : Bir. 2 blisiwe |! 
Roi @ Sales fs ti: 


Pe et ee a 2% 
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Bob Peterson, 
service man, in 
rear-ot-store ser- 
vice section. 


light green with a brown tile floor. 
Fluorescent lighting and spotlights 
at regular intervals give ample il- 
lumination. A time switch auto- 
matically turns on all lights at 5:30 
p.m. and turns them off at 9:30 
p.m. 

The cash register located toward 
the rear, and in the center, records 
sales by person and department for 
each business day. 

Four mailings a year are sent out 





een Bit 


2 a 


é 


Ai 
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- Ff . 
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Gift displays on 
islands and glass- 
shelf wall units. 





by the store to a selected list of 
good prospects. 
A complete service department 


in the rear of the store handles a 
large volume of lawnmower, pump 
and appliance repairs. Five men 
and women assist Mr. Johnson. 
Mike Moncrief, hardware; Bob 
Peterson, service; Fern Wicker, 
gifts and housewares; Thelma 
Smith, bookkeeper, and Jerry Da- 
vis, delivery. 
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one of the larger manufacturers of 
farm tractors and implements, and 
the Saturnos brothers obtained that 
franchise when they took over. 

A service department on farm 
tractors and implements, power 
lawn mowers, chain saws and other 
power items is maintained in the 
basement, at the rear of the addi- 
tion to the original store building. 
There is a separate entrance from 
the driveway at rear of building. 

The Saturnos distribute con- 
sumer catalogs on toys in the late 
autumn and in the spring on gar- 
den supplies, mailing out 1000 each 
time to boxholders in nearby post 
offices. Catalogs bearing the firm’s 
imprint are obtained from Sup- 
plee-Biddle-Steltz Co., Philadelphia 
hardware wholesalers. 

A feature of the store is a 12- 
month toy department. The selling 
space, of course, is greatly enlarged 
for the Christmas season. 

Toy sales are not large during 
the off season but Tony Saturnos 
points out that the department 
serves a very useful purpose; it 
keeps children busy so their parents 
can shop in peace. 

The department has a definite 
policy towards children that sup- 
ports this purpose. Children are 
never forbidden to handle or to 
play with toys, or to ride any vehi- 
cle. They can play around the de- 
partment all they want to, without 
or with their parents. 
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© Hardware Age, 1954 


“Johnson, bring in some of them 
guarter-by-half stove bolts with round 
heads ond lock washers.” 
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WILCOX - CRITTENDEN 






EYE HOIST 
SLIP AND GRAB 
WIRE ROPE SLING 
LARGE EYE SINGLE 
LARGE EYE MATCH Correct Size and Shape, 
SINGLE, WITH THIMBLE Drop Forged, Best Quality Steel, 


_ MATCH, WITH THIMBLE Ample Cross Section at Critical Points 


They sell best because they’re known best and because 


| they’re “dependable.” Wilcox-Crittenden’s Heavy and 


Shelf Hardware and Wire Rope Fittings are fast-selling 
profit-makers. The Industry knows them for safety and 


| efficiency. Stock W-C ITEMS, and build repeat business. 


| Send for 1955 Hardware Catalog 


i 


WILCOX, CRITTENDEN & CO., INC. 
“4 CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 








No Filling . . . Spilling . . . Pumping . . . Priming 


INSTA-LITE “zee APPLIANCES 


- « « preven successfull Since 
October, 1954 nearly 50,000 
lanterns have been shipped! 
Over 100,000 iInste-Lite Agpli- 
ances now in cistribution! A 
complete sales ord profit meking 


ao & line. Compact! Efficient! 
eS 
f 


' 





MANTLE LANTERN operctes in 
wind or rein. Bright as 100-waftt 
bulb. One refill burns 6 to 12 
hours. Retell. ..........4.. $7.95 





STANDARD STOVE weighs only 
7 ibs., is 11%14x4. Single burner 
lights instantly. Retail... .$9.95 





SPORTSMAN STOVE folds to 

7x11x14. Weighs 12 Ibs. Two 

independent burners. Retail 
$16.95 


Order From Your Jobber! 





See us at Booths 99-100 at the 


PA. N.5.G.A. Show 





STANDARD 
TORCH burns a - LPG-1 INSTA-LITE AUTOMATIC FUEL 
~— a gy : One fuel cartridge for all appliances! Sofe 
fiame at 2300 lithographed seamliess-stee! containers at- 
-> F. Tool-box tach in seconds. No filling or spilling... 
. size, light. throw away when empty. 


weight! Retod : 
Self-pressurizing . . . no 


- orice . .. $4.95 | 
oe =<" 4g 
ove cores) PRESSURE CAN CORP. EDGERTON, wis. 
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“Let Anglers Handle Merchandise” 





_.. says Maryland dealer 


This policy builds $2000 monthly volume eight 
months of the year in fresh and salt-water tackle 





BLOOD 
WORMS 


49c a Dozen 


College Park 


Paint & Hardware 
IN THE COLLEGE PARK 
SHOPPING CENTER 
Hears 9:00 A.M. te 8:00 P.M. 


UNjer 4-1185 — UNjon 4-9514 











T 


‘ —i. ge ~ “5 ~ 
, ry j J oy 5 avrrmrm 
iri pulling OfrOOoO9d wo 
a ; ae + _ J nr r<¢ 
oc offrocts mony andgiers 


leods fo sales of unreiotec 
merchandise in other depart 


ments. 


How would you go about doing 
a $2000 monthly volume in fishing 
tackle eight months of each year” 

R. C. Winklemann, a co-partner 
of the College Park (Md.) Paint & 
Hardware Co., explains how that 
firm does this volume. 

He says, “Fishermen like to look 
at and handle bait and reels, that 


is why our entire stock of fishing 
tackle is displayed to permit them 
to feel and remove it from the 
panels for examination. There is 
no single feature of a successful 
fishing tackle department more im- 
portant than this. 





“IT believe that dealers enclosing 
bait in cases, preventing customers 
from getting at them, make a great 
mistake.” 

Mr. Winkelmann, and his two 
sons, designed wall panels for show- 
ing salt and fresh water baits, 
lures, etc., which open like the 
pages of a book, encourage mul- 
tiple purchases by anglers. 

There are 10 plywood panels, 
each with display space on either 
side of which one-quarter inch elas- 
tic bands have been stapled to hold 
samples in place. Easily accessible 


to anglers, readily replenished as 
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open spots appear on the panels 
this display has been a profit-pulle: 
idea. 

Reels are displayed On a two-tiel 
rack made of one-half inch | pe to 
which they are fastened. While 


these expensive reels are not easil) 


_ 


removable, a customer may tur 


them as much as he wants. the 


yet a fresh one from the overstoc 
backing up each display. PROHITABLE MAPRALT 


A recessed panel illuminated wit! 
fluorescent tubes holds a three-deep Believe it or not, more than 6 million horses and mules 
display of fishing rods. aeed shoeing each year—and today their owners are look- 
| ing to YOU to supply them. Horseshoes are a high-profit 
item...come packaged 10 pair to the box—easy to store, 
Caters to Beginners shelve, and sell. Stir yourself: Write now to Dept. H-1 for 
name of distributor, free catalog and pricing information. 





Mr. Winkelmann says, “A big 


drawing card is our special for be- YOUR CUSTOMER LOOKS FOR THIS TRADE MARK——> _.~ 


yinners, a $4.99 combination fo! a 





lt signifies the 


fresh water fishing. and a $5.99 se WORLD'S LARGEST 
for salt water fishing. A large sig MANUFACTURER OF 
in the window featuring these spe HORSE AND MULE SHOES. 


clals throughout the fishing season 
drew novices on their way to 
Chesapeake Bay, attracted loca 
fishing fans. Newspaper advertis 
ing also stressed these specials. 


About 10 specials are sold each 





MANUFACTURING CO. 


week from March through October. : 
Joliet, Ilinois 


These specials are also promoted 
in newspaper ads and in-store dis 
plays for Father's Day, Christmas 
and other suitable occasions. 

The local Shopping News and tw 


county newspapers carry an adver- I RIVATE LABEL 


tisement for the store each week 


In Season these ads include men- LAWN 99), 
tion of fishing tackle 


Worm Ad Pulls Traffic Build up a brand name of 


A weekly ad offering bloodworms your own—for greater sales, 
on the sports page of a county news bigger profits! 
paper is a consistent traffic pulle Private label lawn seed avail- 


Mr W inkel ann Say *“Nobod\ . 
Mr. a ne able to volume buyers in gar- 





makes money on bloodworms, Dut den supply and wholesale 


if you can get people into vour store 
. peo] , hardware fields, as well as 





for this item, vou will sell them 
sd | department stores. 
hooks and some tackle most of the 


time. It gives these visitors oppor 1-lb., 3-lb. and 5-lb. cartons. 
tunity to become acd iainted with Pocked: 
your stock. 24/1-lb.—12/3-lb.—12/5-Ib. 


The Winkelmanns are enthusiast 


’ ‘ lare , i? J ten ae. °o if " - . * . . 
ic anglers with many years of ex Don’t miss this extra profit oppor- 


Package confined to one firm 
tunity! Send your inquiry TODAY! ina given trade area. For use 
fishing. Their ability to talk fishing with standard Kay-Bee or 

| private Lawn Seed formulas or 
Se at de al | KAHN BROS. Co. _ Straight Seeds. 


4425 S. Halsted St. © Chicago 9, Ill. 


perience in salt and fresh wate! 

; makes potential anglers of peop! 
Ability to answer questions Slit n 

as, “What kind of fishing tackle is Blenders and Producers of Quality Lawn Seed 


suitable for both fresh water and Since 1893 
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F W. Winkelmann 3rd, a co-partner, shows a customer a rod, reel, hook, line 


special at $5.99. 


and sinker 


salt water fishing?” and then show- 
ing the customer the equipment 
usable in both types of angling 
helps make many sales. 

The Winkelmanns know their 
fishing tackle, where to fish and 
how to fish through participation 
in the sport, talking with other 
anglers, reading about it. 

The firm’s 20x20-ft sports depart- 
ment includes a minor section of 
hobby items at the rear of the store 
and next to the firm’s displays of a 


variety of toys, which is being in- 
creased as needed. 

In addition to being profitable in 
its own right the tackle section is 
a good traffic puller for other de- 
partments. Although some sports- 
men will visit the department just 
to talk about fishing, what they al- 
most landed and what they actually 
caught, these visits often set the 
stage for large purchases of a va- 
riety of merchandise in the sports 
section and other parts of the store. 





Handyman’s Store 


(Continued from page 238) 


Pooling their interests and tal- 
ents the partners created a 24x48- 
ft hardware store, constructing all 
display units in the area presently 
occupied by Dixie Hardware. The 
mechanical ability of the owners of 
Dixie Hardware is a good advertise- 
ment to attract both beginners and 
old hands having the do-it-yourself 
urge. 

A neat cash and wrapping table 
is located toward the front center of 
the store. Women’s lines are on one 
side of the store, tools, builders’ 
hardware and do-it-yourself lines 
directly opposite. 

Outdoor displays of playground, 
lawnmowers and other seasonal 
merchandise are featured in good 
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weather on a concrete apron in 
front of the store. Adults shop 
while their youngsters use the play- 
ground equipment, this leading to 
many sales of such units. 

Mr. Forman is assisted by his 
wife in operation of the hardware 
business, the adjoining beverage 
store being operated by Mr. Baker. 

Merchandise sold on credit is 
financed through arrangement with 
a local bank, with a 5 pet charge for 
collections. The bank issues identi- 
fication cards to people having good 
credit standings. 

The firm’s delivery truck carries 
the names of the hardware store 
and the beverage store on both sides 
and the rear of the unit. 


Space-Saver Tool Display 

Scythes, axes and hatchets are 
displayed in compact space at the 
Cox & Fish Hardware store in Mt. 
Kisco, N. Y., in a caster mounted 
plywood base. When fully loaded 
the unit will hold 24 axes, 15 
hatchets, 16 scythes, a double- 
bitted axe or a sledge hammer, a 
grub hoe and 12 splitting wedges. 

All axes are held in slots on the 
bottom shelf of one side of the unit. 


rack showing side ter 
hatchets. Reverse side 
tor displaying scythes. 
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BEST MOVE eee 


FOR MORE AND /| QUICKER | SALES | 


y TH AMERICA . ‘Leb Ger t26286:; { Nb e}; 














PLYMOUTH 


GARDEN HOSE 
NOW OBTAINABLE IN AND LAWN SPRINKLERS 
CONVENIENT OCTAGONAL BOXES 





MANILA AND SISAL 


FITLER ROPE 





NO FINER-. QUALITY 


CONSIDER THESE FEATURES! , hi. 
EASY TO HANDLE 100% VINYLITE Qaereeteem GUARANTEED 
EASY TO STORE 05 srcven sie “steed 


EASY TO DISPENSE 
KEEPS ROPE CLEAN 
MORE SALES APPEAL 


THE EDWIN H. FITLER CO. | 


NEW ORLEANS 17, LA. EST. 1804 PHILADELPHIA 24, PA. 








SOLD BY DEALERS EVERYWHERE 





Guaranteed 





for 


PUT THESE HANDY NEW GARDEN TOOLS ON be 12 years 
DISPLAY—AND WATCH YOUR PROFITS GROW! | 


——! - - wr 
‘ $F - T 
| 208 f [ f R 
- : ott 7, ; ry 


IT’S NEW 
FITS ALL CARTS 
18x27, 21x28 , etc. 








- ~~ ee « 


a) 


PLYMOUTH LAWN SPRINKLER 


e@ Brilliant transparent green 
@ Exclusive “Lay Flat” design 
@ Flush-out cap for easy cleaning 








Nine bushel capacity. Snaps in $695 Ss 
place on cart with spring clamps. 

Folds flat for storage to 29 x 38 x 1". Galvanized | 

steel rod and wire construction. A natural seller! LIST 


(,uaranteed for i2 years (,uaranteed for 5 vears 


Cant Om 


| 


















| 
ALES! | 
17 BU. CAPACITY ey 
HELPS SELL BARROWS! PLYMOUTH TRANSPARENT CANTON 
_. oo @ Brilliant red or green @ Opaque green 
Collapsible — basket of heavy —_ <« @ Re-attachabie brass couplings @ WNon-rust Perma-grip couplings 
galvanized steel fits standard 2 © America’s greatest value @ Outstanding valve 
wheelbarrows. Quickly attached 
—lightweight, only 12 ibs. Grate 95 
available for burning leaves, trash. Folds $8 Also Plymouth Featherweight, Worthmore Opaque 
flat to 45 x 36x 2” for easy storage. LIST end Worthmore Transparent Garden Hose. 


AVAILABLE IN EITHER 25-FT. OR 50-FT. LENGTHS 


POPE MANUFACTURING CO. f PLYMOUTH RUBBER COMPANY, Inc 


PRAIRIE VIEW 1, ILL. | 





on) hat ae. eee 
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Elmer Wheeler 
Trains Sales Force. . . 
Schwinn Bike Sales Soar 


Home Study Course 
Inspires Selling Record! 


Chicago, Ill., Schwinn Bike dealers have re- 
ported increases of as much as 50 per cent, 
directly traceable to intensive training in 
Elmer Wheeler sales meth- 
ods, according to Ray Burch, 
sales promotion manager of 
Arnold, Schwinn & Co. 
“When Schwinn made the 
Elmer Wheeler Home Study 
Course in practical selling 
tips 





available to Schwinn 


ELMER WHEELER ‘ealers and salesmen, the 
Don't sell the steck *“SPOMSE was immediate and 
_. Sell the SIZZLE! enthusiasti: oe Burch 


“Wheeler's Home 


said. 


Study 


course developed the men’s ability to say the 
right word at the right time, to clinch the 
We have 


sale. to build 


before 


selling confidence. 
had genuine interest in 


selling, or such pride in selling achievement 


never such 


Schwinn dealers now lead the industry in 
bicycle sales.” 
Would YOUR sales zoom. too, if your 


salesmen were really top notch sellers? 


Then Elmer Wheeler's Home Study cours 
in tested selling techniques can help you 


get immediate sales increases 


What Is Your Selling Problem? 
Is it 


your sales organization? 


Their cali 
ber and capability? 


Their ability to get 


action trom distributors, jobbers. dealers? 
Their ability to sell retail customers? Do 
your men or women need better selling 
tools’ A new sales manual? A new sales 


slant / \ new attitude 7 


Elmer Wheeler techniques help your sales 


men create the actual sentences that mak: 
customers buy easier, faster, more often 

\mong Elmer's many clients who attest 
the success of “sizzle selling” are Aetna 
Life, J. C. Penney, Sears Roebuck. Brown 
Shoe Co 

Mail this coupon today for FREE infor 
mation on how easy it is, how little it costs 
to boost YOUR sales this proven Elmet 


Wheeler wav' 


ELMER WHEELER SALES TRAINING INSTITUTE 
(Home Study Division) 

664 North Michigan Avenue, Chicego I!, Ii! 
Please send me FREE details about Eimer Wheeler's 
Home Study Course in Sales training for my sales- 
men for myself 


Name 
Firm 
Position 
Address 


City State 
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Remodels Sports Section 








(Continued from page 236) 
































Guns are lined up in a manner to suggest a military formation. 


and hunting licenses, 
guns, supplies, tackle and a wide 
variety of merchandise for angler 
and hunter bring many sportsmen 
into the For atmosphere 
several large moose heads and a 
deer head mounted on the 
store wall. 

Iu addition to its attractive 
sports department the firm par- 
ticipates in the Watertown Sports 
Show, attended by thou- 
sand people in a local hall. Cast- 
ing and other exhibitions help at- 
attract provide good lists 


ishing 


store. 


are 


several 


visitors, 


Show Vacuum Jars 
On Column Shelf 


~+*+ - are 
yry rr) ‘ey ' ; y 
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of prospects for guns and higher 
priced fishing rods. 

Last year the Kusel firm used 
some for the back- 
ground of its sports exhibit. Dis- 
plays of fishing rods and guns in 
special racks lead to many in- 
quiries for these items. A colored 
print of an outdoor scene embel- 
lished the center of the exhibit 
space used by Kusel’s. 

Adjoining 
displays have been 
help pull sportsmen 
departments. 


evergreens 


toy and appliance 


improved to 


into those 
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PLANTER PRODUCTS that grow SALES! 









Pr, 


“INSIDE” 
SELLERS 

















hose. 


F.O.B. Factory. 


; \ 
"OUTSIDE" 
SELLERS 


F. D. 





Since 1874 KEES 


y 











The "INS" and “OUTS” 





ameled with white. high gloss Dupont Dulux. 
or dull black, packed individually in bright. 
illustrated mailer. Large, 
98c each list. approximately 2 pounds each 
shipping weight. Packed 12 per case. 


~——————. “HANDI-RACK” 
HOSE HANGER 


Made of 16 and 20 gauge 
Y steel. Holds 100 feet plastic 
or 
hose. High-gloss, baked-on 
enamel finish. List price. 79c each list. 
12 to case, 6 green, 6 
" yellow—weight to case. 10 pounds. 


BEATRICE 





of Gardening Equipment 





LANTER 
SHELF 


Versatile. inex- 
pensive shelf 
made of heavy 
gauge steel, en- 


Made from 26 
gauge steel and 
enameled in gay decorators’ colors. No-drip 
spout, pint capacity. 98c each list. shipping 
weight approximately '/2 pound. Packed 12 
per case. 





61/2" by 23” size. 


GARDEN 
TOOLS 


Each tool made of 18- 
gauge. one-piece 
pressed steel. baked 
enumel finish. 
Handle ends closed, rounded, smooth. 4- 
piece set No. 184 illustrated. Also available 
in 3-piece set No. 183 without fork. Individual 
tools, 2 dozen per case. Set. | set per display 
carton, 24 sets per case. 





50 rubber 


feet 


Freight allowance on each item shown 
Ask your jobber Write P. ©. Box 543 


KEES MFG. CO. 


NEBRASKA 


or 








SPEED/INER 


WATER SKIS 


BETTER BUILT FOR | 
LONGER LIFE 
FASTER SALES 
BIGGER PROFITS! 


REGULAR SKIS: The 
most beautiful pair of 
water skis on the mar- 





@ 9-ply construction for 
exceptional strength — out- 
standing beauty. Wood is 
hot-pressure-molded Philip- 
pine Marine Ma hogany. 


Built by the makers of world- 
famous SPEEDLINER boats. 
Highest quality materials—fin- 
est possible craftsmanship. Each 
pair carefully matched for per- 
fect balance. 9-ply construction 
gives right amount of flexibility 
for topmost maneuverability. 
Harness is of sturdy, permanent- 





ket! Flawlessly fash- molded aluminum with top-grade 
ioned of 9-ply molded rubber. Adjustable to any shoe 
Philippine Marine Ma- ize. 5 to 13. NATIONALLY AD- 
hogany. 68°x5%". 68x VERTISED! Liberal profit mar- 
6%". 70°x7" list price in. For price and delivery de- 

$39 00 pair tails, see your jobber or write: 


SHORTIES: Spoctines 
Shorties — 47° 
Shorter length increases meneusnsahiiin. 





GENERAL MARINE COMPANY 
Dept. 2315 6th & Oak, St. Joseph, Mo 


decreases drag, lessens weight. List price 

— $34.00 pair 

SLALOM: The ski for experts. 70° x 7”~— 

list price, $23.00 T2727), INER 
SKI DISC: %*, 42° diameter. List price 

$23.00 

SKI KITS: Unfinished 9-ply skis. Shaped , 

and cut to size. With complete instruc- ms — = Gave ous 


tions, list from $15.90 up 
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NEW TOOLS 


HUGE MARKET 


LOW COST CORNER CLAMP... 


Small clamp with big (24°) capacity for 
square stock or picture framing of wood, plastic 
or light metal. Assures positive grip for 
gluing, nailing, dowelling, etc. Lowest 

price on the market at $1.25 (suggested retai)). 











4 


UNIQUE DOWELLING JIG... 


Only one of its kind! For the craftsman 
who wants perfectly dowelled miter 
joints on picture frames, screens, furni- 
ture, etc. Takes stock up to 1%" wide. 


Use with any % inch manual or electric 
drill or drill press. A real profit-bullder 
at $2.49 (suggested retail price). 








Proven Seller 
MITER BOX for 45° and 90° cuts. 
Suggested Retail Price — $1.98 






See your Wholesaler 
or — Write Direct 


THE GUNVER MANUFACTURING COMPANY 
Hartford Road, Manchester, Conn., U.S.A. 
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H. M. LaBree Appointed Sales Manager 
Of St. Paul Branch of Marshall-Wells Co. 


John Moore, president of 
the Marshall-Wells Co., Du- 
luth, Minn., has announced 
the appointment of H. M. La- 
Bree as sales manager of the 





H. M. LaBREE 


company’s St. 


branch. 


Paul, Minn.., 

Mr. LaBree has been with 
the company 25 years and 
was formerly manager and 
buyer for housewares, floor 
covering and toy depart- 
ments for the Portland 
branch of Marshall-Wells. 
Prior to those positions he 
had been in the Portland 
warehouse as stockman and 





WwW. G. RONALD 


order filler and also general 
salesman both in Portland 
and Seattle. 

F. A. Burgett has been 
appointed by H. L. George, 
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manager of the Portland 
branch, to replace Mr. La- 
Bree as manager and buyer 
in the aforementioned de- 
partment. Mr. Burgett has 
seen 26 years’ service with 
the company, having been a 
Marshall-Wells Stores Divi- 
sion Manager, and previously 
to that a general salesman 
and a department manager 
in the Portland branch. 

He will be replaced by 
W. G. Ronald who had been 
assistant to Mr. Burgett. Mr. 
Ronald also has been with 





F. A. BURGETT 


the Marshal!l-Wells Co. for 
26 years. He advanced in the 


company from the ware- 
house, general salesman, 
manager of the Call-Order 


Department to Assistant 
Stores Division Manager. 


Wholesaler Opens Office 
In Washington, D. C. 
Richray Distributors, Inc., 
wholesaler, has opened an of- 
fice and warehouse at 1828 


Bladensburg Road, N. E.., 
Washington, D. C. 
The firm is headed by 


Richard S. Earle, formerly 
president of Earle & Associ- 
ates, and Raymond J. Bris- 
cuso, formerly sales manager 
of International Sales Co., 
Inc. 


Stratton-Warren Elects 
Chairman, President 


Stratton-Warren Hard- 
ware Co., wholesaler of Mem- 
phis, Tenn., has elected Rob- 
ert Donnell Warren chair- 
man of the board and Leslie 
M. Stratton III, president. 

Mr. Warren succeeds Les- 
lie Stratton, Jr., who died 
Dec. 26. Mr. Stratton, Jr., 
held both positions at the 
time of his death. 

Mr. Warren was formerly 
vice-president of the com- 
pany, which he joined in 
1920. His father, the late 
R. D. Warren, was one of the 
founders of Stratton-Warren 
Hardware. 

Mr. Stratton III has been 
with the firm since 1947. He 


wat made a _ vice-president 
and assistant to his father 
in 1953. 


Yonkers Wholesaler 
To Hold Open House 


E. Rabinowe & Co., whole- 
saler of Yonkers, N. Y., will 
hold open house Feb. 20-22, 
at its office and warehouse in 
Middletown, Conn., for the 
firm’s customers in Connecti- 
cut and Massachusetts. Rab- 
inowe’s latest lines in the 
hardware, houseware and 
garden supply fields will be 
shown. 

More than 65 manufactur- 
ers will have displays at the 
show. Many door prizes and 
bonuses for dealers will be 
given away. 


Weller Electric To Be a Sponsor of TV 


Promotion Developed for Hardware Stores 


Weller Electric Corp., 
Easton, Pa., has announced 
that it will be one of the 


sponsors of the national TV 
promotion for hardware 
dealers developed by Preston 
Enterprises, Inc. 

The TV program  an- 
nounced by Preston Enter- 
prises is designed to help 
dealers build traffic in their 
stores. As described by Bar- 
ton Preston, general man- 
ager, the promotion is cen- 
tered on a 13-week TV pane! 
show, “It’s In the Family.” 
This show would be produced 
by Goodson-Todman who 
nave created many of the top 
ranking panel shows on the 
air today. 

The TV show, which will 
be on a national hook-up, will 
be merchandised by extensive 
local newspaper ads that wil! 
tie the show in with the 
sponsors’ merchandise. These 
local newspaper ads will also 
list the names of dealers par- 
ticipating in the promotion. 

Participating dealers will 
also be supplied with stream- 
ers, banners and other store 


material to tie in with the 
TV show. 

It is also planned to make 
available to participating 
dealers a do-it-yourself book 
in six volumes. This book 
would normally sell for $3.95, 
but will be sold as a premium 
by dealers at &8é¢. 

Mr. Preston, whose head- 
quarters is in the McClatchy 
Bldg. Upper Darby, Pa., 
plans to have three sponsors 
for each week’s program. 
The newspaper advertising 
and other promotional aids 
for that week will feature 
the products of the sponsors 
of that week’s show. 


New York Wire Cloth 
Moves To York, Pa. 

The New York Wire Cloth 
Co., manufacturers of insect 
wire screening and tension 
screens, has moved its gen- 
eral offices from New Ca- 
naan, Conn., to York, Pa. 

All activities of the com- 
pany are now directed from 
the new headquarters on 
Sixth Avenue in York, Pa. 
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New York Wholesaler 
Names Vice Presidents 


Masback, Inc., wholesalers 
of New York City, has ap- 
pointed Phil Spiege! 
James B. O'Neil 
vice-presidents. 

Mr. Spiegel started with 
Masback in 1935. He as- 
sumed the position of dealer 
sales manager in 1948, in 
which capacity he will con- 
tinue to serve. Since 1950 he 
has been a member of the 


and 
assistant 





PHIL SPIEGEL 





DEALER BRIEFS: 





of New 
giving 


York 
evening 


City College 
faculty, 





JAMES B. 


O’NEIL 


courses in Wholesaling and 
Marketing. 

Mr. O'Neil first em- 
ployed by Masback in 1936. 
He became a member of the 
Purchasing Department in 
1938. He subsequently served 
as a buyer of various lines, 
until he assumed the position 
of merchandise manager in 
1954, in which capacity he 
will continue to serve. 


Was 


Millbank S. D., Hardware Store Holds 


Grand Opening; 


Milibank, S. D. The 
grand opening of MHance’s 
Our Own Hardware Store 
was held November 19 and 
20. The new owner, Alfred 
Hance, purchased the store 


from Ted Pettyjohn who op- 


erated under the name of 
Millbank Hardware Store. 
Mr. Hance and his wife came 
here from Red Lake Falls, 
Minn., and have been operat- 
ing the store since Sep- 
tember. 


St. Louis, Mo. 3ert Tate, 


manager of the Melcher- 
Schene Hardware Co., has 
announced that the com- 
pany’s office and builders’ 


hardware department are 
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Melcher-Schene Moves 


now located at 4328 Sacra- 
mento Ave. The lumber de- 
partment was not affected by 


the recent fire and is now 
open and ready for business 
at the same location, 4900 
Natural Bridge Ave. The 


kitchen depart- 
ment is located at 4550 Pope 
Ave. 


remodeling 


Bismarck, N. D.—Quentin 
S. Gonser and Wanda and 
Ray Hillestad have formed 
a new company to sell and 
install acoustical tile and 
hardware. The new firm wil! 
be known as Consumer Sales 
Co. Mr. Hillestad, owner of 


(Continued on page 260) 
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Steltz Sees Good Sales Year Ahead: 


Presents Annual Awards to Salesmen 


Optimism the busi- 
ness prospects for 1955 high- 
lighted the recent sales meet- 
ing held by the Supplee-Bid- 
die-Steitz Co., Philadelphia 
wholesaler. The meeting was 
a three-day affair, attended 
by all of the firm’s traveling 
salesmen. 
Wm. Geo. 


over 


Steltz, president 
of the firm, in discussing the 
outlook for 1955, said he ex- 
pected a general pick-up in 
business. In support of this 
Mr. Steltz cited the 
continued population growth 
that is bringing a bigger de- 
mand for needs for the home. 
He also pointed out that the 
high level of construction 
will be especially beneficial 
to the hardware trade. 
With so much added 


phasis being 


view, 


em 
laced on travel! 
and relaxation, Mr. Steltz 
said he expected to see a 
further expansion in the sale 
of sporting goods and toys 
Toys especially, he said, wil! 
heve a good in 1955, 


—~ 


year 


Wm. Geo. Steltz, President 
of the Supplee-Biddle-Steltz 
Co., 


to a prize winner 


presenting an award 
The sil 
foreground is 
for the hrset prize winner. 


ver cup in 





perhaps the best on record 
The do-it-yourself activity 
will be another factor in giv 


ing the hardware trade good 
support, he added 

Mr. Steltz 
optimistic of 
the 
where 


was especially 
the 
Delaware Valley, 


prospects 
for 
industry and 


merce is growing at a fast 


pace. A guest speaker at the 
meeting was William A 
Phair. editor of HARDWARE 
AGE. 


the annual 
silver 
(Continued on page 252) 


Recipient of 


award. including a 


Wickliffe Wholesale 
Extends Sales Territory 
Wickliffe Wholesale, 


sion of Stambaugh Thomp- 
son Co., whole 
saler of 0O., 
its 
territory in Penp- 
sylvania and added a repre 
sentative to its sales staff 

W. E. Allison, of Grove 
City, Pa., will cover portions 
of Butler, Clarion, Crawford, 
Mercer and Venango 
ties. 

Mr. Allison had 
than 30 years’ experience in 
retail and wholesale hard- 
ware. He was with old 
Blair Bros. Hardware Store, 
in Eau Claire, Pa., in which 
his father had a financial 
interest. 


divi- 


hardware 
Youngstown, 
early this month extended 


western 


coun- 


has more 


ne 


W. Henkle Named Buyer 
For Lincoln Wholesaler 


Henkle and Joyce Hard- 
ware Co.. wholesaler of Lin- 
ecoln, Neb., has named Wil- 
liam E. Henkle, son of G. C. 
Ilenkle, president of the 
firm, buyer of steel products, 
tools and plumbing items. 

Mr. W. E. Henkle traveled 
the Hastings territory for 
the firm. 
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Hibbard, Spencer, Bartlett Co., Holds 


Year End Meeting; Promotions Discussed 


Hibbard, Spencer, Bartlett 
and Co., wholesalers of 
Evanston, Ill., held thei: 
year-end meeting December 
27, 1954, in the auditorium 


of the Evanston plant. One 
hundred and twelve repre- 
sentatives of the firm at 
tended. 


I. H. Steinmann, assistant 
genera! Manager was 
in charge of the meeting. He 
introduced G. F. McIntyre, 
vice-president in charge of 
briefly reviewed 
he company’s progress in 
1954. Mr. MelIntyre later 
demonstrated part of four 
1 or promotions that Hib- 
bard had on exhibit. 

I Ss. MeGannon, 
nanayvel of 


Saies 


who 


saie 


> 


sales 
Two, 
reviewed the firm’s lawn and 
garden book, and John Leon- 
ard manager of Divi- 
Three and Four, intro- 
duced several Centennia! spe 
cials, as well as highlighting 
some of the products that 
have been added to Hibbard’s 
line in recent weeks. 

Additional promotional! 
material and Centennial spe 

als were presented during 
the afternoon meeting by M: 
Steinmann. Hibbard’s 1955 
program on Planned Selling 
was discussed by Joe Stone, 
who also covered self-service 
in hardware stores. 


Division 


<7 +s 


Si0n 


The company’s buying pro 
gram was presented in de- 
tail by E. S. Kantowicz, vice 
president and merchandising 
manager. 

O. W. Ahl, president of 
Hibbard, Spencer and Bart- 
lett, concluded the day’s ac 


The first 
Supplee-Biddle-Steltz Company, from left to right: Blair G. 


five prize winners 
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tivities with a summary of 
the year’s activities, noting 
that business had generally 
been good, and expressing 
confidence that the next six 
months would also be good. 


©. Ames Co. Elects 
Chairman, President 


At a recent meeting of 
the Board of Directors of 
O. Ames Co. Harold Cun- 
ningham was elected presi- 





RICHARD HARTE 





HAROLD CUNNINGHAM 


¥ 


in annual sales contest of 


News of the Trade 








dent and Richard Harte 
elected chairman of 
board. Mr. Cunningham has 
been With the company fo 
many years, serving as exec 
utive vice-president for the 
past Six. 

Mr. Harte has been presi- 
dent of the firm since the in- 
ception of Ames Baldwin 
Wyoming Co. in 1931. The 


Was 
tne 


name was changed to 
O. Ames Co. in 1951. 
The firm manufactures 


spades, shovels, scoops, etc. 


Steltz Sees Good 
Sales Year Ahead 
(Continued from page 251) 


cup, a watch and a cash 


prize, as a first 


winner in the _ traditional! 
sales contest was Blair G. 
Deal, territoria! salesman 


from Montgomery County, 
Pennsylvania. 

Other winners were: Cal- 
vin I, Swayne, John A. Kav- 


anaugh, Joseph B. Connell, 
Stephen W. Dardzinski, Har- 
old Bennett, Robert H. 
Longsdorf, Jack Levene, Ed 
ward C. Krauss, John T. 
Conner, Jr., George J. Leh- 
man, Williard B. Coombs, 
Gorden E. Reiselt, Harry G. 
Ubele, Elmer Paley, Henry 
E. Levow, William Haeberle, 
Sam Gordon, Max Toback, 
Mrs. Edith Jacobs, Anthony 
C, Thoma, Martin Harwitz, 
Louis W. Carpenter, Fred J. 


Weber, Ike W. Rogers, John 
P. Powers, William F. Nu- 
gent, Norman H. Fritts, Max 


Mazoe and Abraham Levy. 
Increasing product knowl- 
edge and presenting a com- 
plete new promotion pro- 
gram were the two principal! 
aims of the sales conference. 
Each individual departmen- 





Deal, Calvin |. Swayne, John A. Kavanaugh, Joseph B. Con- 


place prize 





Bissell Representative 
Receives Sales Award 


tex Burgdorfer, Bissell 
Carpet Sweeper Co., Grand 
Rapids, Mich., representative 
for the Philadelphia area, 
has received the 1954 Distin- 
guished Salesmen’s Award 


from the Grand Rapids Sales 
Executive The award 
was presented by M. R. Bis- 
sell, III, vice-president in 
charge of marketing, at a 
sales meeting banquet. 


Ciub. 


tal manager was responsible 
for presenting detailed infor- 
mation about lines, with spe- 
emphasis on new items. 
In addition, small group 
were held to give 
more specialized training. 
Also outlined was the com- 
plete dealer assistance pro- 
gram. This includes the 
“Henry Book” spring garden 
with a circulation 


Clai 


meetings 


promotion 


of almost a million copies; 
two new promotions for 


Spring, “Clean-Up, Fix-Up, 
Paint-Up” and “Do-It Your- 
self” ; full color dealer 
broadsides for January-Feb- 
ruary and March-April sell- 
ing: and a circular contain- 
ng Hardware Week items 
exclusively. 

An important part of the 
merchandising program for 
the coming year will be a 
complete, flexible, modern 
and inexpensive line of fix 
exclusively 
by Supplee-Biddle-Steltz Co 
This department is headed 
by George Headley, formerly 
of W. C. Heller and Co. and 
he will be assisted by John 
Rourne, formerly of the 
and Atlantic 
Seaboard Hardware Associa- 
tion. 


two 


tures developed 


Pennsylvania 





*. 


nell, and Stephen W. Dardzinski. 
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Sixteen Toy Manufacturers To Sponsor 
Cooperative Promotional Drive in June 


Sixteen 
facturers 


major toy manu- 
will feature their 
toy items in four consecutive 
pages of national advertising 
in the June, 1955, issue of 
Parents’ Magazine. June was 
selected for this promotion 
toy volume in that 
month is exceeded only by 
during the months of 
November and December. 


This 


because 
sales 


cooperative 
tional drive will 
play kits for hardware 
other retail toy outlets, 
vision 


promo- 
include dis- 
and 
tele- 
programs and a two- 
color ad in the national edi- 
tion of the Christian Science 
Monitor. More than 5000 
stores are expected to tie-in 
with this 
displays, 


promot 


ion through 


newspaper ads and 


of toy 


their customers. 


catalogs 


mailings 


Available at 50¢ each are 
point-of-sale kits including 
posters, counter cards, mast- 
heads for newspaper and di- 
rect mail use, display illus- 
trations of all toys and the 
Parents’ Magazine seal for 


store decoration. 

Television programs will 
be featured on NBC-TV 
twice daily, for two weeks in 
s veral cities coast-to-coast. 
this 
directed 


vice-presi- 


Inquiries on 
tion should be 
David L. Rand, 
dent, Grey Advertising 
Agency, Inc., 430 Park Ave- 
nue, New York City 


promo- 


Lo 


99 


ae 


Starrett Co. Celebrating 
Its 75th Anniversary 
Starrett Co., Athol, 
manufacturer of hand 
and preci- 


is celebrat- 


Mass.. 
measuring 


Instruments, 


tools 
S107 
its 75th anniversary dur- 


1955. 


ing 
ing 


Starrett will commemorate 


ts Diamond Jubilee with 
special events including the 
announcement of many new 
tools and the release of a new 
deluxe catalog. 

Like many other promi- 
nent firms, Starrett was 


founded and 
through the production of a 
successful 


prospered 


the com- 
lare. ted by 
Larov S. Starrett, in 1880, it 
proved useful 


product. 
bination sat Inver 
as a rule 


straight edve. miter 


square, 
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square, depth gage, height 


gage, transfer gage, level] 
and plumb. 

Starrett now markets 
more than 3000 items and 


employs from 1500 to 2500 
people. 


South Bend Bait 
Elects President 


The South Bend Bait Co.. 
South Bend, Ind., has elected 
William H. Martindill presi- 
dent, treasurer and chief ex- 
ecutive officer. 

Harold O. Stream, presi- 
dent of the South Bend firm 





WILLIAM H. MARTINDILL 


since 1936, was elected chair 
man of the board. G. W 
Brooks re-elected 
president and director of 
sales and advertising. 

Mr. Martindil! ned 
South Bend as executive 
vice-president early 1953 
man 


was vice 


}0} 


in 
and was named genera! 


ager a year later. 


Storage Problem Service 
Offered by Equipto Div. 
An advisory on 
storage problems is now be- 
ing offered by the Equipto 
Division, Aurora Equipment 
Co., Aurora, Il. 
Factory-trained engineers 
will survey storage facilities 
and make recommendations 
on steel shelving, also on lo- 


service 


cation of stockrooms, receiv- 
ing and shipping areas, 
stock control systems and 
lighting facilities. 

The company also has pre- 
pared a booklet’ entitled 
“How To Solve Your Storage 
Problems” for those who 
want to make their own 
storage surveys. 














Why...it’s 
positively ~ 
/amazing what > 
your customers 
can do with 






























TRU-TEST 


men . 


*vV 





t 
TAPE & 
a ! 


foe Tet cent 
orriét 
ee, *O® "88 Seer 
_ On THE Sopens 


Seal cartons, packages for mailing or 
shipping ... mend or label dozens of items 
. make dress forms . 














. . dust-proof 
... AND scores of useful 


















storage cartons 


























purposes. Consumers must be finding e.- 
= - 
plenty of use for Tru-Test Rolls or they Ss 








wouldn’t be buying so many. Just put 








a carton on display and watch them sell. 
Retail at 25c per roll (slightly higher 
in some areas), 1” to 3” widths. Consult 




















your wholesaler or write direct. 
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Sells Itself 
As Fast As It Heats— 
In 9 Seconds’ 


ve 








MODEL 8250A 


WELLER ° 


Soldering Gun 








FAST MOVER 


it's ao natural for “do-it-yourself” 
jobs. ts speed and versatility hove 
gained top acceptonce with home- 
craftsmen and hobbyists. Widely 
advertised in homecraft magazines! 


Gun is positioned upright in 3-dimen- 
sional display carton for your window 
or counter. Dealer's sales prove the 
woy to sell them is to show them’ 





EASILY DEMONSTRATED 


it's a natural for demonstration sell- 
ing ...jvst plug it in and pull the 
trigger. Heat and light come on 
instantly ! 


GOOD UNIT OF SALE 


it's priced right (Model 8250A 
$12.95) to sell fast. And Wellertips 
build repeat soles! 


Welter Soldering Guns are craftsmen's tools, used 
by over 600,000 radio & TV servicemen, auto mechan- 
ics, and electricians. You'll find, as have hundreds of 
dealers, the Weller Soldering Gun is a hot impulse 
item. Ask your distributor or write direct for bulletin. 


802 Packer Street, Easton, Pa. 
THE FINEST TOOLS FOR THE FINEST CRAFTSMEN 
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SELF-SELLING DISPLAY| 
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News of the Trade 


Better Profits from Fishing Rod Sales 
Seen Resulting from Trade-Up Program 


Definite benefits are al- 
ready being realized from 
the trade-up program recent- 
ly started by the Rod Div. 
of the Associated Fishing 
Tackle Mfrs., according to 
Sidney J. Klein of Waltco 
Products, chairman of the 
special committee. 

The trade-up program was 
instituted by the group in a 
move to improve profits for 
wholesalers and dealers sell- 
ing fishing rods (see details 
in HA, Aug. 5, 1954, page 
70). 

A review of the trade-up 
program at a recent meeting 
of the fishing tackle manu- 
facturers indicated that most 
of the group’s members were 
experiencing a higher unit 
sale on Spring orders, with 
a definite de-emphasis on the 
low end market. 

In commenting on the pro- 
gram, Mr. Klein said that 
any dealer can raise his unit 
price sale and his profits. If 
this is doubted, Mr. Klein 
suggested that a dealer make 
the following test. 

(1) Put away all low-end 
rods, say those retailing at 
below $6.95 

(2) Instruct salespeople to 
show customers the best rods 
first. Then, if necessary, 
work down only if the cus- 
tomer asks to see a less ex- 
pensive rod. 

(3) When a customer asks 
for something cheaper than 
a $6.95 rod, tell him that 
“We have decided this year 
not to carry the cheaper rods 
because we want to be sure 
our customers get satisfac- 
tion out of the rods they pur- 
chase from us. We want our 
customers to have satisfac- 
tion from their rods _ pur- 
chased from us now and in 
the years to come. We know 
from our long experience 
that the slightly higher 
initial price you pay now 
will soon be forgotten while 
the quality and satisfaction 
will be remembered for 
many, many years.” 

(4) Keep an accurate list 
of customers who walk out 
because you have no low end 
rods. 

If a dealer will follow 
these steps, Mr. Klein said, 
they will find that they will 
make a better gross profit on 
the same number of cus- 


tomers. In fact, far more 
gross profit than if they 
doubled their unit sales at 


the low end price. 

Dealers are not advised to 
throw away all low end rods, 
he stressed. Rather, they 
should make this test and see 
for themselves that they can 
do the bulk of their rod busi- 
ness at the middle and top 
levels and will end up with 
much better profits. 


Each dealer and whole- 
saler who works on this 
trade-up program not only 


will improve his own profits, 
but will also benefit the fish- 
ing rod business in general, 
Mr. Klein emphasized. 


Wilton Tool Promotes 
Two Sales Execatives 


The Wilton Tool Mfg. Co., 
Chicago, has promoted Alex 
J. Vogl to vice president for 
sales. 

Mr. Vogl was formerly 
sales manager. His position 





ALEX J. VOGL 


will be filled by William J. 
Ferrick, who is moving up 





WILLIAM J. FERRICK 


from the job of assistant 


sales manager. 
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— News of the Trade — 








George C. Stricker, sales representative, receiving con- 
gratulations from Fred A. Williams, vice president and 


general sales manager, Slaymaker Lock Co., Lancaster, 
Pa., for winnine top honors in the company's sales con- 


test on its padlock display assortment SM17. 


Looking 


on is W. Heyward Smith, Executive vice president of 
Slaymaker. Mr. Stricker, who covers the wholesale hard 
ware trade in Eastern Pennsylvania, Maryland, and Dis- 
trict of Columbia, out-distanced all other representatives. 
Runner-up for honors was H. Kelvin Conners, Montreal, 


Canada. 





Home Laundry Mfrs.’ 
Elect W. H. Reeve 


W. Homer Reeve, presi- 
dent of the Easy Washing 
Machine Corp., Syracuse, 
N. Y., was reelected presi- 
dent of the American Home 
Laundry Manufacturers’ As- 
sociation at its annual meet- 
ing held recently in Chicago. 

Others elected were: first 
vice-president, Elisha Gray 
II, president, Whirlpool 
Corp.; second, Frank Breck- 





W. HOMER REEVE 


enridge, president, Auto- 
matic Washer Co.; third, 
James H. Goss, general man- 
ager, home laundry equip- 
ment department, Genera! 
Electric Co.; treasurer, How- 


ell G. Evans, senior vice- 
president, Hamilton Mfg. 
Co.; and W. R. Dabney, 


president, Ironrite, Inc. 
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Directors elected in accord- 
ance with a new arrange- 
ment whereby the automatic 
and conventional washer rep- 
resentation are merged and 
two directors-at-large are 
added will be, in 1955: 
Washer Div., J. J. Anderson, 
manager, home laundry 
equipment division, Westing- 
house Electric Corp.; and 
V. F. Peterson, manager, au- 
tomatic washer department, 


Norge Div., Borg-Warner 
Corp.; Dryer division, Ray 


G. Halvorsen, vice-president, 
Hamilton Mfg. Co., and E. JJ. 
Sorensen, home laundry divi- 
sion, Hotpoint Co. 

Also, Ironer division, Jo- 
seph Groshans, general sales 
manager, Ironer division, 


Speed Queen Corp.; B. J. 
Hank, president, Conlon- 
Moore Corp.; directors-at- 
large, George P. Castner, 


general manager, Beam Mfg. 
Co., and Roy A. Bradt, vice- 
president, Maytag Co. 


Michigan Peat Elects 
Hamersliough V. Pres. 


Philip Hamerslough, Jr.., 
has been elected vice-presi- 
dent in charge of sales and 
merchandise of Michigan 
Peat, Inc., New York. 

He was previously associ- 
ated with Jacques Kreisler 
Mfg. Co. as assistant to the 
president. 
























































MORE 
SANDING AREA 


than any sander in 
its price class 


| | 25 sq. in. 


LOWEST 
SANDER DESIGN ' 


handles easier and 





fits under tight places 


aa yee 


16 high 


TERRIFIC 
POWER 


efficiency equal to any 
rotating motor-driven 
sander 
STRAIGHT-LINE 
ACTION 


Immedicte Delivery! Wire 
collect for further details, 


caetelegs and price tists. 


ODE RIng cyys « SwSMe MNS * POWER SANDERS 





ELECTRIC CORP. 
802 Packer Street 


Easton, Pa 














The Coluablens dock, 
Model-B, Anti-Freeze 
Cam-Lock yo 









| F: Sthe hydrant a : 
thousands of webonuil seen 


@ Homeowners, gas stations, fair- 
grounds, greenhouses, cemeteries, in- 
dustrial plants, parks, playgrounds, 
schools, farmers ... all are 
potential customers for Cclum- 
biana Cam-Lock Hydrants. 
The Columbiana Model-B is 
easy to use and easy to 
service. It's ready with 
instant woter the year 
| ‘round. Don't miss this 
profit maker. See your 
nearest distributor or write 
to Columbiana direct. 


td 


eer 


2 OR SETA EI eee 


ig 
: 


No pumping! Lift 
the handle for a 
continuous flow 
of water! 


The COLUMBIANA PUMP Co. 
COLUMBIANA, OHIO, U. S. A. 


py} 











A Goldmine of 
Profits! 


Cash in on the African Violet Rage! 


















’ 
h, 
‘ 


' ANTROL 
scag African Violet ;, 


ane House Piant INSECT BOMB 





Millions of African Violet fans and 
house-plant growers have been -waiting 
for it! New non-inflammable insect © 
bomb made expressly for delicate indoor 
plants. Ready to use! No messy mix- 
ing, pouring. Push-button spray kills 
destructive house-plant parasites 

quick, sure, easy! Sells on sight from 
compact display carton. Stock now for 
big, extra year-’round profits. For 


FREE Sales Aids, write “Bug-Z”’. 


@ sovie-mipway inc. 


Dept. HA-1, 22 East 40th St.. New York 16, N. Y. 
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Williams & Co. Makes 


Executive Changes 


J. H. Williams & Co., Buf- 
falo manufacturer of tools 
and drop-forgings, has ap- 
pointed Edward R. Burkardt 
sales manager. 

Mr. Burkardt formerly 
acted as the company’s sales 





EDWARD R. BURKARDT 


representative in the Los An- 
geles area. 

John B. Perkins tapered 
off his activities as vice-pres- 
ident, Tool] Sales, until Dec. 


bas 





JOHN B. PERKINS 


31. 1955, and has now trans- 
ferred to the West Coast to 
take charge of the company’s 





GERALD W. CARUSO 


Los Angeles office until his 


retirement. 
Gerald W. 


Caruso has 


HARDWARE 
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been named assistant sales 
manager. Mr. Caruso has 
been associated with the com- 
pany’s Buffalo sales office for 
a number of years. 


Gibson-Homans Names 
N. Cornell President 


Norman M. Cornell, vice- 
president in charge of mar- 
keting, The Gibson-Homans 
Co., Cleveland, has been ap- 
pointed president, succeeding 
Harold R. Allison, who will 
become chairman of the com- 
pany’s board of directors. 

Harry E. Hutson, who has 
been president of the Hutson 
Div., will move to Cleveland, 


as vice-president of the par- 
company. 


The Hutson 


ent 





NORMAN M. CORNELL 
Div. in Con- 
yers, during 1955 
will wholly owned 
subsidiary of Gibson-Ho- 
mans. 


operates a plant 
Ga., and 
become a 


W. McAndrew Joins 
Reardon Sales Staff 


William P. McAndrew 
been appointed the Reardon 
Co.’s central Pennsylvania 
sales representative. 

His territory includes Har- 
risburg, Wilkes-Barre and 
Scranton, Pa., and Bingham- 
ton, N. Y. Reardon manufac- 
tures Bondex, Dramex, and 
other waterbased paints and 
related products. 


has 


Southern Screw 
To Build Plant 


Southern Screw Co., 
Statesville, N. C., will begin 
production on a new building 
early this year. The new 
plant, first unit in a two mil- 
lion dollar expansion pro- 
gram, will almost double the 
company’s present space. 
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} B. Bostwick Appointed 
Wiss Vice-President 
B. E. Bostwick has been 

: elected vice-president in 
charge of sales and advertis- 

ing of J. Wiss & Sons Co., 
1 
: 
’ ’ 





B. E. BOSTWICK 


Newark, N. J.. manufactur- 
ers of shears, gar- 
den tools and metal cutting 


scissors, 


Snips. 
Mr. Bostwick has been 
with the company for 27 


years and was formerly gen- 
eral sales manager. 


Ekco Announces 
New District Managers 


George D. Lyddon has been 


promoted to district man- 
ager at Kansas City, and 
Robert D. Gamble district 






GEORGE D. LYDDON 





ROBERT D. GAMBLE 
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manager at Buffalo, N. Y., of | 


Ekeo Products Co., Chicago. 


Mr. Lyddon, formerly ter- | 


ritorial manager at Kansas | 


City, will be in charge of | 
Ekeo houseware sales. in 
Kansas, western Missouri, 


Nebraska and areas of lowa. 

Mr. Gamble, formerly ter- 
ritorial manager at Oklaho- 
ma City, Okla., will direct 
Ekeo sales activity in New 
York state exclusive of New 
York City. 


Hoover Promotes Kelly 
To High Sales Post 


Promotion of Thomas 
Kelly, branch manager 
The Hoover Co., with head- 
quarters in Omaha, Neb., to 
division manager with head- 
quarters in Cleveland, has 
been announced. 

Mr. Kelly succeeds Henry 
M. Newkirk, veteran Hoover 
sales executive, who retires 
at the end of the year after 
34 years of service. 

Mr. Kelly will direct sale 
of Hoover electric cleaners in 
the company’s South Central! 
Division, which comprises 
the area east of the Missis- 
sippi to the Alleghanies and 
south from Ohio to Florida. 

He joined the company in 
1944 


L. 


Byrd, Faulkender made 
Lau Blower Directors 


Two executives of the Lau 
Blower Co., Dayton, O., were 
elected to directorships at 
the annual meeting of the 
firm held recently in Dayton. 

The men are T. lL. Byrd, 
vice-president in charge of 
sales; and Harold Faulken- 
der, vice-president and gen- 
eral manager. 


_--— - 2 


Concord Woodworking 
Opens Chicago Office 


for | 


Concord Woodworking Co., | 


West 


opened 


Concord, Mass.. 
a branch 
warehouse at 21 West Tay- 
lor St.. Chicago, to service 
Midwest retailers of garden 
trellises, arbors and fences. 


Hardware Assn. Moves 


The National! 


located at 515 Madison Ave.. 


New York 22, N. Y. It was 
formerly at 420 Madison 
Ave. 


Builders’ 
Hardware Association is now 


has | 
office and | 










































































Speedy Sprayer 


6. a 


The 
paint-it-yourself 
' sprayer proved best 
by 34-year test! 


ADVERTISED 


POST 


w. R. BROWN corp. 
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HOPPE’S 


1 UBRICATING | 
oll 


Save Your Gun Owners 

Work and Worry 
All guns—active or idle—need clean- 
ing, care and protection from rust and 
Hoppe’s gun cleaning essentials will 
accomplish these jobs with thorough- 
ness and dispatch. Ask your Jobber 
about Hoppe’s No. 9 Solvent, Hoppe’s 
Patches, Hoppe’s Lubricating Oil. 
Hoppe’s Gun Grease and Hoppe’s 
Gun Cleaning Rods. He can supply 
you. 


FRANK A. HOPPE, INC. 


2314A North 8th St.. Philadelphia 33. Penna. 














( rapid Fire CHARCOAL IGNITER 




















1 CASE FREE WITH 
EVERY 10 CASE ORDER! 


ORDER NOW! 


@ Completely New Scientific 
Odorless Formula! 


@ Guweranteed Pius Sale Placed 
Next to Charcoal! 


@ Big Profits! Repeat Sales! 





— 
= 
= 


Needs no paper. . 
Can't affect food taste! 


size can—with safety squirt-spout! 


big extra profits! Delivery upon request. 


May Ist Dating Offer! 


= 
> 
= 
—_———— 
——e 
ed 
—— 
Rapid Fire starts fires safely—instantly! In pit or grill! 
. no kindling! Completely odorless! 
Brightly packaged in eye-catching red and black pint- 


Place order now fot May ist dating! One case free for 

















CONTACT YOUR BROKER OR JOBBER! 


Or WRITE, WIRE. ty ey FIRE 
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News of the Trade 





NEWS OF 


MANUFACTURERS AGENTS 





Herbert Rohner Joins 
Oldham-Rust Co. 


Herbert Rohner has joined 
the Oldham-Rust Co., manu- 


facturers’ representative of 
New York, as field service 
engineer. 

Mr. Rohner’s business 
background includes service 





HERBERT ROHNER 


with the Heller Brothe: 

Co.; Atkins-Borg- Warne: 
Corp., selling the Atkins saw 
line, and the Eaton Co., han 
dling the firm’s line of ma- 
chine cutlery tools. 


Fry, Holbrook Form 

Manufacturers’ Agency 
Dan M. Fry and George C. 

Holbrook, Jr., both formerly 


manufacturers’ repre- 


| sentatives, have formed Fry- 


| Holbrook and 


| Mr. 


Co., with of 
fices at 2458-B Morosgo 
Way, N. E., Atlanta, Ga. 
They will represent manu 
facturers of hardware, 
housewares and building sup- 


plies in the Southeastern 
states. 
Mr. Fry vas formerly 


with the Dan M. Fry Co. and 
Holbrook was formerly 
with John H. Graham and 
Co., both manufacturers’ 
agencies. 


Delaney Co. Appointed 
By Judson Dunaway 


Judson Dunaway Corp.., 
Dover. N. H., has appointed 
manufacturers’ representa 
tive Lou A. Delaney of 9% 
South Clinton Street, Chi- 


cago, to handle its products 
for the hardware trade in the 
13 Middle Western states. 
The Lou A. Delaney Com- 
pany will offer to dealers the 
full line of Dunaway Expello 
products, which include moth 


crystals, aerosol air fresh- 
ener, moth proofer, insect 
killer, roach and ant killer, 


plant and garden spray, and 
the new combination aerosol 
insect repellent and sun tan 
lotion. 


Bradley & Sons To Handle 
Pegboard Dispenser Line 


B. B. Butler Mfg. Co., Bell- 
wood, Ill., has appointed R. 
E. Bradley & Sons, Inc., 
Bellerose, New York, as rep- 
resentative for its counter 
type and floor type Pegboard 
dispensers and dispiayers. 

The organization 
will the eastern sea- 
board, north from Washing- 
ton, D. C., calling on whole- 
salers and will work under 
the direction of the Butler 
company’s regional! sales of- 
fice, PB of New York, Ine., 
11 W. 42nd St. New York 
City. 


Bradley 
cover 


General Slicing 
Names Denver Agents 


Walter D. Monroe, George 
R. Woodward and Lester A. 
Bricker, manufacturers’ rep- 
resentatives with offices at 
the Merchandise Mart Build- 
ing in Denver, Colo., will 
cover Colorado, Wyoming, 
Montana, New Mexico, Utah, 
Idaho and Arizona in han- 
dling the retail line of grind- 
ers and slicers for the Gen- 
eral Slicing Machine Co., 
Walden, N. Y. 


Graham Co. To Handle 
McCall's Patterns 
John H. Graham & Co., 


New York manufacturers’ 
representative, has been 
granted exclusive right in 
the United States to repre- 
sent McCall’s Patterns’ new 
line of full-scale and transfer 
Do-It-Yourself patterns. 
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Cash In On the Big Demand for 


NEW IMPROVED 


FREEZELESS 
HYDRANTS 


1OWA HYDRANTS 
THE FAVORITE FOR MORE THAN 35 YEARS 


Outside Water Reaardiess of Temperature 
—Upriaght Pipe Automatically Drains After 
Each Closing. 

*® LESS HANDLE MOVEMENT—with 
quick acting toggle lock lever. 

® ADJUSTABLE—Link provides 
positive adjustment of lock-in 
sion after long use. 

*® ROD GUIDE—Eliminates side pull 
on operating rod—reduces wear on 
packing, packing nut and stem. 

® VARIABLE FLOW — improvements 
in valve arrangement will permit 
small to full flow without leaking 
out the drain hole. 

® BETTER PARTS SERVICE—Although 
important improvements have been 
made, the same parts will service 
\IOWA hydrants made for the past 






























easy, 
ren- 


OR aus) 





35 yeors or more—this makes it ~~ 
easy for jobbers and dealers to om 
stock parts for prompt service. _ 

CONTACT YOUR WHOLESALER OR WRITE CLosene 


WOODFORD HYDRANT 
DES MOINES 17, IOWA 


























~—4 ‘Your complete 
1955 line 





. ++ priced to sell 
at a profit!’ 





"7 we 48" 






moot 
¢ THE N , 
gucs-£0 we 


Sleek 
action-angle 
design, 

deluxe styling... 


5 ; 
a =. - 


ett: 


side trim... 
new side discharge. 


“Kleen-Klip” 





ee a ee Y 








ROTO.RUGG Sun Castes Reteil® 
Aristocrat ‘18° Model 182 1% HP, 4 cycle $ 94 sO 
ns 2 HP. 4 cycle or / 
Roto-R 20'' Model 20 on 
oto-Rugg ode! 2 1 2% HP. 2 cycle $109.75 
Roto Russ 18 Model |8! Lk 2 HP, 2 cycle $ 72.25 





A Complete Profit Line 
of Rotary Mowers 


Bes? buy in 

ree! type power 

mowers! Eosy starting 

» ght weight throtties 
vp or down to any 

walking speed. | 


The Suburbanite 
18” and 21” 


A complete line to open the eyes ond 
pocketbooks of your customers 


of 









- — ’ . " 
Suburbon te Gas Engine Retaii* 
"18" 1 HP. 4 cycle $ 986.80 | 

or 1.5 HP, 4 cycle $115 30 | 




















WRIGHTWELD 4A 
HARDWARE CLOTH 


This flat wire welded selvage marks a major advance- 
ment in this commodity. Precision woven fabric utilizing 
hard drawn wire in place of the customary annealed 
, wire gives added strength, 













selvages are tightly welded to each filler wire, resulting 
in even, accurate width. Heavily galvanized after weaving. 
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rigidity and uniformity of | 
meshes. By Wright’s new weaving process the flat wire | 














RUGG-ED 
HAND MOWERS 


Big features at sensible prices, to sell 


E-Z-WHEEL, Big 17” cut 





in volume of o goed profit. 
lightweight ground-hug 







ging mognesium wheels . swegested retoi! $23.75* 
AIR-WHEEL, Semi-pnewmotic tires . . _ lightweight 
magnesium wheels suggetied retoi! $21.25* 
FLEET-WHEEL, The economy leoder suegested retoi! $17.50* 
. GESTED RETAIL Bast ON 


Pe _ FOS NtLwaRe Onic 


Manvfacturers since 1883 


Ww E.T.R 











Colorful counter displey corton puts ‘All-Purpose’ rope 
soles right up front. Securely flenged, pre-measured 
coils speed soles of RUGG ‘All-Purpose’ ROPE... 
Pure Manila, or Snow-White Siscl. 


















Diemeter Per Coil 
) Pad 75’ 
¥,” 50’ 
yy,” 50’ 


Order from your Jobber 
or write to eddress ebove. 
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(Continued from page 251) 


the R. H. Construction Co., 
said that Mr. Gonser will 
manage the company and 


that about 30 persons would 
be employed. 


Rich Hill, Mo. 
Hardware held open house 
Saturday, December 4, 
after undergoing a complete 


Klumpp 


Ori 


interior redecorating  pro- 
gram. Gifts were given 


throughout the day. Mr. and 
Mrs. Sam Klumpp are own- 
ers of the store. 


lier Moines. lou aj Luthe 
R. McClain has purchased 
the former Kennedy Hard- 


ware from Bob Kennedy. M: 


McClain has been in the 
hardware business for seven 
years connected with the 
trownlie Hardware of Bea 


He plans to carry a 


of 


verdale 


complete line hardware, 


Dr. Albert J. Vits 


Dr. Albert J. Vits, 
president of Aluminum 
Mfg. Co., Manitowoc, 


84, 


Goods 


Wis., died January 9, after a 
short illness. 

He graduated from Mar- 
quette University with de- 





DR. ALBERT J. VITS 


gree of Doctor of Dental Sur- 


gery. He practiced dentistry 
until 1909 when he became 
associated with the compan) 
of which his father was the 
founder. 

For many years he di- 


rected the sales activities of 
the company. In 1913 Dr 
Vits was elected to the board 
of directors. He became a 
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variety, appliances and Sar- 
gent’s paints. The store, now 
called Mack’s Hardware, is 
located at 6931 Douglas. 


Littlefield, Tex.— The 
Spade Hardware Store, 
owned and operated by Mr. 
and Mrs. E. C. Hardman, 


its formal opening 
with grand prizes 
away to persons 
Free coffee and 
served all 


observed 
recently 
being given 
registering. 

oft drinks 
day. 


were 


Vou pit 
opening 
Hardware 


Pieasant. Ind. 

of the Yale 
and Televi- 
sion Store took place on Fri- 
day and Saturday, December: 
10 and 11. 
is located in 


Grand 


Ross 


The new business 
the Mount 
Pleasant Shopping Center. 
( arlinwille. / (,er- 


trude 


Mr 


Schniepp discontinued 


OBITU 


vice-president in 1921, and 
president of the company 
following the death of his 
brother, George. 
John M. Janson 

John M. Janson. 65. co- 
founder of the Art Wire & 


Newark, N. J., 
died on December 20. He was 
vice-president and 
of the company. 

Mr. 
late father-in-law, 
Wiberg. 
company. 
died in 


of 96. 


Stamping Co., 
treasurer 


Janson joined with his 
Peter E 
in 1922 to found the 

Mi W iberg 
December at the age 


also 





JOHN M. JANSON 





DEALER 


BRIEFS 


hardware store, known 
as Schniepp Hardware, on 
January 1. The entire stock 
of merchandise was placed 
on sale in a big closing out 
sale. Since the death of Mr. 
Schniepp about a year and 
a half ago, Mrs. Schniepp 
had been managing the store. 


her 


Moines. 
and a 
marked the grand opening of 
the Durrie Hardware Store 
and building after its re 
modeling and redecorating 
Attendance 
awarded among those who 
registered. More than 1500 
people visited the store du) 
ing the two-day event. 


lowa—Gif! 


special sa 


Des 
souvenirs 


We! ‘ 


prizes 


Cleveland. O. Orkin Paint 
& Hardware Co. is now 
eated at 16512 Euclid Ave. A 
was 


, 
1O- 


’ ; he] 
grand opening held on 


January 15. 


ARIES 


Jack H. Aldridge 


Jack H. Aldridge, 48, as- 
sociated with Western Tool 
& Stamping Company, Des 


aa 









4 





a 
JACK H. ALDRIDGE 
Moines, lowa, since 1952 as 
a sales representative, died 


Sept. 27. 

He covered the four west- 
ern Canadian provinces, cal! 
ing on jobbers 
ment stores in connection 
with Western Tool’s Homko 
power lawn equipment. 


and 


aepart- 


William W. Vosper 
William W. 


board of Toledo Pipe Thread 
ing Co., Toledo, O., died 


Vosper, 79, 
founder and chairman of the 


Dec. 







Dunedin, Fla. — Dunedin 
Hardware Co. has opened 
new and larger quarters next 
door to its present location. 
building contains 
2,000 sq ft. The ground floo: 
is terrazzo and the front of 
the store is designed of glass 
and aluminum. 


The new 


Door prizes and special gift 
awards were given away. Mr. 
and Mrs. Herbert Watts own 
Dunedin Hardware. 


Ave, 
opening of 
Hardware 
cently. Ow Jack Me 
Geacy and Joseph McGree 
have been associated with the 


Mich. 
the 
was 


G rand 
Bad Axe 
held re- 


Bad 


ners 


firm since 1946. In October. 
153, they purchased the en- 
tire business. The building 


s 48x120: construction ~ 
block and brick. Interior fea 


tures slimline lighting. 


17. He was pioneer designer 
of the first easy operating 
pipe threading tools. 

Mr. Vosper had served as 
chairman of the board fo 
past 10 years and prior 
to that was president of the 


the 


company. 


George A. Overton 


George A. Overton, 69, of 


2430 Northern sivd., Inde- 
pendence, Mo., a_ retired 
salesman for the Stowe 
Hardware and Supply Co., 


wholesaler of Kansas City, 
died December 19, in a hos- 
pital in Omaha. 


Before he retired in July, 
1954, he was employed in the 


offices of the hardware com- 
pany two years and earlier 
was a salesman for them 
about twenty years 
Martin Shrier 

Martin Shrier, 46. a vice 
president of the Ideal Toy 
Corp., New York, died Dec 
O99 
at) 

He joined Ideal Toy in 
1939 and was elected a vice 


president of the company in 


1952. 
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HA Photo Angles 


A report in pictures of 
people and events 
in the hardware trade 


The Dominion Electric Corp., Mansheld, O., held its |4th semi-annual 
sales meeting Dec. 8, at the Mansfield-Leland Hotel, Mansfield The 
firm's new line of window ventilators and fans and its 1955 advertising 
and promotion program were presented. Left to right are: J. H. Miner, 
assistant sales manager ; Sheldon Shafter, advertising 


Shaffer, director of sales, and M. V. Rutherford 


manawver’r=,; Bob 


Lloyd B. Hershey, who retired as a 
representative of the Hardware Div., 
Slaymaker Lock Co., Lancaster, Pa.., 
receives congratulations from S if 
Slaymaker, president, for his su 

cessful career. Mr. Hershey retired 
De $1. He joined the firm in 1933 


and covered the retail hardware 


7 e e. J 
: | 7 le yy ae 
trade in several -astern States “ 
- << =» ee 3 F oe “ee 
Daniel R Woodbury of the Waite Hardware Co., 282 Main Street 
Southbridge, Mass., receives an engraved wristwatch from lohn W 
Stone, sales representative of the Hardware Div.. The Stanley Works 
New Britain, Conn Mr. Woodbury was awarded the watch for writ 
the best letter des: ribing how the Stanley tiousehold 
chandiser N 102 ime reased the sale ot the , 


which hang on this self-service display 


\ 


e x sp 
OA Sk 


Hardwar: 


/ carded hardware ite: 


Casco Products ( Orp.., announced a new line of steam and Dime Kvround are Harry B Davis. sales manayer or ‘ 


dry irons at an Eastern Division Sales Meeting held at the Appliance Div 
Commodore Hotel, New York. Dec. 27. Seen above. left 


aa os 
who moderated the meeting, and ape aking. 
lawrence Fenn, executive vice president 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


and, while prices were usually 
even with or slightly below a year 
ago, more higher-priced goods 
were bought than ever before. 

“This was the first Christmas 
season since World War Il in 
which automobiles have competed 
seriously with soft goods for con- 
sumers’ dollars.” 

The D & B survey showed that 
“price discounting was widespread 
on toys this year, total sales of 
which were at an all-time high. 

“Ample supplies of plastic toys, 
space guns, science kits and many 


Over-the-Counter Trade Paint Sales 


new table games joined the ranks 
of the more traditional toys. Cam- 
eras, musical instruments, records 
and phonographs al! sold well.” 

Sales of house furnishings ran 
at high levels. “Small appliances 
were in heavy demand,” said D & 
B. “Television sales continued on 
the high plateau maintained dur- 
ing the Fall, with stiff competition 
forcing dealers to cut prices to 
lower levels. A larger proportion 
of heavy appliances was sold by 
discounters this year than last, but 
total dollar volume of sales oi 
these goods was below Decem- 
ber, 1953.” 


Expected to Increase 3 to 5% This Year 


Paint manufacturers expect over- 
the-counter trade paint sales in the 
new year to top 1954 by 3 to 5 pct 
as a result of improved business 
conditions generally, steady growth 
of the construction industry, and 
popularity of the “do-it-yourself” 
movement. 

Gain at the manufacturing level 
will mean about 1 pct increase in 
the $840 million national volume 
last year, according to Douglas C. 
Arnold, president of the New York 
Paint, Varnish and Lacquer Asso- 
ciation and head of the Keystone 
Paint and Varnish Corp. of New 
York. 

Development of new paint prod- 
ucts are boosting the already strong 
do-it-yourself paint market, Mr. 
Arnold says. New paint products 
are aimed at easier application, bet- 
ter color selection, more odorless 
paints, and quicker drying, more 
washable products. These develop- 
ments will be further improved in 
the new year, Mr. Arnold predicts. 

Increasing personal savings, 
higher wages and more employ- 
ment forecast good markets for 
hardware dealers to increase paint 
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sales to the professional painter as 
homeowners become able and will- 
ing to hire painters for the more 
difficult tasks around the house. 

Liberalized credit, and the new 
housing law, are providing more 
homes and giving more people the 
wherewithal to spend more in fix- 
ing up their homes, Mr. Arnold 
points out. 





Nation's Product May 
Rise $4-$9 Billion 


The U. S. Chamber of Com- 
merce predicts that gross na- 
tional product in 1955 will rise 
by between $4 billion and $9 
billion above the $356 billion 
output of goods and services in 
1954. 

However, its chief economist, 
Dr. Emerson P. Schmidt, notes 
there might be a slight rise in 
unemployment during the first 
half of the new year. 

He also warns against the 
possibility of major strikes in 
1955. 














Highly Competitive 
Year, Says Economist 

A top credit authority warns 
that although business can expect 
a good year in 1955, competition 
will be tough. 

There is a good chance that 
“total expenditures for sales and 
promotion will establish a new 
high,” comments Henry H. Hei- 
mann, executive vice president of 
the National Assn. of Credit Men. 

“Sound credit will be utilized 
more than ever in the wider distri- 
bution*of goods and services. 

“Some people,’ Mr. Heimann 
added, “feel a postwar readjust- 
ment has just been completed. 

“Others believe the recent busi- 
ness let-up was not sufficiently 
prolonged, judging by the experi- 
ence of all previous postwar pe- 
riods.”’ 


Expects Biggest Year 
For Appliance Industry 


The year 1955 should go down 
as a record year for both West- 
inghouse and the entire appliance 
industry, predicts John H. Ash- 
baugh, vice president of the West- 
inghouse Electric Appliance Div. 

“As far as Westinghouse Appli- 
ances are concerned,” he com- 
ments, “we are estimating at the 
present time an the 
division’s total sales volume by 
approximately 10 pct over 1953.” 

He his the 
present favorable inventory situa- 
tion, production schedules and the 
new line of appliances. 

Meanwhile, Mr. Ashbaugh re- 
ported that sales of the firm’s elec- 
tric refrigerators, dryers and food 


increase in 


based forecast on 


waste disposers reached record 
highs in the first 10 months of 
1954. 


Consumer Credit 
Expected to Rise 


The year 1955 should be a good 
one for the consumer finance in- 
dustry, according to F. R. Wills, 
president of General Acceptance 
Corp. 

He notes that outstanding con- 
sumer credit is only 1 or 2 pect 
below the highest volume on rec- 
ord. Wills calls attention to the 
prospective rise in personal and 
disposable income in the new year. 
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10% Greater Outlay 
For Homes Predicted 


New construction should reach 
a record figure of $39.5 billion in 
1955, says Paul T. Babson, presi- 
dent of United Business Service. 

This would represent a 6 
gain over the 1954 total. 

‘“Residentia] outlays will be up 
10 pet,” Mr. Babson forecasts, ex- 
pecting “a moderate business up- 
turn all along the line.” 

“The current business upswing,’ 
he adds, “should continue through 
the first half of 1955, with some 
slowdown in the third quarter, fol- 
lowed by a renewed pickup toward 
the year end. 

“Building will 


pct 


be a continuing 
business support of major propor- 


tions.” 


High U. S. Production 
Hits Trade Barriers 


The American economy 
reach “a whopping $700 billion” 
of annual production by 1975, says 
William S. Paley, board chairman 
of Columbia Broadcasting System 

Freer trade and rising imports 
are vital to feed this nation’s fast- 
growing economy, Mr. Paley told 
a meeting of the National Plan- 
ning Assn. 

The United States, he noted, 
already is a “raw materia! deficit 
nation,” consuming 10 pct more 
materials than it produces. 

“The leadership of America, in 
slowly knocking down the barriers 
to freer and freer trade, 


may 


Is an es- 
sential to future peace, happiness 
and prosperity,” Mr. Paley said. 


AT&T Head Predicts 
2-Year Business Gains 


The president of AT&T, the 
world’s biggest privately-owned 
enterprise, expects business gains 
to continue in 1955 and 1956 
throughout the nation, barring 


any major change in the interna- 
tional picture. 

Cleo F. who heads up the 
$12 billion company, estimates the 
improvement at “5 pct each year.” 

At the end of 
riod, he noted, the | 
would be 


mately the 


Craig, 


the two-year pe 
nited 
approxl- 
1953 


states 
operating at 
i@Veis OT 


peak 
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Speed up your operation uith Goldblatt tools—they're good as gold, 
(Goldblatt Tool Co., 1940 W aluut, Kansas City 8, Mo.) 





Not Too Easy, 
Not Too Hard 


Needless say, have made 
simpler wire parts than this, but 
we can make even more compli- 
cated designs and still hold them 
true. Their purpose? To save vou 
money and time compared to cast- 
ing, machining, etc. Send us your 
problem—at no obligation! 


to we 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


BROOKS Fr HOGKS 

















against sticking 
| freezing. 4-oz 
| Stream” 

| your jobber. 


Muskegon, 


ase. Staimiess DOOR 


Lubricant in two <«¢ 
AMERICAN fC 
oz ter Fr 





American Crease Stick Co. 
Michigan 


> 
Drip 





LOCK-EASE™ 
Graphited LOCK FLUID 


For year-round lock main- 
tenance and best protection 


rust — 


“Drop or 
can, 39c. Order from 





Age. 


PRODUCTS 











<A Stick 
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Double-Dealing on Fair Traded Merchandise 
Must Be Stopped, Warns Ex-FTC Commissioner 


Retailers alone cannot solve the 


discount house problem—manu- 
facturers must act voluntarily to 
end double standard policies or the 
federal] government will probably 
step in and do the job, Albert A. 
Carretta, Washington attorney 
and former Federal Trade Com- 
mission member, is warning manu- 
facturers. 

In a speech made recently before 
the Toy Manufacturers Associa- 
tion, Mr. Carretta asserted that it 
is “totally immoral, unethical and 
illegal for the same manufacturer 
to distribute identical merchandise 
to two distributors in competition 
with each other and then compel 


one distributor to abide by a fair 
trade agreement and permit a com- 
petitor of that distributor to dis- 
regard fair trade prices.” 

The former FTC commissioner 
also warned that moves are build- 
ing up in Washington to amend ex- 
isting laws to “require” rather than 
just “permit” the Commission to 
stop manufacturers who fair trade 
their products from applying a 
double standard. 

He suggested that a series of 
trade practice conferences among 
manufacturers in the various lines 
most frequently bootlegged might 
result in an end to double stand- 
ards in fair trade enforcement. 





High Court Rules 
Price Squeeze Illegal 


Price cutting by an interstate 
business to destroy a competitor 
whose business is entirely within a 
state is illegal, the Supreme Court 
has ruled, upsetting a federal cir- 
cuit court decision. 

The high court found that price- 
cutting which caused injury to a 
purely loca! competitor is related 
to interstate commerce and there- 
fore subject to the Clayton and 
Robinson-Patman Acts. 

The Clayton Act makes it illegal 
for any person engaged in inter- 
state commerce to discriminate in 
price between different purchasers 
where it would tend to create a 
monopoly. The Robinson-Patman 
Act prohibits selling merchandise 
at unreasonably low prices to de- 
stroy competition. 


Defense Dept. Halts 
Cut-Price Operation 


Defense Department, in the first 
action of its kind, has ordered a 
government-operated retail outlet 


to stop selling fair-traded mer- 
chandise below fair trade mini- 
mums. The action is expected to 


set a precedent for government 
stores in all fair trade states. 

The directive went to an em- 
ployees’ store at the Naval Ord- 
nance Laboratory in Maryland. 
only a few miles from Washington, 
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D. C. Maryland has fair trade 
laws, and the order is in line with 
a policy announcement several! 
months ago by the Budget Bureau 
that employee sales outlets are not 
to operate in violation of any state 
or federal laws. 

The action was taken after a 
complaint was filed by the District 
of Columbia Business Practices 
Council. Business leaders warn 
that merchants must report specific 
cases of violations by government 
stores in order to receive action. 





Electrical Industry 
Set for Good Year 


A banner year is in store for the 
nation’s electrical! industry in 1955, 
predicts N. J. MacDonald, vice 
president of Thomas & Betts Co. 

3usiness was good in 1954 and 
corporate net earnings increased 
to the point where the doubt and 
fears of the early part of the year 
were completely replaced by con- 
fidence, if not optimism. 

“This is the healthy feeling 
which business is carrying into 
1955. Projects which had been 
pushed back are being revived, and 
new expansions planned.’ 

Mr. MacDonald noted that low 
inventories are being rebuilt “to 
take care of the continuing strong 
market.” 

He predicted that “buying for 
inventory will increase volume 
very considerably for at least the 
first half of 1955.” 


Home Loan Money Used 
For 335,000 New Units 


Savings associations financed 
the building of 335,000 new homes 
in 1954—or about 30 pct of the 
total private dwellings started— 
says the U. S. Savings and Loan 
League. 

Norman Strunk, executive vice 
president of the League, estimates 





official. 


85 pet did not buy a TV set 


the same year. 


sale in the coming year. 





Is Your Market Near The Saturation Point ? 


Any dealer who takes a pessimistic view of sales possibilities in the 
coming year should be cheered by an optimistic viewpoint of one high 
Assistant Secretary of Commerce James C. Worthy reverses 
sales statistics and points out that despite sales volume in 1954: 

98 pct of the families did not buy a food freezer 

97 pet did not buy a room air conditioner 

97 pet did not buy an electric range 

94 pet did not buy a refrigerator 

92 pct did not buy an electric shaver 

92 pet did not paint their houses 

91 pet did not buy a washing machine 


71 pet did not buy a radio set. 


But Mr. Worthy points out, the analysis does not mean that every 
family could or would wish to replace every item, or many items, in 
It does show, he asserts, that strong promotion adver- 
tising will bring many of these potential customers to the point of 
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for Big Spring Sales | 
Big Summer Sales 


Year "Round 
Gift Sales! 


- PATIO 
GARDEN 


a 


WITH THIS BELL YOU CAN make every 
ovidoor meal a festive occasion; call 
guests to the outdoor grill, call the 
children. It's a real “Come and Get It" 
Bell; a real “Chow Down" Bell; a Barbe. 
cue Bell that's o must for every outdoor 
party. 








This Big 6-inch solid brass bell is highly 
polished, lacquered and packaged in 
an attractive display box. Suggested 
retail price is $6.49. [Higher in West.) 
Bells ore individually packaged, fully 
assembled with “Good Luck" horseshoe 
bracket attached. Send for additional 
information NOW! 












BEVIN BROS. MFG. CO. 
EAST HAMPTON, CONN. 
Seles Agent 
JOHN H. GRAHAM & CO. INC. 
105 Dwone St., New York 8, N. Y. 


Strataflo a yyy oe 


CHECK 


























METAL | 
POPPET | | 


Cannot leak. 
Sensitive in operation 
For cold or hot water 

or steam. 200 lbs. 
pressure. Seven sizes. 


Write for Bulletin 302. 


Order from 
your Jobber 


STRATAFLO PRODUCTS, INC. 
FORT WAYNE 1. INDIANA 
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total loan volume by savings asso- 
ciations in financing new construc- 
tion at nearly $3 billion, or almost 
$500 million higher than the pre- 
vious year. 

Meanwhile, Strunk reports that 
assets of the nation’s savings and 
loan associations hit a new high 
of more than $31 billion by the end 
of 1954. 


Builders’ Hardware 
Standards in Booklet 


Recommended minimum stand- 
ards in the field of residential 
builders’ hardware are contained 
in a booklet titled “Hardware For 
Housing,” published by the Na- 
tional Builders’ Hardware Associa- 
tion. 

Using Federal specification type 
numbers, the booklet lists in brief 
form the butt hinges, locksets and 
other items recommended by the 
National Builders’ Hardware As- 
sociation for each of the openings 


occurring in typical residential 
units. 
Single family dwellings, row 


houses and multi-story apartments 
are treated, with due consideration 
for the differing hardware prob- 
lems involved. 

The booklet is an effort by build- 
ers’ hardware distributors, 
through their 
sociation, to 


acting 


national trade as- 


reverse an apparent 
trend to poorer quality in this field. 
The booklets are available at 25¢ 
per copy from the National Build- 
Hardware Association, 515 
Madison Ave., New York 22. 


ers’ 
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Today for 
Complete 
Information 


McGILL METAL PRODUCTS CO. 








MARENGO ILLINOTS 











BLAIR Homestead 
16” or 18” cut 


Also available: BLAIR Ree! and Ro- 
tary Power Mowers, and a complete 
line of fine hand mowers. 

If it’s made by BLAIR, the qual- 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7 449 
Springfield 7, Mass. 











REACH THE NEW MARKET 


of 19,000,000 4 


“ 
Y with .. 
BEAVER 


SreSer DRILL BITS 


New Improved High Speed 
Side Cutting Drill Bit 


DRILL USERS 

























i“ Retail—ONLY 6 ey 
$245 each - MS 
3 for $7.00 © RE 
e CuTs 


ALL WITH ONE BiT! 
Nationally advertised, reasonably priced. 

Converts any electric drill, drill 
press, lathe or milling machine into 
a much more versatile tool. A real 
help to: Carpenters, Mechanics, Radio 
& TV repairmen, Hobbiest, etc. 

Drills own starting hole (1% diam.). 
2” side cutting section used to cut, 
saw or ream. Made in U.S.A. of finest 
American high speed steel. Designed 
to cut: steel, wood, plastic, aluminum, 
etc. 3 types available: All-Purpose, 
Wood and Heavy Metal. 

Ten day money back guarantee! 

Cut yourself in on the profits in 
this vast new market .. . send your 
order or write for complete details 
and discounts TODAY! 


MANUFACTURED BY 


BEAVER DRILL & TOOL CO. 


701 EAST STH STREET 
KANSAS CITY 6 MISSOURI! 











Changes 


New products and 
new trade names are 
constantly being 
added to the listings 
for the next Directory 
Number of HARD- 
WARE AGE. 


Therefore, if you do 
not find in the current 
issue of the Directory 
Number the product 
you are interested in, 
write to the “Who 
Makes It’ Editor. He'll 
be glad to serve you. 


HARDWARE AGE 


100 E. 42nd St.. New York 17, N. Y 











Small Businesses Require and Deserve 


More Equity Capital, States Loan Official 


Banks 


should 


and finance companies 
put greater emphasis on 
loans to small business, says 
Theodore H. Silbert, president of 
Standard Factors Corp. 

Silbert pointed to a survey by 
his company which indicates that 
smal] firms often find it difficult to 
get necessary financing. 

“About 15 pet of the manufac- 
turers and about 5 pct of the re- 
tailers needed more equity capital 


Higher Priced Cars 
Hike Cost of Living 


The government’s cost-of-living 
index edged up by 0.1 point in the 
month to mid-November, reversing 
a 3-month downtrend. Introduction 
of 1955 model automobiles 
counted for the increase. 

The rise brought the Bureau of 
Labor Statistics consumer price in- 
dex to 114.6 on the 1947-49 base of 
100. This is 0.3 point below the 
year-earlier figure and about 0.5 
point below the 1954 peak, reached 
in July. 

Retailers of refrigerators, toast- 
ers, vacuum cleaners and other 
house furnishings helped prevent 
a further increase in the index by 
cutting prices to meet the competi- 
tion of discount houses and by 
passing along some reductions in 
manufacturers’ prices. The B. L. S. 
noted that two big appliance mak- 
ers gave up the policy of suggest- 
ing retail prices for many items. 

List prices for the new mode! 


ac- 





New Peak in Living 
May Be Hit in 1955 
Secretary of Commerce 
clair Weeks predicts the United 
States in 1955 “will reach a new 
peak in its standard of living.” 
“More of the good things of 
life will be available to the 
American people,” he comment- 
ed, in forecasting a 3 pct boost 
in economic activity over 1954. 
“In the next 10 years,’ Weeks 
said, “it is entirely possible that 


Sin- 


we shall raise our gross national 
product from the current $355 
billion to around $500 billion.” 











and were worthy of it,’ observed 
Mr. Silbert. 

“They were unable to get this 
financial help mainly because the 
financial institutions were not in- 
terested in kind of 
money. 


lending this 


“Even on a short term basis, the 
institutions interested 
in lending larger chunks of money 
than in administering a multi- 
plicity of small loans.” 


were more 


cars were slightly above 1954 price 
tags. Car dealers eliminated the 
big discounts they had been offer- 
ing on new 1954 models, thus pro- 
viding a stimulus for the rise in 
the index. 


New Cycle of Growth 
May Begin This Year 

Standard & Poor’s Corp. says 
that a new cycle of economic ex- 
pansion—rather than merely a 
temporary upturn—may be under 
way, following the “mild 1953-54 
recession.” 

It makes these predictions for 
1955: 

1. Moderate gains in gross na- 
tional product, disposable per- 
sonal income and consumer spend- 
ing. 

2. Little change in the general 
price structure. 

3. Active construction. 

4. Moderate shrinkage in plant- 
equipment outlays. 

5. A shift 


business 


from contraction of 
inventories to a “mild 
expansion.” 
6. No significant change 
present Federal spending. 
7. A pronounced rise in 
and municipal spending. 


from 


state 


Company to Prepay 
Freight to Jobbers 


W. W. Faris Mfg. Co., St. Louis, 
Mo., has announced nationally ad- 
vertised retail prices on Faris min- 
now buckets which will be subject 
to regular trade discounts and that 
full freight will be paid from St. 
Louis to the jobbers’ warehouse. 
The company will continue 100 pet 
jobber distribution. 
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Midwinter Catalogs 
Of Chains Are Issued 


The midwinter sales catalog of 


Sharon's 70K 


REFILLABLE 
FASTENER ASSORTMENT 


NO. AS 954 


ALUMINUM SCREWS 









pears, Roebuck & Co., running to 
434 pages, lists more than 5000 


merchandise items reduced in 
| price from the Fail general cata- 
log, in addition to special sales. 
Small tractors for the home gar- 
dener are $10 to $50 cheaper, while 


automatic dishwashers are _re- 






| duced $15. A _ special sale on 
| . : " 
watches offers price cuts of up 
e et on 
24 yootnon © to 35 pet. 
10 


“THEIR LAST MEAL” Spiegel, Inc., has discounts on 


A LOLeh) 2a lens y | television sets ranging from $13 to 


$80, as well as special promotions 







{ 
A household standby, MOUSE. 
NOTS is another chorter 
member of our family. This \ 
treated, prepared seed | 


on wrought-iron furniture and do- 


it-vourself items. Ans 









39 " bait appeals to the finicky Montgomery Ward & ©0.. Ww hich : Demon 
\ aw ? t f mi ; } ) 
| neaiateanes N | put its catalog into the mails after po-it-Yourse! 
SPECIAL OFFER, RN4 OT te thet Aha Die, eee the Meee A COMPLETE 
35¢ RAT-NOTS eae 7 DEPARTMENT IN ITSELF ! 
Sette inte Sintinet gain book” will run 288 pages 
:; — 7 16 sizes of rustiess Aluminum 
3/2 dozen $14.70 $8.82 | 90% 

Y2 dozen 2.10 FREE | ( FHA to Revise fasteners including wood screws, 
SPECIAL OFFER, MN4 Mig machine screws, sheet metal 
35¢ MOUSE - NOTS Home Wiring Sales screws and hex nuts. 

Retailsfor Your Cost Mark-up \ : , i 
eden 99428 $2.82 1 OOy Capacity of wiring to carrying ASK YOUR JOBBER OR WRITE US 
Yo dozen 2.10 FREE | 





: i : growing electrical loads will be Pp 
Order immediately... Supplies are limited 
| recognized in minimum requir Sharon avd, Lo. 
NOTT MANUFACTURING CO., INC. | 
MT. VERNON, WN. Y. 


ments for new homes with FHA- 


Ce a 


insured mortgages, Federal! Hous 





ing Commissioner Norman i 


Mason announced. 
To study the need for providing 


> y ary y Ps ilities nt the time 
better wiring facilities a Engineered To Your Specifications 





of construction, an industry com- 
mittee on interior wiring design 
met with FHA officials in the 
agency's Washington headquarters, 
Dec. 14. Members agreed to sub- 
mit proposals for revising FHA’s 
electrical requirements. 

Neil A. Conner, director of 
FHA’s Architectural Standards 
Division pointed out that the in- 


SAWHORSE BRACKETS creasing home use of electrical 











@ Made of copper, plain steel, copper 






equipment and appilances has made eeieen kate aed cee ae 

NO NAILS @ NO BOLTS it imperative that the “needs of to- ys and — or y suitable 

a ; meta open tank and all pressures. 

NO SCREWS morrow’ be recognized @ Seamiess copper ball floats carried 

ALL-WELDED CONSTRUC ¢ 7 10 gt ana. 

L- t-LDE Ns IC. Pe 8 6 . 10° and 12” for open 

TION. Use any 2 x 4 for lege Closet, Cup Hook .- 2 tanks and pressures of 25, 50, 160 
crossbar ...set up or knock- and 1 i Fi th ) 

ed down instantly. Prices Reduced a 

=.’ —— = me ag am: @ Seamless copper ball feats carried 

play. 12 Sets to a K-Z Utility ( loset and ( up and 150 th Fieats in special sizes 


@ MADE TO ORDER. Stainless steel 
ball floats larger than 12” diameter 
can be made up specially. Write fer 
METAL FLOAT catalogs 


FREE. Hooks, manufactured by Gries Re- 
producer Corp., New tochelle. 
N. Y., have recently been reduced 












: Float Manufacturers Engineers 
in price. Display cards are now Metal Fabricators Coppersmiths 
Ba gy meme gyn ne priced to retail at 10 cents. Prices © Breaze Founders 
EPT. WA. 
Se on packaged goods for shelf stock | ARTHUR | . 
anno . s 


have also been lowered. 
GRAND HAVEN STAMPED PRODUCTS CO. Carded hooks were formerly 


priced to retail at 15 cents. 


ARRIS & CO: 





GRAND HAVEN, MICH 210-218 North Aberdeen «. cago 7 i 
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Early Promotion Leads to High Fan Sales 
NEMA Survey Shows; $3,000 for Fan Displays 


If fans are sold early in the sea- 
son, a dealer sells more fans. 

This is the information pro- 
duced by a survey made among 
contestants in the 1954 Window 
Display competition conducted by 
the Electric Fan Section of the 
National Electrical Manufactur- 
ers Association. 

A large percentage of the re- 
spondents revealed they began 
displaying electric fans both in 
stores and windows as early as 
March, and two things happened: 
Their sales increased, 1954 over 
1953, by as much as 50 pct and 
the monthly fan sales per cent to 
total fan business spread over a 
much longer period, thereby re- 
ducing the dealers’ dependence on 
hot weather for volume selling of 
fans. 

Robert A. Orr, of the General 
Electric Co., Chairman of the 
NEMA Electric Fan Section’s 
Merchandising Committee, says 
“The NEMA early-season fan sell- 
ing promotions of the past few 
years have proved beyond a doubt 
that, as the industry slogan puts 
it—“May Days Are Fan Days.” 
One dealer last Spring had sold 


Aluminum Building 
Product Sales Rising 


Sales of aluminum building 
products topped the $500 million 
mark for the first time in 1954 and 
will exceed $600 million during 
1955, predicts an industry spokes- 
man. 

A forecast for strong demand at 
least through the first half of 1955 
and a rapid growth of sales in 
promising new products is made 
by Frank R. Nichols, president of 
Nichols Wire & Aluminum Co. 


Commercial Paper 
Total Slightly Lower 


Commercial and finance paper 
outstanding in the nation totaled 
$2.032 billion at the end of No- 
vember, reports the Federal Re- 
serve Bank of New York. 

This total is down 1 pct from the 
previous month and down 7 pct 
from a year ago, the bank says. 






2608 


more fans by the end of April than 
he had sold in all of the previous 
year. 

“The consumers, too, 
have waked up to the fact that it 
doesn’t pay to wait until it’s hot 
to buy fans. They’ve found them- 
selves caught unprepared when 
heat waves came. So, they’re 
learning to buy early, while selec- 
tions are complete.” 

The increased use of air condi- 
tioners, too, has tended to stimu- 
late electric fan sales. Users have 
discovered that room cooling units 
can be made more efficient by sup- 
plementing them with fans to pull 
out heated air, and to better circu- 
late the cooled air within a room 
or series of rooms. 

To again promote early-season 
fan selling in 1955, the Electric 
Fan Section of NEMA is repeating 
its Electric Fan Window Display 
Contest for Dealers. As a result of 
the contests of the past two years, 
27 dealers have won $5,500 in U. 
S. Savings Bond prizes. 

For this year’s contest there will 
be a total of $3,000 in Savings 
Bond prizes. The first of 15 prizes 
will be worth $1,000. 


seem to 








Gas Appliance Trade 
Expects Big Year 

The nation’s gas appliance indus- 
try expects 1955 to provide the 
biggest sales year since 1950, ac- 
cording to H. Leigh Whitelaw, 
managing director of the Gas Ap- 
pliance Manufacturers Assn. 

He bases the optimistic predic- 
tion on these factors: 

1. Construction of 1.3 
new homes in 1955. 

2. Expected outlays of $6.25 bil- 
lion on home modernization. 

3. Continued expansion of the 
natural gas pipeline system. 


million 


Output of TV Sets 
Increased in 1954 


Dealers received more television 
sets during the first 10 months of 
1954 than in the like 1953 period, 
reports Radio-Electronics-Televi- 
sion Manufacturers Assn. 

Shipments of 5.373 million sets 
compared with 5.342 million a year 
earlier. 

But shipments in October—lat- 
est month for which figures are 
available—ran nearly 30 pct ahead 
of the same 1953 month. The 
monthly totals are 903,000 and 
698,000, respectively. 





Promotions 





Universal Announces 
Advertising Plans 


The new Universal ‘“Toasta- 
magic” and “Hot Pot” appliances 
will be introduced to consumers 
by 49 colorful ads in 28 leading 
national magazines. 

In the home cleaning equipment 
field, Universal will assist its re- 
tailers with its new advertising 
plan to assist distributors in mer- 
chandising Super Jet 99’s even be- 
fore quantity shipments arrive at 
warehouses. 


New Alcoa Campaign 
On Aluminum Screening 


Advantages of aluminum screen- 
ing will be explained to an esti- 
mated 22 million people, starting 





Manufacturers’ New Merchandising Plans 


March 30, on the Dave Garroway 
television show “Today,” under the 
sponsorship of the Aluminum Co. 
of America. 

Alcoa’s effort will be directed to 
the replacement market, showing 
how easy it is to rescreen with 
aluminum. 


New Ad Program For 
Carvel Hall Cutlery 


A quarter-million dollar con- 
sumer advertising program for 
Carvel Hall cutlery products to be- 
gin next month, will include color 
ads in McCall’s, American Home, 
Better Homes & Gardens, House 
Beautiful and Living for Young 
Homemakers. Two popular hus- 
band and wife teams, Ozzie and 
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PROFIT IDEA 


for your 


DO-IT-YOURSELF 
DISPLAY 


CONNECTICUT VALLEY 
E-X-P-A-N-S-|-V-E 
BITS 


Display Convalco Ex- 
pansive Bits and watch 
them sell . . . because 
here’s a bit with an ap- 
peal that everyone can 
appreciate—an appeal to 
the pocketbook. Con 
valco Expansive Bits are 
money-savers one 
of these bits will do the 
same work that would 
require several ordinary 


bits. 


WIE coxVALco ™ 
Connecticut Valley Mig. Co. 
—— Jncorporated 1874 
TRE ROO (Ovrety 





STAINLESS STEEL 


FASTENINGS OF ALL TYPES 
RIGHT OFF THE SHELF 


@ Sheet Metal Serews © Machine Screws © Cap Serews 
, oe dow: ® Woed Screws © Nuts. Washers, ete. 
3 AN Drilled Fillister Heads. PROMPT DE. 
civentas ON SMALL OR LARGE QUANTITIES. 
Write fer complete descriptive catalog 


STAINLESS SCREW CO. 


(me ftom Soe SC Little Falls 4-2300 
649 Union Bivd. . Paterson 2, N. J. 
Direct New York ‘phone Wisconsin 7-904! 








Instantaneous and Multi-Coils 


= 2 


Dormont Mfg. Co., 1314 High S., Pittsburgh, Pa. 














His Hardware ying x 
Ad. Brought Results— 


"As a Manufocturers’ Representative. 
getting the HARDWARE AGE is o 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in Jenuery. With 
best wishes for your continued success” 
Sincerely yours, 


4 Satisfied Advertiser 
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| be promoted in 


Harriet Nelson and Michael O'Shea 

and Virginia Mayo, will be 

tured. 
Newspaper 


fea- 


nats, point-of-pur- 
materials, envelope 
and other mailing pieces have been 
prepared for dealer use. 

Carvel Hall products are manu- 
factured by Chas. D. Briddell, Inc., 


chase stuffers 


' Crisfield, Md. 


True Temper Repeats 
Spring ‘Tool-Up' 

Free garden tool promotion kits 
are being distributed to hardware 
retailers by the True Tempe: 
Corp., which is repeating its “Tool- 
Up Time” promotion, first held i 
1954. 

The program consists of 4-colo1 
store and banners, 
paper ad mats, catalogs and radio 
and TV scripts. A dealer 
folder is also available. 
advertisements on the 
will appear in Saturday 
Post, Better Homes & Garden 
American Home and others. 

Each dealer will hold his “Tool- 
Up Time” 


posters news- 
malling 
Full-page 
promotion 

Evening 


promotion independent- 


ly, timing it with the tool-selling | 


in his locality. 
rule it is 


season AS a gen- 
eral recommended that 
it coincide with tulip time. 


Florence Stove Has 
Budget Credit Plan 


Florence Stove Co. has made ar- 
rangements with Commercial! 
Credit Corp. for a dealer and con- 
sumer financing plan, effective Jan. 
1, 19565. 

Under the arrangement, floor 
plan financing and the consumer 
budget plan will be provided by 
Commercial Credit to all qualified 
Florence dealers. 


Cut Price Promotion 
On Flint Ware Promotion 
Flint-Ware cooking utensils will 
the biggest sales 
promotion campaign since the in- 
troduction of the new line with a 
heavy advertising schedule to fea- 
ture a cut price on the 114-qat. cov- 
ered saucepan, in dealer-listing 
newspaper ads throughout the 
country. 
The utensil, 


fastest seller in the 


Gee Pee 


“ Little Giant “’ 


faun/ dyer 


LOW RETAIL WITH 
FULL DEALER PROFIT 


There's good profit in selling edgers, 
especially the Little Giant. Here's why. 
it has all the features of expensive 
edgers including self shorpenin 
blode, yet sells tor as low as $2.9 
- @ price every home owner can of- 
ford. This meons fest turnover ot 
full 50 per cent profit. 

Order your L.G. Lawn Edgers 
from your jobber today. Also ask 
about the popular Lewn Rozor 
and 65 other Lawn and Farm 
Tools or write us. 

A FREE HATHAWAY 

SHIRT to Mr. Philip Diatz, 

Adelphi Hardware, _ iIne., 

Hyattsville, Maryland. Send 

us your shirt size A lao, 

free shirt to your jebber 

saleeman who sells Nerth 

Wayne Tools. Please send 

his name and company. 


North Wayne 


Tool Co. 
Oakland 1, Maine 











COUNTER DISPLAYS 
BOOST HOUSE NUMBER 


Get more house number attention 
with a Premax display on your 
counter. Shown—Premax Hy-Caste, 
4-inch, polished brass number. Ask 
your jobber about the entire Premax 
line, or write 


PREMAX PRODUCTS 


Division Chisholm-Ryder Co., Inc. 
5543 Highlend Ave. Niegera Falls, N. Y. 
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BE PROFIT WISE! INCREASE YOUR PELLET SALES... 





ovoet BENJAMIN H : £2 -C PELLETS 
= 2 = 















IN NEW TWO-COLOR EYE-CATCHING 


DISPLAY CARTONS & 


The BEST QUALITY PELLETS are packed in 
METAL CANS with QUICK LOCK LIDS. 
SPECIFY Cal. .177 or Cal. .22 BENJAMIN 
H-C PELLETS, packed 250 or 500 IN TWO- 
COLOR DISPLAY CARTONS of 3000. Ask 


your Jobber or write to Factory for Prices and 









| Se a te eS 


BENJAMIN 
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Perwicai? OFGSED 10 FORM 4 HOH Al @ Br 
ganett 10 PetvEST 100) OF COMPETITION ajjutIme 
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Attractive for Counter 

















other details. 





BENJAMIN AIR RIFLE CO., 1515 S. 8th St., St. Louis 4, Mo. 


or Window 
















MARSHALLTOWN 


>». 


MARSHALLTOWN TROWEL COMPANY - 


line at $5.95 retail, will be 
cially priced at $4.66. 


During the cut price promotion, 


spe- 


which will run at retail from Fel 
10 to March 25. 


urged to apply the S| 


consumers will Db 
ZY savings 
towards other Flint-Ware pur- 
chases and build complete sets. 

Ads will appear 
of eight national 
newspaper ads, listing dealers, will 
appear March 14. 

Dealers who buy a 15-piece as- 
sortment will receive a permanent 
flasher display free and will be 
identified as Flint-Ware dealers 
for their area. 


in March issues 
magazines, and 


Sale Promotion On 
GE, Telechron Clocks 


An advertising campaign, claimed 
to be twice as strong as any other 
in electric clock history, has been 
set for the combined General Elec- 
tric and Telechron clock line. 

Eighty-six newspapers in 79 cit- 
ies, wil] carry sale advertisements 
on 12 models, Jan. 30, Feb. 6 and 13. 

Sale models are priced at retail 
reductions up to 32 pct and include 
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Saw Attachment 


sic $495 


Order from your B&D wholesaler—tisted in phone book 


4 Push the Black & Decker Saw Attachment 


® Fits B&D % 
® Safe! Has telescoping blade guard 
® Rip fence, depth-&-bevel adjustments 


Utility and All-Purpose Drills 





Yellow Pages under "Tools—Electric”. 








a 


Fam MARSHALLTOWN 


TROWELS 





four kitchen, one occasional and 
seven alarm clocks. Sale prices 
ange from $4.29 to $14.79 and will 
at the reduced 


. 


be fair traded 

amounts. 
Extensive network § television 
vverage is also planned, beginning 

Jan. 31, by Dave Garroway on the 


Today show. 


Chart Shows When 
Freezer Materials Sell 


A seasonal sales chart showing 
when freezer packaging materials 
sell best has been prepared by 
Freezer Queen Products Co., 210 
S. Clinton St., Chicago 6. 

The chart shows estimated sales, 
in per cent to total, by months, for 
six geographical areas in the 
United States. 

The chart suggests that the best 
sales season on freezer packaging 
materials begins in each region in 
the month when such sales reach 10 
pet of the year’s total. 

It is emphasized, however, that 
the selling season may vary accord- 
ing to local weather and crop con- 


ditions. Due to year-around har- 










MARSHALLTOWN, IOWA 







vest conditions in many states 


where warmer weather prevails, 


the demand fol freezer materials 


is fairly constant all year 


West Bend Mixer 
Wins Design Award 

A Good Design Award has been 
made to the West Bend Portable 
Electric Mixer, product of the West 
Bend Aluminum Co., West Bend, 
Wis. 

The new mixer will be shown in 
the 1955 Good Design Exhibit at 
the Merchandise Mart in Chicago. 
Jointly sponsored by the Museum 
of Modern Art of New York and 
the Merchandise Mart, the Exhibit 
seeks to stimulate the best modern 
design in home furnishings and 
housewares. 

Styled in House & Garden's pas- 
tel citron and gray, the new port- 
able mixer has snap-in beaters and 
3-speed finger-tip control, stands 
on its heels like a flat-iron and 
stores on its own wall hanger when 
not in use. 


(Resume reading on page 15) 
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Retail 


No. 262 BENJAMIN, CO. 


ROCKET GAS PISTOL $150°| 






NEW 2 STAGE 
SHOOTING POWER for 
TARGET and SMALL GAME. 


Welded Steel Borrels with Rifled Bronze 

Liner—Plastic (walnut) Stocks—Adjustable 

Reer Sight. Up to 40 Herd Shots per IN DISPLAY 
Cartridge. CARTON 





Write Factory for Prices ond Complete information 
ALL BENJAMIN AIR RIFLES & PISTOLS—BENJAMIN C0. 
RIFLES & PISTOLS—BENJAMIN H-C PELLETS, etc. 


No. 352 BENJAMIN SUPER 
CO. GAS CARBINE 
Retail $16°° 


Finest Short 


2 NEW STARS! 


THE HARDEST HITTING 

















CO2 GAS GUNS AT Light Rifle ” 
THE LOWEST PRICES | 5°) '°"s°" 


Up to 25 Very 
Hard Shots per 
Cartridge. Adjust- 
able Rear Sight— 
Walnut Stock—Takedown 

Steel Barrel with Bronze 
Low 


Liner 
Toxic. | 


BENJAMIN AIR RIFLE CO.., 1515 S. 8th St., St. Louis 4, Mo. 


ON THE MARKET! 


Single Shot—Cal. .22—Breech Loading— 
Bolt Action—Hammer Fire—Smooth Trig- 
ger — Safety. Hi Power — Accurate — 
Easy to Operate— No Pumping— 
No Spring Recoil —Use Standard 
Cost CO. Cartridges — Non 








IN DISPLAY 
CARTON 








Ddoak 1» 








|} bronze o 
uy a Dis* ings. Pi 
} stainl 
©' 5 vA solid bro 


Ideal 


Now available with 


STORM DOOR CLOSER 
and PROTECTOR 





BETTER STORE 


FIXTURES 
FOR LESS 








GES 


ilite bear- 
ated or 
steel or 
$$ 








Ne a ee eimendettintiecn auitiemmeniiaiaia : 











A 
J VA ee 


80 the only self-lubricated, 10 
gvoronteed closer. 
without chain. 







Idealox and > 
Ideclatches * ; 
Y 
With or without key 8,.000,00 
locking. Just drill today. J 


holes 


4 


three 


Write today for prices and catalog sheets. 


IDEAL BRASS WORKS, INC. 


250 E. 5th St. 











It’s going places... and 
you can get your extra prof- 
its by ordering today from 


your Goulds distributor. 


Watch the other depend- 
able Goulds pumps. . . the 
complete profit-line for 55. 
You get more with Goulds! 


Goulds Pumps inc. 
Seneca Falls, N.Y 
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90 ovoil 


BH ONE-BORE LATCH 


one 1° hole 


WATCH this water natant | : 













[GOULDS Balanced-Flow JET 
for Shallow Wells 


GOULDS Water Systems 








yeor 
lable 











O in use 
ust drill 





INTERCHANGEABLE—ADJUSTABLE 
PEG BOARD BACKS 
Write for catalog No. JH TODAY 
W. C. HELLER & CO. 
MONTPELIER, OHIO 


oe a erm 


St. Pav! 1, Minn 

















SEE THIS CONDENSED CATALOG 






af 
CASTERS 
and GLIDES 


on Pages 353, 354, 355, 356 
of july 22 iseve 
HAROWARE AGE DIRECTORY 





and Order From Your Jobber Today 


Evonsvilie, ind 


FAULTLESS CASTER CORPORATION, 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 

Set solid, maximum 50 words $5.00 

Each additional word 16 


Positions Wanted 
(Specio! Rate) set solid. meximum 
50 words 
Each additional word 
Allow Seven Words for Keyed eis 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence ond replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, litercture, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied Dy 


sufficient postage for remailing. 
No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms ciose 15 days 
prior to publication date. 


Remittance must 
of check or 
stamps 


accompany order in form 
money order, nof currency or 











Representatives Wanted 


Representatives Wanted | 





Representatives Wanted 











TOP EARNING SALESMAN 
to handle nationally known line 
exclusively 


This spot is for the St. Louis orea only. 
You ll be selling to housewores and hard- 
wore jobbers who know us as well as their 
own names. We're one of the nation's 
leading manufacturers in our field, have 
an all-inclusive line and back you up with 
@ vigorous promotion program. We want 
25 to 39, who's 
You'll get salary 
and commission the first year and soon go 
Write fully in 
strictest confidence to Box No. 150, care 
100 E. 42nd St.. New 


@ young, aggressive man, 


looking for o real career. 
on straight commission. 


of Hardwore Age. 
York 17, N. Y. 











REPRESENTATIVE WANTED 
STATE who wants exclusive 
proven merchandise to be sold 
at pobber discounts Repeats year after year In 
past seld only through jobbers. Established fifty 
years Send details of yourself to Address: Box 
N 146, care of Haroware Ace, 100 East 42nd 
Strect, New York 17, N. Y¥ 


IN EACH 
additiona! line ef 
direct to dealer 





FACTORY REPRESENTATIVES 


Territories open for representation by moanvw- 
focturer of one of the most complete lines of 
well known chemico!l specialties for the hard- 
wore, paint and plumbing supply trade 


Address Bex (6!. care of HARDWARE AGE 
100 East 42nd Street. New York {7. N.Y 











WANT F D Manutacturers Representative 
handle full line of aluminum and steel guy wire, 
nails and accessories for wholesale hardware trade 
Area now opened in the entire U. S. Write Ad 
dress R. =x No. 114, care of Hannpware Ace, 100 
Fast 42nd Street. New York 17. N 





FACTORY REPRESENTATIVE WANTED 


To co! on wr ©£40 
ScGucing on eiectr 

with the omorzng ew oction Libera 
Commission W rite ror Geta " Please stote 
qualifications covered. Dunfield- 
Durkee, Inc., 307 cost “he “South Solt Loke 
City, Uteh 


e® norcdwore accounts 
neacge ond 


utting 


ntro- 


owt %-. mmer 











Representatives Wanted 


PLASTIC HOSE AND SPRINKLERS 
Complete Volume Line Available At Once 


Most territories open. Highly rated multi- 
plant manufacturer will appoint top-notch 
representatives only. Must be experienced 
in wholesale hardware, housewares, super- 
market, drug, varieties and allied trades. 
Replies must contain complete information 
as to sales organization, territory, lines 
carried ond references. All replies will be 
held in strict confidence. 
Write: Dept. SP 1. 
P. O. Box £28, Chelsea, Mass. 











i Tf ou weheve 


| of Harpware Ace, 100 
ok 17 NY 








SALESMEN WANTED who call on large re 
tailers and lumber yards to handle a short line of 
builders hardware for a reputable manufacturer 
Please state lines now hand! ing All Eastern 
— Addr esa R xX \ oe «of 
Ace, 100 East 42nd Street 


HARDWARE 
Nee York 17. NX. \ 





states | 


SALESMEN, IS 
rUNITY Here 
ma ave To! 


THIS YOUR BIG OPPOR 
is one of the best chances you 
many years to become iated 
with one of 1 leading manufacturers of Spravers 
and Dusters, Poultry, Livestock and Barn Ea ip 
ment The earning opportunities are excellent 
for men with initiative, sound judgment and dem 
lities to sell dealers in the hardware, 
teed. seed, garden and farm supply 
fields. You will be expected to travel im your 


Assi 


mstrated al 
mplement, 
wn automebile 
traveling expense, guaranteed salary semi-monthly 
can Qualify tor an unusual 
send us an outline of 
business experience, age and earning re rd. Ad 
dress H. A. Yoder, Sales Manager, H. D. Hud 
SOT Manufacturing Comp any. sy Fast ah 


_Chieagwo 11. Iilmors 


vou 


as | if > 


opportunity, 





_ REPRESENTATIVE WANTED 


Ow > " oe Onve ope’ fed Iwnt 


Ve ite exclusive territory to ind 
esentiy calling on whole 
snd gorden trade. A 
confidential—a!! in 

sries promptly ocknowledged. Write in de- 
tail to: Mendota Steel Products Co.. Dept. A 
Mendotc Iilinois 


“7 pe nsiaerec 








with liberal allowance for car anda | 


your | 


Inois | 








PAIN SALESMEN WANTED. A promotion 
liy priced paint lime (retail at $1.5 to $3.00) 
directed at the Do-It-Yourself buyer is open in 
—_ i ries east f the Mississipp! Our 
val cannot be equaled and with 
and prompt service—plant ca 
8.000 gallons a day—our customers love us 

‘rite for information about our liberal commis 
and protected territories giving full particu 
lars so that no spring business is lost in drawn 
out correspondence. Address: Box No. 118, 
Fast 42nd Street, 


: terri? 


~% colers 


s1ons 


New 


TK 





CABINET HARDWARE MANUFACTURER WANTS 
REPRESENTATIVE CALLING ON RETAIL LUM- 
BER AND HARDWARE STORES IN THE STATE 
OF OHIO. LIBERAL COMMISSIONS. ESTAB- 
LISHED ACCOUNTS WILL BE TURNED OVER 
TO ONE WHO IS WILLING TO WORK. 
WRITE STATING AGE HOW OFTEN TERRI- 
TORY iS COVERED AND LINES NOW CARRIED. 
Address Box No. (33, care of HARDWARE AGE 
100 East 42nd St.. New York 17, N. Y 











strong | 


care | 
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SALESMAN FOR ATLANTA AREA 
A top man wanted 
to handle our line exclusively 


We want a man who knows how to 
sell te housewares and hardware 
jobbers. We're a leading manufac- 
turer in our field . widely known, 
solidly established. Our line is 
heavily promoted and nationally ad- 
vertised. This is a high-earning 
career spot and we want a man with 
talents to match. He should be be- 
tween 25 and 39 and will start with 
salary and expenses, working toward 
straight commission soon after. For 
personal interview, write and tell us 
all about yourself, to Box No. 151, 
care of HARDWARE AGe, 100 E. 42nd 
St., New York 17, N. Y. 











REPRESENTATIVES WANTED 
GEIGER COUNTERS. La ng est ablished top rated 
manufacturer of radiation instruments offers un 
usual opportunity TOT substantial ncome to ag- 
gressive qualified rey tative calling on hard 
ware ports, and dey stores As a result ef 
tremendous public excitement uranium dis 
coveries, ma! have to handle our 
fine qualit medium-priced Geiger Counter. Sales 
results excellent A tew choice pro 
~ mngy territories st a avail lable Liberal commis 

on. Write giving letails and references 
Replies con Address Box No. 144, care 
of HARDWARE Fast 42nd Street, New 
York 17. \ \ 


TO SELI!I 


about 


; ler 
o¢aie asked 


have been 





MANUFACTURER'S 
REPRESENTATIVES 
BARBECUE LINE 


Wanted for number of territories. Highly 
promotional line of Barbecue grills. Low-end. 
Strongly merchandised. Must be established 
with wholesale distributors, dept. stores 
and chains. Give full particulars, including 
territory covered. Write W. Walter, Sales 
Mor., Leighton Products Corp., 75 Leighton 
Avenue, Rochester 9, N. Y. 











e BATHROOM ACCES 
AGGRESSIVE SALESMEN in 
riders 
etc competit oD priced Repr eset 

established co 
bers, wholesalers, etc and 1 competing 
State experience, ines, territor 5% comer 
on all sales in Donald Bishor 


Bermudez, Rivera 


Lares manu 
SORIES wants 
all states Line ies soap he towe 
tatives 


A *h 4 . tractor 


1955 





Classified Opportunities Section 





Representatives Wanted 





Representatives Wanted 








SALESMEN—SELL PAINT BRUSHES 


Established firm seeks severc! 
ing on point stores, 
for desirable protected territories 
details first letter 


Address Box No. (66. care of HARDWARE AGE 
100 East 42nd St.. New York i7, WN. Y. 


now call- 
lumber yords 
Liberal com- 


men, 
hardware 


mission. Fyl! 











MAIL BOXES — 
ost areas by manufa 
aluminum and brass mai 
sions, protected territo Should be covering 
retail hardware, gift and lumber stores with other 
n-competitive lin Box 388, Port Washington, 
ot York 


Rep resentatives wanted in 
mmplete line cf 
boxes. High commis 


urer >t 





BB AIR RIFLE SHOT MANUFACTURER 


e not, stee! copper 
BB's Mest 


territ . es 


wonTs represenration. 

open 

Address Bex Neo. 164. 
108 East 42nd St 


care of HARDWARE AGE 
New York i7, NWN. Y. 











PAINT BRUSH SALESMEN WANTED in 
territories for aggressive paint, hardware or spe 

ty Sailesmet ‘ i ng mn retail trade ( paint, 
ardware, lum ber jept. stores Complete 
juality line in bristle and nylon, also rellers 
Highest commissions. Give full details in confi 
dence. Address: Box No. 156. care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N 


leaiers 





CABINET HARDWARE MANUFACTURER WANTS 
REPRESENTATIVE CALLING ON RETAIL LUM- 
BER AND HARDWARE STORES IN THE STATE 
OF OHIO. LIBERAL COMMISSIONS. ESTASB- 
LISHED ACCOUNTS WILL BE TURNED OVER 
TO ONE WHO IS WILLING TO WORK. 
WRITE STATING AGE. HOW OFTEN TERRI- 
TORY IS COVERED AND LINES NOW CARRIED. 


Address Geox Ne. 133. care of ee ane AGE 
100 East 42nd St.. New York 17. WN 











HAND 


known lime 


rOOLS — Man 
seeks rep 
ware retailers, 
suppiies 


ifacturer of 
resentatives calling on hard 
mber, plumbing, electrical, mill 
and building material dealers. Many ter 
Advise whi f the above trades 

; HARD 


nationally 


Ties opet 
all on Ad 


Lin Fast 42rn street 


~~ 


idress Box N 154. care of 


New York 17 





MANUFACTURERS AGENTS WANTED 


Connecticut Hardware Manufacturer wants representa 
tion in South, Midwest. Far est and West Coast 
Cammissia basis mmeopt in f standard 
jimmyproof brome locks n evylinders 
ete Competitively priced an nationally pramoted 
In reply specify products now handled type ef 
rade call or with examples 


Address Box Ne. 162. care of eer oe AGE 
100 East 42nd St.. New York 1{7. 








DISTRIBUTORS AND 
MANUFACTURERS 
REPRESENTATIVES 


For “Air Dri,” a new successful elec- 
tronic product that stops mildew, mold, 
and musty odor for 5 years! Retail 
price $7.50. Needed in every home, 
many offices and industries. As easy 
to use as a pin-up lamp. Smartly pack- 
aged to sell itself’ This is a winner 
and we know it—only alert well quali- 
fied representatives and distributors 
will be considered. In replying, please 
list lines or products you now have— 
and your following or territory served 
—and your usual compensation. Write 
to 


AIR DRI ASSOCIATES 
P. ©. Box Station A-411 
St. Petersburg, Florida 





Mansfactwrers Representatives Wanted = 


Ant?- 


Address Box Neo. (63, care of re Oe, AGE 
00 East 42nd St.. New York 17. 











| wanted witht 


| thi irea 


| Grune comlan to this 
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HARDWARE, HOUSEWARE’S SALESMAN 
years of experience ior wei 
New York City retail s' 
Nave anpility to make minor electr 
he giving age, 
idress: Box Ni 


East 4nd Street, 


estabils! ed 


Attractive aor 
ind full det to 
HAR WARE AcE *, 
SS ee | 

PAINT BRUSH 
RESENTATIVE 
retail hardware 
opportunity and 
man Cleveland, Detro 
M nneal olis and other desirabl 
full details. Address: Box N 
AGE, 100 Fast 42nd Street 


MANUFACTI 
wanted with 
paint, lum stores, et (200d 
commssi 


RER'’S REP 
T llowt! . “al : 
i anette Sr \ sales 
tladeiph: 

areas OCT 
+s ire rt WN 


New Yor > ee 





PROMINENT Manufacturer of Hand Tools 
has position epen for a 


FIELD SALES MANAGER 


Must be aggressive salesman willing te 
travel with our sales staff whenever necessary 
and have experience with wholesale hardware 
trade. Pay commensurate with ability. All 
replies confidential. Ow men know of this ad 
Address Bex 155. care of HARDWARE AGE 
100 East 42nd St.. New York {7. N.Y 














Accounts Wanted 








REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadeiphia, Detroit, Cleveland and Louisville. 
We carry the account or you can bill direct 
Inquiries invited. Write ANCO Corporation 7 
Wood Street, Pittsburgh 22, Pa 





Accounts Wanted 





and in 
department tore ns talogue hou n 








STARTING FEBRUARY A MANU FP, 
a oo re Seen will be et 
two wm imnes il sel Ha 
W hole salers a! Pte tment t 
l’ennsylva a. (thu and southea ste 
i protected territ 


HiaRgD 


DaSIS 
care f 


Y ork 


nn Ad 
ware Ace. 100 Ea 
y 


AGENT COVERING 
Lt AIN and independent deal 
Neek 


ESTABI ISHE D 
BERS, | 


oft ‘ ‘ 


ion 
+ 


talole aggressive service tw hard 
war alive: nes tor Marviand. Virginia, ar 
i naga m. D. ¢ Preter manu t e Known tt 
Also consider 
W rite 


WARE AGI 


secking better 
area f he first time 


Address Box N 171 are Hiar 
Fast 42: Stre« New York 17, N 


WANTE! 
ING, sper 
riety chai res and lumber 
ern Washineton and 


with twenty nve 


» ONE GOOD 


ality ime ft sell 


TOOT 


lirect nat 


AND PLUMB 

dwa va 
(jregon hy 

salesmar 

with world’s largest h 

Address: B No. 158. ce: 

Fast 4 New 


“free? 


YOU CAN DOUBLE YOUR PROFITS 
9s merchandise your line to Firestone WW 

s. G;ambies, aut 

ers, TBA © 
thir ‘7 


sciling these bu 


Sear > OT 
watlet« erie 
Nation 
f Harov ; 100 Ea 
Vork Pr, . 5 


MICHIGAN 


INDIANA 
‘{ KY Aggressive : Ta Mie 


OHO 


stores 

Represent. manufacturers 
167, care of Han 
17, N 


ware A 
New York y 


MANU FACTURER’S REPRESENTATIVE 
tering complete coverage in | sianma, N 
id Alabama. Will accept additional line suitable 
distribution through wholesale hardware chan 
Address: Box No. 119, care of NargoWwaae 
100 East 42nd Street, New York 17, N. \ 


WITH KANUW 
limes hardware, 
131 seit 


new products 


iSSISSipp 


MANUFACTURERS AGENT 
OW and know-who pen tor 
tools, mill supplies, garde: ipplies, do-it-y 
items. Heavy experience promoting 

: tal tems to 


reasing pbers, 


M et 





Positions Wanted 





SALES MANAGER i smoothly and 

vely rie ly , | . ’ eTpiexing pt 
of bridging the gap betwee les and exe . 
management My handie detaila an 
ther 1 Oiems tra vow Mw | Saies orgar ization 


; 


eaves the e » tre for administrative and 
years experience 
sales managem ( ollewe tra ned, 
Presently em 
Address: Bo» 
Fast 42m 


executive Ve Sia 
Saics ati 
raimin 


usiness strati 


ploved as i:strict saies 
157. care of HaRopWari on, 100 
Street, New York 17, N. \ 

POSITION WITH A 


sales 


7 AM SEEKING A 
well established 
man in New yy rh 
vania In this territory I we ci 
vated and sold wh hardware 
plumbing and heating iobbers for the past 
thirty le and friendly accounts 
will prove of specia nterest to you If vou are 
interested t me Address: Box N 


a Fast 2nd 


muta rer as traveling 
State and Western Pennsy! 
msistently cult 
eraeate houses at . 
sup] ly 
years. These valual 
cis vyrite 
eare of Harpware Acre, 100 


~ fae York 17 


7 

; 

‘S freer 
‘ 


VW ANTED F xnerienced ' 


far at A 


POSTT ~— 


ry tert e 


al dealers and w e 
Area 
sales managemet 


National 
fas 


eae eto 
salers in 
make change 


Desire " 


> 


arn 4 busi Iding mater 
Southern Cali tora ia 
Well schooled 

and sales promotion by large : 
Building Material Manufacturer Age 34, Ma 
ried. Address Rox N 16 are of Har . 
Ace, 100 Fast 42nd Street New York 17 N } 


we*t east hi 


Rus ness 
i secu 


“warehouse op 


POSTTION ' Har + 
Reta! Manufactu 


~ 


WANTED 
W he 
Experience in 
F xcellent } eseae . sort fer ery a’ reterences 
149 _ of 
New Yor 


. ’ we 
iesaice 


eratior 
Salary open Adder lox «=6N 


Harpware Act Street 


N 





Help Wanted 








TOP SALESMAN FOR DETROIT AREA 
Handling Our Line Exclusively! 
Selling to Housewares & Hardware Jobbers 


This is a career opportunity as a 
salesman with leading 
manufacturer in its field a solid- 
ly established, wide-awake firm. Na- 


comprehensive 


America’s 


tionally - advertised, 
line, backed by a complete promotion 
program. Only young, hard-driving 
salesmen qualified for high earnings 
Ages 25-39. Sal- 
and expenses first year; straight 
soon as possible 


will be considered. 
ary 
commission basis as 
thereafter. For personal interview 
in this city, write full details to Box 
No. 153, care of HARDWARE AGe, 100 
E. Sad St.. New York 17, N. Y 
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Help Wanted 


Help Wanted 


Business Opportunities 











ACE SALESMAN WANTED 
for the Chicago territory 


The man we want will handle our 
line exclusively. It's a nationally 
known, nationally advertised line, 
one of the nation’s biggest names in 
its field, sold through housewares 
and hardware jobbers. We're look- 
ing for a young man (25-39) who 
can really sell and who's qualified for 
high earnings. This is a career job 
that pays salary and expenses the 
first year, working toward a straight 
commission basis soon after. Send 
full details for personal interview. 
Replies confidential. Box No. 152, 
care of Hardware Age, 100 E. 42nd 
St.. New York 17, N. Y. 


cluding office 


GENERAL MANAGER AND CONTROL 
MAN WANTED: to take complete charge of large 
Hardware store, approximately 60 employees in 
Give complete history of past and 
present employment including salary received and 


| position held. Accounting ability very important. 
Starting salary $24,000 Year. Address: Box No. 
165. care of Hanpware Ace, 100 East 42nd 


Street, New York 17, N. Y 


SALESMEN ACOUAINTED,. WITH HARD 
WARE TRADE to sell complete line of paint 
brushes for a prominent N. Y. Mfg. New England 
and several other territories now open. Comm. 
Drawing for the right man when qualified. Box 
978, 1474 Broadway, New York, N. \ 





Business Opportunities 














LADD'S DISCOUNT BOOK 


A limited supply of this famous and useful aid in 
quickly determining net discounts from multiple dis- 
count quotations is available. As tong as the supply 
lasts these will be sold at $12.50. Send check with 
order to 


LADD'S DISCOUNT BOOK 
Henry Fesig, 60 Mohawk St., New Gritein, Conn. 








HARDWARE AND MILL SUPPLY STORE 


in Midtown N. Y. C. Factory area. 1954 
Volume $85,000. Very profitable operation. 
Open 8:30 to 5:45 P.M. to | P.M. Sat. 
$25.000 cash required, balance—terms 
Address Box No. 168, care of HARDWARE AGE 








100 East 42nd St.. New York 17, WN. Y. 





COMBINATION FOLDING PICK 


| 


SHOVEL Brand new. Government § surplus 

$15.00 a dozen, 6 dozen $13.50 per dozen. 43 Ibs. | 

per dozen. Wolf Appleton, Inc., 566-T Broadway, 
y 


New York 12, N. ¥ 











FOR SALE 


Retail Hardware Store, North- 
western Pennsylvania. In business 
50 years; annual gross exceeds 


$175,000. Real estate may be pur- 
chased or leased. Merchandise to 


be sold at market or cost, which- 
ever is lower, or buyer may select 
portion of stock he desires. Ex- 
traordinary opportunity to obtain 
an established business without 
buying good will. Contact P. C. 
Cunningham, 1303 Peach St., Erie, 
Pa. Telephone Erie 23-159. 











ATTENTION, HARDWARE MANUFACTURERS! 


WE HAVE JUST APPLIED FOR A PATENT ON 
A NEW, REVOLUTIONARY QUICK CHANGE 
MOP. WE WILL SELL MANUFACTURING 
RIGHTS TO LARGE REPUTABLE FIRM 


Address Geox No. 159. care of HARDWARE AGE 
100 East 42nd St.. New York 17. N. Y. 














Hardware dealers all over the country have discovered that it pays 
to keep your eyes on Hardware Age for ideas and advice that mean 


more money in your pocket. Help on store management problems, 
merchandising ideas, market news, more new merchandise descrip- 
tions than published by any other hardware magazine, and news 
of other hardware people are just a few of the regular features 
of Hardware Age that have caused more dealers to invest in sub- 
scriptions to Hardware Age than to any other hardware magazine. 


HARDWARE AGE 


The Hardware Dealers’ Magasine 


100 E. 42 St. 


New York 17, N. Y. 
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HERE'S THE LINE 


the? knows no secson 
Day in, dey out dealers 
everywhere find steady. 
profi chile sales with 
Chicago Sew ond 
grinding Mandrels 
Every Form, Factory 
and Home workshop . . 


IW 





is @ prospective 
customer. There 

cre mandrels for 
light, medium or 
heavy duty .. . each 
one pocked in on 
attractive 3 color 
displey corton. 


ASK YOUR JOBBER 


about Chicago's 
on-the-spot merchandiser 


MFG'D BY 


DIE CASTING MFG. CO. 


2510-14 WEST MONROE STREET 
CHICAGO 12 ILLINOIS 





Include 
in the building plan 


Hauonal —for permanence 


Built-in strength ond stability are inherent features of every one 
of the 300 products included in the complete Nationa! line 
The wide variety of the products assures o proper size 

and style to adequately serve the porticular job ot 

. hand. Strain, friction and subsequent weor 

” ore corefully gvorded agoins! by the stout 

materials used and the modern mechonisms 


employed to check service fatigue. 








one piece hammers ? 





HARDWARE AGE, JANLARY 20, 1955 





W/L ISIVA vow ltl sy What) 1) icteael ty 4 ha 
Sas | Nu G a , 





WHO'S COINING MONEY WITH THE 
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New Power..New Features 


ALL NEW 


THE NEW OST RR 





NO. 552 


Pipe-Master 


PORTABLE PIPE MACHINES 





FREE BOOKLET 
CONTAINS ALL 
THE FACTS! 








Send for your copy today! 


THE MANUFACTURING CO. 
Main Office and Factory 
2068 East é1etSt. + Cleveland 3, Ohic 


New York Factory Branch Sales and Service, 25-36 Jackson Ave., Long island City 1, N.Y. 
Builders of Cost Reducing Threading Equipment Since 1893 











<> 18" 117% 


Suggested 
Retail Price 
EXTRA PROFITS 
EXTRA SALES 





ATTACHMENTS 
1. Grass Mower 


2. Rotary Tiller 
3. Dissten Chain Saw 
4 






AND TWO 
Self-Propelled 


WHIZ POWER SAWS 


20” —~ 2% h.p. General Purpose. 
26” —5 h.p. Heavy Duty. 





These big power units are sales builders all year around 
with WHIZ matched Attachments — Cordwood Saws, 
Disston Chain Saws, Carborundum Grinding Wheel, Rotary 
Tiller Hoe, Grass and Brush Mower, Post Hole Auger. 


— Built Right to Sell Right — Nationally Advertised 


For complete information and prices contact your jobber or 
write direct. Distributor franchises available. 


ROOT MANUFACTURING CO., INC. 


127 East Eleventh St 


Baxter Springs, Kansas 








Summer 
Salesmakers 


by a 


coo! satety cabinet 
gees space heater 
Dearborn's famous Cool Safety Cabinet gas space heater is your biggest 








winter profit-maker No. 1 in sales all over America. And, Dearborn's 
» . 7’ 


t-makers can be your biggest profit-makers, too. They're 


vmaded with features and they re loaded with quality Thev re highiy competitive 
in price high in performance high in looks. And when you carry the 


Dearborn line you carry Dearborn’s reputation, best selling tool of all' 


it's the o cond :trone: be 
het gree your customers more A 
- Money | ‘ee ay 

we 


> mew 1055 
Hobo (het 
The best loeking. best 
performing barbecue equipment 


om the mertet af fs amating!y 
ew pres 





. th saleable fralures 


Dollar Wirt te Urarborn por tales and mropte tte yor wound 





SPACE 511.4 
Mert Chicage 
—_—- — — — — — ® 
1700 WEST COMMERCE, DALLAS, TEXAS 
276 
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os SOURCE 


Through the years Atlas Screw & Specialty 
Co. has proven by PERFORMANCE. that 
they are a source of supply that can fill 


ALL your fastening 


requirements. By 


means of modern manufacturing facilities 
and diversified equipment ATLAS can 
produce your minutest as well as your 


largest component requirement. 


a 
o 


Leading distributors and jobbers have found ATLAS a 
reliable source for their needs. ATLAS can handle the job 
right—the right fastener, the right quantity, at the right 


time 


PS. You'll increase your volume and year-round profits, too. 


BOLTS 
NUTS 
SCREWS 
WASHERS 


gcre 


aso BROOME stadt! 


mew yor« 13 


w & spECIAL 


ty co 


prrt.* 


. a 





it takes only @ few minutes 


of your time to drop vs @ 
ad it may mean 


line @ oft 





thousands of dollars’ pr 
to you! 


om 


Mn _ Wr, 


f ss 
Write “Joday 
FOR FULL DETAILS... 


prices, discounts, free 
promotional aids etc. 


\ 


TECHNICAL ASSOCIATES 


140 West Providencia Ave. 


Burbank, California 


SELLING F-6 GEIGER CO 


READ WHAT 
MR. BILL BARBUS, 
pasadena dealer, 
says: **! never rea- 
lized how much 
money there is i# 
selling geiger 
counters. | sold 
$3237.31 worth in 
just one month’ 


i. BUSINESS WEEK calls it... 
| “The Biggest Boom in America Mining 
history!” The uranium fever is everywhere! 











Selt-Seller 
Wail 
Cabinet 


Mramon self-seller Display Cabinet No. 157 
displays high speed jobbers length drills, not 
the cabinet. The answer to every drill merchan- 
dising problem. Crystal clear cover highlights 
the drills against pastel green background. 

© From any angle ~- Displays drills best 

© Pilfer proof crystal clear cover 
« Centrolied inventory storage rack 
* Supporting holes serve as drill gauge 


© Size and price legibly marked for every size 
¢ Quantities varied according to demand 


From your jobber or 


HENRY L. HANSON CO., Worcester, Mass. 

















GLASS CUTTING MACHINES 


Designed to assure proper performance for all 
types of glass cutting to close tolerances. 


No. 493 


No. 494 its glass from Q" to 4 
ze: 48 wide - 


Write for Glass and Mirror Supply Catalog. 








“REVIVA-TURE” New Lawn Aerator— Makes Lawns Like Golf Greens 


—" Quick Turn-Over—High Profit Item. 


NEW, IMPROVED 1955 MODEL 


Every home owner will want one, for acrated 
lawns are healthy lawn Fit my reel type hand 
or power mower They !! sell lke hot cake 


7-300 816°  tédisks $§ 6.95 
LT-300 618° ~ =—s«d18 disks 7.95 
LT-300 20° 20 disks 9.95 
17-300 21” 21 disks 10.95 
LT-300 24° 24 disks 11.95 
PACKED 6 per carton 24 and larger 
packed 1 per carto 


Quick Service on Special Sizes 

















ENGMAN MFG. CO. (Home & Lawn Div.) 





QUIK-TRIM — Revolutionary and new 
lawn trimmer and Grass Edging Tool 
Edger is PULLED — not pushed 


QUIK-TRIM means real profits for you. Low 
priced to encourage impulse buying. Your margin 
is well above normal profit Quantity discount 


schedule on request. 
Packed 98 
1 Doz. 


Per 


Carton Suggested 
Retail 


“ o | 




















1317-19 Locust St. * Des Moines, lowa 














NATIONALLY ADVERTISED FIRQOMES or SILENCE Tueniture cuives 


RUBBER CUSHIONED REGULAR 

One set on a card One set in a box 
12 cards in a box. 12 boxes in a 
Sizes—1%". 1%”, carton. Sizes — 


1-1/16", 1°, 3%”, 
%”. 











Ask your jebber. 


DOMES of SILENCE Division op ROBERT E. MILLER & CO., INC., 35 Pearl St.. New York 4, N. Y. 








| FURNITURE LEVELER 


Adjusteble Com- 
bination Leveler 
and Glider for 
Uneven and VUn- 
steady Furniture 


SIZES—1” base, 
4 on card: 1%", 
2 on card; 1%”, 
2 on card. 
Drive into uni- 
versal socket or 
5/16” hole. 






—- 
_ 
-- 
~ 


( —— 


{ 





if be is aot supplied, write 
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Atte | PLUMB Wdcadecades 


gens Handle 


Assembly 


PATENT PENDING 


Revolutionary Chemical Weld \e- 


Binds Head To Handle 
PERMANENTLY 


Permabonding provides the strongest and surest means of joining dis- 
similar materials. Makes it possible—for the first time—to guarantee 
that a tool will never lose its head. It stays tight, forever 


Permabond is the most advanced development in the assembly of hand 
tools. Permabond locks the shock-absorbing hickory handle to the metal 
head as one inseparable unit. 


Laboratory tests prove that handle splitting caused by mechanical wedges 
reduces the natural strength of hickory by at least 25%. The Permabond 
assembly method — requiring no mechanical wedges — assures you a full 
strength handle. 


COMPARE advantages of /PERMABOND / assembly 


® Seals moisture out — eliminates shrink 








and swell of wood. 


® Wood fibers remain intact with full nat- 
ural strength. No wedges to cause fiber 


shear which weakens handle. 


Black lines indicate Disadvantages of NORMAL Assembly 
typical splits ; 
caused by wedges. @ Moisture penetrates unsealed surface and 
causes swelling and shrinking which loosen 


wedge and handle. 


®@ Wedges split wood fibers and weaken handle. 


PER MABOND 


to STAY TIGHT 


Al! PLUMB 
Tools Assembled 
with PERMABOND 
are identified by 


tag or imprint. 








SHUFORD MILLS, INC. remains “The 
World’s Largest Manufacturer of 
Cotton Cordage’’ because SHUFORD 
combines top quality merchandise with 
sales impact. Through research into 
consumer reaction, SHUFORD MILLS, 
INC. manages to achieve attractive 
packages and displays while main- 
taining easy product identification. 
The result catches the consumer's eye 
. and dollars. 


HAWTHORNE is SHUFORD’S 
“pre-stretched” quality clothes 


line in the new  pliofiim 
paockose. This handy pockage 
. is easily severed oat the neck, 
leaving each hank indivi- 
dually wrapped and dust 
proof. All of SHUFORD’S 
plastic and cotton 
lines, as well as quolity 
sash cords, are avoail- 
able in this new 

pockage. 


TIGER LILY Plostic clothes 


line in the new dust-free 
SHUFORD package is put up 
in shipping cartons that 
convert instontly into 
ottractive merchandising dis- 
plays Tiger Lily plastic 
clothes line is available in 
pleasing, guaranteed color 
fast pastels ozure 
bive, pin-up pink ond 
tiger yellow, as well as 
white 


i Se 
©” Guaranteed by © 
Good Housekeeping 

© =) 


45 apvinnate OE 


ADY UTILINE 5 SHLFORD'S new indoor clothes line, 
especially designe or dainty persone! wash in the 
kitchen or both in addition to heavy-duty clothes line 
use. This quality plastic line is guaranteed to give 
minimum stretch and color fostness. LADY UTILINE 
tlothes lines cre put up in two connected honks of 
20 ft. each and packed 2 dozen to a displey carton. 


SHUFORD’S Redwood ond all other quality sash cords 
cre ‘‘pre-stretched'’ and packaged in the new Ever- 
Wrapped Bag. These cre shipped in convenient cartons 
thot unfold easily into attractive counter displays. 
All SHUFORD brands—including Ironwood, Blue Spruce 
ond Cypress—ore made from good quality cotton, 
tightly braided for extra strength and smoothness, 
and treated for adverse weather conditions 


STAY CLEAN Is SHUFORD'S @*Clusive new pock- 
aging idea for polished twine. The snug pliofilm 


wrapper keeps twine neatly 
sealed until the last inch is 
used STAY CLEAN fs 
ever-clean, ever-wrapped, 
ever-ready , "Saves 
Time And Twine.’ 


In every price renge there is o quality Shuford line and 


distributors from coest to coast offer 
service 


quick and complete 





